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MARINE QUESTIONS UP _— 
AT COMMERCE MEETING Western BUREAU CONVENES 


Prof. S. S. Huebner Pleads for | 
Better Treatment of U. S. 
Insurance Interests 


LEGISLATION IS NEEDED 


Marine Code Prepared for District of 
Columbia May Serve as Model 


for the States 





BY G, A, WATSON 


ATLANTIC E€FTY,.N. J. Aprth 27: 
—Prof. S. S. Huebner, insurance ad- 
viser to the United States Shipping 


Board and to the committee on mer- 
chant marine and 
house of representatives, made a strong 
plea for the better treatment of 
American marine insurance interests in 
his masterful address at the gathering 
of the shipping group of the Chamber 
of Commerce of the United States 


tisheries of the 


today. He paid high tribute to the 
British government for the help it 
had extended the marine insurance 


companies of that country and the ef- 
fective support given such institutions 
by their backers and merchants. 


Cooperation Not Given 


Emphasizing the interdependence of 
the three interests of banking, shipping 
and insurance in developing the trade 
of any country, Professor Huebner as- 
serted that American marine com- 
panies have not only failed to secure 
the co-operation of allied interests, but 
they had been hampered by shameful 
federal and state legislation, making 
their successful competition with of- 
fices of more favored countries most 
difficult. Happily, he stated, federal 
legislators had at last appreciated the 
situation and there is now before con- 
gress a measure designed to reduce 
materially the tax burden of home 
institutions and otherwise grant them 
creater freedom of action to properly 
function. 

Professor Huebner held American 
companies should be permitted to cre- 
ate both a direct writing and a re- 
insurance bureau, and also to form an 
association that would allow of prompt 
and effective salvage operations in the 
principal ports of the world. Such an 
organization would prevent the ex- 
tortionate repair charges to which thev 
are now subjected and make for speedy 
and satisfactory loss adjustments. 


Medel Code Prepared 


He further said that a Marine in- 
surance code had been prepared for 
the district of Columbia which it was 
hoped would serve as a model for 
adoption in all states. Responses from 
governing insurance officials in a num. 
ber of commonwealths were favorable 
to “7 action. 

McComb and W. H. McGee, 
enters marine agents of New York. 
also addressed the gathering along lines 
similar to those followed by Professor 
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HAS ANNUAL MEETING 


Big Problem Before the Organization 


Is Question of Taking Over 
Automobile Business 


ATLANTIC CITY, N. J., April 28. 
—The annual meeting of the Western 
Insurance Bureau is being held here 
this week. President Walter D. Wil- 
liams has been ill and was unable to 
prepare an extended address. He 
called attention, however, to the neces- 
sity of continued co-operation and the 
danger of over-confidence owing to the 
present insurance situation. In review- 
ing the work of the year, he found 
pride in the achievements of the or- 
ganization, stating that its relationships 
with the Western Union were cordial 
and satisfactory. The reports of the 
standing committees showed the prog- 
ress that had been made during the 
year. 

Automobile Question Up 


Probably the most important issue 
before the Bureau is the action of the 
Western Union in assuming jurisdic- 
tion over the automobile business. 
Many of the Bureau companies are not 
members of the automobile conference. 
They conduct their automobile depart- 
ments independently. The feeling ex- 
ists that if the Bureau follows the 
course of the Western Union there will 
be a severe strain on the Bureau ma- 
chinery. The feeling seems to exist 
that the project will be turned down. 
In that case the National Automobile 
Underwriters Conference will be 
strengthened and the sectional organ- 
izations will be weakened, especially 
the Western Automobile Underwriters 
Conference. 
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Fiuebner, each stressing the need for 
American shippers studying more 
closely the character of the indemnity 
purchased and supporting home insti- 
tutions. 


Many Insurance Men There 


Insurance has a prominent place on 
the program of the convention. Among 
other leading underwriters following the 
general and the divisional meetings of 
the body with close interest are Presi- 
dent Bissell, Hartford Fire; President 
Bush, Dixie Fire; Vice-president Catlin, 
Insurance Company of North America; 
Vice-president Hoey, Continental; Presi- 
dent Lott and Secretary Luckett, United 
States Casualty; Nelson D. Sterling, rep- 
resenting the plate glass insurance in- 
terests; President Wade Fetzer, Insur- 
ance Federation; Stanley Otis, secretary 
Insurance Federation of New York, and 
Acting Secretary Case of the National 
Association of Insurance Agents. 

The insurance group meeting will be 
held this afternoon, R. M. Bissell, presi- 
dent of the Hartford Fire, presiding and 
M. B. Trezevant, manager of the insur- 
ance department of the Chamber of 
Commerce, acting as secretary. Two in- 
surance men, President Arthur Childs of 
the Columbian National Life and Secre- 
tary Justin Peters of the Lumbermen’s 
Mutual. have been placed on the nom- 
inating committee of the Chamber and 
will assist in selecting official] candidates 
for the organization for the new year. 


with the 
denly transferred their affections to the 
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CONFUSED OV OVER RATES| | PRESIDENT LANE 


NOT ENFORCING SCHEDULES 


Fire Companies’ New Collision Rate 
Manuals Have Not Been Delivered 
—Not Getting New Rates 





Some confusion has arisen owing to 
the fact that casualty companies writ- 
ing automobile collision insurance have 
notified their agents that greatly in- 
creased rates are effective for new busi- 
ness April 15 and for renewals June 1, 
while fre companies writing collision 
insurance have as yet been unable to 
place similar rates in the hands of 
their agents. The casualty companies’ 
rate manuals have been distributed, and 
casualty agents are writing business at 
the new rates in some of the larger 
cities, but as a general rule the new 
rates are not being collected by either 
fire or casualty agents. 


Business to Fire Companies 


Some agents who have received the 
rate manuals from the casualty com- 
panies are now placing their collision 
business with the fire companies, thus 
avoiding the rate increase. Many 
casualty agents are refusing to collect 
the new rates until the fire manuals 
have been distributed and the same 
rates collected by all classes of com- 
panies. 

Fire companies object to the fact that 
while casualty companies are getting 
the new rates as of April 15, renewals 
can be written at the old figures until 
June 1. The fire companies are putting 
the new rates into effect for all busi- 
ness, whether new or renewal, as of 
April 15. Many fire company officials 
say that they will make no effort to 
collect the new rates until June 1, or 
when the casualty companies put the 
new schedules into effect for all busi- 
ness written. 


Delivered in Larger Cities 


It seems that such rate manuals as 
have been delivered have gone to the 
larger cities. Agents in small towns 
have not received the new schedules 
from either fire or casualty companies. 
In view of this, the companies are not 
insistent upon the use of the new 
schedules, but take the position that 
until agents all over the field have re- 
ceived the new rate manuals, it is use- 
less to attempt to enforce the new 
schedules. 


Loading Up Fire Companies 


It has been noticed by some com- 
panies that a few agents who have in 
the past placed their collision business 
casualty companies have sud- 


fire companies represented. In other 
words, these agents have been notified 
by their casualty companies that the 
new rates must be collected, but have 
received no such word from their fire 
companies. They are therefore follow- 
ing the line of least resistance and 
offering the business to the fire com- 
panies. Where cases of this kind are 
found, the fire offices are inclined to 
hold down as much as possible. Col- 
lision insurance has been unprofitable 
and companies do not want to load up 
with collision business at the old rates. 








DISCUSSES INSURANCE 


Head of tiene apres Speaks Be- 
fore United States Chamber 
of Commerce 


FRANKNESS IS NEEDED 


No Mystery About Insurance—Other 
Lines of Business Should Be so 
Informed 


BY GEORGE A. WATSON 


ATLANTIC CITY, N. J., April 28.— 
Discussing the interest of insurance 
in the United States Chamber of Com- 
merce, at the annual meeting, Otho E. 
Lane, president of the Niagara Fire, 
reviewed briefly the work of that or- 
ganization from the start up to a year 
ago, when it established seven coor- 
dinated departments, of which insur- 
ance is one. With no intent to reduce 
the emphasis of the general interest, 
he said, the Chamber purposes so to 
control the departments that no one 
interest will dominate the general ma- 
chinery of the organization. 


Duty of Insurance Department 


Speaking of the insurance depart- 
ment, he said, “As I conceive it, the 
duty of this department will be to more 
intimately acquaint the general com- 
mercial interests of the country with 
the needs of insurance, and in addition, 
there will be the opportunity of making 
known to the public the value and im- 
portance of a great variety of work that 
is now done by the insurance bodies 
and for which insurance has in the past 
received small doubtful commenda- 


As illustrating these activities Mr. 
Lane cited the work of the National 
Board for better building construction, 
better fire protection and for conser- 
vation and in organizing the Under- 
writers Laboratories. 

No Mystery Seen 

“There is nothing mysterious or oc- 
cult about the fundamental principles 
of insurance,” said the speaker. “Other 
departments of business should be 
made acquainted with this single fact, 
insurance on its part should be, and 
I believe is, willing to strip itself of 
its collateral technicalities and realize 
that when here in America the demands 
of the country’s business lay oppor- 
tunities upon which it cannot rise to 
meet adequately, by reason of repres- 
sive laws, discrimination and unsound 
taxation, and other causes which lie 
outside of the business itself. the best 
course to pursue is that suggested by 
the very erection of a department in 
this National Chamber, devoted to the 
interests of insurance. Here insurance 
may bring its problems. It may state 
its needs. It may, in friendly discus- 
sion, confess the points at which it 
should strengthen itself. Insurance 
looks to this department to create in 
the minds of American business men in 
general a clear and sympathetic under- 
standing of its economic processes. In- 
surance, conversly, desires the same 
thing in respect to other departments of 
business.” 
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RECOUNTS HANDICAPS 


ON MARINE COMPANIES | 


William H. McGee Tells U. S. 
Chamber of Commerce of 
Present Day Conditions 


NEED GREATER SUPPORT 


Attitude of American and British 
Business Toward Home Com- 
panies Contrasted 


ATLANTIC CITY, N. J., April 27.— 
The handicaps in the way of legislation 
and taxation which have hampered the 
development of American marine insur- 
ance, and the urgent necessity of 
greater co-operation and support on the 
part of the business interests of the 
country if American companies are to 
be developed to a point where they can 
meet foreign competition, were out- 
lined by William H. McGee of New 


York, well known as a marine under- 
Coin- | 


before the Chamber of 
merce of the United States at its annual 


meeting here today. He said in part: 
For many years the American market 
for marine insurance has been of a most 


writer, 


restricted parochial character, by rea- 
son of causes similar to those which 
hampered and stifled American ship- 


owning and foreign commerce generally. 
Legislation by those without the slight- 
est understanding of the subject, but 
who have seen something upon which 
taxes can be laid and something upon 
which freak ideas could be tried out, 
has put such burdens on the business 
as have at times made the business un- 
profitable — sometimes positively dan- 
gerous. 


Must See Prospect of Profit 


Marine insurance companies, 
other business enterprises, are formed 
primarily to make profits, and as sane 
business men the managers of such com- 
panies are unwilling to undertake busi- 
ness which they have reason to believe 
will leave them out of pocket at the 
end of the transaction. A marine in- 
surance company is selling something, 
the exact cost of which cannot be meas- 
ured in advance, and they must there- 
fore have a margin over expected cost 
to provide for the unusual and unex- 
pected casualties which somewhere in 
their business are always happening. 

Not only has taxation in the United 
States been so heavy as to greatly in- 
crease the cost of transacting business 
in America, but it has laid its income 
and profit taxes in such a way as to 
impose the greatest burden, the greatest 
possible handicap upon American com- 
panies. 


like all 


State Laws Big Handicap 


State laws frequently make it impos- 
sible for American underwriters to as- 
sume the same hazards as may readily 
be insured against in foreign markets. 

The state of New York for many years 
would not permit an American company 
chartered to transact fire and marine 
insurance, regardless of its size or finan- 
cial strength, to transact both branches, 
thereby preventing many companies 
which desired to transact both from 
taking up marine business. This kept 
American companies out and opened the 
door wide to marine insurance com- 
panies of foreign countries. 


Not Given Proper Support 


But there is another reason why the 
development of marine insurance com- 
panies in this country is so slow—they 
do not get anything like the support 
they should have from American ship- 
owners, merchants, and bankers, who 
apparently are almost entirely lacking 
in that interest in home industries which 
we find in other leading commercial na- 
tions. It is rare to find an American 
shipowner or merchant instructing his 
insurance broker to give any preference 
whatever to American institutions, ir- 
respective of like terms, etc., whereas 





Great Endorsement of Insurance > 


ments that insurance has received 

from a newspaper is found in a 
recent issue of “Oak Leaves,” a subur- 
ban paper published at Oak Park, IIL, 
near Chicago. The editorial was in- 
spired by the recent windstorm experi- 
ence at Melrose Park, a suburb on the 
Northwestern road farther west than 
Oak Park. “Oak Leaves” has this to 
say: 

Charity is sweet, but good insurance is 
Sweeter to the victim of disaster. For 
$1.28 a responsible company will insure 
the property owner against loss from 
windstorms up to $1,000 for a year. In- 
surance to the extent of $6,000 costs but 
$38.40 for five years. 


O™= of the finest and best endorse-. 


Those Fortunately Insured 


Qn Monday 
the great 
writer met 


after the wind had done 
injury to Melrose Park, the 
in the streets of that village 


| a business -like individual. He carried 
an umbrella. He represented insurance 
companies. “We had fifteen tornado 





policies out here,.”’ he said quietly. “I am 


|} out here to see what the loss is.” 


Those who had tornado insurance re- 
ceived at once the money to cover their 
losses. They did not have to wait for 
funds produced by compassion. It may 
be an uplifting experience to give from 
abundance to relieve distress, but the 
victim of the wind, of fire, or a family 
deprived of its bread winner finds ample 
insurance a certain and more satisfac- 
tory method. 


Donations Are Meager 


Nearly three weeks have passed. The 
loss at Melrose Park alone is estimated 
at $536,000 by the commission named by 
Charles W. Wolff, village president, The 
total donations amount to $70,000, half 
of which has been subscribed by Melrose 
Park people themselves. 

In brief, a county of about three mil- 
lion people, all in comfortable circum- 
stances, has not provided sufficient funds 
to relieve stricken neighbors, compara- 
tively few in number. 

If a person had his choice he would 
prefer to be the tornado victim who car- 
ried insurance against damage by wind, 
rather than to be fully compensated by 


| funds donated by benevolent people. 





Beneficient Enterprise 


Insurance has been called the most 
beneficient enterprise in*which mankind 
has ever been engaged, by no less a per- 
son than the late Josiah Royce, the Har- 


the London Corn Trade Association and 
the Liverpool Cotton Exchange, to take 
only two familiar examples, prescribe 
in their standard forms of contract that 
the marine insurance shall be placed 
with British companies. In other lines 
of business an American marine under- 
writer is constantly meeting situations 
where his assured point to such re- 


quirements as reasons why a policy al- | 
ready placed must be canceled, or why 


the merchant cannot place his insur- 
ance with his neighbor, friend, or rela- 
tive. British merchants are always fos- 
tering home banking, shipping, and in- 
surance institutions, and wisely so. I 
have yet to find one case where any 
American Cotton Exchange, Coffee Ex- 
change, Board of Trade, Produce Ex- 
change, or similar organization expresses 
the slightest interest whatever in Amer- 
ican banks, American ships, or American 


insurance, fire or marine. When any 
preference has been expressed it has 
seemed as if the preference was influ- 


enced by those not interested in Ameri- 
can institutions. 

The Englishman is a great booster of 
British institutions, and rightly so, but 
apparently American shipowners and 
American merchants are concerned en- 
tirely with today’s savings of a few dol- 
lars and cents in the cost of insurance, 
to effect which savings he is very little 
concerned over the development and ex- 
pansion of markets at home. 


Plenty of High Class Companies 


There is a goodly number of very high 
class American companies transacting 
marine insurance, and in financial 
strength, liberal loss settling methods, 
as well as liberality of forms of policy, 
they compare most favorably with the 
best insurance companies of the world, 
and they are entitled to the whole- 
hearted support of American shipowners, 
American bankers, and American mer- 
chants. They are an essential and highly 








vard philosopher. The experience of 
those who lost property and kinsmen in 
the tornado supports this opinion in a 
most startling manner. 

Insurance—fire, life, wind, hail and all 
the other varied forms—puts into imme- 
diate effect the common desire to be 
helpful to one another. When wind de- 
stroys the home that is insured, the 
economic loss is paid at once by funds 
that come from thousands of other per- 
sons. Each contributes a mite, but the 
assessments are equitable. 


Appeal to Charity 


How different this is from the appeal 
to charity. Some give more than they 
should, some shirk their responsibilities, 
and the victim often is shamed by his 
plight and made the unhappier, as every 
self-respecting person considers it the 
most painful disaster to be dependent 
upon charity in any shape or form. In- 
surance is mutual and the person com- 
pensated for a loss is in no respect in a 
dependent position. 

Half-baked students of Darwinism de- 
siring to defend unsocial practices of 
ruthless men have made many believe 
that the survival of the fittest theory 
means the survival of the fittest indi- 
vidual. But such is not the fact. It 
means that the fittest group will survive. 
Man survives in the midst of hostile na- 
ture and surrounded by insect and ani- 
mal enemies, simply because we help one 
another. The American facing a lion in 
the African jungle is superior to the 
animal because the man carried weapons 
made possible by the inventive genius, 
craftsmanship and industry of many 
generations of his kind. 

Insurance Is Mutual Help 

Civilization really means the exercise 
of mutual help to protect ourselves from 
hostile forces, and make less severe the 
hardships of life. Among the agencies 
designed for this pupose, insurance 
surely takes a high place. The person 
who neglects opportunities to utilize in- 
surance is wronging himself, his family 
and the community. 

Recent storms and statistics showing 
the frequency of losses from wind 
storms in Illinois have caused all mort- 
gage bankers to require tornado insur- 
ance with all loans. This will protect a 
large part of buiidings, but it will not 
reach household goods nor the man who 
has no mortgage. 

If a tornado ever sweeps through the 
twin villages solicitation of relief funds 
should not be necessary. We should all 
be insured. 


important factor in the nation’s foreign 
commerce. 

With such support there will be such 
an expansion, such a development, as 
will enable American underwriters to 
do to a much greater degree their part 
in a sound and substantial upbuilding 
ef America’s foreign commerce. 


FIRE PROTECTION PROGRAM 


National Association Will Hold Its 
Annual Convention in Chicago 
Next Week 


The program for the 24th annual 
meeting of the National Fire Protec- 
tion Association to be held in the audi- 
torium of the Chicago Board in the 
Insurance Exchange, May 4-6, has been 
issued. The president is F. J. T. Stew- 
art of the New York Board. The pro- 
gram will include reports from the 
various committees. There will be an 
address on dust explosion, accompanied 
with moving pictures and demonstra- 
tions by D. J. Price of the dust ex- 
plosion bureau of -the United States 
Department of Agriculture. Outside of 
the regular program there will be a 
luncheon arranged by the Chicago As- 
sociation of Commerce at noon the sec- 
ond day. In the afternoon the mem- 
bers will visit the Underwriters’ La- 
boratories. On the evening of the first 
day the members will see the preven- 
tion motion picture, “America’s Great- 
est Crime,” produced under the direc- 
tion of Jay W. Stevens, manager of the 
Fire Prevention Bureau of the Pacific 
Coast at the State-Lake theater. 





MERCHANDISE FIRES 
MUCH MORE NUMEROUS 


Manager W. P. Forbush of Under- 
writers’ Salvage Co. Sees 


Big Change 


FACILITIES ARE STRAINED 








Since the First of the Year the 
Mercantile Losses Have 
Been Numerous 
W. P. Forbush, general manager of 


the Underwriters Salvage Company of 
Chicago, states that the first four 
months of this year show a marked 
increase in merchandise fires. The last 
six months of last year were a record- 
breaker, so far as the Salvage Company 
was concerned, in the few stocks that 
it was called upon to handle. The fires 
were few and the merchants held on 
to their stocks if they were at all sal- 
able. Mr. Forbush says that, begin- 
ning the first of January, the facilities 
of the Salvage Company have been 
strained to the utmost to meet the de- 
mands. The main plant on Jackson 
boulevard and the auxiliary house on 
Clinton street, in Chicago, have been 
packed from basement to attic. Every 
employe is working overtime and night 
shifts are used. Mr. Forbush states 
that it is simply the old law of average 
getting in its work. The experience 
of the Salvage Company demonstrates 
the fact that merchants need to be on 
the alert so far as carrying sufficient 
insurance is concerned and be fully pro- 
tected. 


Work on Pick Stock 


The Underwriters Salvage Company 
had an extra burden in handling the 
Albert Pick & Co.’s stock from Chi- 
cago, it taking care of something like 
$350,000 of value in hotel supplies, the 
goods occupying three floors of the 
main house. Pick & Company are now 
repurchasing these goods after they 
were successfully handled by the Sal- 
vace Company. 

The switchmen’s strike has greatly 
interfered with the Salvage Company’s 
shipments, as it has a number of stocks 
coming in from outside points which 
are being held back. In some cases 
the goods are deteriorating because of 
the delay. Manager Forbush always 
takes his own crew of packers with 
him where he takes over a stock, thus 
knowing that the work will be well 
and honestly done. 


To Sell Clothing Stock 


The next big sale of the Underwrit- 
ers Salvage Company will be May 6-7, 
when the stock of the National Tailors 
Company, Cleveland, consisting of 
$200,000 value oi woolens and $75,000 
value in linings; also the salvage of 
David Maiman & Co., of Chicago, con- 
sisting of $90,000 in value of men’s and 
boys’ suits, pants and overcoats, and 
$40,000 value of cashmere, serges, cot- 
tonade, lustre and khakis is to be sold. 


Hard Stock to Handle 


Manager Forbush has a stock of leaf 
tobacco coming from Columbus, Ohio. 
This is one of the hardest stocks to 
handle. The market is limited because 
the factories hesitate to buy from any 
other source than wholesale people. If 
they buy from any independent house, 
they fear that the wrath of the whole- 
salers will be spent on them. The best 
market for salvage leaf tobacco is in 
New York. The Underwriters Salvage 
Company, however, has been singularly 
successful in handling salvage tobacco 
stock. 
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MINNESOTA OFFICIAL 
TELLS OF RECIPROCALS 


Explains the Manner in Which the 
Inter-Insurance Exchange 
Operates 


WHAT A LICENSE MEANS 


Great Opportunity for Unscrupulous 
Men, Owing to the Present 
Meager Restrictions 


Commissioner John B. Sanborn of 
Minnesota states that there is a bitter 
contest on in his state between agents 
of stock companies on one hand and 
reciprocals and interinsurance exchanges 
on the other, especially in the writing 
of automobile insurance. He believes 
that the people at large do not under- 
stand just what a reciprocal is and how 
it operates. Commissioner Sanborn 
gives an explanation of the subject as 
follows: . 

In the first place, let it be said that 
there is little similarity between the 
contract of a stock insurance company 
and that of a reciprocal. The company 
eollects a fixed premium and in consid- 
eration thereof assumes all liability and 
in no event is the insured liable for fur- | 
ther assessments. 


A reciprocal or inter-insurance ex- | 
change, on the other hand, collects or- | 
dinarily an initial deposit and then! 


assesses its members for the losses and | 
expenses incurred over a certain definite 
period while they remain members. 

A reciprocal or inter-insurance ex- | 
change is an unincorporated association 
of individuals who insure each other. 


Function of Attorney 


The exchange of contracts of insurance 
between the members is brought about 
through an attorney-in-fact, who acts 
for all of the subscribers or members 
and who is ordinarily compensated by 
receiving a percentage of the deposits 
or assessments, or both. 

The liability of the subscribers or 
members is fixed by their contracts with 
each other and consists generally of the 
obligation to make the deposits called 
for, to pay the assessments required, 
and to pay a proportionate part of losses 
exceeding the deposits and assessments 
if there are any. 


Contingent Liability 


The contingent liability of a _ sub- 
scriber or member, as to losses occurring 
after he cancels or terminates his mem- 
bership, ends at the time of such can- 
cellation or termination, but the liability 
for the payment of unpaid losses occur- 
ring prior to such cancellation or termi- 
nation of membership exists for a period 
of six years thereafter; that is, the lia- 
bility for the payment of the pro rata 
part of claims incurred while one is a 
subscriber of such an association exists 
as long as the claims are unpaid and not 
outlawed. 

Assuming that the exchange has paid 
all its claims and expenses at the time 
the member withdraws, the contingent 
liability is nothing but a fiction. 


Process of a Suit 


In case of a suit against the exchange, 
service of process can be had upon the 
commissioner of insurance and _ such 
service is binding upon all its sub- 
scribers, and in case a judgment was ob- 
tained it would be satisfied as follows: 

First, the moneys in the hands of the 
attorney-in-fact would be applied, and 
thereafter the individual subscribers 
would be called upon, but only to the ex- 
tent of their liability as fixed in the sub- 
scribers’ agreement. No subscriber 
could recover from another subscriber 
the total amount of his loss, because the 
liability of each subscriber is fixed at his 
proportionate part of any loss which 
occurs. 

License Not a Guarantee 


The license issued by the insurance 
department to an insurer is not in any 
sense a guarantee of the honesty and 
capacity of the management of such in- 
surer. It is only evidence that the in- 
surer has complied with the laws of this 





| his alleged residence at Hanover, N. H., 


| safeguards 








HORACE GREELEY FOLLOWERS ORGANIZE 








HE Chicago Underwriters’ Horace 

Greeley Association was inaugu- 

rated last Thursday evening at the 
Mid-Day Club in Chicago. A number 
of prominent underwriters in the west 
had read of the recent banquet of 
western men now living in the east and 
were impressed with the fact that it 
was necessary to import some speaking 
talent west of the Hudson river to en- 
liven the feast. There are a number 
of easterners that are leading under- 
writers in the west. The new club was 
established with imposing ceremonies, 
presided over by W. H. Merrill of the 
Underwriters -Laboratories, who was 
chosen for the position because his 
place of business is on East Ohio 
street and his residence is right on 
Lake Michigan, he being the farthest 
east. The eligibility rule of the associa- 
tion designates State street in Chicago 
the boundary line. For example, any- | 
one born east of State street can join. 
H. C. Eddy of the Commercial Union, 
who originally hailed from Providence, 
R. I., and Boston, was chosen as chap- 
lain for a life term. Col. W. O. Eddy 
of Minneapolis, brother of Henry Clay 
Eddy, was chosen quartermaster, he 
being in charge of valuable supplies. 
Charles W. Higley, western manager of 
the Hanover, whose eligibility rests on 








was chosen as the orator of the eve- 
ning. Mr. Higley in some very force- 





ful, grandiloquent and sweeping re- 
marks eulogized Horace Greeley, who 
is the patron saint of the organization. 
Mr. Higley’s speech has been printed 
and will hereafter be read at each meet- 
ing of the organization. 


* * * 


John Marshall, Jr., of the Fireman’s 
Fund, now residing in San Francisco 
but who originally came from Glas- 
gow, Scotland, was delegated to organ- 
ize a chapter in San Francisco as soon 
as possible, he being the one member 
of the organization who best exempli- 
fies Horace Greeley’s advice to young 
men. Those hailing from the far east 
and entitled to special decorations 
aside from Mr. Marshall are A. R. 
Monroe of the Queen, who comes from 





Edinburgh, Scotland; John J. Purcell of 
the 
Ireland; Thomas E. Gallagher, whose 
birthplace was near Dublin, and M. F. 
Driscoll, former western manager of 
the Phoenix of England, who comes 


Hartford, who hails from Cork, 


from the Ulster district of Ireland. 
It is likely that the next meeting will 


be held at Windsor, Ontario, on invita- | 


| 
tion of the Canadian member, W. R. | 
Townley of the Western and British 

America. The association is now await- 

ing the decision of the United States, 
Supreme Court on the 18th amend- | 
ment before deciding as to the number | 
of times it will meet during the year. | 








entitled to do business 
The law attempts to fix proper 
and the insurance depart- 

ment attempts to see that every company 
| complies with the law. 

In the case of inter-insurers or recipro- 
cals writing automobile liability to per- 
sons on property of others, the law re- 
quires that there shall be on deposit with 
the attorney-in-fact, and available for the 
payment of losses, a sum of not less than 
$75,000, except for those writing auto- 
mobiles engaged as carriers of passen- 
gers for hire, which must have $100,000. 
In all other cases the exchange must 
have at least $25,000. The exchange is 
required by law to keep a reserve equal 
to 50 per cent of the net annual deposits 
collected, which shall at no time be less 
than $25,000. 


Laws Do Not Apply 


state and is 
herein. 


These are the only provisions affecting 
the financial condition of the exchange 
and the law provides that the general 
insurance laws of the state shall not 
apply to these exchanges. Their agents, 
therefore, are not licensed and they are 
not required to invest in the same classes 
of securities that other insurance com- 


panies are required to invest in. They 
make no deposits with the state. 
Therefore, a license from the insur- 


ance department means only this; so far 
as these exchanges are concerned, that 
they have on deposit and available for 
the payment of losses the amount re- 
quired by law; that they are maintain- 
ing the reserve which the law requires, 
and have filed the necessary power of at- 
torney with the commissioner of insur- 
ance and the other requisite documents 
and statements. 


Trades Are Insured 


Inter-insurance exchanges were first 
organized to permit groups of persons— 
usually those engaged in the same class 
of business —to insure themselves. 
Very often the subscribers of these ex- 
changes belonged to trade associations 
and were bound together by common 
interests. Their risks were usually pre- 
ferred risks of a similar nature, gener- 
ally large and the subscribers men of 
means and property. These exchanges 
have been uniformly successful and have 
furnished insurance to their members at 
a very low rate of premium. 

Reciprocals or exchanges such as these 
are no longer in the experimental stage, 
but have demonstrated their usefulness. 
It is fair to say, however, that the prac- 
ticability of this means of insuring risks 
has not been proven as to large groups 
of individuals engaged in divers busi- 
nesses scattered over the entire face of 
the country where the risks may be, and 
often are, of an entirely different char- 
acter and whose members have but a 
very small financial interest in the ex- 





change. 
eals have yet to fully demonstrate their 
ultimate success. In the last analysis it 
will probably depend upon the efficiency 
and care with which they are managed. 


Opportunity for Unscrupulous Men 


Under the present meager restrictions 
provided by law there is no question but 
that there is a great opportunity for an 
unscrupulous attorney-in-fact to so op- 
erate and manipulate one of these ex- 
changes as to benefit himself materially 
without conferring any corresponding 
benefit upon his subscribers. It is im- 
possible not to feel that some of the 
men who are conducting the affairs of 
these institutions are trying to make 
their insurance more popular than safe 
and to increase their compensation 
thereby rather than to conserve the in- 
terests of the subscribers. 

There is a grave question as to whether 
some of these exchanges are not trying 
to give too much for the money which 
they collect, just as there is also a grave 
question as to whether some of the stock 
companies are not trying to give too 
little. 


Will Increase the Capital 


The Allemannia Fire of Pittsburgh has 
called a stockholders’ meeting for June 
1 to vote on the proposition of increas- 
ing the stock from $200,000 to $500,000 
as recommended by the directors. 


Death of Mrs. Corbin Douglass 


Mrs. Grace Douglass of Houghton, 
Mich., wife of W. Corbin Douglass, the 
well known local agent, is dead. Mrs. 


Douglass was a woman of many personal 
charms and wide influence. 


Join the National Board 


The Southern Home of Charleston, the 
South Carolina Fire, the National of Co- 
penhagen, the Security of Davenport and 
the Cleveland National have joined the 
National Board, making its present 
membership 169 companies. 





Two Conferences Combine Work 


NEW YORK, April 27.—An equitable 
arrangement has been effected whereby 
the clerical work of the Explosion Con- 
ference and of the Eastern Sprinkler 
Leakage Conference will be handled by 
the one staff, general supervision of the 
entire office being assumed by W. F. 
Rembke, manager of the latter organiza- 
tion for several years past. This move 
was induced through the retirement of 
J. Carl Vance as secretary of the Ex- 
plosion Conference to associate with the 
American Foreign Insurance Associa- 








tion. 


; new 


We believe that these recipro- | 
| 


RATING ARRANGEMENTS 


TO BE REORGANIZED 


Technical Work of Measuring 
Hazards in Far West Territory 
Will Be Modernized 


MIDDLETON ASSUMES POST 


Western 
Actuarial Bureau Will Organize 


Assistant Manager of the 


Pacific Coast Bureau 


Elliott Middleton of Chicago, assist- 
ant manager of the Western Actuarial 
Bureau, has resigned to go to San Fran- 
cisco to become the manager of the 
Pacific Coast Actuarial Bureau, 
which will be established under his 
guidance. The actuarial work in Pa- 
cific Coast territory will be modernized 
and made much more efficient. Mr. 











ELLIOTT MIDDLETON 


Middleton is well qualified for his part. 
He has been the right hand man of 
Manager J. V. Parker of the Western 
Actuarial Bureau for the last few years 
and has gained a high standing as a 
technical man. He was manager of 
the Michigan Inspection Bureau before 
taking his present position, going to 
Michigan from Tennessee, where he 
was manager of the Tennessee Bureau. 

Mr. Middleton started his insurance 
career with the old western department 
of the Aetna at Cincinnati, going to 
Chicago when the Cincinnati and 
Omaha departments were combined. 
When he left the Aetna he was one 
of the chief examiners. Mr. Middleton 
is an authority on use and occupancy 
insurance, having constructed the pres- 
ent schedule used for rating use and 
occupancy risks in Western Union ter- 
ritory. He read a valuable paper on 
the subject at the last meeting of the 
Fire Underwriters’ Association of the 
Northwest. 


Florman Studying Aircraft 


Lieut. Carl Florman of Stockholm is 
in the United States in the interest of the 
Swedish government and of the Northern 
pool of aircraft insurance, studying the 
aircraft insurance and aviation condi- 
tions and seeking to secure the coopera- 
tion of United States aircraft interests 
in the registers of pilots and of craft 
which are now being kept in the Scandi- 
navian countries and also in Great 
Britain. These are intended to serve 
much the same purpose as Lloyds Regis- 
ter does for shipping and marine insur- 
ance. : 
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“Unexcelled Service to Agents and to Policyholders Alike” * 
ELBRIDGE G. SNOW, President 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


CASH CAPITAL $6,000,000.00 





American-Owned Property 


In Foreign Countries 


THE PRESENT is a good time for our repre- 
sentatives to solicit the insurance on American- 
owned Property located anywhere in foreign 
countries. Special facilities for covering same. 





FIRE, MARINE AND ALLIED BRANCHES 
OF INSURANCE 


Aircraft, Automobile (Complete Cover in Combination Policy), Explosion, 
Fire and Lightning, Hail, Marine (Inland and Ocean), Parcel Post, Profits 
and Commissions, Registered Mail, Rents, Rental Values, Riot and Civil 
Commotion, Sprinkler Leakage, Tourists’ Baggage, Use and Occupancy, 
Windstorm. 


STRENGTH REPUTATION SERVICE 





















































New Orleans 
nderwriters Agency 


JAMES B. ROSS, General Manager 
ALLEN E. TURNER, Asst. General Manager 


308 CAMP STREET 
~NEW ORLEANS, LA. 


ACMA 


Reliable 
Responsible 
Respectable 





INTIMA 


Brokerage Business Our Specialty 
Facilities Unlimited 
Binders by Wire 














PAYMENTS TOO PROMPT 


VERMONT OFFICIAL PROTESTS 





Case in New York Also Shows Evils 
of Excessive Zeal in Settling ; 
of Fire Claims 


NEW YORK, April 27.—Company 
managers are in receipt of a communi- 
cation from Insurance Commissioner 
Brown of Vermont, who is ex-officio 


fire marshal of the state, protesting 
against the too prompt payment of 
losses, “particularly those occurring 


from unknown or suspicious causes.” 
Reference is made by Mr. Brown to 
a recent case in Vermont, where 
within 48 hours after the fire adjust- 
ment was concluded, “a total loss paid 
and the partners are now in 
versy over the money and their cred- 
itors are endeavoring to secure theif 
claims.” The fire marshal requests 
that in future all losses of unknown or 
suspicious origin be reported to 
office and “payment thereon delayed 


cause and the surrounding conditions 
can be made,” promising in such event 
to give the matter very prompt and 
thorough attention. 


Notable Case in New York 
The excessive zeal shown by certain 
companies in settling claims has fre- 
quently embarrassed their associates and 


be corrected. A notable instance in 
such connection occurred in this city 
within the past ten days, and has cre- 
ated not a little interest in managerial 
circles. Taking advantage of their 
presence in New York, a group of spe- 
cial agents undertook the settlement 
| of a loss upon a leading dry goods 
| house. 


| about $150,000, the specials, represent- 
|}ing but 10 percent of the insurance 
| involved, within twenty-four hours of 
| the fire agreed upon a 
| allowance. The building loss was set- 
tled for less than $2,000. 

No Effort for Salvage 


| No opportunity was afforded for the 
| majority offices to have a voice in the 
| matter, nor were the services of the 
| General Adjustment Company nor of 
| the Underwriters Salvage Company in- 
| voked. Had the goods been condi- 
| tioned, undoubtedly a large salvage would 
| have been effected. 

| no proper adjustment of a large loss 
| can properly be effected within a day, 
| nor do practices such as those above 
| noted elevate 

the 


the fire insurance busi- 
ness in minds of the insuring 
public. 


Several years ago, in presenting the 


States manager of the Atlas, said-in 
substance: So long as some companies 
display a willingness to pay losses 
while the embers of a fire are still 
smoldering, it is hopeless to expect im- 
provement in adjusting methods. 


New Form for Staley Plant 


Companies are discovering that the 
new general form issued by the Staley 
Starch Company at Decatur, Ill., does not 
include the five new buildings valued at 
slightly over $2,000,000. It seems 
| the new general form covers simply the 
old buildings, known as_ the 
| works. The new buildings which 
somewhat 


are 
removed from the older struc- 


| 

| tures are used in the manufacture of 

| syrup and corn oil. They do not con- 
tain the starch grinding hazard and 
hence are more desirable from a fire in- 
surance standpoint than the old build- 

| ings. The new portion of the risk has 

| been written specific and the new gen- 

| 


eral form covering the old section is now 





| risk, as the new buildings do not show 
| on the map. 


BARTOW HEADS QUEEN 
BURCHELL BOARD CHAIRMAN 
F. P. Hamilton, F. E. Jenkins and S. F, 


Nininger Also Advanced by 
Board of Directors 





contro- |} 


his | 


until an investigation of the fire, its | 


is an evil of the business that should | 


With insurance upon stock of | 


334% percent | 


It is evident that | 


report of the committee on adjust- 
ments to the National Board of Fire 
Underwriters, Frank Lock, United | 


that | 


starch | 


being offered to the companies. Many | 
companies have written the business, 
thinking they were getting all of the 





NEW YORK, April 28.—The board 
of directors of the Queen has elected 
George W. Burchell, for many years 
president of the company, as chairman 
of the board. Nevett S. Bartow, who 
has been vice-president, was elected 
president; Frederick P. Hamilton, who 
has been secretary, vice-president; 
Frank E. Jenkins, who has been gen- 
| eral agent, secretary, and Sigourney F, 
| Nininger, who has been special agent in 
| East Tennessee, general agent. 
| 





Mr. Bartow, the new president, has 
been connected with the Queen organ- 
| ization for 36 years, first with the Queen 
| of Liverpool, and then with the Queen 
| of America, since its organization in 
1891. He is regarded very highly by 
| his associates in the business as a man 
and as an underwriter. He is still in 
his prime and is an executive of high 
ability. 
| Mr. Hamilton has been with the 

Queen for 15 years, and previously was 
general agent of the Manchester. Mr. 
Jenkins has been with the company 
for several years, having had previ- 
| ously an extensive field experience. Mr. 
| Nininger has had 15 years’ experience 
with the company in its Southern de- 
partment. 


WESTERN BUREAU MEETS 
(CONTINUED FROM PAGE 3) 
May Enter Railway Field 


The suggestion that members of the 
Western Insurance Bureau consider pos- 


sible entry into the railway insurance 
field constituted the principal recom- 
mendation in the address of President 


| Williams. He said that general business 
throughout the country is still running 
at high speed and he strongly counselled 
| pureau members to hold steady and pre- 
pare for eventualities. 

He asserted that a reaction from exist- 
ing conditions was sure to come about. 
The report of the conference committee 
was brief. In effect it said that the rela- 
tions between the two governing organi- 
zations of the west continued so cordial 
as to afford little activity. The mountain 
field committee not having fully com- 
pleted its labors, will be continv*>4d. 

Despite the unwillingness of Mr. Wil- 
liams to accept re-election to the presi- 
dency he will undoubtedly be so chosen, 
as will the other officers to their respec- 
tive posts. 


H. A. Wheeler, former president of the 
Chamber of Commerce of the United 
States, is scheduled to address the bu- 
reau. Attendance at the meeting about 
equals that of former years, though 
Charles E. Sheldon is prominent among 
| the absentees. 


Opens Farm Department 


W. F. Sweazea, the new farm depart- 
ment manager of the Niagara, has opened 
his office at 181 Quincey street, Chicago, 
| in the old Lombard Hotel bvilding. The 
| states in which the company will write 
| farm business are: Illinois, Indiana, 
| Iowa, Minnesota, South Dakota, Ne- 
| braska, Kansas, Oklahoma, Missouri and 
| Wisconsin. Assistant Secretary J. H. 
| 
| 
| 
| 
| 


MacFarlane is in Chicago assisting in 
| getting the farm machinery started. He 
has been on a western trip, going as far 
as Oklahoma. 


Luncheon Club Growing 


The Monday Luncheon Club, composed 
of Kansas field men living in Topeka, 
Kans., and which meets each Monday 
noon at the Chamber of Commerce, has 
grown to such an extent that the room 
that has been used is no longer large 
enough to accommodate all of the mem- 
bers. Some interesting meetings are be- 
ing held. W. L. Gardner, state agent of 
| the National of Hartford, was chairman 
|last week and Frank L. Britton, state 
|} agent of the North British, is chairman 
| for this week. 
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INSURANCE COMPANY 


LE ROY, OHIO. 


F. H. HAWLEY W.E. HAINES 
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Community of Interest 


(i> HERE" is a definite community 
YaleS| of interest between the home 
4)| office, its policyholders and its 
3| agents. 








The Ohio Farmers is a unique institu- 
tion. Its agents feel a keen sense of 
loyalty to the institution. It seeks op- 
portunities to get its agents together and 
confer with them on topics of mutual 
interest. Agents know that they can 
always have a hearing and that their 
requests and suggestions will receive 
full consideration. 


There is nothing austere about the 
home office. Cordiality and sympathy 
are apparent in every transaction and 
relationship. 


The Ohio Farmers typifies most clearly 
the harmonious relationship that should 
always be found between the adminis- 
trative and selling side of insurance. 


It pays to be an Ohio Farmers Agent. 





































































































W & « 
alg — 
A 
L 
ls ESS 
Ss 









i i VAN Sa 













































Le, nfs 
ve It mx “Alls Wes 
aK th re se is, Gi | il ANY 


Aaa he it pull 







a Mii tb " 
* his aaah Intl, ii 













vi) 
pal Ma 


THE NATIONAL UNDERWRITER 





April 29,1920 








HE NATIONAL UNDER. 
WRITER does not take any particular 


credit to itself for belonging to the Audit Bureau of 


Circulations. 


To supply A. B. C. reports on its circulation is 
good business practice on the part of any publication 
and The National Underwriter is glad to render this 
necessary service to advertisers. 


It is not that The National Underwriter requires 
any check on the honesty of its circulation state. 
ments. It is because it is honest that it is able to 
qualify for A. B. C. membership. Circulation falsi- 
fiers are not eligible. 


The National Underwriter is a member of the 
A. B. C., and is the only A. B. C. insurance journal, 
because it wishes to identify itself with advertisers» 


advertising agents and other reputable publishers in . 


this co-operative effort to discountenance unfair 
methods. 


The advertiser has one way only of distinguish- 
ing. He knows that every publication that belongs 
to the A. B. C. tells the exact truth about its circula- 
tion. With other papers he lacks that assurance. 























ATTENTION-—-KANSAS 
and ILLINOIS AGENTS! 


THE MID-WEST DEAL- 
ERS’ POLICIES are the most 


complete and liberal. 


Fire 
Theft 


Special Rates which assure 
big production for ‘‘ Live 
ires. 


W indstorm 


a. guey No Company excels in Loss 
Liability Adjustments. 

Promptness and fair dealing 
which pleases and bring addi- 
tional business. 


Property 
Damage 


Specializing in Automotive 


Colliszon 
Insurance. 


The Mid-West Insurance Company 
(Reserve Mutual Corporation writing through Local Agents) 
WICHITA, KANSAS 
J. B. Henderson, Gen. Mgr. 
































CHANGES IN THE FIELD 


aa 














Ralph W. Tapper 


Ralph W. Tapper, who has been 
traveling for the Starkweather & Shep- 
ley companies in Illinois, lowa and Ne- 
braska, has been transferred to Indiana, 
where he will assist State Agent John 
D. Pollock. 





E. C. Pixler 


E. C. Pixler, of Wichita, Kan., for- 
merly with the Van Arsdale & Osborne 
General Agency at Wichita, Kan., has 
become special agent of the farm de- 
partment for the Niagara and will op- 
erate in Kansas and Oklahoma. Mr. 
Pixler has been connected with the 
local office of Van Arsdale & Osborne 
since the St. Paul F. & M. discontinued 
writing farm business in that territory. 


Wallace Kelly 


Wallace Kelly, of New Orleans, spe- 
cial agent of the Great American, has 
resigned as of June 1 to go with the 
Yorkshire, with headquarters at Chi- 
cago. He will travel in the middle 
western states. Mr. Kelly is a brother 





.| of McClure Kelly, of San Francisco, 


Pacific Coast manager of the York- 
shire. Before going with the Great 
American, Mr. Kelly served the Geor- 
gia Home for seven years and a half. 
He is first-class material in every way. 





William M. Reed 
William M. Reed of Chicago, who 


has been an examiner in the western 
department of the Northern of Eng- 
land for 14 years, has been appointed 
special agent for Northern Ohio to 
succeed S. J. Horton, who resigned to 
become secretary of the Cleveland In- 
surance Exchange. 





Walter A. Henriksen 


Walter A. Henriksen has been ap- 
pointed special agent of the Ohio Farm- 
ers in Michigan, with headquarters at 
Chicago. For the past two and a half 
years he has been an inspector with 
the National Inspection Company. 
Prior to that he was for eight years 
with the western department of the 
Firemen’s as an examiner and at one 
time had charge of the statistical de- 
partment. Before going with the Fire- 
men’s he was for six years with the 
western department of the Liverpool & 
London & Globe. 





Arthur A. Knopp 


Arthur A. Knopp, for four years 
special agent of the New York Under- 
writers in North Dakota, has been 
transferred to northern Illinois to suc- 
ceed Milton H. Grannatt, who becomes 
western special agent of the special 
risk department. 


A. A. Orrender 


A. A. Orrender has resigned as 
special agent of the farm department 
of the Fidelity-Phenix in Tennessee to 
become special agent for the Southern 
farm department of the Hartford at At- 
lanta. He was formerly in the local 
agency business at Hodgenville, Ky. 


W. B. Triplett 


S. Y. Tupper, manager of the south- 
ern department of the Queen, has an- 
nounced the appointment of W. B. 
Triplett as special agent in Kentucky, 
succeeding W. T. Sweeney, resigned. 
Mr. Triplett has been special agent for 
the Home. Mr. Sweeney goes into the 
local agency business with the Samuel 
L. Avery Company. 


Ben Phillips, Jr. 


Ben Phillips, Jr., of Cincinnati, has 
been appointed special agent of the 
Phoenix of Hartford and the Equitable 
Fire & Marine, with headquarters at 

















Grand Rapids, Mich. He _ succeeds 
Special Agent Clark, who has resigned, 





Le Roy B. Weitzel 


Le Roy B. Weitzel has been ap- 
jointed special agent for the Phoenix 
of Hartford and the Equitable Fire & 
Marine in the states of Kentucky and 
Tennessee, assisting his father. 


W. D. Wilson 


W. D. Wilson has been appointed 
special agent of the Atlas, with head- 
quarters at Syracuse, N. He was 
for some years with the Underwriters 
Association of New York state, was 
overseas, as a captain, and since his 
return has been a special agent of the 
Queen in New Jersey. 


B. J. Fisher 


B. J. Fisher, a local agent at Martin, 
Tenn., has been appointed farm special 
agent of the Continental in Tennessee, 
assisting W. P. Davis. 











Mark Banta 


Mark Banta, Wisconsin state agent 
of the Westchester, has resigned to en- 
ter the local business at Rhinelander, 
Wis. He and Charles B. Peterson of 
the Barnes-Weesner Agency have pur- 
chased the interest of the late Judge 
Barnes and Alvin Weesner. The agency 
represents 36 companies. 


N. H. Wells 


N. H. Wells, for 12 years a local 
agent at Taylorville, Ky., has been ap- 
pointed farm special agent of the Con- 
tinental in Kentucky, assisting State 
Agent H. H. King. 





Ewing Stutts 
Ewing Stutts, special agent of the 
Continental in Kentucky, has resigned 
to become Kentucky state agent of the 
Scottish Union & National. 


NATIONAL AGENCY GATHERING 
Big Convention Will Be Held in Des 
Moines Oct. 20-22—Large At- 
tendance Expected 





DES MOINES, IOWA, April 28.— 
The date for the annual meeting of 
the National Association of Insurance 
Agents has been set for Oct. 20-22, to 
be held in Des Moines. The Iowa As- 
sociation of Insurance Agents will hold 
its meeting here Oct. 19, the day be- 
fore the National convention starts. 
A get-together dinner will be given in 
Des Moines the evening of the day the 
Iowa association holds its convention. 
The Iowa people are figuring on an 
attendance of about 2,000. 

The National and the Iowa associa- 
tions have established headquarters in 
the Fleming Building in Des Moines, 
with Secretary P. J. Clancy of the Iowa 
association in charge. The Lowa asso- 
ciation has been placed on a graded 
dues basis, similar to a number of 
other states, and members are respond- 
ing fairly satisfactorily. 


Daggett in General Agency 


Cc. R. Daggett has become associated 
with the Hedwall-Sundberg Agency at 
Minneapolis, one of the most aggressive 
western offices. Mr. Daggett was for- 
merly superintendent of the western 
farm and hail department of the Se- 
curity of Connecticut at Rockford, Il. 
He later was made underwriting man- 
ager of the Western National of Fargo. 


Frankfort, Ind., has recently been de- 
livered a new 750-gallon triple combi- 
nation fire truck by the Stutz High 
Duty Fire Engine Company of Indian- 
apolis, Ind. This new truck with the 
old fire equipment is expected to reduce 
the fire hazard at Frankfort and possi- 
bly reduec the fire insurance rates. 
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Are You Advertised By 
Your Loving Friends? 


HEN you can sella 
motorist automobile 
insurance that pecul- 
iarly fits his needs and par- 


ticularly pleases him, you'll - 


be advertised by your loving 
friends. Car owners talk 
cars. If a particular make 
of tire gives unusually good 
service they become boosters 
for that brand. And they’ll 
talk about especially good 
automobile insurance, too. 


The agent of The Ohio Cas- 
ualty Insurance Company 
can deliver insurance that 
peculiarly fits and particu- 
larly pleases. He will be 
advertised by his loving 
friends. 


Again we say, an agency 
of The Ohio Casualty In- 
Surance Company isa 
valuable franchise for any 
agent. 


The 


OHIO CASUALTY 
INSURANCE COMPANY 


B. D. LECKLIDER, 
President 


HOWARD SLONEKER, 
Secretary and General Manager 


HAMILTON, OHIO 


Offers the best in Automobile Insurance 
Complete Cover Policies, Insuring owners against loss by fire, tornado, 
theft, collision or liability for injury to people or damage 
to property of others. 
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Good Postal Service Is Vital 


INSURANCE men should lend their ac- 
tive support to the movement for an 
immediate increase 
clerks. They should communicate with 
their congressmen and senators and 
vigorously express their demands for 
prompt action. Faithful postoffice em- 
ployes are working long hours for pay 
that would not attract high school boys 
in these days, but their ranks have been 
thinned by the attractions of high 
wages in private business, while at the 
same time the volume of postoffice busi- 
ness has enormously increased. It 
beyond human power for the remaining 
employes to handle expeditiously the 
immense number of letters now going 
through the postoffice, on the prompt 
delivery of which the business health 
of the country so largely depends. 

Delays in the mails are undoubtedly 
an important factor in the business un- 
certainty and unrest that are so marked 
at present. They add to the nervous 
stress of the times. Business houses 
cannot communicate with one another 
with any that their letters 
will get through in reasonable time and 
the effect is demoralizing. 

Demoralization of the postal service 
from insufficient pay for postal clerks 


in pay for postal 


is 


assurance 


bears heavily on insurance. 
no other business depends so largely on 
the mails or is exposed to such losses 
from delays of letters. 

Tue NATIONAL 
close contact 
Chicago 


UNDERWRITER comes in 
the 
and believes that few private 
businesses command such loyalty and 
devotion to duty as is shown by the 
department employes. Nevertheless the 
depleted force is inadequate to the work 
demanded. Nothing but an 


with 


| state funds. 
| he was asked to repeat the address at 
Probably | 


| in the fall. 


postoffice at | 


increase | 


in the working force will meet the sit- | 


uation and that cannot be secured until | 


the government offers adequate pay. 
Congress should 
adequate action, 


take prompt and 


and it should 
country. The longer action is post- 
poned the more the demoralization will 
cost the country. Every insurance man 
is affected and everyone should help in 
securing immediate action. 

Insurance took 
activities. 


men important 
The campaign 
for good postal service is also patriotic, 
because of its importance to the busi- 
ness health the nation. Everyone 
should do his share in arousing Con- 
gress and his fellow business men to 
the importance of prompt action. 


an 


part in war 


of 


Automobile Insurance Number 


Wirth this issue of THe NationaL Un- 
DERWRITER goes the annual 
Insurance Number.” The 
this number has been gathered from 
many quarters. It is illuminating and 

The annual “Automobile 
Number” is kept as a ref- 
and text book. Insurance men 
refer to it time time. The 
statistics are interesting as indicating 
the great growth of the automobile in- 
dustry and the demand for protection. 
Men who are experts 
underwriting have 


“Automobile 
material in 


educational. 
Insurance 
erence 


from to 


in automobile 
honored not only 

but the insurance in- 
by taking time to make 
observations on subjects in which they 


this publication, 
terests at large 


Patience 


the growth in the vol- 
ume of insurance and vastly increased 
premiums, the number of daily reports 
received have doubled or even tripled. 
Office detail has called for more em- 
ployes, more intensive work on the part 
of present employes and has kept the 
noses of officers and their chief lieu- 
tenants down to the grindstone. In 


ALONG with 








are interested. 

The advertisements in the 
bile Number 
esting 


” 


symposium. They are chock 
The 
ing pages reflect a new day in insur- 
ance publicity. Much time has been 
given to the preparation of these ad- 
vertisements. 

The impressive thing about the 
tomobile Number” 


full of good material. 


the tremendous 
development of automobile insurance. 
Today it is one of the great premium 
producers. Local agents can well study 
this number and prepare themselves 
for greater service by assimilating the 
material its 


is 


between 


Is Needed 


many cases offices are pressed for space. 
Employes have hardly 
around. There 
increase space. 


covers. 


room to turn 
is no opportunity 
we are working under pressure and un- 
der uncomfortable conditions. It calls 
for infinite patience and a regard for | 
the other fellow. The Golden Rule 
should be much in evidence. 


all started in in the same office. W.H 
Roadffer, named as controller, started 
|/in the mailing department. H 


| Dresser and L. R. Hanawalt, appointed 
be | 


spurred on by the business men of the | 


“Automo- | 
. . | 
form a decidedly inter- 


advertis- | 


E. E. Wells, superintendent of agen- | 
cies in the western department of the | 
Liverpool & London & Globe, is back 
at his office this week after being in the 
hospital suffering from carbuncles. Mr. 
Wells has had a severe time of it and 
still works without a collar adorning 
his neck. 


Insurance men are interested in the 
announcement that T. H. McGregor is 
a candidate for governor of Texas on 
the American Party ticket. Mr. Mc- | 
Gregor has made a rather exhaustive 
study of workmen’s compensation in- 
surance. He appeared before the Texas 
Association of Loca! Agents at the an- 
nual meeting of the organization at | 
San Antonio last summer and deliv- 
ered a stirring address upon workmen’s 
compensation insurance as opposed to 
He made such a hit that 


the meeting of the National Associa- 
tion of Insurance Agents at Louisville 
He made a great impres- 
sion upon his audiences. He is re- 
garded as a strong men. 


The western department of the Na- | 


tional of Hartford, with headquarters 
in Chicago, has made something of a 
record in the matter of sticking to its 
own organization when it comes to 


| making promotions and in the number 


of men holding positions of importance 
who have had their entire experience 
with that organization. Three men re- 
cently given titles in that department 


agency superintendents, both started in 
on the files, working up through 
junior clerks, map clerks, assistant ex- 
aminers, field men and_ full-fledged 
examiners. About one-third of the 
field force of the department also grad- 
uated from that office and had their 
entire office experience with the Na- 
tional. 


The recent death at Providence, R. I., 
of George S. A. Young recalls the en- 
try into and the exit from this country 
of the Manchester Assurance of Eng- 
land, 
several years 
ager. 


United 


the United States 
The Manchester came to the 
States in 1890, establishing 
offices at Chicago. Five years later 
the United States headquarters was 
transferred to New York City and 
George W. Wensley, formerly agency 
superintendent for the Norwich Union 
Fire, made general manager. Mr. 
Wensley died within two years after 
succeeding to the management of the 
Manchester, his death being hastened 
by his strenuous work in revising the 


| business of the corporation and in out- 


“Au- | 


to | 
This is a time when | ; 


lining a new policy for it here. 


He was succeeded in the general man- | 


agement of the British company by 
Mr. Young, who for years had been the 


for the Hartford Fire. 
administration the business of the Man- 
chester in this country, though held 
within strict limitations under instruc- 
tions from England, was of excellent 
quality and the company made consid- 
erable money. 

Five years 
agement Mr. 
| jarred one day 


after assuming its man- 
Young was_ severely 
when Sumner Ballard, 


then insurance editor of the “Journal | 
Bowe clerk on 


of Commerce,” walked into his office 
and displayed a cable announcing the 
| merger of the Manchester with the At- 
Mr. Young had had no 
intimation that any such move was in 
contemplation, for the company was 
highly successful here, and presumably 
so elsewhere throughout the world. 
; When the plant of the Manchester in 
| this country was taken over by the 
| Atlas, Mr. Young retired, nor did he 


| las of London. 


| have been in that agency for from 
| to. 64 years: 


| the 
| hits, 
| assist to his credit. 


of which company he was for | 
man- | 


| the 


New York City and suburban manager | 
Under the new | 


ne SECRETS 


| again identify himself with underwrit- 


ing interests, although his son has 
long been a special agent for the New 
York Underwriters’ Agency. 


Charles L. Deatrick, who conducted 
the pioneer fire insurance agency of 


| John F. Deatrick & Co. in Defiance, O., 
| died at St. Vincents Hospital, April 15. 


He was 58 years old and his last ill- 
fiess covered six weeks. One week be- 
fore his death he was taken to the 
hospital, but his condition was such 
that it was decided that no operation 
be performed. The cause was a gen- 
eral breakdcwn, the final result of a 
fall from a bicycle 30 years ago. He 
leaves a widow, a daughter, and a son, 
John F., Jr., who likely will take charge 
oi the agency. 

The Deatrick agency has been longer 
in one family than any other in Ohio. 
In fact, there are few agencies in the 
United States with such a record, with 
three generations connected with the 
business. It was established in 1856 by 
John F. Deatrick and some companies 
56 
Home, Aetna, Phoenix of 
Hartford, New York Underwriters, 
North America and Niagara. 

C. T. Deatrick, state agent of the 
Home, with headquarters at Columbus, 
Q., is a brother of the deceased. 


Members of the Western Union who 
read the sporting pages of the daily 
ener were interested in scanning the 
results of the Insurance League game 


in the Philadelphia papers while they 
were in that city. One of the principal 
games was the North America team 


playing Mather & Co. The North 
America team was defeated by a score 
of 4 to 1. In looking over the person- 
ne! of the North America team the 
Western Union members were rather 
interested in the work of Tuttle, the 
catcher. They became convinced that 
Tuttle was none other that our own 
Charles R. Tuttle, western manager of 
company. The catcher made no 
but he had six putouts and one 


Further inquiry into the team _ re- 
vealed the fact that Bird played at sec- 
ond base. This was an illuminating dis- 
closure. It was stated by some of the 
knowing ones that this second baseman 
was none other than Vice-President 
Robe Bird of the Milwaukee Mechanics, 
who had slipped into the North Amer- 
ica nine incognito. It seems that Mr. 
Bird was down east just at this time. 
It was fortunate, say the Union mem- 
bers, that the meeting lasted but a 
day, for the intention was to turn the 
searchlight on the North America team 
and ascertain whether it was violating 
the agency rule in having a mixed team 
where it was supposed to be conduct- 
ing a clear one. 


With the admission of T. D. Rich- 
ardson of Toronto, superintendent of 
Canadian department of the New 
York Underwriters, to the firm of A. & 
J. H. Stoddart, general agents, the re- 
organization of the firm is completed, 
following the election of Fred C. White 
as vice-president of the Hartford. This 
makes A. R. Stoddart, Robert M. Ben- 
nett and T. D. Richardson as members 
of the firm, with Mr. Bennett as un- 


| derwriting head. 
| Mr. 
| 
| 


Richardson began his insurance 


| career with the Commercial Union at 


Toronto, later serving the same company 
at Montreal. In 1890 he was appointed 
the staff of the Man- 
chester and was made assistant man- 
ager of that company a year later. 

In 1904 Mr. Richardson joined the 
New York Underwriters and for the 
past sixteen years has been superin- 
tendent of the Canadian department of 
that organization. His marked suc- 






cess in the development of the Canadian 
business of the New York Underwriters 
has well merited the advancement. 
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Joun Marsua tt, Jr., Vice-President 
A.W. FoLiansBEE, Jr., Marine Secretary 


Frank G. Waite, Assistant Secretary 


CASH CAPITAL | $ 
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RESERVES - 
ASSETS 


EASTERN DEPARTMENT 
70 Kilby Street, Boston 
A. K. Simpson, Manager 
J. W. Lirrie, Assistant Manager 


KUROPEAN MARINE AGENCY 
3 Lothbury, E. C., London 


Toserx Hap ey, Agent 
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ESTABLISHED MAY 1863 


HEAD OFFICE +» SAN FRANCISCO 
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THE HOME OF 


J. B. Levison, Presiden 
Tuomas M. Garpiner, Treasurer 


H, P. Buancuarn, Secretary 
C. C. Wricut, Assistant Secretary 


Joun S. Frenen, Assistant Secretary 


Epwarp RanpaALt, General Auditor 


53,000,000 
6,000,006 
10,000,000 
22,250,000 


fT SURPLUS 


SOUTHERN DEPARTMENT 
Hart Building, Atlanta 
Epvcar T. Gentry, Manager 


C. A. BickersTarr, Assistant Manager 
> ) 


WESTERN DEPARTMENT 
76 West Monroe Street, Chicago 
W. A. Cuapman, Manager 
H. A. Busu, Assistant Manager 
J. Georce Straurrer, Second Assistant Manager 
W. H. Gartsive, Second Assistant Manager 


ATLANTIC MARINE DEPARTMENT 
72 Beaver Street, New York 
F.H. & C. R. Ossorn, Managers 
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By G. A. 
NUMEROUS DWELLING LOSSES 
Underwriters find that since the first | 

of the year dwelling losses have béen 


exceedingly heavy. They have come 
from all directions. The high price of 





VIE SWED FROM NEW YORK 


| 


fuel has undoubtedly led people to burn | 
| has perhaps as high as $200 of “value 


lower grades and this has clogged up 
flues and heating equipment. The win- 


ter was rather severe and prolonged. | 
Cold weather started early in Decerp- | 


ber. The losses due to roof fires, 


| house 


overheated stoves and heating equip- | 


ment have been numerous. Another 
big factor in dwelling losses these days 
is the big number of total losses. A 
loss that would have amounted to 50 
percent a few years ago is now total 
because of the high values. Most 
dwellings are still under-insured. There 
is no coinsurance clause used except 
in a few points, and hence a partial 
property loss frequently means a total 
insurance loss. 
ie a 

TOURIST AND GOLF FLOATERS 

With the opening of the golf season 
and the vacation season coming on, 
many agents are pushing for tourist 
floaters, baggage floaters 


and golf | 











WATSON 





floaters. Country clubs are regarded as 
about the most hazardous risk that in- 
surance companies write, the average 
life of a country club being ten years. 
Owing to the high cost of clothes, golf 
sticks, bags and equipment, the golfer 


in his locker. He can secure a floater 
policy that will cover his belongings 
outside of his home or storage ware- 
that will cover his stuff at a 
laundry, tailor shop, or anywhere else. 


This is a splendid side line to push, as | 


the desire can be readily created. 
FURNITURE STORAGE RISKS 


During the past month or so it has 
been noticed that a number of large 
buildings that have been long unoccu- 
pied are being used for storage pur- 
poses. The great amount of household 
goods being put into storage this 
spring has overtaxed the capacity of 
the regular furniture storage houses 
and additional buildings are being used 
for the purpose of storing the over- 
flow. Most desirable buildings have 
been called into use for one purpose or 
another so that the buildings that are 





| physical 


1.ow being used for the storage of fur- 
riture are from a fire insurance stand- 
point, rather undesirable. Many are 
unsprinklered and in a poor state of 
repair. Lines on risks of this kind are 
being rather generally turned down 
and companies are noting carefully 
changes of location on the part of 
householders. 
i ie 
WRITE EXCESS VALUE POLICIES 


Some cities have ordinances requir- 
ing that in case new buildings are 
erected in the fire district, fireproof or 
slow-burning construction must be 
used and certain other rigid require- 
ments adhered to. These ordinances 
usually stipulate that if a building is 
damaged by fire or other cause to the 
extent of 50 percent of its value it must 
be razed. Local agents in such cities 
are writing considerable insurance to 
cover the amount beyond the actual 
value of the property as it 
stands. This is known as excess value 
insurance. 

In some of these districts there are 
old structures that do not comply with 
the present ordinances. They are al- 
lowed to remain, but if damaged 50 
percent or more they are torn down, 
and the new buildings must comply 
with the ordinances. Fire insurance on 
such structures is liable only for the 
actual replacement of the _ present 





building. The owner or lessee has a 
value, however, that is in excess of 
this amount, as he would be called 
upon to spend more money in con- 
structing a new building. Companies 
therefore will write an extra policy 
covering this excess insurance. Owing 
to the fact that values have increased 
so greatly, this excess insurance is 
needed more than ever. 


DEMAND FOR STRIKE INSURANCE 


The railway switchmen’s strike and 
other labor disturbances throughout 
the country have created a new de- 
mand for strike and explosion insur- 
ance. Offices are in receipt of many 
offerings from the large railway cen- 
ters. Warehouses, factories, mercan- 
tile risks, elevators and, in fact, all 
properties near the railroads are seek- 
ing this coverage. There was a brisk 
demand also for strike and explosion 
insurance on merchandise that was 
packed in cars and enroute to destina- 
Soa. Thousands of freight cars full 
of goods were held up along the way 
because of the freight embargo. Local 
agents at railway centers made a 
strong drive for the business. The 
wires were freely used in binding. busi- 
ness and: securing authorizations. 
Some companies that have been rather 
conservative in writing the class in the 
past opened up more freely. 








Always 


middle west, 


money on, 


agent. 


vast. 
prospects. 








by selling insurance on hogs. 


as an EX- 
But bacon (on the 


There are tens of millions of hogs in the 
and they 
Plain, ordinary hogs, such as farmers make 
Every farmer is a prospect, not 
merely the fancy stock breeders. 


are all insurable. 


The State Mutual Hog Insurance Com- 
pany, Springfield, Ill, 
interest every farmer—and every insurance 
Veterinary service combined with in- 


GENTS CAN 


has a plan that will 


The field is 


Every road out of town is lined with 
The high value of hogs makes 
every herd worth insuring. We furnish so- 


Agents! What are your 
profits on PORK? 


thought of BACON 
PENSE, didn’t you? 
hoof) will readily yield you an income. 


surance takes the risk out of hog raising, and 
costs very little more than vaccination alone. 


Our VACCINATING POLICY provides 
vaccination of the herd, and PAYMENT 
OF LOSSES THAT RESULT FROM THE 
TREATMENT, as well as the ordinary 
Vaccination is expensive and the re- 
sults are not always certain. A farmer some- 
times has the expense of vaccination and 
loses part of his herd from the treatment it- 
self. For very little more than the ordinary 
cost of vaccination, he can secure INSUR- 
ANCE as well as treatment. 


AKE MONE 


liciting material that will help convince the 
Write today for an agency and 
ask for our book of Questions and Answers 


for 


losses. 


farmers. 


for Agents’ Instruction. 


STATE MUTUAL HOG INSURANCE COMPANY 
SPRINGFIELD, ILLINOIS 


“The Company that Pays” 
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|X a recent speech the United States 
Secretary of Agriculture stated 
that the capital invested in agricul- 
ture was as great as that invested in 


all other industries of the country, 
including railways and some seventy-five other 
prominent industries. The aggregate value of 
the farm products of last year, including crops 
and live stock, was twenty-five billions of dollars, 
or about the same amount as our national debt. 
This, it should be remembered, is not the aggre- 
gate values of farm property, but the value of the 
annual yield. 


While the relative importance of farm prop- 
erty varies in different sections of the country, the 
wide-awake local agent does not overlook the 
importance of protecting the farming community 
against the possibility of loss by furnishing a// 
the various forms of indemnity required by the 
farmer, as well as by that great part of the com- 
munity who subsist by handling the products of 
the farm commercially. 


The SPRINGFIELD offers its facilities in 
furnishing reliable indemnity to every owner of 
farm property and the products of agriculture 
thruout the United States and Canada. 











SPRINGFIELD 


Fire and Marine Insurance Company 


Springfield, Chicago, San Francisco, 
Massachusetts Illinois California 
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Great American 
Insurance Company 


New Vork 


INCORPORATED - i872 


CASH CAPITAL $10,000,000 


Company owns United States Liberty and Victory Loan 
Bonds in amount equal to its capital 




















































POLICIES ISSUED TO COVER 


Fire Registered Mail 
Lightning Profits War Risk Mail Package 
Tornado Commission Hulls Tourist Baggage 
Wind Storm Automobiles Cargoes Sprinkler Leakage 
Hail Motorcycles Inland Marine Use and Occupancy 
Explosion Leasehold Inland Transportation Riot and Civil Com- 
Rents Marine Floaters motion 








SEVENTY-ONE YEARS 
A LONG AND HONOURABLE RECORD 


1849 1920 


OLDEST FIRE INSURANCE COMPANY IN PITTSBURGH 


THE WESTERN 


INSURANCE CO. OF PITTSBURGH 


An old, reliable and growing American company, 

writing along conservative lines, and proud of its 

reputation for prompt and satisfactory loss 
settlements 


AGENTS WANTED WHERE NOT REPRESENTE 








e in_ Chicago, Cook County and the Greater Metropolitan District. 

Inspections QThis inspectorate very properly gauges the expectancy of fire risks 

and intelligently anticipates events before they occur. QThe undersigned 

sells this talent to companies, agents, brokers and the business public, 

herewith tendering counsel to all State Insurance Officials, Legislative and Municipal Committees and 
all those who formulate iusurance laws designed for the public weal. 


20 in this field. —Dixit at Facit— 
‘Office with Knight, Smith & Co. . - P ! E R C E 
Room 1568 Ins. Exchange, CHICAGO, ILL. Phone Wabash 3033 abuts Inspector and Fire Prevention Counselor 











HENRY J. WOESSNER WM. L. DICKELMAN 


WOESSNER & DICKELMAN 
GENERAL AGENTS 


lacumace Exchange Specializing in Floaters, Surplus and Excess Lines ween "8127 
ing CHICAGO, ILL. Wabesh 8128 








NAT ONAL INSPECTION CO. 


108 South La Salle Street - CHICAGO 


A Clearing House for 
UNDERWRITING INFORMATION 


J. G. HUBBELL, Mer. H. B. CHRISSINGER, Ass’t Mer. 


RELIABLE | 


FireInsuranceCo. 
of Dayton, Ohio 
INCORPORATED 1865 


Cash Assets, - - - - + = $1,091,990.00 
Net Surplus over capital and all liabilities, 687,535.00 


J.LINXWEILER, Jr.;Pres. WM.F. KRAMER, Sec. 
- EDWARD J. WEISS, Special Agent. 








Cincinnati Underwriters 
121 East 3rd St., CINCINNATI, O. 


Eureka F. & M. Ins. Co. 
Organized 1864 
COMBINED STATEMENT 
Capital - - - - = = = = $ 250,000.00 
Assets - - - - - - = = 1,019,353.18 
Surplus to Policy Holders - 674,097.22 


Security Ins. Co. 
Organized 1881 





F. A. ROTHIER, og 
= BENUS, See 
ARTON, t. Sec’y. 
“ B. HEATON. "State ‘Agt. 




















| AS SEEN FROM CHICAGO 








MAY ENLARGE PRINTING PLANT 


The Western Union is considering 
enlarging and expanding the Uniform 
Printing & Supply Company of Chi- 
cago, although the question has arisen 
as to whether the present is the best 
time to build. The printing company 
has made a great success and has out- 
grown its present quarters. It has pur- 
chased a lot on which to erect a new 
building. The financing of the com- 
pany will have to be done through the 
companies voluntarily, and not through 
the Western Union as an organization. 
Many of the companies are now throw- 
ing almost all their printing toward the 
Uniform Printing & Supply Company. 

ee 
WRITING SOUTH 


SIDE RISKS 


Companies are being offered a great 
deal of riot, civil commotion and ex- 
plosion business on properties located 
in the black belt in Chicago. For some 
months, following the race riots of last 
summer, this business was declined by 
all companies. Recently a few have 
commenced writing riot and explosion 
business on what are regarded as pre- 
ferred risks in the colored district. A 
few companies will now write business 
on properties that are owned by white 
landlords and occupied by white ten- 
ants. Business will also be accepted on 
some risks owned by colored landlords 
and occupied by white tenants. With- 
out exception, companies are declining 
to write buildings in the hands of col- 
ored owners with colored occupancy. 

Business in the colored district has to 
be written very carefully. There are 
several white property owners with 
holdings throughout the colored dis- 
trict who have deliberately rented their 
properties to colored tenants, thus 
opening up to colored people sections 
of the south side that had previously 
been occupied only by whites. This 
has incurred the enmity of south side 
property owners to such an extent that 
other properties of this kind have been 
bombed. Companies are declining to 
write properties of owners who have 
sold out their interests to colored real 
estate operators, or who have in any 
way negotiated deals that have per- 
mitted colored tenants to make further 
encroachments upon white territory. 

There is a strong demand for riot 
and explosion business on properties 
in the colored district in Chicago, but 
most of the offerings are declined. 
Companies do not fear a general out- 
break such as occurred last summer, 
but feel that there will be sporadic dis- 
turbances with resultant losses that 
may more than offset any profits made 
on the business. Companies have been 
persistently offered business on pawn 
shops, but regard them as particularly 
hazardous. 

x ok 
JOINS THE WESTERN BUREAU 


The Excelsior Fire of Syracuse, 
N. Y., has been elected to membership 
in the Western Insurance Bureau, with 
H. J. Woessner, of Chicago, as the 
member. 

* * OX 

NEW CITY LICENSE ORDINANCE 

The Chicago city council has passed 
an ordinance requiring everyone that 
solicits insurance in any capacity to 
have a license and pay an annual fee 
of $25. There is at present a broker- 
age license ordinance, but it is a loose- 
jointed affair and covers various occu- 
pations. The new ordinance applies to 
insurance specifically. Anyone apply- 
ing for an insurance license must fill 
out a blank which is patterned after 
the one used by the New York insur- 
ance department. In this blank the 
applicant must tell how much time he 
intends to devote to insurance, what 
qualifications -he has for handling in- 
surance, and what percentage of his 





business income will be his returns 


from insurance. In case of real estate 
and loan men, who have to take out a 
license for that work, they can pay $5 
more and get an insurance license 
which permits them to write any kind 
of insurance except life. 

There are severe penalties for viola- 
tion of the law. In addition to fines, 
the license can be revoked. An insur- 


| ance agent who has helpers must get 








insurance licenses for them, 
violation of the law. 
a very strict one, 


or he is in 
The ordinance is 
providing that any 
person that has anything to do with 
soliciting insurance shall be licensed. 
This will force into the limelight those 
who have been getting a commission 
on their own insurance and who are not 
seriously in the business. 
Kk OK OX 
EXAMINERS’ CLUB MEETING 


At the monthly meeting of the Asso- 
ciation of Fire Insurance Examiners of 
Chicago, which will be held tonight 
(Thursday), there will be several in- 
teresting papers on various topics. W. 
M. Speth of the Liverpool & London 
& Globe will talk on rent insurance. 
Carl Richardson of Marsh & McLen- 
nan will discuss jewelry floaters. A. J. 
Nelson of the Hanover will give an 
address on leasehold interests. Harry 
V. Mullen of the National Liberty will 
talk on aircraft insurance. A. F. Battey 
of the Firemen’s will speak on farm 
business, and C. Freeman of the 
Hartford will explain that company’s 
acreage investment policy. 

* * * 

H. G. Buswell, Chicago manager of 
the Home of New York, has been in New 
York to attend the wedding of his son, 
Walter S. Buswell, which took place in 
New York City, Saturday afternoon, 

* * * 

A. J. Sigmund, formerly assistant Cook 
county manager of the Milwaukee Me- 
chanics, has become a broker in the 
office of Cory, Moorhouse & Co, in Chi- 
cago. 

* * * 

The Iflinois Fire of Peoria, I1l., which 
has not been operating in Chicago for 
some years, has resumed business in the 
city, with Brummell Bros. as Cook 
county managers. This firm formerly 
represented the company. 

* x 

Montgomery Clark, assistant western 
manager of the Hanover Fire, is on an 
agency trip in Missouri and Oklahoma. 

*x* * * 

Western Manager C, R. Tuttle of the 
North America is taking a month’s vaca- 
tion at White Sulphur Springs, Virginia. 

* *K * 

The Chicago local agencies of W. C. 
Oxnam & Co. and Thomas & W. A. Good- 
man have merged to be known as Ox- 
nam, Goodman & Hall, composed of 
W. C. Oxnam, W. A. Goodman and Thomas 
Hall. The Oxnam agency was formerly 
George W. Montgomery & Co., organized 
in 1868. The Goodman agency was or- 
ganized in 1870. 


* * * 
F. E. Bush has resigned as inspector 
with the National Inspection Company 


of Chicago to go with the western de- 
partment of the Continental as examiner. 


* * * 


Leonard M. Oftedahl has resigned as 
an examiner in the western office of the 
National to go with the Continental in a 
similar capacity. 

* * * 

Ralph L. Blum has resigned from 
Moore, Case, Lyman & Hubbard of Chi- 
cago as of May 1, to join the Federal 
Surety of Davenport as manager of its 
burglary and plate glass departments. 

* * * 


A. R. Monroe of Chicago, assistant 
western manager of the Queen, has gone 
to Florida for a month with Mrs. Mon- 
roe on account of the latter's health. 


F. H. Limpus, formerly secretary of 
the Security Trust & Savings Company 
at Shelbyville, Ind., 
entered the insurance business, has been 
appointed local representative for the 
Alliance and Victory at Shelbyville. 





and who recently 
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RODS REQUIRE EX. aq! = Soa omer ———— 


NEED CARE IN INSTALLATION | 
- | 
Not Every Artisan Who Can i 


Building Fitted to Place Light- 
ning Rod System 
In 1915 the United States Bureau of | 


Standards in its extensive bulletin on | 


“Protection of Life and Property | | r 
Against Lightning,” said, “There is OF TERRITOR) 
also a great need for emphasizing the 
fact that not every artisan who can | 
scale a building is a fit person to place | 
and install a system of lightning rods.” | 

What the Bureau said in 1915 is truer | 
now than then, for the constant in- | 
crease in the metal entering into farm | 
building construction has made correct | 
installation of rods more and more dif- | 
ficult. Farm homes are being fitted | 
with modern plumbing, including tanks | 
in the attics to furnish running water, 
toilet systems, steam and hot water 
heating plants and lighting systems. | 
Acetylene lighting plants have become | sre 
common and complete farm electric | 
lighting plants are now being installed | 
in great numbers. 



































Lighting Plants Increase Hazard 
It is understood that the farm electric | 
lighting system plant manufacturers 
will spend several hundred thousand | 
dollars in advertising in one farm jour- | 
nal alone next year. This gives an in- | 


dication of what they expect their sales | 

to be. These systems reach not only | it 

the house, but the barn and other farm | 

buildings as well. All this addition of 

wires and metals about the buildings | 9 9 9 


increases the danger of side flashes if | 


the rods are not correctly placed. Of | 

course, these side flashes frequently IN LIVESTOCK 
cause only partial losses, but their en- 

tire prevention is possible by correctly | 

placed rodding. 


Know How to Apply Principles 


It is impossible to lay down rules | : | Li k | ( {T k K 
covering every contingency. As _ the | The Capita Ivestoc nsurance ompanhy 0 ope a, allSas 
Bureau of Standards bulletin says, “No | 
attempt is made in this paper to make | 
every man his own lightning-rod ex- | “ 
pert, because, as shown throughout the | Operates in more states than any other company writing 
history of the lightning rod, all such 7 
attempts have been failures.” Men can | livestock insurance exclusiv ely. 
learn the principles of lightning pro- | . i 
tection, but must be able to apply them | These states, nineteen in number, hold an aggregate 
to each particular case. — 

All this emphasizes the desirability | of one million Square miles 


: ; 
of purchasing rods only from such com- | 


rectly done should be avoided. The | 


great fight in the lightning rod busi- s i f 
ness has been to eliminate the irre- This territory holds 80 percent of the total © 
sponsible agents who sold only for livestock values in the United States—over Five Billion 
profit and without the purpose of giv- ; s es 7 

ing real fire prevention service. Buyers | Dollars—cover ing horses, emu ania senate eo 
of lightning rods can do more than any 


panies as are seriously in the lightning | Colorado Kentucky Oklahoma 
rod business with their own installa- | Delaware Minnesota Pennsylvania 
tion organizations to place the rods and | lowa Missouri South Carolina 
inspect them. Companies that never in- | Illinois Nebraska South Dakota 
struct their dealers as to correct instal- | = h Caroli T ee 
lation principles, sell to anyone who or- | Indiana Nort rolina enamel 

ders by mail without following up the | Kansas North Dakota Wisconsin 
installation itself to see that it is cor- | Ohio 





others to eliminate these factors in the A contract with this company is an opportunity as well 

business by insisting on knowing about : a 4 

the methods and practice of companies as a contract. 

manufacturing the rods they purchase. : : 
Desi of A 1. Dienetes Write for detailed information to é 4 


A. H. Bogardus, former Illinois state 
deputy fire marshal, diced last week. 
While in office Mr. Bogardus was very 


successful in running fire bugs to earth. 

He did especially good work in uncover- 

ing the arson cases in Decatur, Ill., some . 
time ago. He was very popular with fire @ 


insurance men in Illinois. 
Reciprocals in Indiana Underwriting Manager 


The reciprocal exchanges doing busi- 


ness in Indiana received $860,970 in pre- e Chi hi 2 
miums during 1919. Their losses amounted 5th Floor Marine Bldg. icago, Inolis 
to $442,203. One Indianapolis reciprocal ? 

received 42.9 percent of the premiums 
received by the reciprocals in the state 
and paid 55.4 percent of the reciprocal 
losses in Indiana. The loss ratio for 








reciprocals doing business in Indiana 








during 1919 was 51.4 percent. 
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COLUMBIA 





Do You Know What It Means— 


When we say “Automobile Service >” 


A specialized department, 


an expert in the field at your call, losses paid on the stroke, adver- 


tising helps--these are some of the meanings. 


You can learn the 


rest from the expert, specialized automobile department of the 
Columbia and its associated company, the Union Marine. 


THE COLUMBIA INSURANCE CO. 


NEW JERSEY 


THE UNION MARINE INSURANCE CO. 


LIVERPOOL 


27 William St., N. Y. C. 


F. H. CAUTY, Manager 


CARROLL E. ROBB, Manager 
Automobile Department 
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(PENNSYLVANIA STANDARD) 
‘JANUARY 1, 1920 : : 
Cash Capital Bes Bee $1,000,000 
Premium Reserve «- .-° s+ + - 3,622,274 
Surplus to Polcpholders : 1,954,749 
Assets) 22). epg 6,176,156 — 
Agents wiline Fire, Tornado, Rent, 
;, Business + ‘Interruption, Lewkehold? 
Profit, Sprinkle Leakage, Explosion. 








| and. Riot Insurance, also Automobiles. 
_against Fire, Theft, Collision and Prop- 
erty Damage, find the NATIONAL 
UNION a valuable acquisition. F aith~ 
-fulservice and surprisingly good facil- a 
S ities ¢ are aoniod + asa matter of cour: 
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Automobile Insurance Company 
of Hartford, Conn. 
MORGAN G. meet President 


CASH CAPITAL 
$2,000,000 


ASSETS 
$11,022,207.23 


LIABILITIES, EXCEPT CAPITAL 
$6,966,656.56 


SURPLUS TO POLICY HOLDERS 
$4,055,550.67 


FIRE AND ALLIED LINES 
Fire, Tornado, Rents, Profits, Lightning, Explosion, 
Commissions, Leasehold, Riot and Civil Commo- 
tion, Sprinkler Leakage, Use and Occupancy, Auto- 
mobiles, Aircraft, Floaters. 


OCEAN AND INLAND MARINE LINES 
Hulls, Cargoes, Merchandise, Specie, Builders’ Risks, 
War Risks, Registered Mail, Transportation, Motor 
Truck Contents, Salesmen’s Samples, Personal Ef- 
facts Floaters, Parcel Post, Tourists’ Baggage. 


Affiliated with 
AETNA LIFE INSURANCE CO, 
AETNA CASUALTY & SURETY CO. 
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FIRE NEWS OF THE STATES 











OHIO AND WEST VIRGINIA 

















PROOF OF LOSS ESSENTIAL 





Ohio Court Holds There Can Be No 
Recovery Under Standard Fire 
Policy Without It 





COLUMBUS, O., April 27.—Because 
it establishes a precedent in Ohio the 
decision of Judge Willard Wright at 
Lebanon is of great interest to insur- 
ance men. The case in question was 
that of Henry Murphy vs. The Buckeye 
National Fire of Toledo. The plaintiff 
sued for $1,000 on a policy covering 
his saloon in which there had been a 
fire. Judge Wright held that the con- 
dition of the insurance policy that a 
proof of loss, properly sworn to, set- 
ting forth the conditions of the fire, is 
a condition precedent and no suits can 
be maintained on the policy until such 
sworn proof of loss is filed. 

This is a new question in the Ohio 
courts in the interpretation of the New 
York and Ohio standard policies. It 
has been held several times that such 
a condition on a policy, which also pro- 
vides that in case the sworn proof is 
not filed within 60 days the policy 
should be void, prevented suit, but no 
case is reported covering the present 
standard form of policy as mentioned 
above. 

During the period of 60 days men- 
tioned in the policy, the fire was being 
investigated by the state fire marshal’s 
department and the proof of loss, it is 
claimed by the fire marshal, was not 
filed for the reason that it would be 






millions. 








compelling an accused to furnish al- 
leged evidence against himself. 

The plaintiff contended that the sec- 
tion of-the statute, providing that in 
case of total loss the face value of the 
policy must be paid, takes the place 
of the sworn proof of loss. This the 
court decided was not true and because 
the plaintiff did not file a sworn proof 
of loss, a verdict was directed in favor 
of the company. 


Conservation Men to Meet 


The annual meeting of the Conserva- 
tion & Fire Prevention Association of 
Ohio will be held at Columbus next Tues- 
day. T. Alfred Fleming, supervisor of 
conservation of the National Board and 
former state fire marshal of Ohio, and 
James F. Joseph of Chicago, secretary of 
the Chicago advisory committee, will be 
present and give talks. 


Report on Newark, O. 


The gross fire loss for the past five- 
year period as given in the fire depart- 
ment records, amounted to $83,683; the 
annual loss ranged between $5,621 in 
1915 and $26,233 in 1914. The average 
annual number of fires was 62, ranging 
between 73 in 1916 and 55 in 1918, with 
a loss per fire of $269, a low figure. 
Based on an average population of 28,800 
the average number of fires per 1,000 
population was 2.15 and the average loss 
per capita was $0.58, both very low 
figures. 

The National Board says as to its fire 
fighting facilities: 

“Water supply works adequate, but 
with unreliable features. Quantities for 
fire protection generally adequate and at 


A knowing understanding of the Motor Car 
situation industrially, mechanically and from 
the viewpoint of insurance, brings Niagara 
service to preeminence in aiding agents. to 
participation in automobile premiums, which 
in the United States in 1919 aggregated 125 





good pressures. Fire department well 
equipped, but many men new, and train- 
ing insufficient; service mainly efficient. 
Method of transmitting fire alarms un- 
satisfactory.” 

As to structural conditions and haz- 
ards, the report says: 

Building Department—No municipal 
supervision. Fire limits of sufficient ex- 
tent, but poorly observed in the past. 
Building regulations practically lacking. 
Structural conditions poor. 

Explosives and Inflammables—State 
laws and city ordinances give general 
but ample authority to control most haz- 
ards; enforcement divided. Inspections 
made at irregular intervals; suitable 
records lacking. Local conditions mainly 
good. 

Electricity—No municipal supervision. 
Some new work has been supervised by 
inspection bureau. Recent ruling of 
state fire marshal requires installations 
to be inspected, and in conformity with 
standard requirements. Inside work in 
fair condition. Overhead wiring obstruc- 
tions serious, especially in alleys. 





telephone company only. 

Conflagration Hazard—Owing to 
numerous large areas of mainly weak 
construction, serious individual and 
group fires are liable to occur in the 
principal mercantile district, but build- 
ings are mainly low, streets: of good 
width and fire-fighting facilities mainly 
adequate, and such fires should be pre- 
vented from extending beyond the block 
of origin. In the manufacturing plants 
econflagrations are improbable. The resi- 
dential sections are mostly detached 
frames, with a large proportion of in- 
combustible roofs, and have a normally 
mild hazard. 





Plan for Truck Insurance 


AKRON, O., April 27—Ernest Farr, di- 
rector of the Firestone ship-by-truck 
bureau, has announced the adoption of 
an underwriting plan which will per- 
mit adequate insurance at reasonable 


Every Niagara State and Special Agent main- 
tains a service station at all times accessible 
to local agents and conveniently located for 
prompt and efficient attention to loss adjust- 
ments, payments, authorizations and all local 


agents’ needs. 


MOTOR VEHICLE SERVICE 


THE 


NIAGARA 


Fire Insurance Company 


ESTABLISHED 1850 


123 William Street, NEW YORK 


In anticipation of needs for insurance on 
merchandise in transit on motor trucks, 
Niagara service has in outline a practical plan, 
recognizing a growing demand by local agents 
for facilities for automobile truck shippers’ 
coverage. Contracts, forms, rating information 
and other details now in preparation. 


Local agency service based on intimate ap- 
preciation of local agents’ problems. Special- 
ized departments in charge of experts for Im- 


proved Risks, 


Motor Car, Marine and Miscellaneous lines in 
addition to unexcelled fire and tornado facili- 


ties. 





Slight | 
trouble from electrolysis; tests made by | 


the 





rates on goods shipped by motor truck. 

Under this plan, it is said, protection 
is furnished shippers and carriers on the 
short-haul truck business that is equal 
to the insurance afforded goods that are 
shipped by railway freight and express. 
While shippers have been securing fire 
and collision insurance, they have here- 
tofore been unable to get coverage on 
theft and pilfering except at prohibitive 
rates and with such restrictions as made 
it of little value. 

This plan offers complete cargo insur- 
ance to truck operators who are placed 
upon a certified list. Formal bills of 
lading carry blanket clauses which fully 
protect the shippers from loss or dam- 
age to cargoes by fire, collision, upset- 
ting, theft and pilfering. Personal and 
liability clauses are also inserted, if de- 
sired. 

Provision is made for supplying ex- 
pert assistance in the installation of 
cost systems in the offices of truck op- 
erators, according to Mr. Farr, and for 
the thorough and frequent inspection of 
trucks. 


Springfield Fire Prevention Club 


COLUMBUS, 0O., April 28—Columbus 
insurance men who attended the fire pre- 
vention conference at Springfield Thurs- 
day report that it was one of the most 
successful held in the state for several 
months. It was held under the direction 
of the Springfield Fire Prevention Club, 
formed by Chief S. F. Hunter and em- 
bracing largely foremen and men from 
manufacturing plants in the city. 

R. L. Drake of the Ohio Inspection 
Bureau urged the club to get back of 
the agitation for 20 additional men for 
the Springfield fire department and said 
if the additional men were not provided, 
there likely would be a change of class- 
ification. J. E. Lyons, secretary of the 
Conservation & Fire Prevention Associ- 
ation, gave a heart to heart talk directed 
especially to the factory foremen and 
men, showing how great a part care- 


Farm Business, Brokerage, 
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H. M. BARFIELD 


President 


H. S. BASSETT 


Secretary 


CHARLES H. HARRADEN 


Managing Underwriter 


Buckeye National Fire 


Insurance Co. 


| Surplus to Policyholders . . $149,508.34 





ECONOMIC MANAGEMENT MAKING SPLENDID PROGRESS 








OHIO AND MICHIGAN AGENTS WANTED! 



























A USEFUL AND DESIRABLE AGENCY COMPANY 
For Agents in Iowa, 
Kanszs, Colorado, 

Wyoming and 
Nebraska 


FIRE, 
TORNADO, AUTOMOBILE 


FARM AND CITY PROPERTY 
1406 Farnam St., Omaha, Neb.. 


wee... me Office: 































ANTHONY MATRE 


President 


HENRY REIS, M. D. 


JOSEPH BERNING 
Vice-President 


Vice-President 


DIRECTORS 
THOMAS E. GALLAGHER —_-HENRY REIS, M. D. 
JAMES F.HOULEHAN JOSEPH BERNING 
DR. FELIX GAUDIN HUGH O'NEILL 


NAPOLEON PICARD 


Secy-Treas. 


NAPOLEON PICARD 
ANTHONY MATRE 
FRANCIS J. MATRE 


A good company for good agents 


aj MARQUETTE NATIONAL 
FIRE INSURANCE COMPANY 


INSURANCE EXCHANGE 
ASSETS OVER $1,400,000 





CHICAGO 












THE CENTRAL STATES 


Fire Insurance Co. 
FIRE : FARM : AUTOMOBILE : TORNADO : HAIL 


Paid in Capital 
$205,600.00 


WICHITA 


Surplus to Policy Holders 
$385,897.97 


HOME OFFCE 
KANSAS 





































The COLUMBIAN NATIONAL 


FIRE INSURANCE COMPANY 


DETROIT, MICH. 
ASSETS - 


.  .$1,859,693.98 
SURPLUS TO POLICYHOLDERS - - 


- 1,128,562.31 
LICENSED IN 
Michigan, Ohio, Pennsvlvania, New Jersey, Illinois, Indiana, 
Wisconsin, Iowa, Minnesota, New York, Massachusetts, 
Rhode Island, Louisiana, California, 
Tennessee and Kansas 
A Reliable, Progressive Agency Company Representatives solicited 
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THEODORE STEIN, JR. 


GENERAL AGENT FOR INDIANA 


GLOBE INDEMNITY COMPANY OF NEW YORK 
AGENTS WANTED IN INDIANA 


241-44 LEMCKE ANNEX INDIANAPOLIS, IND. 















Capital Fire Insurance Company of California 
Agents wishing to represent a high class pogressive company, apply to 
BIERCE & SAGE Co., Michigan State Agents 
219-220-221 Hammond Blidg., Detroit 
Correspondence solicited for direct lines or re-insurance on mercantiles and special hazards where not represented 
Prompt Service Telephone, Cherry 5154 
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lessness had in the creation of fire haz- 
ards in industrial plants. 

A smoker and luncheon followed. The 
local association of fire insurance agents 


adopted a resolution endorsing the 
Springfield Fire Prevention Club and 
promised the heartiest co-operation in 


the 
ing. 


good work which it is accomplish- 





Akron Agents Organizing 
AKRON, O., April 27—Akron 
are making an effort to organize a fire 
insurance club or association. For some 
time there has been no satisfactory or- 
ganization of the fire men here, and 


| agents realize that they have been with- 


out an important aid in their business. 


lishing an institution that will be oper- 
ated along the lines of other clubs and 


| exchanges of the country. 





Perry With Neale-Phypers 
CLEVELAND, O., April 27—Roy G. 
Perry has been made assistant manager 
of the automobile department of the 


agents | 


| work 


| up 


: t c , | Commerce of the 
It is believed they will succeed in estab- | 


Neale-Phypers Company. Mr. Perry 
served four years in the automobile ad- 
vertising department of the Cleveland 
Plain Dealer, and later on was put in 
charge of the motion picture and theat-. 
rical advertising. He is well equipped 
for the duties that will fall to him in 
the insurance office. 


Ohio Notes 


Charles H. Parsons, president 
Cleveland Fire Insurance Club, 
Monday from Asheville, N. C., 
spent a vacation of three weeks. 

A. W. Neale was named by the Cleve- 
land Fire Insurance Club as delegate to 
the annual meeting of the Chamber of 
United States which is 
at Atlantic City this week. 
Sunday night to attend the 


of the 
returned 
where he 


being held 
He left 
meeting. 

It has been suggested that the Cleve- 
land branch of the Ohio Audit Bureau 
close at 3 o’clock in the afternoon here- 
after, in order that the clerical force 
may be able to take care of the day’s 
without being at the office in the 
evening. Urgent cases may be handled 
to the usual closing time. 
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| DETROIT DEMANDS ATTENTION 


to Spend Much Time in 
Motor City 
DETROIT, MICH., Apr. 27.—Mich- 
igan field men are finding that it is 
recessary to spend more time in De- 


the premiums on the enormous prop- 


| erties that are insured in Detroit, make 


| the Motor City the center of attrac- 
| tion. so far as the fire companies are 
concerned. Field men find that it is 


necessary to spend a great deal more 


time in Detroit than was required a 
few years ago. Building is going on at 


| such a rapid rate in Detroit that the 
| new 

| maps. 
| partments in Chicago that cannot be 
| mapped and examined for the reason 


do not show on the fire 
Business is sent to western de- 


risks 


that the maps show the location indi- 
cated on the daily report as unoccu- 
pied. This means that Michigan field 
| men have to inspect business as soon 
| as it is written in order to give the 
| company an idea of the character of 
| the liability that has been assumed. 
| Moreover, changes are being made so 
| rapidly in the manufacturing districts 
| of the city that it is the part of wis- 
dom to make rather frequent reinspec- 
tions. 


Detroit agents are continually call- 
ing up field men and asking for 
authorizations on new lines. The plant 

| does not show on the map, so the field 
| man simply goes out and looks over 
the property personally. In other 
| words, there are frequent calls for 
| service from the special agent and he 
must be in Detroit in order to be able 
to respond to the requests. It is cer- 
tainly true that a company with any 
great volume of business can hardly 
expect a field man to get a good share 
of Detroit business and at the same 
time to build up a producing agency 
plant in the state. If only one man is 
on the job, either one interest or the 
other must be sacrificed. 

In Chicago the companies have one 
man to look after Cook county, but 
there are not one-half the important 
matters arising in Cook county every 
week that need the attention of the 
field man traveling in Michigan, who, 
in addition to Wayne county, has the 
entire state in his charge. Premiums 
in Michigan are increasing so rapidly 
that the company doing any great vol- 
ume of business in the state, must 
make an arrangement whereby one 
man can travel the entire state, and 
another look after Detroit and one or 
two others of the large cities. 


| 
| 
| 
Frequent Calls for Service 
| 
| 
| 





| SEEK NEW GLASS COVERAGE 


| Michigan Field Men Find It Necessary 


Raising of Plate Glass Rates Has 
Caused Increased Demand for 
' Tornado Policies 
INDIANAPOLIS, IND., April 27.— 
The raising of plate glass -insurance 
rates by the casualty companies is said 


| to be creating an unusual position for 


| troit. Most of the companies get the 
bulk of their Michigan business _ in | 
Wayne county. Values are high and 





| mobile. 


fire companies in Indiana that cover 
plate glass breakage in their tornado 
and windstorm policies. The fact that 
plate glass coverage for one year with 
the casualty companies now costs sev- 
eral times the cost of a tornado or 


| windstorm policy for a period of three 


years is said to be causing property 
owners to cancel their plate glass in- 
surance and either increase their tor- 
nado insurance or take on new cover- 
age of that sort. 

An unusual number of plate glass 
losses said to have been caused by 
wind has been reported to the fire com- 
panies since the raising of the rates by 
the casualty companies and some of 
the Indiana field men are of the opinion 
that not all of the claims are justified 
under the provisions for plate glass in 
the windstorm and tornedo policies. In 
one claim in particular, said to have 
been caused from a windstorm, from all 
outward appearances the breakage to 
the glass was caused by the throwing 
of a stone or the flipping of a pebble 
from under the wheel of a passing auto- 
Some of the other claims have 
raised serious questions in the minds 
of field men. 

So far all claims have been paid, but 
if the questionable claims keep on com- 
ing in some action apparently will have 
to be taken to see whether the claims 
are justifiable under the tornado policy. 


Urges Aid to Civic Bodies 


INDIANAPOLIS, IND., April 27— Sol 
Kiser, president of the Indianapolis Fire 
Insurance Association, in an impromptu 
talk before the Indiana field men’s clubs. 
urged the representation of both local 
agents and field men on the civic organ- 
izations of the city, especially the In- 
dianapolis Chamber of Commerce. Field 
men and local agents are planning to 
have a meeting in the near future to 
boost this plan. Mr. Kiser’s appeal is 
for the insurance men of Indianapolis 
to become members of the various civic 
organizations, so that when questions 
arise that should be handled by the 
state and city authorities the insurance 
men can place these questions before 
the city and state authorities, with the 
support of the insurance division of the 
city’s civic organizations. 

Very few of the field men or local 
agents belong to any of the city’s civic 
organizations, and the fact that they 
did not have the support of the civic 
organizations caused them to fight for 
two years to have the city pass an 
anti-wooden shingle ordinance. At va- 
rious assemblies of the state legisla- 
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ture the insurance men have always 
fought a losing battle in not having the 
support of civic organizations, and very 
little support has been given the small 
group of insurance representatives who 
have gone to the senators and congress- 
men of Indiana singly and in groups, 
urging legislation on insurance questions 


“General Agency wanted for State of 
Nebraska for Company writing fire, 
tornado, hail and automobile insur- 
ance. This will be a good connection 
for the right Company.’ 

Address 63-D, care The National Underwriter 


Special Agent Wanted 
WANTED— By an American organization 
special agent for Indiana and Illinois. Soine 
field experience preferred but not necessary. 


Address 66-G,"care The National Underwriter. 











for the benefit of the public. 
Mr. Kiser believes that an insurance 
board should be formed, such as the 





Indianapolis Real Estate Board, so that 
all questions on insurance laws and rul- | 
ings could be referred to it and suitable | 
action taken. 





Indiana Field Club Plans 


INDIANAPOLIS, IND., April 23—At the | 
joint meeting of the Indiana field clubs | 


Wanted: By an American Com- 
pany, experienced field.man for estab- 


lished Nebraska field. State fully 


qualifications and salary expected in 
first letter. 
Underwriter. 





Address 15 H, care The National 


“A young man with bureau, 
and field experience, 


large local agency 
a Dean schedule expert and 
equipped to continue giving real service to agents, 
is desirous of making a first class field connection 
with a progressive fire company in Western Union 
or Pacific Coast Territory.” Address 62-C, 
The National Underwriter. 


care 











last week it was decided by the field | 
men to hold their semi-annual meeting | 
at the Edgewater Club at St. Joseph, | 
Mich. June 15 and 16. This meeting | 
will be the annual outing of the clubs | 
and a large attendance is expected. The | 
executive committee has charge of the 


program and is working hard to make 
it a bigger meeting than the one held | 
last year at French Lick. Besides the | 


regular business sessions a very inter- | 
esting program is being arranged which |} 
will not be published, as the executive | 
committee wants to have some delight- | 
ful surprises to relieve the monotony. 





Indiana Furniture Loss Adjusted 


The fire loss at the warehouse of the | 
Hawks Furniture Company at Goshen, 
Ind., has been adjusted. Insurance com- 
panies paid $30,500 for the damage to | 
980 sets of bedroom furniture, and the 
Hawks company is to retain the money 
from salvage, which is expected to reach 
$15,000. Eight insurance companies car- 
ried the risk on the warehouse. 





Would Raise Classification 





CONTROL 


Should you wish to obtain 
a controlling interest in the 


Wanted—Experienced insurance man, who can not 
only go out and solicit business, but who can see 
a job through from writing the policy to collecting 
the money. This is a splendid opportunity in a 
growing organization handling fire, compensation, 
motor car and other lines. In answering this ad 
tell all about yourself, your experience, salary ex- 
pected and when you can go to work. Location in 
a live town twenty miles from Chicago. Address 
61-B, care The National Underwriter. 





stock of your Company or an- 





other Company, we believe 
we are in a position to assist 
you. All correspondence 
strictly confidential. 


Address, E. W. Barrows, Mgr. 





IRE Ins. Company about to 

enter West Virginia desires to make 
a General Agency connection for the 
entire state. Address 59-Z, care The 
National Underwriter. 








INVESTORS BANKING SERVICE 
CORPORATION 


312 LAW BUILDING 
INDIANAPOLIS, INDIANA 








W ANTED—General 
headquarters in central 
educated man with about ten years’ ex- 
perience as agent and district agent for an 
old line life insurance company. References 
gladly given. Address 64-E, care The Na- 
tional Underwriter. 


Agency contract with 
Ohio by a well- 











INDIANAPOLIS, IND., 








| 

} 

April 27.—The | 

mayor of Indianapolis, with the aid of | 
the fire chief and the city council, has | 
started an aggressive campaign to place | 
Indianapolis in Class 1, according to the | 
National Board standard. The city is | 
now in Class 2, but with the adaption of | 
an anti-wooden shingle ordinance, the 
future motorization of the entire Indian- | 
apolis fire department, a more complete | 
system of building inspection, the estab- 
lishment of a fire school for the fire de- 
partment and an improvement of the fire 
alarm system service are believed to be 
sufficient to place Indianapolis in a class 
higher. Dwelling fires have been ap- 
pallingly numerous for several years, but 
now with the anti-wooden shingle or- 
dinance and the improvements planned 
there is little doubt that a marked im- 
provement will result. Indianapolis had 


2,100 dwelling fires in 1919, of which 
1,206 were caused by sparks on shingle 
roofs. 


The fire chief, before establishing the 
Indianapolis fire school, is planning to 








INSURANCE 


SPECIAL 
a. 








go to New York and study the methods 
of the New York school. Cne of the city’s 
battalion chiefs will have direct charge 


AGENTS OFTEN LOSE A 
GOOD FIRE RISK 


to competitors by not submitting to the as- 
sured an estimate for equipping their prem- 
ises with AUTOMATIC SPRINKLERS. 
We will co-operate with agent and assured 
and submit figures showing sprinkler cost as 
well as insurance saving, and extend pay- 
ments over several years. 


| 

| 
Fire Prevention Company | 
First Nat'l Soo Line Bldg., Minneapolis _| | 
909 Sharpe Building, Kansas City, Mo. | 











Ads of this size and style won’t 
build prestige for the advertiser, 
but they will do a lot of odd jobs 


umn wide, one time, $3.75. 
AD 





of the city’s fire school and will accom- 
pany the fire chief on his visit to New 
York. 


Indiana Premiums and Losses 


Total premiums received by fire com- 
panies doing business in Indiana in 1919 
were $16,473,314.35, or $1,721,429.03 more 
than in 1918. Losses paid in 1919 were 








AUTOMOBILE DEPT. 


HANOVER FIRE 


INSURANCE CO. 


NEWYORK CHICAGO SAN FRANC SCO 


$6,115,315.56, or $1,609,517.01 less than in 
1918. Indiana stock companies showed a 
gain of $50,000 in premiums received in 


1919 over 1918. Stock companies from 
other states, not including foreign com- 
panies, received $2,000,000 more in pre- 


miums than in 1918, while foreign com- 
panies doing business in the state 
received $57,743.29 less in premiums last 
year than in 1918. Mutual companies 
gained $255,450.18 in their premium re- 





ceipts, Indiana mutual companies show- 





SAMPSON & DILLON 


ATTORNEYS & COUNSELORS AT LAW 
Suite 601 Register & Tribune Bidg. 


DES MOINES - - - - - IOWA 


fe 
HENRY E. SAMPSON 


For six years Assistant AttorneyGeneral of Iowa 
and Special Counsel of the Commissioner 
Insurance 


SIDNEY J. DILLON 


ing the largest gain. 

Losses paid by mutuals in Indiana in 
1919 were $18,589.66 more than paid in 
1918. Stock companies paid almost 
$2,000,000 less in losses than in 1918. 
The loss ratio of the companies doing 
business in Indiana dropped from 52.3 in 
1918 to 36.5 for 1919. 


Farm Special Appointed 


J. W. Kwech, formerly in charge of 
the hail underwriting for the western 
farm department of the Connecticut Fire, 
has been appointed farm special agent 
‘for the Connecticut in Illinois. He suc- 
ceeds George C. Haussmann, who was re- 
cently made Illinois state agent for the 

















recording department. 








| 
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A large and well known Live 
Stock Insurance Company, 
licensed to operate in Illi- 
nois, desires a good, live 
wire agent to take charge 
of state if satisfactory ar- 
rangements can be made. 
This is a first class propo- 
sition and we want a first 
class man. Experience in 
this line would be an advan- 
tage but not necessary. 

Address 34-A, care The 


National Underwriter. 








for small fees. One inch, one col- | 
| 











DIRECTORY OF 


LOCAL AGENTS 


Tux Nationa, Unprrweitzr Recommends the Following as Among the Prominent and Reliable 
Agencies With Good roa for Exchange and Outside Business. Advertisements 
of Only First-Class Offices Accepted. 





MINNESOTA 


OHIO 





pears INSURANCE AGENCY 


All Classes of Insurance 
525 Plymouth Bidg. 
MINNEAPOLIS, MINN. 
F. H. WAGNER AGENCY 


Insurance Agents and Adjusters 





529-534 Plymouth Building 
MINNEAPOLIS, MINN. 


CARD INDEX RECORD FOR 
AGENCIES 


The Only System that Is Right 
Furnished Complete—Lowest Prices 


THE NATIONAL UNDERWRITER 
Insurance Exchange Chicago 











DWARD E. SHIPLEY 
GENERAL INSURANCE 
General Agents 
United_States a & Guaranty Co. 
Surety 
603 First National Bank Building 
CINCINNATI, OHIO 


HE O. M. STAFFORD-GOSS- 
BEDELL CO. 


INSURANCE 


Plain Dealer Bldg 
CLEVELAND, OHIO 








BINGHAM & DOUGLASS CO. 
Established 1870 
GENERAL INSURANCE 


to handle all classes of Insurance 
e of 


The Cuyahoga Bidg. 
CLEVELAND, OHIO 


We are equi 
in amounts 
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A New York Representative for Local Agents 


Located Anywhere in the United States 
and Canada 


WE will place any insurance line for which you desire 
to use the New York market. 


We will solicit lines controlled in New York covering in 
your territory. 


Details of our Service Contract furnished without 
obligation. 


THE NEALE-PHYPERS COMPANY 


EIGHTY MAIDEN LANE 
NEW YORK CITY 




























































[FIRE] 


Great Lakes 


Jusurance Company 


Home Office, Insurance Exchange 


CHICAGO, ILL. 


N. L. Piotrowski, President 
A.C. Mack, Managing Underwriter 





CASH CAPITAL - - - - $400,000.00 
SURPLUS TO POLICY HOLDERS, $760,390.32 








N. BLACKSTOCK, President EMIL JOHNSON, Secretary 
Incorporated Under Laws of California 


International Judemnity Company 


LOS ANGELES, CALIFORNIA 


AUTOMOBILE INSURANCE 
FIRE, THEFT, LIABILITY, COLLISION 
PROPERTY DAMAGE 








Assets Over One Million Dollars 











EDWARD H. SHERWIN, President WILLIAM WALSH, Secretary 


TWIN CITY FIRE INSURANCE COMPANY 


MINNEAPOLIS, MINNESOTA 
The Company That Aims To Excel In Service 


Fire Tornado Farm Hail Automobile Tractor 














DETROIT NATIONAL FIRE 


Insurance Company 
41-43 John R. Street 
DETROIT - . . - - 


@ PHILIP BREITMEYER, Pres. 





MICHIGAN 


GEORGE K. MARCH, Sec. & Gen. Mgr. 
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COMMITTEES FOR CONVENTION 





Des Moines Agents Name Men to 
Handle Details of National 
Association Meeting 





DES MOINES, IA., April 27.— 
Active arrangements for the handling 
of the national convention of insurance 
agents are making satisfactory 
progress. 

Committees have been named, and 
this week the local agents in Des 
Moines opened offices, where they will 
meet from day to day to make plans 
for entertaining the big session. It is 
expected that one man eventually will 
be put in charge of the preliminary or- 
ganization. 

The executive committee is 
posed of P. J. Clancy, chairman; 
Zimmerman, secretary, and A. J. Ver- 
ran, C.. Ray Brand, E. H. Mulock, 
J. I. Petty and O. H. Chambers. Other 
committees are as follows: 

Finance—P. J. Clancy, chairman; E. H. 
Mulock, Joel Tuttle, C. S. Vance, R. S. 
Howell. 

Hotel Reservations—A. J. 
chairman; C, Ray Brand. 

ee H. Chambers, chair- 
man; George Tones, E. S. Olmsted. 

Publicity and advertising—H. G. Zim- 
merman, chairman; G. A. Holland, C. E. 
Ford. 

Badges—J, I. Petty, chairman; R. F. 
Smith, E. F. Gibsen, S. W. Dorsey, A. E. 
Read. 

Entertainment—E. H. Mulock, 
man; P. K. Witmer, R. M. Evans, Joel 
Tuttle, C. S. Vance, Morrison C. Garst, 
L. E. Ellis, John T. Christie, E. E. Craw- 
ford, J. R. Painter, George D. Lucas, 
Cc. F. Chambers. 

Reception—Eugene Walsh, 
W. W. Waddell, A, T. Roddy. 


com- 
BAG: 


Verran, 


chair- 


chairman; 





KANSAS BUSINESS FOR YEAR 





Superintendent Travis’ Figures Show 
Low Loss Ratio for Com- 
panies in State in 1919 


TOPEKA, KAN., April 27.—Stock 
fire insurance companies, both foreign 
and domestic, had a prosperous year 
in Kansas in 1919. A compilation made 
today in the office of Frank L. Travis, 
state superintendent of insurance, 
shows losses incurred were 37.6 percent 
of the premium receipts for the year. 
Losses paid were 37.3 percent of the 
premium receipts. Total risks writ- 
ten for the year were $1,104,263,836. 

Premium receipts for foreign and 
domestic stock companies totaled $18,- 
621,132; losses incurred, $7,004,390; 
losses ‘paid, $6,946,059. Domestic fire 
insurance companies reported $928,150,- 
242 written, $16,714,011 premium re- 
ceipts, $6,373,879 losses incurred, and 
$6,309,257 losses paid. The foreign 
companies reported $176,113,594 writ- 
ten, $1,907,121 premium receipts, $640,- 
511 losses incurred, and $636,802 losses 
paid. 

Following is the summary of pre- 
mium receipts, losses paid, and losses 
incurred by the domestic companies, 
Kansas business: 





Premium Losses Losses 

Receipts Paid Incurred 
Fire & Li.. $7, 126, 484 $3, 636,367 $2,619,408 
i ae 8,010,236 286,979 ,301,203 
Mar. &Inl’d 567,805 tity 701 223,150 
Tornado 922,411 202,648 203,586 


Foreign Companies 
Fire & L..$1,174,951 $ 398,289 $ 388,901 


Ut eo 471,531 170,417 170,417 
Mar. &Inl’d 148,494 54,535 62,745 
Tornado. 112,114 13,564 17,874 


Indications are that this year will not 
be such a favorable year for the fire 
companies in Kansas. A compilation 
just made by State Fire Marshal Hus- 
sey shows that fire losses the first three 
months of 1920 are more than 50 per- 
cent larger than the same quarter in 
1919. During the first quarter of 1919 
there were 665 fires for a loss of $720,- 
862. The first three months of this 
year there have been 1,021 fires re- 
ported, with a total loss of $1,195,922. 





PLANS MAY SOON BE CHANGED 


National Bonding Stockholders May 
Decide to Establish a Company 
for Fire Reinsurance 





The directors of the National Bond- 
ing & Casualty, which was promoted 
at Cedar Rapids, Ia., its charter per- 
mitting it to write all lines of casualty 
and surety, may decide to recommend 
to the stockholders that the charter be 
amended so that fire insurance can be 
written instead of casualty and surety. 
It is stated that the directors feel that 
there is greater safety ina fire reinsur- 
ance company. The stock in the Na- 
tional Bonding was sold to produce 


| $1,000,000 of capital and $500,000 of 


surplus. The directors of the company 
are all high-grade men and are anxious 
to inaugurate an insurance corporation 
that will be a credit to Cedar Rapids 
and to the state. They have made a 
number of investigations as to the 
future of the various lines of insurance 
and seem to be convinced that a fire 
reinsurance company has a_ better 
chance than any other. 





Form Church Interinsurance Exchange 


ST. LOUIS, MO., April 27—Acting un- 
der permission of the insurance com- 
missioner, Archbishop John J. Glennon 
of the St. Louis Diocese of the Catholic 
Church, in pastoral letter read from all 
pulpits in the diocese yesterday, an- 
nounced the organization of the Dioce- 
san Interinsurance Exchange of St. Louis 
to insure all churches and diocesan prop- 
erties. 

From questionnaires sent out to all 
parishes, the letter stated, it was learned 
that the present insurance carried on 
the properties is inadequate and outlines 
specifically for each parish the amount 
of additional insurance expected to be 
obtained through the new organization. 
The archbishop intimated he felt all 
properties should be insured for at least 
80 percent of their value. 

The exchange is capitalized at $125,- 
000. The maximum amount accepted of 
any one risk is $50,000. All premiums 
must be paid in full in cash. No notes 
will be accepted and no further liability 
will incur to the insured beyond pay- 
ment of the premium. The Rev. P. J. 
Dooley, a St. Louis priest, was named 
director of the exchange by the arch- 
bishop. 


Rejects Bureau’s Interpretations 


TOPEKA, KAN., April 27—Superinten- 
dent Travis has refused to accept the 
“interpretations” submitted by the Kan- 
sas inspection bureau on the 1914 an- 
alytical tables for finding fire insurance 
rates. He has notified the bureau there 
will have to be a revision of the inter- 
pretations, making them more definite 
and certain, before he will allow them 
to go into effect. He says the present 
interpretations might lead to discrim- 
inations. The state rating bureau is pre- 
paring a statement of the objections to 
the inspection bureau interpretation on 
about 100 different items. 








Bankers Fire Enters Kansas 

The Bankers Fire of Lincoln, Neb., has 
been licensed in Kansas. The Bankers 
writes hail insurance in addition to the 
various fire lines and hence will be able 
to secure a good business from Kansas 
right from the start, as it is one of the 
largest hail premium states. The Bank- 
ers is now licensed in Kansas, Nebraska 
and New Jersey. It is doing a large re- 
insurance business in addition to its 
agency business. 





Plans of Auto Salvage Corps 
KANSAS CITY, MO., April 27—The 
plans of the Kansas City Automobile 
Salvage Corps rapidly are taking defi- 
nite form and it is expected that the or- 
ganization soon will have practically the 
unanimous support of every insurance 

company and individual in the city. 
The detective agency which it is 
planned to employe has arrested 28 men 
charged with motor car thefts. Of these 
a number have been convicted, others 
are in custody and a number released 
on bondé. The agency also has located 
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9.054,147.84 


TOTAL LIABILITIES $5,040,766.92 
POLICYHOLDERS SURPLUS $4,013,380.92 


513,38092 

















WESTERN SPECIAL AGENTS—M. S. Moore, Exec- 


utive Special Agent, Terre Haute, Ind.; Wm. Biel, 
Terre Haute, Ind.; L. Bertram James, Hillsdale, 
Mich., A. W. Jones, Columbus hio ; 





" . , Ohi . §. Chase, 
Bloomington, Ill; J. H. Gosnell, 1126 McKnight Bldg., 
Minneapolis, Minn.; A. D. Yeaton, 217 West Water 
St., Milwaukee, Wis.; R. W. Miller, Webster City, 
Iowa; W. G. Shipe, Sharp Bldg., Kansas City, Mo.; 
. Cc. oo State Agent, Gas and Electric Bldg., Den- 

r, 0. 











LIGHTNING RODS 

Prevents 

Lightning 
Losses 


W. C. SHINN, President 


General Offices: 1234 Lytton Bldg., CHICAGO 


and has the names on its files of about 


Shinn-“lat is te only 
Lightning Conductor 
made in the form of a 
woven flat cable  wiich 
electrical authorities say 
is iore eilicient. 

Shinn-Flat has 36 per 
cent Ore comauueung 
surface than any round 
rod or cable contami 
the same amount of 
material, and it is con 
sequently more effec 
tive in controlling an 
electrical discharge. 

Shinn-Felt is woven 
in a continuous ribbon 
like form without joints 
and the machines used tu 
its construction are pat 
ented. 

A-- for agency infor- 
mation. 

W. C. SHINN MFG. CO. 





10 automobile “fences.” They have lo- 
cated at those “fences” about 100 cars. 
It is the intention of the officers of the 
corps to have the local agencies support 
the detective agency and keep it em- 


Always Loyal To Our Old Friends 
Always Glad To Welcome New Ones 





ployed at all times. 


Wrangle Over Hail Business 


TOPEKA, KAN., April 27—Kansas 
country bankers who write hail insur- 
ance as a side line and the bona fide in- 
surance agents are staging a merry little 
war. For years it has been the custom in 
handling hail insurance to accept either 
cash or notes in payment of premiums. 
The country banks handled the bulk of 
the business, and it was their custom 
not to collect any interest if the note was 
paid when due, the banker taking his in- 
terest out of his commission. The insur- 
ance agent who wrote hail insurance 
was forced to meet the bank competi- 
tion by taking notes without interest 
and discounting the notes at the bank. 
Superintendent Travis recently ap- 
proved the schedule filed by the rating 
bureau requiring interest from date the 
insurance went into effect on all pre- 
mium notes. Now the bona fide insur- 
ance agents report the bankers are up to 
their old tricks. Travis is threatening to 
cancel the permits of the bankers to 
write insurance where they violate his 
interest order. 





oe. 


Hail Business Light 


Hail writing dompanies operating in 
Kansas report that business has been 
very slow in coming in this year. Com- 
paratively little business has been writ- 
ten and the Topeka, Kans., hailing writ- 
ing offices have done only a small volume 
of business up to date. Hail men are 
unable to understand the lack of busi- 
ness, as there seems to be no particular 
reason why the premiums should not 
equal last year’s writings. 


Fire in Webster City 


WEBSTER CITY, IA., April 25.—Fire 
early this morning totally destroyed the 
plant of the Northwestern Felt Shoe 
Company of this city, the former Armory 
building, also occupied and owned by the 
Felt Shoe Company; the Caddilac garage 
and the G. F. Bisshell blacksmith shop. 


Hail Capacity Everywhere 


The agents writing hail insurance through the Hedwall- 

Sundberg Company are able to write $40.00 per acre on 

dry land and $60.00 per acre on irrigated land no matter 

in which state they may be located. 

The Hedwall-Sundberg Company has the largest capac- 

ity in this respect of any hail office in the United States. 
THE TIME IS NOW AT HAND 


to write hail insurance. A very large volume will be written 
this season and it is very important to the local agent that he 
have aconnection for the handling of his hail business that can 


guarantee absolutely UNEXCELLED SERVICE. 


Would you like to transact this profitable line of insurance 
through an office so equipped? 


Write for further information. 


PIONEERS—HAIL INSURANCE—SPECIALISTS 


The Hedwall-Sundberg Company 


Metropolitan Bank Building 
Minneapolis 


GENERAL AGENTS HAIL DEPARTMENT 


Minnesota 


Providence Washington Ins. Co. Westchester Fire Ins. Co. 
of Providence of New York 
Automobile Insurance Company Hudson Insurance Company 

of Hartford of New York 
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The total damage is estimated at $350,- 
000, against which there is not over 
$125,000 insurance. 
The Felt Shoe Company had a $200,000 
stock of felt on hand, all of which was 
lost. Both buildings are a total loss, as 
also is all machinery. Their total loss 
will approximate $300,000. 
The Cadillac garage was vacant. It 
was owned by a non-resident. The Biss- 
hell blacksmith shop was a frame build- 
ing. 
The fire started in the Felt Shoe Com- 
pany’s factory. This plant was the only 
felt shoe factory outside the east and it 
had on hand $540,000 worth of orders 
ahead. 


Iowa Notes 


R. P. Ozier, formerly assistant cashier 
of the Bank of Clarion, Clarion, Ia., has 
resigned to start a local agency. 
An automobile belonging to Joel Tut- 
tle of the Iowa Bonding & Casualty 
was stolen Wednesday night in Des 








DELAWARE 
Underwriters Department 


of the 
Westchester Fire Insurance Co. 
New York 


For 


The UNITED STATES and 
CANADA 


THEO L. WILSON 
Manager 


UGO E. GUERRINI 
Asst. Mgr. 


Third and Walnut Sts., Philadelphia, Pa. 








Moines and it was two days before the 
machine was recovered by detectives. 
Lurton H. Stubbs, president of J. S. 
Anderson & Son, local agents at Cedar 
Rapids, la., spoke before the Des Moines 
Credit Men’s Association at its dinner 
last week. 
According to a letter sent out to mem- 
bers of the Iowa Blue Goose, Walter 
Harvey, who has long been an active 
member of the Iowa Pond, is soon to 
be married. 


Kansas Notes 


The Globe & Rutgers Fire has not yet 
been licensed to transact fire and hail 
business in Kansas. 

The Bankers Fire of Lincoln, Neb., has 
1 just been licensed in Kansas and I. W. 
Rockey, vice-president of the company, 
was in Kansas last week arranging for 
agency representation. 

Fred H. Sabin, assistant manager of 
the western department of the Pennsyl- 
vania Fire, is making a trip through the 
southwest, visiting the company’s princi- 
pal agencies. 
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The Mid-West Insurance Company of 
Wichita, Kan., which writes automobile 


AreYouWriting Hail Insurance 
on Growing Crops? 


ANY agents in southern territory are now writing a very good 
volume of hail insurance. We write it from the Gulf of Mexico 
to the Canadian line. Having devoted ourselves to this class of insur- 
ance for many years, our growth has been rapid. We have given our 
agents personal service and the very best of company connections. 


If you want a hail agency worth while or if you desire any informa- 
tion regarding the writing of this c'ass of insurance or need company 
facilities, drop a line to our nearest office and a special agent will call. 


Otjen & Taylor 


608 Boston Block 
Minneapolis, Minn. 


309 Bennett Building 


Colorado Springs, Colo. 
Enid, Oklahoma 











Realty Company has 
opened a new local agency at Sidney, 


ARIZONA 
FIRE INSURANCE COMPANY 


PHOENIX, ARIZONA 


CAPITAL 


$200,000.00 


EDGAR M. DAVIS 


CENTRAL DEPARTMENT 
COVERING 


MLLINOIS—OHIO— INDIANA 
WISCONSIN — MICHIGAN 


CHAS. P. HALL 


SPECIAL AGENT 








2019 INSURANCE EXCHANGE 





insurance, has been licensed in Mis- 





souri. 
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PITTSBURG UNDERWRITERS 


ie Rockies Ao Rening Commonwealth Bldg., Pittsburgh, Pa. 
Underwritten by 

Allemannia Fire Ins. Co. 
National-Ben Franklin Fire Ins. Co. 
All of Pittsburgh, Pa. 


Combined Capital $1,900,000 Assets, $10,011,358 
Surplus to Policyholders $3,899,135 


G. R. Goodsell, Columbus, Ohio, State Agent for Ohio 
Eliel & Loeb Company, neral Agents for Illinois and Indiana 
H. C. Upham, M dianapolis, Ind. 
Fish & Schulkamp, Madison, Wis., General Agents for Wisconsin 
NEW AGENTS SOLICITED 





Republic Fire Ins. Co. 
Superior Fire Ins. Co. 





STATES OF THE NORTHWEST 

























INCORPORATED 1720 


ROYAL EXCHANGE ASSURANCE 


United States Branch, 92 William Street, New York 


E. C. STOKE, GAYLE T. FORBUSH, 
United States Manager Associate Manager 


ARTHUR WALLER, 
Assistant Manager 






















Organized in 1883 


SECURITY FIRE INSURANCE COMPANY 
DAVENPORT, IOWA 
Assets, $955,247.71 Cash Capital, $200,000 
Policy Holder’s Surplus, $290,750.47 


The Iowa Insurance Department in its recent report says of the company: 


“The affairs of this company have been conducted along conservative and economical lines 
and its steady and substantial growth reflects credit upon the management.” 


















National Diberty 


Insurance Gompany 
of America. 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEWYORK IN 1650, 
STATEMENT JANUARY 1 41 OO 


Cash Capital - . 1,000,000 
Assets - - + $10,208, 032 Net Surplus- - - - - $2,569,433 
Liabilities, including Capital - 7,638,598 Surplus to Policy Holders - - 3,569,433 


HEAD OFFICE: 62 WILLIAM STREET, NEW YORK 





























New Jersey Insurance Company 


CAPITAL ONE MILLION DOLLARS 
Head Office: 
40 Clinton Street, 
Newark, N. J. 


Arthur Hoyt, Vice-President. 
J. B. Guthrie, Secretary 


©. P. Stewart, President. 
F. L. Brokaw, Treasui 





WESTERN DEPARTMENT: 
Insurance Exchange Bldg., Chicago, Ill. 
H. H Ingalls, Manager. 


PACIFIC COAST DEPARTMENT: 
140 Sansome St., San Francisco, Cal. 
Seeley & Co., Managers. 





























FIRE, MARINE, WINDSTORM, 

AUTOMOBILE, SPRINKLER 
LEAKAGE, RIOT AND 

EXPLOSION INSURANCE 


of Wana 4 
STUART MORGAN, State Agent, Michigan, East Lansing 
hes eit? & EVANS, General Agents, Colorado, Denver 
Ohio and West Virginia, Columbus 
"State Agent, Indiana and Kentucky, Indianapolis, Ind. 
O. T. PRICE, State ae rs issouri, Kansas and Oklahoma, Kansas City, Mo. 
E. §. FREE MAN, State Agent, Iowa, Nebraska and Minnesota, Omaha, Nebraska 
J. D. LA TEER, 2127 Ins. Exc., State Agent, Illinois and Wisconsin, Chicago 


HOW STATE HAIL FUND WORKS 


Farmers Not Satisfied With North 
Dakota Plan—Record Made Up 
to Date 


FARGO, N. D., April 27.—The law 
states that all tillable land in North 
Dakota must first pay a 3 cent hail tax, 
which is to be used for the operation 
of the hail department. Unless the 
owner of the land then signifies pre- 
vious to June 15 that he does not desire 
his crop insured under the act it is 
automatically insured. Such with- 
drawal of land from the operation of 
the act must be subscribed to by all 
parties who have interest in such crop; 
in other words in the case of a tenant 
farmer both the tenant and owner of 
the land must ask for the withdrawal, 
otherwise it is covered. 

The act requires that the insurance 
commissioner shall on or before Oct. 
10 ascertain what amount of money is 
necessary to be levied to pay all losses 
and expenses of the department in ad- 
dition to the flat tax of 3 cents which 
is provided for, and shall notify the 
county auditor of the additional amount 
which shall be levied on each acre of 
cropped land, excluding hay and 
meadow land, which they shall collect 
on each acre which has not been with- 
drawn, but the levy of the indemnity 
tax shall not exceed 50 cents in any 
one year. 
county treasurer in the same manner as 
all other taxes and when collected is 
remitted to the state treasurer with no- 
tification to the commissioner of insur- 
ance of the remittance. The maximum 
indemnity which is payable on any one 
acre is $7 per acre with no claim per- 
missible which is less than 10 percent. 


History of Fund. 


The past year the levy in this state 
was 25 cents per acre in addition to the 
flat levy of 3 cents, making a total 
charge of 28 cents to those farmers who 
did not withdraw their land. The war- 
rants for losses were issued about Dec. 
1 in county alphabetical order. In other 
words, Adams county received its war- 
rants first and Williams county last. 
These warrants are to bear 6 per cent 
interest. However, the real fly in the 
ointment is the fact that the people do 
not begin to pay their taxes until after 
Jan. 1, and there is very little money 
available before March 1 with which to 
pay the warrants. 


Part Played by Bank 


The Bank of North Dakota, which is 
a Nonpartisan League undertaking, came 
out with a statement about the time that 
the warrants were being issued to the 
effect that they should be accepted by 
the banks at their face value, inasmuch 
as they bore 6 per cent interest. How- 
ever, the above-named institution has 
consistently refused to honor them at all 
for the farmers, which necessitated tak- 
ing them to the local banks. These local 
banks have discounted the warrants at 
varying rates, the most general rate as 
far as it is possible to ascertain being 
3 per cent. This refusal of the Bank of 
North Dakota to cash the warrants and 
the fact that the local bankers feel they 
have to discount the warrants in order 
to handle the matter with only a small 
profit has embittered many of the farm- 
ers throughout the state. They take the 
position that they have been a long 
while without their money and in view 
of the poor crops throughout the state 
last year it has worked a real hardship 
in many cases, especially in view of the 
fact that in many instances their neigh- 
bors who carried stock insurance had 
the use of his money for several months 
even before the farmer who carried state 
insurance had his warrant. 


Not Satisfied 


In a great many places the farmers 
have indicated they are not going to 
carry the state insurance this year and 
the agents are going to make an active 
campaign for hail business. this year, 
whereas last year they made no effort 
whatever. 


Farmers 














The commissioner of insurance, who 


| during the 


This tax is collected by the | 





naturally is a strong advocate of the 
law, is desirous of having it made com- 
pulsory that every farmer carry the state 
insurance. During the recent special ses- 
sion of the legislature this was broached, 
but many of the farmer legislators ex- 
pressed themselves so strongly opposed 
to it, owing to the length of time it 
takes for them to get their money, that 
the proposition was dropped. The farm- 
ers generally are dissatisfied with the 
working of the law and there will be a 
much heavier withdrawal of land from 
its operation the coming season than 
past one. 

The state has commenced to pay the 
hail warrants in the same manner as the 
warrants were issued, that is, in alpha- 
betical order, and it is estimated that it 
will be about Dec. 1 of this year before 
they are all paid. That, of course, is a 
guess, but many of the bankers feel this 
will be the case owing to the slow way 
that the tax is coming in. 

Several cases have developed of where 
the assured was paid for the same loss 
two or three times; in many instances 
the warrants were issued for an amount 
greater than the loss, as agreed upon, 
and there must be some confusion in the 
office handling this department as to 


| just how things stand. 


Petrie Is Made Secretary 


H. J. Petrie, who recently became un- 
derwriting manager for the Western Na- 


tional Fire of Fargo, N. D., has been 
elected secretary and a director of the 
company. He succeeds H. E. Day re- 


signed. Mr. Petrie was formerly con- 
nected with the western department of 
the Crum & Forster companies. He is a 
man thoroughly conversant with fire un- 
derwriting. 


Made Farm Department Manager 


The Milwaukee Mechanics has just 
announced the appointment of William 
Cc. Howe as manager of its farm depart- 
ment. Mr. Howe has been a local agent 
at Boscobel, Wis., and for several years 
past has been special agent for the Na- 
tional Union in Iowa, Nebraska and Wis- 
consin. He has assumed his duties at the 
home office of the company in Milwaukee. 


Held on Fraud Charge 


George W. Egan has been bound over 
to the circuit court at Sioux Falls, S. D., 
on a charge of making and presenting 
false claims in connection with a fire 
which last November destroyed the Al 
Fresco Park property south of that city. 
Egan contended that the building was 
worth $28,000 to $30,000, while the insur- 
ance companies fixed its value at $2,500 
to $3,000. 


Nettleton Recommends New Laws 


ST. PAUL, MINN., April 27—Consider- 
able additional legislation is recom- 
mended by George H. Nettleton, Minne- 
sota state fire marshal, in his annual 
report to the governor. He urges more 
effective regulation of motion picture 
theaters, the extension of the statute 
of limitations on arson, amendment of 
the fire protection law relating to the- 
aters, regulation of the construction of 
garages, regulations to cover dry clean- 
ing plants and an 
code. 

He commends highly the great work 
accomplished by the Conservation Asso- 
ciation of Minnesota in its inspections 
during the war, and reports considerable 
progress in the organization of fire pre- 
vention companies in towns throughout 
the state, a work which is still being 
enlarged. 


Eliason in New Job 


Arthur Eliason of Minneapolis, who 
was transferred from Minnesota to Wis- 
consin by the North America to become 
state agent in the latter commonwealth, 
will take up his new duties next Mon- 
day. 


Minnesota Notes 


The M. E. Bean Company of Minne- 
apolis has been appointed general agent 
for the Liberty Fire of St. Louis. 

Inger A. Johnson has purchased the 
insurance agency of Nellie E. Cary at 
Little Falls, Minn., and will take charge 
May 1. 

Edgar L. Noyes has disposed of his 
interests in the Reidhead, Voegeli, Noyes 








Company of Minneapolis, with which he 
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| standpoint. Nevertheless, the almost 
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admit non-resident brokers to Virginia A 7 463 760 
on a legal footing has been reached by ssets 9 3 
W H E E L I N G F I R E Commissioner Button, who announces 
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F, C, VAN DUSEN, President JOHN D, McMILLAN, Vice-President 
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question of its representation. 


tell them to you. 


Insurance Company 


MINNEAPOLIS, MINNESOTA 


This company will be glad to receive agency applications and will take up with union offices the 


The underwriters are former field men who had had long experience in agency operations. 
There are many striking features in the Minneapolis F. & M. which make it attractive. We can 


WALTER C. LEACH, Secy, 























ANNUAL STATEMENT AS OF DECEMBER 3lst, 1919 





Mortgage on Ohio Real Estate ae ee, $ 341,599.63 
Real et . & * « a 8 9,000. 00 
Bondsand Stocks - - + - - = «& a 263 460.00 
— in ey —_ in outs Bij se Phage 3 Le ian 
m the mpany s ents . - - e A 

echemy Sapte: comdadins sa ae 28°526 36 

Total Assets -  $ 1,827,041.87 

Total Liabilities - 1,420,548.70 

Balance or Net Surplus $ 406,493.17 

LIABILITIES 

Reserve for Losses a oe - «+ $ 85,861.81 
Reserve for Policies in Force i - 476,420.97 
Reserve for Taxes and _ el oe oe we 18,685.92 
Capital Stock - - 839,580.00 


Policy Holders Surplus $1, 246, 073. 7 "Total Liabilities $ 1,420,548.70 


E. KIMBALL 
President 


Secretary-Treasurer and Managing Underwriters 


Cleveland National Fire 
Insurance Company 


WM. C. DOOLITTLE 
Asst. tary-Treasurer 
ARCHIBALD KEMP 





CLEVELAND - - OHIO 
RESULTS OF THE YEAR 1919 
INCREASE in Premiums - - $ 148,592.97 

EASE in Premium Reserve - 114,770.31 
INCREASE in Assets - - 164,829. 
INCREASE in Net Surplus - 260 















Incorporated 1911 Capital $500,000 


NORTH BRANCH FIRE comeany. SUNBURY, PA. 


Net Surplus $160,493.14 








Incorporated 1870 Capital $250,000 


CITY copay” OF PENNA., PITTSBURGH 


Net Surplus $68,381.07 








INSURANCE 


PITTSBURGH FIRE: company. 


Incorporated 1851 Capital $200,000 


PITTSBURGH, PA. 


Net Surplus $116,057.35 


Assets $1,392,556.14 


Assets $660,328.77 


Assets $644,677.62 














F. H. Hawley, President 
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71ST ANNUAL STATEMENT OF THE 
Ohio Farmers Insurance Co. 


W. E. Haines, Secretary / 
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LE ROY, OHIO 
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Reserve for Reinsurance ........-..eeee0+++ 2,845,381 
Increase ......... 
Net Surplus ..... 
Increase ......... 
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.. -$4,632,142 
365,418 


322,048 
-» 1,499,764 
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PROVIDENCE, 





Automobiles, Against Fire, Theft and Collision. 


S. T. COLLINS, Manager 


PROVIDENCE WASHINGTON INSURANCE CoO. 
RHODE ISLAND 


Every Form of Policy Issued Covering the Hazards of Fire—Tornado 
—Marine—Transportation—Riot and Civil Commotion—Sprinkler Leakage— 


New England’s Oldest Company—One Hundred and Twenty-one Years of Service 
WESTERN DEPARTMENT, CHICAGO, ILL. 


C. E. CLUTIA, Asst. Manager 








(Established in 1782) 


OF LONDON 
FIRE. or ieee rea Gren Commention 





PHOENIX ASSURANCE COMPANY, 


Ltd. 


Head Office: 
100 Williams St., New York 


Western Department: 
Insurance Exchange, Chicago 


Marine and Automobile Dept: 
27 William St., New York 


acific Depariment : 
343 Sansome St., San Franeisco 











license ranges from a fine of $50 to $500 
for each offense. 





Cancels Atlanta Agency’s License 


Commissioner Wright of Georgia has 
cancelled the license of J. L. Riley & 
Co. of Atlanta, claiming that the firm 
is doing an illegal brokerage insurance 
business in the state and depriving the 
state of the occupation tax of $10.00 
The Riley agency has secured a tempo- 
rary restraining order. 

Commissioner Wright states that he 
offered to allow the firm to continue in 
business if it would report to him every 
case in which it had accepted a policy 
through a broker, pay all fees due to the 
state and agree to obey the law in 
future. Then is seciired the temporary 
injunction. General Wright claims that 
it is illegal to do a brokerage business 
in Georgia and that in accepting busi- 
ness from brokers, instead of from 
licensed agents, they deprived the state 
of the $10 occupation tax which agents 
would have had to pay in order to handle 
the business, 





Oppose Raising Hail Commissions 

LOUISVILLE, KY., April 27—A called 
meeting of the Hail Underwriters’ Asso- 
ciation of Kentucky was held in Louis- 
ville, Monday, at which time the spe- 
cial agents discussed the protest of the 
local underwriters for an increase in 
commissions, and decided not to allow 
it, in view of the feeling of the com- 
panies on this subject, the companies 
holding that the line is profitable in the 
northwest on that basis, and that it 
would be impossible to pay a higher 
commission in Kentucky than elsewhere. 

This meeting closely followed organ- 
ization of a board of underwriters of 
practically all local agents of Hopkins 
County, at Madisonville, Ky., at which 
the agents went on record as voting 
unanimously against writing hail in- 
surance on tobacco this year at a com- 
mission of 15 percent and a rate of $7 
per acre for a $100 limit. The Madison- 
ville agents believe there will be very 
little hail insurance written this year 
in that section. The new board also 
plans to regulate credits and encourage 
better underwriting practices. 





No Decision in Injunction Case 

No decision has been reached as yet 
at Frankfort, Ky., in connection with 
the injunction preceedings filed in the 
circuit court at that point to prevent 
the insurance commissioner from revok- 


ing the license granted to the Fidelity 
& Columbia Insurance Agency. The 
commissioner held it to be a division 


of the Fidelity & Columbia Trust Com- 
pany, a banking organization, which 
could not be chartered to do business 
in the state under the insurance laws, 
prohibiting corporations from entering 
the insurance business. 





Williams Is Dismissed 

Gordon P. Williams, special agent of 
the Starkweather & Shepley companies 
at Atlanta, has been dismissed. Vice- 
president Pieper states that it is not the 
intention of the companies, for the pres- 
ent at least, to become full members of 
the Southeastern Underwriters Associa- 
tion, as it has been stated they might do. 





Will Join Rating Bureau 

South Carolina local fire insurance 
companies, especially those at Greens- 
boro and Charleston, which have re- 
mained out of the Rating & Inspection 
Bureau, have decided to join. This action 
is the result of a movement started by 
the South Carolina Local Agents Asso- 
ciation. ’ 





Goes to Local Agents 

The Norfolk & Western Railway Com- 
pany has placed its entire line, except 
rolling stock, with local agents at 
Roanoke, Vo. 

The right of the Virginia advisory 
committee to waive Southeastern Under- 
writers Association rules in throwing 
open the rates on this line, where only 
part of the property is under schedule, is 
questioned, but it is stated that as the 
rule has been waived in this instance 
local agents will be able to compete with 
the railroad syndicates on other lines 
operating in Virginia and thus get a 
share of the business which has been 
handled almost exclusively by brokers in 
the past. 





meade 


Kentucky Notes 


At Bardwell, Ky., the Peoples Insur- 
ance Agency has been transferred to 
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Gordon Rice from J. M. Kemp, the lat- 
ter becoming special agent for the 
Southern farm department of the Liver- 
pool & London & Globe, covering several 
Southern states, with headquarters at 
Clinton, Ky. 

There will be no May meeting of the 
Kentucky Fire Underwriters Association, 
that meeting having been abandoned in 
view of the big meetings at Olympia 
Springs, June 17. and 18 

Miss Austine McAtee, daughter of A. 
H. McAtee, of A. H. McAtee & Co., local 
agents, was married last week to Medi- 
deth R, Brenteinger, of Louisville. 

L. P. Abell, of L. P. Abell & Co., local 
agents at Hodgenville, Ky., was a recent 

visitor to Louisville, and reported fair 
business in his district. 


sS. Y. Tupper, manager of the Southern 
department of the Queen, Atlanta, and 
W. E. Chapin, manager of the Southern 
department of the Fire Association, also 
of Atlanta, passed through Louisville 
Monday en route to French Lick, Ind., 
for a vaaction. 


Allen M. Ward, of Nichols & Ward, 
operating the Eugene Wilson Insurance 
Co., at Bardstown, Ky., was instantly 
killed on April 25, near Bardstown, when 
an automobile in which he was riding 
skidded on a turn and turned turtle. 

The Wallace Garage at Irvine, Ky., 
and surrounding buildings were de- 
stroyed in a $50,000 fire a few days ago, 
when a burning match was thrown into 
a tub of gasoline, which was supposed 
to contain water. A number of cars 
were burned before they could be re- 
moved. 

H. Earl Hollowell, prominent insur- 
ance man of Lexington, Ky., has been 
exonerated from a charge of manslaugh- 





ter in connection with the death of a 
child killed by Mr. Hollowell’s auto 
April 18. 





Louisiana Notes 


A. R. Phillips, secretary of the Great 
American, was a visitor in New Orleans 
Thursday and Friday of last week. 

Manager Gentry of the Firemans 
Fund’s southeastern territory is in New 
Orleans for a short stay. He reached 
New Orleans Saturday morning from 
San Francisco where he had been sev- 
eral days. 

Albert J. Brewerton, manager of the 
Delta Insurance and Realty Agency, 
Greenwood, Miss., is in New Orleans vis- 
iting friends and acquaintances as well 
as transacting business. The Delta 
Agency is reputed to be one of the larg- 
est in Mississippi. 

Julian Prioleau, special hazard expert 
with James B. Ross of New Orleans, 
has formed a connection with the Spring- 
field Fire & Marine, effective May 1. Mr. 
Prioleau will have jurisdiction over 
Louisiana and Mississippi, except New 
Orleans. Edwin Jones, present special 
agent for the Springfield, will continue 
in that capacity, having supervision over 
New Orleans, Alabama, Florida and 
— with headquarters in New Or- 
eans. 





Virginia Notes 
The Arnheim-Snyder Insurance Cor- 
poration is the style of a new local 
agency in Norfolk, headed by Ben Paul 
Snyder, with A. G. Arnheim as secretary. 
Other incorporators are Edward Marx 
and Morris D. Myers. The authorized 

maximum capital is $50,000. 











STATES OF THE SOUTHWEST 











OKLAHOMA MID-YEAR MEETING 


Commissioner Welch Addresses Ses- 
sion at Oklahoma City on 
Qualification Laws 


OKLAHOMA CITY, OKLA., April 
26.—‘“Uniform Agency Qualification 
Laws” was the subject of the address 
of A. L. Welch, state insurance com- 
missioner, at the Mid-year convention 
of the Oklahoma Association of In- 
surance Agents, held here today. 

The meeting opened with an address 
by Harry A. Pierson of Shawnee, who 
presided. During the morning session 
also reports of committees were read 
and a resolution of condolance because 
of the death Sunday of W. C. Jackson, 
chairman of the State Industrial Com- 
mission, was adopted. 

After luncheon delegates to the Na- 
tional Association mid-year meeting at 
Richmond reported, and John Connolly, 
state fire marshal, addressed the meet- 
ing. ah 
Karl W. Rieke, field representative of 
the National Association of Insurance 
Agents, was present at the meeting 
and will spend three weeks in Okla- 
homa in the interest of the association. 


Causes of 1919 Fires 

AUSTIN, TEX., April 27—Analysis of 
causes of fires in Texas in 1919 compiled 
by the Fire Insurance Commission from 
reports of insurance companies shows 
that 420 fires resulted from matches and 
smoking. A total of 6,114 fires were re- 
ported, while whole loss of $7,278,851 and 
loss paid, $5,360,792. The commission in 
making public the analysis announced 
that it is estimated that the losses given 
as the total for Texas are about 50 per- 
cent of the real loss by fire, and that the 
actual loss by fire in, 1919 was about 
$15,000,000. 





Fire Prevention Work in Arkansas 

LITTLE ROCK, ARK., April 27—The 
fire prevention campaign conducted 
throughout the state has been an impor- 
tant feature of the work of the fire 
marshal’s division of the insurance de- 
partment, according to its annual report 
just issued. The fire prevention work of 
the department is in charge of F. G. 
Lindsey, deputy insurance commissioner 
and fire marshal. Especially efforts have 
been made to encourage the interest in 
fire prevention in the schools of the 
state and prizes have been offered by 
department members out of their private 
funds for the best essays on fire preven- 
tion. 

The fire loss in the state for 1919 was 
$2.60 per capita so far as the department 


MUCH BUILDING IN OKLAHOMA 





State in Prosperous Condition and 
Companies Are Enjoying More 
Favorable Loss Experience 





OKLAHOMA CITY, OKLA,., April 
27—There is a great deal of new con- 
struction work in the principal cities in 
Oklahoma at this time. The building 
activity is particularly noticeable in 
Oklahoma City, Tulsa and the larger 
towns in the oil fields. There has been 
a large amount of new construction at 
Ardmore, which is especially prosper- 
ous at present. All of the cities in 
Oklahoma show marked increases in 
population according to the new cen- 
sus figures. Most of the leading cities 
are taking on a more substantial ap- 
pearance. The old temporary con- 
struction is giving way to permanent 
buildings. New industries of various 
kinds are coming into the state. As the 
character of the state changes, many 
of the old hazards disappear. The con- 
gested districts in the big cities are less 
dangerous than formerly. 

The fire protection in the state is 
much improved. Many of the depart- 
ments are now motorized and the old 
equipment is being replaced with mod- 
ern motor-driven apparatus. The com- 
panies have made money on the oil 
business in the last few years and have 


during the first few years that this class 
was written. The loss record has been 
good during the last few years, but the 
recent fire at Constantine, which it is 
estimated will amount to $400,000, gave 
the companies a bad start for this 
year. 


North America Divides Texas Field 


The North America has announced a 
decision of the field now covered by its 
north Texas special agent, Mike R. Fer- 
guson, and its south Texas special agent, 
A. C. MeDavid, taking a part of the ter- 
ritory from each and creating a new dis- 
trict which will be under the supervi- 
sion of Henry George, who is appointed 
as special agent. His headquarters will 
be in the Great Southern. Life building 
at Dallas. Mr. George has traveled a 
large part of this territory for several 
years and is well and favorably known. 





‘Republic Announces Changes 


The Republic Insurance Company of 
Dallas announces the following changes: 
T. S. Cawton, special agent at Waco, is 
transferred to the home office; J. A. 





712-720 MAIN STREET 





COMPLETE! 


HE organization of the CRAVENS, 
DARGAN & ROBERTS renders a 
complete insurance service. Equip- 

ped with every facility for handling large 
lines as well as small, the representative of 
this firm has an overwhelming advantage. 
The lines written are: fire, tornado, hail, 
automobile, farm, casualty, surety, marine, 
life and livestock. 


Agency openings in many cities and towns. 


Cravens, Dargan & Roberts 
HOUSTON, TEXAS 


Pioneer farm and hail writers of Texas 








ORGANIZED 1854 


The Mechanics ‘svn of Philadelphia 


JANUARY 1, 1919 


Cash Capital $600,000 Net Surplus, $655,162 
Surplus to Policyholders - - $1,255,162 


Eastern Department tern Department 
i an DUNHAM | ss. AONYDER. Sec’y NEAL "BASSETT, VicecPres. & Mgr 
- H. HASSINGER, Sec’y PHILADELPHIA, _ w.T. BASSETT, Asst. Mgr. 
CHICAGO, ILL. 


NEWARK, N. J. PENNA. 





ORGANIZED 1855 


FIREMEN’S ‘company OF NEWARK 


Cash Capital $1,250,000 Net Surplus, $2,246,144 
Surplus to Policyholders - - $3,550,393 


Eastern Department Western Department 
D. H. DUNHAM, President NEAL BASSETT 
JOHN KAY, Vice-Pres. Vice-Pres. and Mer. 
A. H. HASSINGER, Secretary W. T. BASS SETT, Ass't t Mgr. 


NEWARK, NEW JERSEY CHICAGO, ILLINOIS 











INCORPORATED 1852 


MILWAUKEE MECHANICS’ 
INSURANCE COMPANY 


MILWAUKEE, WISCONSIN 
Now Is the Time to Write 


WINDSTORM INSURANCE 








more than made up for the heavy losses | 


Lightning j Controlled 


By PROF. DODD’S FAMOUS SYSTEM 


Most perfect lightning Beceeeuans ever developed. Will ab- 


solutely prevent more than 99.9% of losses due to lightning. 


250,000 users recommend it—2,000 successful insurance com- 

panies endorse it. Has a -year record of practically 100% 

efficiency. Originated by Prof. West Dodd, America’s 

Lightning Specialist. Every job absolutely _ guaranteed—rod- 

ding done by responsible, skilled men Ls 

Investigate the Dodd System now—write for full information 
today 


DODD & STRUTHERS 


118 Eighth Street DES MOINES, IOWA 














is able to ascertain. 


Clayton of Cleburne, formerly a local 











ASSETS, $250,000.00 








Chartered to write all classes of high grade excess 
lines, including Ocean and Inland 


Marine Insurance. 





J. W. McGINETY, Manager and Attorney in Fact 
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' Peninsular Fire Insurance Company 


OF AMERICA 


Grand Rapids, Michigan 


Capital $1,000,000.00 


Now Ready for Business 


FIRE : MARINE : AUTOMOBILE : TORNADO : HAIL 


Farm Proper.y—Hail and Tornado on Farm Crops 


| Local Agents wanted who will canvass for Hail Insurance. 


J. FLOYD IRISH, Secretary and Managing Underwriter COLON C. LILLIE, President 


—$———— 




















A Service to Local Agents 
OF THE UNITED STATES AND CANADA 


Earle C. Smith, Inc. 


51 Maiden Lane 


New Y ork 


Representing local agents, under contract. wherever situated; 
guaranteeing to them the SERVICE of a “branch office” in New 
York, the greatest insurance center in the country. 

Lines located in the territory of agents and controlled by 
brokers, will be SOLICITED from the latter and sent to local men 
for writing, together with all essential information pertaining 
thereto. 

Also surplus lines of agents PLACED with responsible companies. 

Accuracy, despatch and reliability assured; and all correspond- 
ence treated with the utmost confidence. 

Full detailsconcerning the “service” and references FURNISHED 
UPON APPLICATION. 
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EDWARD MILLIGAN, 
GEORGE M. LOVEJOY, Vice-President JOH 
THOMAS C. TEMPLE, Secretary GE 
HENRY P. WHITMAN, Ass’t Sectretary 
EDWARD V. CHAPLIN, Ass’t Secretary 


sident 
N B. KNOX, Secretary 


Surplus to Policyholders . . . . . $11,740,470.66 
Total Losses Paid . ....- +. ~ 95,259,732.00 


Cash Capital - Three Million Dollars 


Reinsurance arene ; 4 pear i a 
Reserve for Outstanding Losses and a 

other liabilities . . .. .- .- - -  1,785,053.20 
Net Surplus .... + 2e«+2«-ee- 8,740,470.60 





Total Assets . . . . $21,738,530.74 











“WRITE HAILINSURANCE 


Establish your connections now for 1920 with 


| A. J. Shaw General Agency 


HAIL INSURANCE BUILDING, McPHERSON, KANS. 





Five high class stock companies covering the states 
of Kansas, Oklahoma, Nebraska, Colorado, 
New Mexico and Wyoming. 





Many of our agents made from $1000 to $2000 in commissions in 45 days in 1918 


agent there, will supervise the Waco 
territory; Frank G. McElroy of Sher- 
man, recently with the yulich-Hale 


Agency, will have charge of the North- 
east Texas territory, which was _ for- 
merly supervised by Henry George. 


Arkansas Situation Serious 
Conditicns in Arkansas are becoming 


increasingly serious. A _ realization of 
that fact is shown by a recent article in 


the Pine Bluff Graphic, which says: 
“Little Rock’s recent enormous fire 
losses are well known. For some time | 


' the per capita damage by fire in Little 
Rock has been greater than it is in any 
other section of the country. Within the 
past few weeks, the capitol city has had 
three other bad fires. A week ago there 
was a $75,000 fire here at the Cotton Belt 
shops and a week or so before than a 
$50,000 fire in the business section of 
Pine Bluff. Wednesday there was a 
$500,000 fire at Batesville. Building 
. prices are too high, building material 
too scarce and labor costs too great to 
{ permit fire hazards. The situation in 
| Arkansas is bad. We need action in 
every city to prevent these losses. They 
are absolute losses when they occur. No 
building that burns today can be re- 
placed for twice what it cost. Careless- 
ness that permits fires is the worse sori 
of criminal carelessness.” 


H Arkansas Commissioner’s Report 

LITTLE ROCK, ARK., April 
annual report of Commissioner 
just made public, gives the 
five years’ experience of the fire com- 
panies in Arkansas. It shows the ratio 
of incurred losses and expenses to pre- 
miums during the five years to have 
been 111.31, the paid-for ratio being 
93.66. Had it not been for the 10 per cent 
war surcharge, which amounted to more 
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{ than $300,000, no excess profits would 
| have been shown and the companies 
; would have operated at an actual loss. 


Under these conditions, the commissioner 
recommends that no further reduction 
of rates should be ordered at this time. 
Seventeen companies withdrew from the 
state during the past year. 





Brown With Oil Association 
Herbert C. 


Seitz, executive special 
agent, Oil 


Insurance Association, Dallas, 


Tex., announces the appointment of Mar- | 


shall C. Brown as special agent for 
' Texas. Mr. Brown was formerly branch 
manager of the Arkansas Actuarial Bu- 
reau at Fort Smith, Ark. 
Mr. Seitz now has five special 
under his jurisdiction, Frank C. 
| and H. C. Garrison in Texas; J. 
| body, Shreveport, La., and 
| Comegys at Oklahoma City. 


agents 
Clarke 
H. Pa- 
Clarence 


| Dallas’ March Fire Figures 
| DALLAS, TEX., April 27—Only eight 
| 





| fires in Dallas in March extended to ad- 
! joining property, causing an exposure 
loss of $7,657, according to the monthly 


report of the fire marshal. There were 
157 fires during the month with a loss 


of $286,279. 


Texas Fire Loss Heavy 
| AUSTIN, TEX., April 27—According to 
| reports received by Texas State Fire 
| Marshal Inglish, which are yet incom- 
| plete, Texas is doing full duty in bring- 
ing the 1920 fire loss of the United States 
up to record figures. 

“Texas losses for the year are already 
very heavy,” said Mr. Inglish. The 
Grandview conflagration, combined with 
the rural loss due to the burning of sev- 
eral hundred barns since Jan. 1, will no 


doubt bring the figures for this state 
far above those of any recent year. 
Many of these recent rural losses will 


not be reported to the office of the state 


fire marshal as the property was not 
insured, and only newspaper accounts 
of it are obtainable. It is conservative 


to estimate, however, that nearly $1,000,- 
000 worth of barns, feed and fences have 
been consumed by fire already this year. 
When it is considered that the cost of 
replacing this property has doubled or 
perhaps tripled since last year, the ap- 
palling loss to Texas is manifest.” 























THE INTER-STATE FIRE INSURANCE CO. 


CAPITAL, $259,150 ASSETS, $643,392 
SURPLUS TO POLICYHOLDERS, $322,523 


110 FORT STREET, WEST, DETROIT, MICHIGAN 





m- Protest Multiplicity of Agents 


FORT WORTH, TEX., April 28—At a 
recent meeting of the local Insurance 
Agency Exchange of Fort Worth, a reso- 
lution was adopted calling upon the 
general, state and special agents of all 
fire insurance companies operating in 
Texas to help curb the growing evil of 
multiplicity of agents, earnestly request- 














ing these officials to discontinue the 





practice of starting new agencies with 
sideliners, and asking them to confine 
their field of operations to recognized 
members of the local exchange. 

The members of the exchange agree 
that when companies plant with them it 
would not be for the purpose of shelv- 
ing, but that business would be given 
commensurate with standing and in ac- 
cordance with their recognized value as 
agency connections. 


Inspection Bureau to Meet 


The first annual meeting of the Texas 


Inspection Bureau will be held in the 
auditorium of the Chamber of Com- 
merce at Dallas, Monday, May 3, at 10 
a.m. Manager A. R. Andrews will sub- 
mit the first annual report of the bu- 
reau and many important matters will 
come up for consideration, 
| 
| Texas Notes 

The Liverpool & London & Globe has 


transferred to the Stockman 
Agency at Ranger, Tex. 

At Plainview, Tex., S. R. Ware of 

a, Tenn., has purchased an interest 

firm of Malone & Jackson. The 

name will be changed to Malone & 


Insurance 





| A new high pressure boiler being 
j installed at Gainesville, Tex. Many new 
| water plugs are also being installed and 
repairs are being made to those now in 


is 


|; use, 


| 
Mesquite has been awarded the maxi- 
mum good fire credit of 15 percent off 
the final rate by the Texas State Fire 
| Insurance Commission with an average 
| loss ratio of the past three years of 
| 116 and Mission was given the same al- 
lowance with an average loss ratio of 
| The Texas Fire Insurance Commission 
| has slightly reduced the key rates in 
four towns as a result of improvements 
in fire prevention, the new key rates be- 
ing as follows: Hearne, 44 cents; Laver- 
nia, 99 cents; Vernon, 45 cents, and Mt. 
Vernon, 82 cents. 
Hugh T. Seibles, general agent Cotton 
Fire & Marine Underwriters, has opened 
| an Tex., to supervise 
| the territory. 
| R. D. Coughanour, Texas state agent 
| of the Commercial Union and allied com- 
| panies, is confined to his home on ac- 
count of illness, but is hopeful of soon 
| being able to resume his office duties. 
Messrs. Leiper and Bernham, special 
| agents of same companies, are now vis- 
iting the New York office, getting ac- 
| quainted with the new United States 
| manager, Whitney Plache. 
| U. H, Stewart, office manager 
Manning-Gilchrist Company agency of 
| Dents Point, Tex., has purchased the 
| 
| 
| 


office at Dallas, 
southwestern 


at the 


business as of April 1. The companies 
represented are being asked to transfer 


to him. 


Miss Maude Thomas, for many years 
in the local agency business in Bowie, 
Tex., has disposed of her holdings there 
and has entered the Cravens & Co. 
agency at Wichita Falls. 


The Hal H. 
agency of 
a branch 
Holt as 


Peel general insurance 
Jonesboro, Ark., has opened 
office at Monette with S. M. 
manager. This office will do a 
general insurance and bonding business, 
the same as the branch at Harrisburg 
that has been opened for several months 
past. 


Indiana Notes 


Fire destroyed the Schaefer Saddlery 
Co.’s plant at Decatur, Ind., April 26, 
with loss that is believed will amount to 
$250,000. The fire is believed to have 
been started by an explosion of gas that 
followed an attempt of an aged watch- 
man to light a gas jet. 

At Terre Haute, Ind., Apri! 24, a feed 
mill and warehouse belonging to the 
Wilson, Hager & Houles Co., three dwell- 
ing houses, seven sheds, a small machine 
shop and a garage were destroyed by fire 
believed to have ,been of incendiary ori- 
gin. The loss will amount to about 
$25,000. 





a Clerk 


Wanted — Experienced ac- 
countant, one familiar with 
Automobile business _pre- 
ferred. We also want 2 map 
clerks. State age, experi- 
ence and salary expected. 


Firemans Fund Insurance Co. 
76 W. Monroe St. Chicago 
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there i WANTED , MINSTER OHIO Total Lossee Paid - - 703,212.03 
Co. AGENTS INSURANCE Co. Inc. 1849 Ny 2 + seu tes aes aie dommkers 
Offi B. RATERMAN, President JOS. E. SCHMIEDER, Secretary z pa wage aa 
Address Home Office. J. VERNON B. ARNOLD, Special omni, Lima, Ohio Present Rate of Di vide ad to Policy Hold 
ance 
ened 
. MM. 
ness Surplus to Policy Holdere ever $160,000 The Mutual Plate Glass Insurance Co. 
re e 
mae AMERICAN MUTUAL INSURANCE COMPANY | Shelby, Obie 
Agents Wanted in Ohio, Indiana and Illinois HENRY WENTZ, President pom mails ‘at A DENNIS, Sec. and Gen’l Agent 
TORNADO, MARI e on 10 Compan ecialising on Plate nsurance. ot an Experimen 
a* Pore eit eee emetin : <r SERVICE TO OUR REPRESENTATIVES AND POLICYHOLDERS 
lery ies i 
26. 
on. e Nearly Fifty — of success under same management 
hat Richland Mutual Insurance Company NCORPORATED 1876 
te MANSFIELD, OHIO _| THE OHIO MUTUAL FIRE INSURANCE CO. 
the Incorporated 1850 | | Total Cash Assets $344,207.54 SALEM, OHIO Net Cash Surplus $250,358.96 
an } TOTAL ASSETS - - - - - - $2,486,445.48 | Losses Paid Since Organization, $1,290,498.45 
fire | A.C. CUMMINS, President | BUSINESS CONFINED TO OHIO = R. SMITH, Secretary | | J. R. VERNON, President J. AMBLER, Secretary 
ori- d. sain —— 
out 
sal More than 60,000 property owners geht AME The greatest automobile state 
| 7 ] cooperate through the Northwestern G : : : 7 
S R NG H Mutual Fire Association to insure & Re. in the Union today is Ohio. 
their own property and to combat & 4 % 
the fire waste To date they have received over $3,000,000 in losses paid, and The largest and strongest auto- 
2 an even er amount in dividends and savings, while the Company has re- a : : _ 
' sources of over $1,000,000. Associated with the Northwestern Mutual are 20 mobile insurance company in 
other strong mutual Insurance t Ohio is 
: companies. xs“ 
2 Northwestern Mutual Ge gf THE GREAT AMERICAN 
: BJ. MARTIN, Pres, Fire Association Cinpeyn® Full coverage automobile in- 
M.D. L. RHODES, See’y. Main Offices: Central Building, Seattle MANSFIELD,OHIO. surance at reduced rates. 
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THE GENERAL AGENCY OF 


Automobile NEARE. GIBBS & LENT MOUNTAIN FIELD yo 



























































x ,062, 
CINCINNATI | 1. 
“The Office With the Quick Service” LEADERS IN SPECIAL LINES 
Handles eight companies for automobile fire, theft and transporta- 
A e n t we tion insurance and has an agency organization, with first class Companies’ Records on Hail and 
4 special agents’ and adjusters’ service, in fourteen states. Automobile Business in Colo- ei 
Prompt correspondence with agents, quick adjustments and settlements. Only rado for 1919 Given as dé 
high grade companies handled. Doro 
e bs had 
W : U f A DENVER, COL., April 27.—From for | 
t t S n l O n sf rite s tor an gency returns received in the state insurance fixtu 
We also handle river hull, yacht, river cargo, ocean cargo, parcel post, registered mail, tourist, department to date from companies, New 
floater, transportation floater and traveling salesmen floater insurance. the following are the ten leaders in Holn 
Colorado for 1919 business in hail 
business: [ 
Company Premiums Losses Be 
} ck niewledtaewenas $ 217,919 $ 65,780 =e 
‘is St. Farm’rs, Waseca. 204,397 45,866 bus 
Hartford, .......:.5 179,981 41,371 Cali 
ho pamela eh 119,402 25,443 tion 
ia eee poe 40,267 7,699 nf a2 
NOW ORGANIZING Continental ........ 37,134 123489 a 
H prevekeese Wha ae cess ieee asse 
e o rovidence Wash... »248 ,990 to a 
A i E ease.e 7 »245 + 
| When Completed Will Have Capital of $1,000,000.00 || | American Fagie:--- 18587 6.245 
q 
° ° ' . Automobile Business 
Will Do a Re-insurance Business Only ‘ies Setninn ic salah eta D 
‘ were: est 
Home Office Firemans Fund..... $ 36,440 18,158 circ 
. 4 2 a i eae mi We 
314-320 M. B. A. Building Mason City, Iowa |] & s“Hioyds 70..." 2303 «11085 bo 
NY | eins a on we %:e 22,500 5,645 por 
Royal Exchange.... 22,175 9,708 an 
RAArtlOrd! © .c.0.6< sss 21,784 12,165 os 
= sh CRTITORRMIO: 65.5 y0e's's<-s 20,294 8,534 sim 
Phoenix, London.... 16,477 3,350 LW: 
Prov. Washington.. 15,479 rete pay 
- the 





RE-INSURANCE FIRE COMPANY [row oa 


Total auto in state 









































bee 
DES MOINES for year, all * 
P. J. CLANCY, President F. E. HATHORN, Secretary companies ..... 466,014 = 222,200 
Premium Increases for the Year 
Began business January |, 1920. Re-insurance contracts now Globe & Rutgers. aap 2 
being negotiated with standard companies. Correspondence solic- wn 
ited. Conservative underwriting. Experienced management. hahah baad pepe saber [ 
She SESH ie hs io ar ae Scone eon es 
=p le ge ola b Wiehe ate | 
. e e e 4onc on Assurance .. a” 
Reinsurance Only. No Direct Business Written. American, N, J.....-eeeceeeees see 
r 
| MUTUAL WILL MODIFY POLICY 
| Si 
STATEMENT JANUARY 1, 1919 Will Accept Montana Attorney Gen- 
ASSETS Market Yave*, LIABILITIES eral’s Opinion Instead of Suing 
“U.S. Liberty Loan Bonds ......... 2.025,000.00 Commissioner 
Bonde of State and Fecton ™ ce —— Premium 9$6,162.361.72 +, 
Lekeketenrahnees< CBET VE. wees e eee 's = aaa - ‘ 
5 Stocks of Municipalities 2.232.277.16 ; HELENA, MONT., April 27.—The ti 
INS. CO. OF AMERICA | Bonds of Raitoads ... 00.2... 4316 588.67 | Lowes in the Courseof 4 controversy over the policy form to be 
Guaranteed Stocks of Railroads .... _ 1,622,093.50 justment ..... fe used in Montana by the Northwestern é 
NEW YORK Mi oy Aone a7 490.190.00 Commissions and other Mutual Fire of Seattle and other mu t 
iscellaneous UETIOS occ cciccces 4 DU! 10NSs - ‘ 
Loans on Bond: and eee ea Liabilities....... 644,763.63 tual fire insurance companies issuing a it 
“One of the Giants”’ ean pp = $ 62,000.00 $72.068.000.17 | cx sal Stock ......0-. 2,000,000.00 so-called “stock policy” in Montana is f 
Hand... 927,503.43 — $9,796.700.25 likely to be settled by a compromise il 
Western Department es ~~ || under which the Northwestern Mutual c 
CHICAG wi Ne will change its policy to conform to the t 
AGO other Assets .. 266,519.29 2.608188 * Teebitics one Catal and al 54.660,450.04 ae prac gto en 
P. D. McGREGOR, . - - Manager Pg og a eek Net Surplus to Policy Holders....... $6,660,450.04 bringing suit against Commissioner i 
A.R. MONROE, - - Assistant Manager TOTAL ADMITTED ASSETS $14,457.150.29 Porter to compel the acceptance of the 1 
W. E. McCULLOUGH, - Agency Supt. *Security valuations on basis fixed by National Convention of Insurance Commissioners. 


policy form previously issued, as was 
at first proposed. 








The stipulations in the new policy | 
form were written by the attorney gen- 


e N « | Fi I eral’s office and accepted by the com- 
American ationa ire insurance pany. The attorney general says that 
COLUMBUS the laws of Montana defining conditions 

Com an ° upon which mutual insurance com- 

p y panies may do business are a com- 

promise between a stock plan business 


Capital $500 000 and a strictly mutual plan_ business 
9 


and that with the modifications pro- 











: posed, the courts probably would re- 
2 fi Mag ‘ JOHN W. ZUBER, President JOHN A. DODD, Secretary quire the commissioner to license the 
aa company. 
Its Name Indicates Its Character. Progressive, Yet Conservative. aa 
Operating Along Sound Lines United American in Colorado 
The United American of Pittsburgh, 
d: Pa., has been admitted to Colorado and 





Pennington & Oliphant have been ap- 
pointed general agents. The company 
will operate as a member of the Western 


ROSSIA INSURANCE C0. A m er 1 can M ere h ants Capital and Surplus Bureau. 
= 





4 $250, 000.00 Coal Output Keeps Up 
HARTFORD, CONN. Fire Insurance Company DENVER, COL., April 27—Despite the 
FIRE and MARINE REINSURANCE - 


8a) fact that crippled transportation facili- 


8a) 








ties, due to snow blockades, cut down 
Rei coal production, the output of that 
in product in Colorado for March was 69,- 

" weveircanend 423 tons greater than in February. The 
; March tonnage brought the year’s pro- 
duction to April 1 to 3,218,381 tons, a@ 


Kansas City - Missouri 
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gain of 619,102 tons over similar period 
of 1919. The March production was 
1,062,548 tons and 13,031 men were em- 
ployed in the mines during that month. 


Wright Succeeds Mrs. Rolph 


Commissioner Fairchild of the Colo- 
rado insurance department announces 
the appointment of Chester D. Wright 
as deputy commissioner, succeeding Mrs. 
Dorothy M. Rolph, resigned. Mrs. Rolph 
had been with the Colorado department 


: plant the Occidental Underwriters in 
for five years and was regarded as a | Colorado, having placed the agency for 
fixture there. She is to be married in | Denver with L. F, Bartels & Son. 


New York this week to Bayard P. 
Holmes of the Hooper-Holmes Bureau. 





Distribute Montana Fire Assets | 


Stockholders of the Montana Fire, | 


which recently transferred all of its | fire department, who ne in the hy kn 
i = F . : | War, to enable them to become eligible 
3 ¥~] > fire a ar ” € 

pose gh ere —_ Fire & Marine of | for commissions as lieutenants in the 

Cali ornia, have decided on the dissolu- | department. The previous examinations 

tion of the company and the distribution | for these commissions was held while 


of assets, which has been approved by | 
the attorney-general. The distributable 
assets total $428,425, which will amount 
to about $161 per share. | 





Interest in Automobile Situation 


DENVER, COL., April 27—Much inter- | 
est has been aroused in Denver insurance 
circles over the announcement that the | 
Western Union will assume jurisdiction | 
over automobile business, and the re- | 
ports from the Bureau meeting, which 
organization it is presumed will take 
similar action, is being anxiously 
awaited. Many companies in Denver are 
paying at least 5 per cent in excess of 
the regular rate of commission on auto- 
mobile business 


and as a result have 
been reaping the harvest. 


This condition 
is not confined to the Capitol City alone. 


Colorado Notes 


Lloyd S. Day, special agent of the su- 
pervisory committee of the Rocky Moun- 


| special examination because of this fact. 


| recent bizzards, 


| the outside world, but an enterprising 
| theater manager sent an airplane to 
Denver for films and the trip was made 


|in about four hours. 





tain Fire Underwriters Association, has 


gone to San Francisco for a week. 

J. H. McFarlane, assistant secretary 
of the Niagara, was in Denver during the 
past week. Among other things accom- 
plished by Mr. McFarlane was the ap- 
peintment of an additional field man for 
the Mountain territory. 

Harry M. Beck, independent adjuster 
at Salt Lake City and a former Colorado 
field man, was renewing Denver ac- 


quaintances this week on his way east. | ¢ 


The Fireman’s Fund is beginning to 


Walter J. Kulp, assistant manager of 
the Rocky Mountain Fire Underwriters 
Association, is in New Mexico on mat- 
ters connected with the rating office. 

At Denver, a special examination will 
be tendered to six members of the city 





PIONEER 


Fire Insurance Company 


of America 


29 South LaSalle Street 
CHICAGO 
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in government service, 
Commission h&s 
them this 


these men were 
and the Civil Service 
deemed it advisable to allow 


Mountain Notes 


At Casper, Wyo., the Wyoming Na- 
tional Bank will construct at a cost of 
$500,000 a new bank block which will 
be the largest office building in Wyom- 


ing 
The 

Casper 

sionally 


railroad schedule from Denver to 
Wyo., is 14 hours and is occa- 
made in that time. During the 
Casper was cut off from 


The April issue of the “Firemans Fund 
Record.” the company paper published 
at the home office, contains an article, 
“Excerpts from Talks to Special Agents,” 
by Assistant Secretary Frank G. White, 
| who before he went to the home office 
was for over twenty years in charge of 














| NEWS FROM EASTERN FIELD © | 


| the Mountain Field for his company. | 
| 
| 
| 
| 
| 








TURNS DOWN THE REQUEST| 


Suburban Fire Insurance Exchange 
Will Not Allow Increase in 
Agency Commissions 
NEW YORK, 


purban Fire 


April 28.—The Su- 


territory for increased 
commissions. The Yonkers Board has 
been especially active 
increase in the gross commission rates 
from 20 per cent to 25 per cent and 
in addition asked that the 
commission be raised from 5 per cent 
to 10 per cent. Similar action was 
taken by other suburban agents. In 
making reply to the local agents stat- 
ing that the exchange almost unani- 
mously voted down _ the _ increase, 
Manager Henry E. Hess says 
any advance would subject companies 
to serious criticism. 


in suburban 


Threaten Trouble at Rochester 


ROCHESTER, N. Y., April 27—Com- 
panies that have been forced out of de- 
sirable agencies in this city through the 
operation of the salaried office arrange- 
ments of certain competitors are becom- 
ing increasingly restive and threaten re- 
taliation unless a plan of relief be 
afforded them by the governing organi- 
zations. Under the graded commission 
arrangement of 15, 20 and 25 per cent, an 
agency would be paid upon the average 
17 per cent. Providing a local man is 
willing to serve but one company he is 
allowed a salary based upon 30 per cent 
fiat and 10 per cent contingent of the 
business of his office, thus yielding a re- 
turn equivalent to 34 per cent, or just 
twice what he would get under the 
former graded scale. The practice is held 
to be discriminatory and if persisted in 
is sure to breed serious trouble. 


“Blue Sky” Law Approved 


Governor Edwards of New Jersey has 
approved the bill commonly known as 
the “blue sky law,” prohibiting the sale 
of worthless securities, including insur- 
ance stocks; also the bill requiring in- 
surance companies bonding operators of 
jitney vehicles to deposit with the com- 
missioner of banking and _ insurance 
$50,000 in approved securities. 


Insurance Exchange has | 
turned down the demand of the agents | 


demanding an | 


contingent | 


that | 


STATE LIKELY TO STAY OUT | 


Commissioner Hobbs Sees Little Pros- 
pect of Extension of Insurance 
Activities 
BOSTON, MASS., 


| missioner of Insurance Clarence W. 
’ 
Hobbs told the Insurance Brokers 


April 27.—Com- 





INCORPORATED 1876 


ILLINOIS FIRE 


INSURANCE COMPANY OF PEORIA 
CAPITAL $200,000.00 Total losses paid since organization $6,618, 180.00 


Reliable Agents Wanted in Illinois, Indiana, Wisconsin and Penn- 
sylvania. For Particulars Address Home Office 


M. S. CREMER, President HENRY F. TUERK, Secretary | 

















GEORGE E. FEENEY, President 


EDWARD T. LYONS, Secretary-Treasurer A. M. WAGNER, Supt. of Agencies 


Che Columbian Insurance Co. 


430 N. Pennsylvania St., Indianapolis, Ind. 
eee ae 
Surplus to Policyholders . 344,529.00 


The Securities of this Company are deposited with the Indiana Insurance 
Department for the Protection of Policyholders and Creditors 


Agents Wanted in Indiana, Illinois, Ohio, Michigan, Wisconsin and Minnesota 








Exceptional facilities for handling Surpius and difficult lines 
and unusual forms of insurance in best American and Foreiga 
companies and at-Lieyds, London. 
Re-I nsurance Conivacts Drawn and Placed. 
YOUR BUSINESS SOLICITED; 
PROMPT ATTENTION 


F. R. THOMPSON 


SURPLUS 
LINES ano 
FLOATERS 





Association of Massachusetts at a 
luncheon last week that there was little 
danger of the state entering into the 
insurance business as long as legislative 
| bodies were so reluctant to furnish ade- 
quate capital and while the present 
| system of red tape and civil service re- 
quirements prevailed, all of which 
| tended to make it impossible for the 
| state to conduct any form of business 
| with any kind of efficiency. He said 
| the objections were practical rather 
| than legal, however, for under the pres- 
ent statutes many states were enabled 
| to start insurance companies, as was 
| evidenced by the fact that several states 
already were conducting insurance com- 
panies, in effect, for workmen’s com- 
pensation. There was nothing to pre- 
vent broadening the interpretation of 
the law to include other lines, but he 
thought it hardly likely when insurance 
and other departments were unable to 
get even enough money to run their 
own supervisory work. Budgets had 
to be made in October to secure money 
in March, and under such a system no 
business concern could expect to con- 
duct its affairs successfully. Low sal- 
aries paid furnished another deterrent, 
which prevented the state from secur- 
ing and holding good men against the 
allurements of private business con- 
cerns. 

Edward M. Peters, secretary of the 
association, who has been some time 
at Washington as acting commissioner 
and special advisor in the marine and 
seamen’s division of the Bureau of War 
Risk Insurance, amplified some of the 
commissioner’s comments on the in- 
efficiency of government way of doing 
business, based on his observations at 
Washington. He did not believe there 





Insurance Exchange Chicags, Ill. 

















INDEPENDENT ADJUSTERS 


[LLINOIS MISSOURI 


QUINCY ADJUSTMENT 
end SERVICE BUREAU 


Well’s Bidg., Quincy. GEORGE C. GILL, Mgr. 


ILL, WIS., IND. 


Cc. H. TAYLOR 
1885 Insurance La eo Chicago 
Phone Wabash 2546 
ADJUSTER OF FIRE LOSSES 


tELINOIS AND EASTERN IOWA 











IOWA , Kansas Oklahoma Eastern Colorade 
WARREN ADJUSTMENT BUREAU 
R. B. WARREN, Managex. 


Fire Loss Adjustments for the Companies Only 
No. 229 Beacon Building Wichita, Kansas 


NORTHERN MICHIGAN ADJUSTMENT COMPANY 
Adjusters of Fire Losses 
206 Schirmer Bldg. 304 Federal Ave., Saginaw, Mich. 
~ §4INNESOTA AND TRIBUTARY STATES 
J. F. MAIN & COMPANY 




















Western Illinois Adjustment Bureau General Adjusters. | een 
, aa . Guy, ©. eens a. , 506 Palace Bldg., Minneapolis, Minn. 
a. F. Arnol . R. Haz ett A artlett MISSOURI 
Fire aud Automobile Losses 
F. W. LITTLE,'JR., Adjuster 
ILLINOIS INDIANA FIRE and AUTOMOBILE LOSSES 
ELDRIDGE H. SPERRY 
506 & 7 Robeson Bldg. \ bampaign, Ti. 1025 New York Life Bldg. . KANSAS CITY, MO, 


Western Union or Long Dist. Phone (Office 147, Over 30. Years Experience 


Res. 458) facilitates prompt service 





KANSAS 
JOHN M. KINKEL  W. P. KINKEL 
KINKEL ADJUSTMENT AGENCY 





ILLINOIS—Northera and Centra 


Central Life bang OTTAWA, ILL. Phones 9138 and 791 
Adjuster of WINDSTORM LOSSES f se Canguas 
85 years in insurance work 





IND. TEL. KY. 
H. N. ODELL 
110 Upper Second Second St., Evansville, Ind. 


Adjusters of Fire, Tornado, Automobile and Inland 


arine Losses 


EASTERN ILLINOIS WESTERN 
W. A. McMAHON, Adjuster 
Fire and Tornado Losses. Experienced. Prompt and 


Efficient Service. 
Black Building Georgetown, Hil. 


Phone No. 77 
SOUTHERNINDIANA KENTUCKY 
H. L. MAURY 
ADJUSTER OF LOSSES 





INDIANA 











612 Columbia Bldg. Louisville, Ky 





FIRE, TORNADO and AUTOMOBILE 
LOSSES ADJUSTED 
HUTCHINSON - - - - 


NEB KA WESTERN IOWA 
CONFI ara. ADVICE & ADJUSTMENT BUREAU 





% Hirst "National Bank Building. OMAHA 
OHIO—WESTERN PENNSYLVANIA 





Ohio Bidg,, Akron, O. 
WISCONSIN AND WMICHICG. 
Fire Loss Adjustments § Wiscensin and Nusthern 
Over 2 years’ 
DA vip LAWSON 


Reom 1, Coek Block Wisconsin 
Local and Leag Distance Ti 785 
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OF NEw HAVEN. CONNECTICUT. 


CASH CAPITAL, $ 1,000,000 


Western Department, Roc «ford, Illinois 
WALTER D. WILLIAMS, Mer. 








AUTOMOTIVE 


Insurance Company 
Cash Capital $100,000.00 
Home Office 
Mason City, Iowa 
Offers an attractive agency contract to IOWA and SOUTH DAKOTA 


AGENTS. _Insures Motor vehicles against the hazards of FIRE, THEFT, 
TRANSPORTATION, TORNADO and WINDSTORM 


E. H. WARNER, Secretary-Manager 
STANLEY K. WILLIAMS, Agency Supervisor J.H. BUNTEN, Special Agent 








HAWKEYE SECURITIES FIRE 


INSURANCE CO. 
Inc. 1918 


FIRE, TORNADO, HAIL AND AUTOMOBILE 
Applicants for agencies address Home Office, Masonic Temple, Des Moines, Ia. 




















was any intent on the part of the gov- 
ernment of enlarging its insurance ac- 
tivities, unless it might be to provide 
insurance for seamen in the merchant 
marine, as that was a line which the 
life companies were not seeking and 
casualty companies did not want. 


Expect Big Federation Meeting 


PHILADELPHIA, PA., April 27 — Ad- 
vices of intention to participate in the 
annual meeting and banquet of the In- 
surance Federation of Pennsylvania from 
insurance men in all parts of the state 
keep pouring in at the executive offices. 
Moving pictures depicting fire and acci- 
dent prevention will feature the busi- 
ness meeting. A. H. Reeve, Philadelphia 
manager of the liability department of 
the Travelers, will be the toastmaster 
at the banquet. The program embraces 
addresses by N. S. Riviere of Pittsburgh, 
former President James H. Carney of 
the Insurance Federation of America, and 
President H. H, Putnam of the Insur- 
ance Federation of Pennsylvania. 


Middle Department Meeting 


PHILADELPHIA, PA., April 27—At 
the quarterly meeting of the Under- 
writers’ Association of the Middle De- 


partment, here, last week, it was decided 
to continue the old system of district 
committees, although they have prac- 
tically no duties to perform. 

R. BoM. 


Stuart of the Security was 
elected a member of the executive com- 
mittee, succeeding G. A. Russell, re- 
signed. The names of C. E, Titsworth 
and G. A. Russell were placed on the 
honorary roll. The former resigned his 
membership to take up field work in 


New York state for the Newark Fire. 
The latter relinquished his membership 
to become assistant secretary of the 
Hartford. He has been identified with 
the association for 25 years. 
Resolutions were adopted relative to 


the death of President W. N. Kremer 
of the Great American, and President 
E. J. Haynes, Jr., of the Newark Fire. 


Will Not Review Appeals 


The United States supreme court has 
refused to review appeals from judg- 
ments amounting to $750,000 against the 
Lehigh Valley, growing out of the Black 


Tom Island explosion in 1916. Claims 
aggregating over $11,000,000 have been 
made against the railroad. The plate 
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FRED. S. JAMES GEO. W. BLOSSOM 


FRED. S. JAMES & CO. 


Chicago New York 


United States Managers 


General Fire Assurance Co.—Paris. Organized 1819 
Urbaine Fire Insurance Co.—Paris. Organized 1838 
Eagle, Star & British Dominions Ins. Co.—London. 1807 


Agency Superintendents 


123 William Street 
New York 


CARROLL L. De WITT 


WM. A. BLODGETT 


San Francisco 


P. A. COSGROVE 














glass insurance companies are among 
the leading claimants. 


New England Pond Installed 


W. E. Mallalieu, general manager of 
the National Board, as a deputy most 
loyal grand gander last Friday evening 
installed the New England Blue Goose at 
Boston. It has 68 charter members and 
31 applicants for membership. 


Eastern Notes 


The report of the chief of the fire de- 
partment of Reading, Pa., names $23,765 
as the total of the March fire losses. 

The Mechanics Fire of Philadelphia 
and the Atwood Fire of New York have 
been admitted to Maine. 

The Guardian Fire of Salt Lake City 
has withdrawn from the D. Prince 
agency in Philadelphia. 

Charles T. Evans & Co., 428 Walnut 
street, Philadelphia, have been appoint- 


ed agents of the Cleveland National 
Fire for that city and suburban terri- 
tory. 


Representatives of nine of the twelve 
volunteer fire companies of Wilmington, 
Del., appeared before last week’s meet- 
ing of city council, asked for an increase 


| of $1500 in the yearly appropriation and 





stated that unless the increase is grant- 
ed the companies will disband and give 


way for a paid fire department. 
Massachusetts Notes 
The South Carolina Fire has’ with- 


drawn from Massachusetts. 

A lighted cigarette dropped on the 
gasoline soaked floor of the garage of 
Andrew Schlehuber in Lynn started a 
fire which destroyed the garage and ev- 
erything inside, including three trucks 
and two touring cars, with a total dam- 
age rising $10,000. 

Following examination by the state 
chemist of Massachusetts, the Massachu- 
setts commissioner of public safety has 
ordered the removal of all explosive 
“joke” cigarettes from tobacco and nov- 
elty stores on penalty of prosecution. 
The authorities claim the powder cap 
inside is dangerous to the face and eyes 
of smokers. 


POINTERS 


INDEMNITY FOR LOSS OF 
USE UNDER AUTO POLICY 
Question—Can you tell me if there is 


any company writing theft insurance on 
automobiles that has made arrange- 








| ments for paying the assured something 





because of the loss to him (the as- 
sured) during the time the settlement 
is being made under a theft insurance 
policy? The companies that I represent, 
all take 60 days to make a settlement, 
and therefore the assured is without the 
use of a car for that period and most 
men are certainly losing money every 
day under such circumstances. This is 
particularly true of a commercial car, 
or a Ford. Is there such a thing as Use 
and Occupancy insurance on automo- 
biles and if so, would it cover cases like 
this? 

Answer — The coverage suggested 
would be loss of use on automobiles 
and no company writing automobile in- 
surance would be willing to provide in- 
demnity of this kind. It would be 
entirely too hazardous and losses would 
eat up any possible profits. It would 
be almost impossible to establish a ba- 
sis for the rate. The man who has his 
car stolen under the present policies, 
either has his car returned to him, or 
gets its equivalent in cash. To some 
men, the use of an automobile is most 
important and to others it does not 
mean much. It is probably worth $25 
a day to some automobile owners to 
have the use of their car and to others 
it means little or nothing. If the com- 
panies would therefore have to estab- 
lish an arbitrary amount to be paid 
during the period the assured was with- 
out the car, and if this were done, there 
would be hundreds of claims for the 
established amount from owners whose 
car could not possibly be worth that 
much to them. There are too many 
dangers and undesirable features in 
connection with this form of indemnity. 
The companies that have considered 
writing it have decided not to make the 
venture. 
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CLANCY WANTS SIMPLE FORM 





Well-Known Iowa Local Agent De- 
plores Intricate Schedules for 
Rating Automobiles 


P. J. Clancy of Des Moines, Ia., 
prominent in Iowa insurance circles and 
secretary of the Iowa Association of 
Insurance Agents, comments on 4 re- 
cent editorial in this paper regarding 
automobile insurance rates. THE 





| 


| and regulations which, 


Na- | 


TIONAL UNDERWRITER took the position | 


that there is great danger of the stock 
companies losing their business through 


| ent 


the adoption of an intricate rating sys- | 
tem because local agents fear in at- | 


tempting to ‘search out the rates they 
will make mistakes and be 
return to their policyholders to get an 
additional premium or make other de- 
mands. Both the fire and casualty 
companies have adopted a symbolic 
system which requires some study to 
master. Two or three or even more 
books are required to get at the rates. 
One reason why the mutuals and 
speceeny companies have succeeded in 
getting so much business is the sim- 
plicity of their rates. They are pub- 
lished on a single card and 
much fuss or feathers an agent can fig- 


forced to | 
| be made, 


| avoid 


s | not specialize 
without | 


ure out what $1,000 or $2,000 or any 
amount of insurance will cost on a cer- 


tain aged car. Mr. Clancy writes as 
— 


Much Time 


The great drawback to the new man- 
ual is that it represents a lot of rules 
regardless of the 


Involves 


ability of the agent in being able to 
know how to figure out an automobile 
or truck rate, it involves a lot of time 
in each individual case, and time is 
money with every agent. 

The most satisfactory and _ simple 


method has been the one in force the 
past two years, grouping the machines 
according to list price. 
rating methods we 
out every individual case, which will 
not only result in a great deal of un- 
necessary time being expended, but, as 
you say, a great many mistakes will 
causing complications. 


have to figure 


Have to Carry Bonds 


Without offering any criticism to the 
parties who were responsible for getting 
up the manual, it would seem as though 
they made it purposely complicated to 
writing the business. The mu- 
tuals, as you say, have a very simple 
method. By reason thereof they have 
been able to attract the agent who only 
gives part time to his work, or who does 
in the writing of auto- 
mobile’ insurance. It has been the 
writer’s custom not to carry 





Under the pres- | 


| 
E 
| 


of any kind. It has a much better im- 
pression upon the assured if you are 
able to give him the information read- 
ily and quickly, without taking up his 
time or yours in regard to any rate. The 
new manual will require the best of us 
to constantly keep it with us, to refer 
to it and figure it out, and even then 
we cannot avoid making mistakes. 

Aside from this, it is going to necessi- 
tate a great deal of extra printing on 
the part of the companies in constantly 
changing those sheets. It occurs to the 
writer that nothing has been done in 
recent years by the companies writing 
automobile business that will go far- 
ther toward preventing an 
the business and causing general 
satisfaction. The companies, for 
own interest, should recall this 
diately. 

I give you an illustration of a recent 
visit to a town of about 15,000, 
I found the stock companies were writ- 
ing very little automobile liability, and | 
on inquiring into the reason for same 
I found that every agent complained of | 
the complicated method of handling it, 
— yet that was under the old system. 

just wonder what they will say re- 

garding:the new cne. 


dis- 
their 
imme- 





PHILADELPHIA, PA., April 27—Un- 
der the new city administration of Phila- 
delphia there has been a radical change 
for the better in Philadelphia in regard 
to the theft of motor vehicles. Dur- 
ing the first three months of 1919 the 
number of stolen and unrecovered auto- 
mobiles in Philadelphia was 652. In the 





first quarter of 1920 the toll of disap- 
| pearances dwindled to 355, a reduction 


a manual | of almost 50 percent. 


WESTERN SITUATION DUBIOUS 








Not Believed the Bureau Will Vote to 
Assume Jurisdiction Over 
Automobile Business 





Members of the Western Automo- 
bile Underwriters Conference are by 
no means certain that the Western In- 
surance Bureau will ratify the action 
of the Western Union and assume 





increase of ; 


where | 


Philadelphia Theft Conditions Improve | 


charge of automobile underwriting in 
the west. Some of the Western Bu- 
reau people who really desire to have 
this organization take action similar 
| to the Union are very skeptical as to 
| what will be the outcome. The oppon- 
ents of the plan say that if the 
| Bureau undertakes a program of this 
| character it will strain its machinery 
to the limit, because some of its in- 
| fluential members operate their auto- 
mobile departments outside of the con- 
ference. In other words, these men say 
| that it is not worth while to jeopardize 
ithe smoothly running Bureau ma- 
chinery for the sake of handling the 
automobile business. 
One of the leaders 
Insurance Bureau said this week: “It 
is my opinion that if the companies 
will let the managers in the west han- 
dle their own automobile situation, as 
we do all of our other business, with- 


in the Western 


out being a tail to an eastern kite, we 
can successfully meet our problem. 
'The people whose attention is con- 








FARMERS AUTOMOBILE INSURANCE COMPANY 


Home Office—Sioux City, lowa 
CAPITAL—$100,000.00 


Cc. S. RENSHAW 


President 


The volume of our first eight months’ business (Fire and Theft) 
exceeds the first year’s business of any other automobile in- 
surance company ever organized under the State Laws of lowa. 


Operating in 


IOWA AND SOUTH DAKOTA 


N. J. HVISTENDAHL 
Secretary—Manager 








Agents 
Writing 
Hail 


Insurance 


We also write Fire, Tornado, Automobile, Riot and Civil Commotion and Inland Marine Insurance. 


Our territory for the Globe and Rutgers Fire Insurance Co. of New York (assets $33,687,274), 
and the Camden Fire Insurance Association of New Jersey (assets $6,075,176), comprises the 
following states entirely: 


Kansas, Nebraska, Colorado, Wyoming, South Dakota, Iowa. 


We offer wide-awake, up-to-the-minute service to agents writing hail insurance. 


REYNOLDS-MORRISON-RATHBURN CO. 


Brandeis Theatre Bldg., OMAHA, NEB. 


512 Main St., FREMONT, NEB. 











FIRE 


WILLIAM G. WILLCOX, President 





COLLISION 


UNUSUAL OPPORTUNITY FOR LIVE AGENTS TO SECURE ATTRACTIVE TERRITORY 


_AUTOMOBILE INSURANCE 


PROPERTY DAMAGE 


1 South William Street, New York City 


CAPITAL, $1,000,000.00 
EUGENE V. R. THAYER, President of Board 


AMES BARBER, Vice President 
AROLD STANLEY, Vice President 


NET SURPLUS, 


J. SCOFIELD nove, Vice President 
CLINTON V. MESEROLE, Vice President 


SECURITY AND SERVICE UNEXCELLED 


BANKERS and SHIPPERS INSURANCE CO.,, * x=w vor 


$1,381,841.59 


ROBERT VAN IDERSTEIN, Secretary 
RAYMOND T. MARSHALL, Treaserer 





















Asset, over $1,000,000.00 





The Indemnity Co. of America 


St. Louis, Mo. 


AUTOMOBILE INSURANCE In All Its Branches 






LIABILITY 
PROPERTY DAMAGE 
COLLISION 
FIRE 
THEFT 
FULL COVERAGE 

















ROLLINS BURDICK HUNTER CO., General Agents, Chicago 








ONE POLICY 
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fined largely to the east have no ap-| bring harmony in our business. The | Union, Ohio Farmers, Millers National, | Hoover Spring Company, San Francisco; 
preciation or knowledge of western| Western Insurance Bureau is now | Firemen’s, Girard and Mechanics are Pong ial pyar epg haters Metal 
conditions. The problems in the west | running smoothly, and we cannot af-| among the Bureau companies that are MO.) “Naw Bran” manuteeraces or aa 
are peculiar to that region. The | ford to have it otherwise. If we un- | outside the Automobile Conference. New Era Spring & Specialty Company, 
western men are in close touch with | dertake to assume jurisdiction over | 


what is going on and know just what 
course to follow. We want to do the 





right thing, of course. We 


want to | 


the automobile business at present, it 
may cause a severe jolt.” 


The Northwestern National, National | 
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“Tf I’m worth raising—I'm worth insuring.” 


NATIONAL HOG 
INSURANCE CO. 


SPRINGFIELD, 
Capital $150,000.00 


ILLINOIS 


Illinois Agents Wanted 











HoTEL RONTENELLE 


H. EDGAR GREGORY 


OMAHA, NEB. 


Manager 
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Home Office: - - 


The Best Field in the Insurance Business 
Today is Live Stock Insurance 
We want good men who work among farmers and stockmen to communicate with us 
Territory in Ohio, Indiana, Illinois, Michigan, Minnesota, Oklahoma, Missouri and Iowa 
THE KASKASKIA LIVE STOCK INSURANCE CO. 


INCORPORATED 


- Shelbyville, Illinois 








THE BIGGEST EXCLUSIVE HOG INSURANCE COMPANY 
IN THE WORLD 


AMERICAN LIVE STOCK INSURANCE CO. 


AN “AMERICAN”? POLICY MEANS PROTECTION 


OMAHA, 
NEB. 








AUTOMOBILE 


“WE ARE NOT SATISFIED 
UNTIL YOU ARE” 


ADJUSTMENT BUREAU 


CHAS. W. PIPKIN, Manager 


Fire, Theft, Property Damage and Collision 
Losses Adjusted, Recover Stolen Automobiles 
Investigations of Any Nature 


14 Arlington Block 
OMAHA, NEB. 











MARTINI-ROBERTS CO. 


Brandeis Theatre Bldg., Omaha, Neb. 


Aggressive Representation Solicited 


FIRE, TORNADO, AUTOMOBILE, prog and CASUALTY LINES 
IOWA, NEBRASKA and WISCONSIN 


GENERAL AGENTS 
Columbian National Fire Ins. Co. 
| ang City Fire Ins. Co. 
owa Bonding & Casualty Co. (Nebraska) 


Insurance Exchange, Chicago, III. 











PROGRESS IS BEING MADE 








Special Committee of Nine Appointed 
to Work Out Automobile Plan 
Considers Problems 





NEW YORK, April 28—A second 
meeting of the managerial committee 
named a short time ago to review the 
automobile insurance situation through- 
out the country is scheduled to be held 
in this city May 5. At the gathering 
April 16, which was attended by all 


| members save P. D. McGregor, west- 
| ern manager of the Queen, who was 
| represented by N. S. Bartow, vice- 


president of the company, very satis- 
factory progress was made in revising 
| the constitution and. bylaws of the 
| National Automobile Underwriters 
Conference, and it is hoped that the 
work will be completed in its essential 
features in time to permit of a report 
| being offered at the annual meeting of 
| the conference, which will take place 
at Atlanta the latter part of May. 
Pending the issuance of the report 
| of the committee of nine, the com- 
panies that recently returned from the 
Western Conference have been asked 
to hold their resignations in abeyance; 
and this they have promised to do. 
| Company executives are very earnest 
in their desire to place the automobile 
insurance business upon a stable basis, 
and to remove all future cause for such 
friction as developed in the western 
territory recently. They intend, more- 
over, that the chief officers of the mem- 
bership companies shall take a more 
intimate concern in this department of 
underwriting than they have done 
hitherto, feeling that thus far they 
have delegated the control of the auto- 
mobile branch too much to subordi- 
nates, and that to this fact much of 
the trouble they are now experiencing 
is due. The problem the committee of 
nine is now particularly working upon 
is that dealing with general agencies, 
and while this has puzzling features, 


factory solution thereof can be reached. 

With the removal of the penalty 
charge upon automobile rates, 
troubles that have agitated the auto- 
mobile business in Philadelphia for 
months past, it is felt, are largely at 
an end. The three strong companies 
that were particularly concerned in 
the city have expressed their willing- 
ness to abide by the changes recently 
agreed upon. 





Discount for Bumpers 


A discount of 10 per cent for approved 
front bumpers, 2% per cent for approved 
rear bumpers, 12% per cent for ap- 
proved front and rear bumpers has been 
authorized in automobile collision insur- 
ance rates. 

This reduction is effective at once and 
applies on premiums for full coverage, 
$50 or $100 deductible on private pas- 
senger cars. 

The following bumpers have been ap- 





proved by the Underwriters’ Labora- 
tories: “C. C.,” “Cloverleaf” and “Sim- 
manufactured by the Badger 


Manufacturing Company, 
| “Willfit,” manufactured by the Gemco | 
| Manufacturing Company, Milwaukee; 
| “Halladay,” manufactured by the L. P. 

Halladay Manufacturing Company, Strea- 
| tor, Ill.; “Hoover,” manufactured by the 


| plex,” 
| Milwaukee; 


no fear is expressed but what a satis- | 


the | 


Grand Rapids, Mich. 





Philadelphia Gets Lower Rates 


PHILADELPHIA, PA., April 28—Fol- 
lowing a vigorous protest on the part of 
the Philadelphia agents the new penalty 
schedule for automobile fire and theft 
rates have been abrogated and the 
standard eastern schedule has become 
effective. The agents declared that the 
new rates were excessive, unwarranted 
and uncollectible because of the mutual 
and «non-conference companies’ being 
very active. Many agents refused to use 
the new rates. <A special committee of 
the Eastern Union was appointed to deal 
with the Philadelphia agents who sent 
a committee to New York. Some 30 
Philadelphia agents were present and 
after a lengthy discussion it was de- 
cided to abrogate the penalty schedule, 








LIVE STOCK INSURANCE. | 














SPRING BRINGS MORE LOSSES 





Conditions Make It Most Unfavorable 
Season of Year for Live 
Stock Companies 





Spring activities down on the farm 
are ushering in the usual number of 
live stock losses peculiar to this season 
of the year. The early rains through- 
out the country appear to be the great- 
est menace to animals at the present 


time. They involve hazards which not 
only bring on various diseases, but 
cause numerous accidents to animals. 


_Incessant rainfall puts the ground in a 
very unfavorable condition for live 
stock. It makes it soggy, produces bad 
roads and provides many pitfalls and 
holes into which an animal may step 
and injure a limb. 

This is particularly unfavorable to 
the farmer who wishes to break his 
| horses into a new kind of work. The 
young colt, besides being very hard 
to break in, is easily excited and bad 
roads do not serve to improve his 
temperament. Breaking a horse into a 
new kind of work involves a hazard in 
itself. It often results in a runaway 
that incurs serious accidents. 

As the rains become less frequent and 
the weather grows warmer there are 
many losses from disease. Hogs are 
always affected by a change in weather. 
They are injured most by the warm 
weather in the spring, and especially 
by a sudden change from the cold to 
which they have grown accustomed. 
Prize animals being shipped to fairs 
are very susceptible to warm weather 
diseases. Their close confinement in 
railroad cars without sufficient air or 
proper facilities for feeding or resting 
brings on many injurious conditions. 
Arriving at the fair grounds they are 
often inadequately housed and as a 
consequence suffer from sunstroke or 
contract disease. 

Unless such diseases grow into an 
| epidemic, however, the livestock com- 
panies do not suffer any unusual losses. 

The spring is generally the most un- 
| | fav orable period, but*during the rest of 
| the year their losses stay at about the 
| same level. 

















Michigan Livestock Insurance Co. 
308 Davidson Building, Bay City, Michigan 


COLON C. LILLIE, President and Superintendent of Agencies 
HARMON J. WELLS, Secretary and General Manager 


Organized, owned and managed by Michigan men. Backed by 
the substantial interests of Mic 
and owners of livestock against death from any cause. 


AGENTS WANTED 


igan. Insuring Michigan farmers 








Agents wanted in 
ILLINOIS 
and IOWA . 





NATIONAL LIVE STOCK INSURANCE CO. 


Cash Capital $100,000.00 


FLYNN BUILDING, 


DES MOINES, IOWA 


The Original 
Hog Insuring 
Company 
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PROHIBITION HAS NOT _ 
CUT FIDELITY LOSSES 


Thefts and Embezzlements About 
as Numerous as They Were 
Before Its Advent 


WOMEN NO BETTER RISKS 


That Is View Taken by Majority of 
Companies—Peculiar Conditions 
in Fraternal Cases 


The fidelity loss reports of bonding 
companies do not seem to bear out the 
assertion that crime has been greatly 
reduced by the advent of prohibition. 
Thefts and embezzlements are just 
about as numerous as in the days when 
alcohol was held to be crime’s most 
potent stimulant. The bonding com- 
panies deal for the most part with the 
purely American element. They have 
very few foreigners on their books and 
the question of nationality does not 
figure to any extent in their losses. 


Women Not Preferred Risks 


Claim agents still hold to the belief 
that “the female of the species is as 
deadly as the male.” The compara- 
tively small number of cases of women 
that are brought before them is at- 
tributed to the limited opportunities of 
women to steal. Most women who are 
bonded occupy positions in which a 
very small amount of money or other 
valuables comes under their super- 
vision. As a consequence women who 
are inclined to steal are generally petty 
thieves, because of the fact that they 
can take but very limited sums. By 
reason of the small amount of money 
involved the cases are more easily set- 
tled and there is very little publicity 
given the matter. The employer often 
settles a case where a woman is in- 
volved without even bringing it to the 
attention of the insurance company, and 
thus the women’s cases recorded on 
the companies’ books are greatly in the 
minority. 

A few companies still claim that the 
woman is the better risk. The only 
discrimination which is made in their 
rates, however, is to allow a reduction 
of 20 percent to organizations that are 
composed entirely of women or at least 
80 percent women. 


Cases of Fraternal Orders 


Some very peculiar cases have de- 
veloped in dealing with fraternal or- 
ders. Very often a claim comes in from 
an order that has lost large sums of 
money through a delinquent secretary. 
Claim agents have found in adjusting 
these that the secretary is often en- 
tirely ignorant of any wrongdoing. A 
study of his books discloses the fact 
that the order or the members of the 
order are very often at fault. These 
secretaries are not always good busi- 
ness men. They become the prey of 
delinquent members of the orders who 
have failed to pay their dues. Rather 





than see these members suspended, the 














The United States Fidelity & Guar- 
anty calls attention to the desirability 
of having county commissioners file 
corporate instead of personal surety. 
It calls attention to an impeachment 
trial of two county commissioners or 
supervisors as they are called in some 
states, that was recently held in a west- 
ern county seat. The commissioners 
are under indictment on four counts, 
one charging a felony and the other 
three charging misdemeanors. The 
specific accusation is that they received 
compensation and drawbacks on con- 
tracts which they let, and they were 
financially interested in a company 
with which they have dealings on be- 
half of the counties. The United States 
Fidelity & Guaranty then makes this 
further observation: 

The commissioners were not bonded 
because the law does not require bonds 
from them. In defense of this omission 
it is said that it is customary to bond 
only those officials who handle money, 
and that commissioners are not in that 
class. 

This is a mistaken idea. They are the 
officials who, strictly speaking, control 
all the county money. They make ap- 
rropriations and direct the expenditure 
of the public funds. The county treas- 
vrer and the other county officials are 
under their direction and control. If 
disposed to do so, the commissioners can 
empty the county treasury. 

* 

The opportunities for collusion with 
contractors and for graft, for illustra- 
tion, are fairly unlimited. Lack of faith- 
fulness in the performance of duty on 
the part of commissioners has wrecked 
the finances of many counties through- 
out the country. 

Under the present lax method in many 
states of simply taking it for granted 
that all will go well, no safeguards or 
protection are thrown around the money 
of the taxpayers in the county board’s 





custody. They are helpless in the face of 
a real danger. When the money is gone 
without bonds, it is gone beyond re- 
covery. The individuals may be im- 
peached, but that will not replace the 
money lost through dishonesty. 

* « * 


The county treasurer, as a rule, pays 
out money under warrants which are 
endorsed by the commissioners, and 
therefore the only protection which the 
county has against possible collusion 
between the treasurer and a commis- 
sioner is the bond of the _ treasurer, 
which, after all, may not be adequate. 
The bond of the commissioner is an ad- 
ditional and needed safeguard. 

Again, a commissioner and an out- 
sider, or a commissioner and a subor- 
dinate county employe, may be in collu- 
sion and rob the treasury without the 
treasurer’s participation. If the com- 
missioner is not bonded there is no ques- 
tion that the county will try to hold the 
treasurer’s bond for the shortage, put- 
ting on him and his surety an unjust 


burden. 

= * x 
For instance, commissioners in one 
eastern county three years ago, by 


means of wide-open grafting on public 
improvements, robbed a treasury of 
$3,000,000. 

It is furthermore grossly inconsistent 
to demand bonds from’ subordinate 
county officials and yet fail to require 
bonds from the higher officials, the com- 
missioners. In some states the commis- 
sioners are bonded, while in others this 
precaution is not taken. But it should 
be a rule general in all the states. 

s * * 

Put all the commissioners under bond, 
and they will exercise greater care in 
the administration of their office. The 
consciousness that they are responsible 
to the bonding company, as well as to 
their fellow-citizens, will have a salu- 
tary effect upon them. It is more than 
probable that the men under indictment 








secretary often pays the dues from the 
order’s surplus fund or credits them 
with having paid, expecting that in the 
near future they will pay up. Many 
of these members whose dues have 
been carried along in this way finally 
drop out of the order and when the 
-books are audited the shortage ap- 
pears. This type of delinquent is really 
not liable and it is held that when it is 
possible the order should be made to 
pay the loss. 

Surety underwriters say that persons 
who have embezzled large amounts of 
merchandise or money are in many 
cases men and women of brilliant in- 
tellect, whose services have been of 
great value to their concerns, and who 
have occupied an eminently respectable 
position in society. Although the surety 
companies have a reputation for ruth- 
lessness in prosecution, claim adjusters 
are usually willing to give such people 
another chance and settle the case out 
of court if they will agree to pay back 
what they have stolen. Very often 
these payments will come in a dollar a 
week, but as long as they do not lapse 
for any great length of time they are 
given every opportunity to make resti- 
tution out of court. 


Will Not Protect Aerial Smugglers 


The Travelers is now prepared to write 
personal liability and property damage 


for dishonesty would not have gone 
wrong had they been under bond. 
sonal liability insurance protects the 


owner of the machine against all suits 
arising from the injuries inflicted by his 
machine on the general public. It is 
written in $10,000-$30,000 limits. 

Property damage, or protection against 
suits arising from the damage done by 
the machine to the property of other 
person or persons, will be written in 
limits up to $5,000. These policies def- 
initely exclude liability on passengers or 
property carried in the machine at the 
time of the accident. 

To avoid any misunderstanding and to 
protect itself from the implication that 
it might be fostering the unlawful use 
of the airplane in smuggling liquor 
across the border into the United States, 
the Travelers is adding an endorsement 
to the policies, definitely stating that it 
does not cover any machine while it is 
engaged in this illegal undertaking. 





F. J. Carroll’s Change 


F. J. Carroll, who has been connected 
with the United States Fidelity & Guar- 
anty and the Fidelity & Deposit at In- 
dianapolis, has gone with the American 
Indemnity and Marine & Motor, both of 
Galveston, as executive special agent for 
Indiana, with headquarters at Indianap- 
olis. Mr. Carroll has a wide acquaint- 
ance among the agents of the state. The 
American Indemnity writes fidelity and 
surety, automobile liability, property 
damage and collision and the Marine & 
Motor writes marine, automobile prop- 
erty damage and collision, fire, theft and 


HEALTH INSURANCE IS 


Page: Thirty-three 


NOW ON THE GRIDDLE 


Underwriters Find This Branch 
of the Business Has Been 
Unprofitable 


TWO SHADES OF OPINION 


Pressure Brought to Bear to Eliminate 
Partial Disability—Others Want 
Rates Increased 


NEW. YORK, April 27—There has 
been much talk among company offi- 
cials as to what can be done to bring 
about better conditions in health insur- 
ance. It is generally agreed among the 
companies that health insurance as it 
is now written is not profitable. At 
the meeting here recently when vari- 
ous officials brought their experience 
the influenza claims were eliminated 
and the figures were given on what 
may be termed a normal basis. In other 
words, the so-called “conflagration 
losses” were eliminated entirely. Even 
with this, health insurance is the hot 
end of the poker. Put in the influenza 
claims and the ratio is boosted up a 
number of points. As a matter of fact, 
many home offices are rather discourag- 
ing health insurance, are not allowing 
any extra commissions or bonuses to be 
paid on it and are not stimulating it. 


Two Shades of Opinion 


Seemingly there are two shades of 
opinion as to what should be done. One 
group of officials contends that if the - 
people want the insurance as written in 
its present form rates should be made 
adequate. There seems to be a senti- 
ment almost universal that health in- 
surance should be written only on an 
annual basis. By permitting the quar- 
terly or semi-annual premium payment 
it is possible to make a selection against 
the company by securing health insur- 
ance during a rather critical period or 
during a time of epidemic or during the 
winter season and then drop it. In 
other words, a man’s knowledge of his 
own physical condition would tell him 
when would be a good time to speculate 
on health insurance. Some companies 
have already established a rule that 
health insurance must be paid on an an- 
nual basis only. Of course this refers to 
the commercial and not the industrial 
disability business. 


Partial Disability 


Where the underwriters divide, how- 
ever, is along the line of partial disabil- 
ity One element holds that partial 
disability opens the way for moral 
hazard in that claimants will linger and 
feign sickness when really they could 
attend to their business. Undoubtedly 
companies pay out large sums for par- 
tial disability where the person is no 
longer confined to the house and is able 
to transact business to a certain extent. 
This element would eliminate from the 
health policy all partial disability cov- 








insurance on Canadian aircraft. Per- 


transportation. 


erage and confine the insurance to total 
(CONTAINED ON PAGE 38) 
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“TEMPEST IN -TEAPO a 


WELLS SURPRISED, HE SAYS 


Men With Whom Tangle 
Travelers and Pacific Mutual 
Started Minimized It 


Between 


INDIANAPOLIS, IND., April 27.— 
“A tempest in a teapot” is the charac- 
terization which both parties to the 
Travelers-Pacific Mutual skirmish in 
Indiana and Kentucky seem disposed 
to place upon it. Frank M. Chandler, 


manager of the casualty department of | 


the Travelers for Indiana, that his 
office 
and that both agents of the company 
and policyholders are at liberty to 
choose the company for which they 
work or the company in which they 
insure. He expresses the opinion that 
there is plenty of business for all 
agents. W. W. Willis, manager of 
the life and accident department of the 
Travelers, says that business with 
agents in his department is booming, 
March having shown an increase of 50 
percent in new accident and health 
business over March of a year ago and 
an increase of 125 percent in new life 
business. 


says 


Wells Surprised at Developments 


Arthur C. Wells who, after his resig- 
nation as manager of the life and acci- 
dent department of the Travelers some 
weeks ago, went with the Pacific Mu- 
tual, as a member of a new general 





is not disturbed by the situation | 
| such 
| the assured, belong to the agent who | 


developments which have followed the 
making of his change. 

“It was our intention and desire from 
the start,” he said, “not only to be on 
amicable terms with the Travelers, but 
we offered to turn to that company 
some $300,000 in premiums on lines 
which our company does not write and 
which the Travelers does, and all our 
surplus life, accident and health busi- 
ness. It is very unfortunate that the 
friendly arrangement could not have 
been worked out and that we are now 
being accused in the press of conduct- 
ing raids on one another’s business. 

“There are a number of points in 
connection with this affair which should 
be made plain,” he continued. “One 
of these is our stand upon the owner- 
ship of accident and health expirations. 
We maintain and we are making an is- 
sue of the point that, in our opinion, 
expirations with the 


has written tke business or bought it, 


THE NA exasvens UNDERWRITER 





I have the utmost confidence in our 
plan of sharing profits of the agency 
and am, with them, enthusiastic over 
our outlook. Our associates in this en- 
terprise appointed Mr. Williams and 
myself as a committee of two to go to 
Los Angeles and make a contract with 
the company, which we did. It is ap- 
parent, from this, that the idea was not 
mine originally, though as I say, I have 
been entirely sold to it.” 

Both offices seem disposed to avoid 
conflict in their operations and, for this 
reason, it would seem that the causes 
of friction may soon be reduced. 


f a 
Maryland Casualty Building Contract 


BALTIMORE, MD., April 27—The 
Maryland Casualty has awarded the con- 
tract for the building of its new home 
at Guilford to the Arundel Corporation 





|and we believe that the agents who | 


come to us have a right to solicit their 
former clientele. 

“Another point is a personal 
It has been stated that I deliberately 


| planned the situation which now exists 


| nections 
| panies in Chicago. 


| between these 
| not the f 


two companies. This is 
fact. I had under consideration, 
after leaving the Travelers, one very 
attractive offer from a big eastern life 
company for a connection in New York 
City and two similarly desirable 
with ‘big eastern life 
I had almost made 


| my decision w hen the young men with 


whom I am now associated came to 
me with the proposal that I join them 
in an incorporated general agency of 
the Pacific Mutual Life for Indiana and 








one. | 


con- | 
com- | 


fe | is expected to 
consent of | very 


of this city. Work on the new building 
begin by June 1 at the 
latest. Contracts for several mil- 
lion bricks and for the grading of the 
land were let by the Maryland some time 
ago. 

The present contract involves $2,000,- 
000 and covers the entire cost of the new 
home, which will cover a large tract of 
ground and include homes for the em- 
ployes as well as offices for the business 
of the company. In the big group there 
will be four buildings—three office 
buildings and a huge power-house to 
supply electricity for the entire group. 
The contract calls for the work to be 
completed within a year. 


Chicago Depository Business 


With heavy payments of taxes coming 
in, Chicago surety offices have been do- 
ing a considerable volume of business 
the past week on county depository 
bonds. The funds are deposited in the 
banks paying the highest rate of inter- 
est, but as all of the banks are paying 

















REVIEW “FLU” RESULTS 
COMPANIES’ LOSS RECORD BIG 


Mildness of Epidemic Really Increased 
Claims—Recurrence in Lighter 
Form Expected 


The strength of the influenza epi- 
demic is now exhausted and health com- 
panies are again getting their breath 
and reviewing their losses. The mild- 
ness of the disease did not lessen the 
losses, but rather increased them. 
February and March brought an unpre- 


cedented number of claims, coming 
from risks of all ages in every section 
of the country. 


Deaths Due to Carelessness 


As compared with the epidemic of a 
year ago the deaths were much less, 
but there was a much larger volume of 
sickness. The deaths this year were 
confined almost entirely to cases where 
neglect and inattention had brought on 
serious complications. The hospital re- 
ports throughout the country show that 
more influenza deaths were caused from 
carelessness than from the disease itself. 
The majority of the deaths were emer- 
gency cases, persons who were rushed 
to the hospital at the last moment 
only to die upon arriving there. These 
patients had for the most part spent 
the early stages of their illness in an 
environment where the proper care or 
attention could not be given them and 
looked upon the hospital as a last re- 
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How Suspicion Is Created 


Tue charges of bad faith that are 
made by officials of insurance com- 
panies against each other are due to 
the stress of competition and largely 
severe competitive practices 
traced to the large cities. 

In most of the large cities there are 
brokers who peddle their business 
around to a great extent, trying to get 
an advantage here and there for their 
clients. The man at the counter who 
is handling the business for his firm 
whether his office be in charge of a 
general agent or a salaried manager 
is constantly confronted with the per- 
and suave talk of the broker 
The broker will tell him that this com- 
pany and that is granting some conces- 
They are violating the rules, he 
says, because they know that others 
are doing the same. If an office de- 
sires to keep in the running, it must 
do as Rome does. Finally the man at 
the counter yields and the broker gains 
his point. The broker then passes on 
to the next office and has positive in- 
formation that the office that he just 
visited will violate a rule. Thus the 
vicious circle is started. 

The second man violates the rule to 
meet competition. Evidence is soon 
established that finds its way to the 


can be 


suasive 


sion. 


higher company officials. They lose 
faith in their competitors and trouble 
ensues. Many of the company officials 
at heart do not want to violate agree- 
ments. They are honest in their con- 
victions. However, they have become 
convinced that their competitors are 
faithless and they violate rules simply 
to hold their position in the race. 

The president of one of the com- 
panies makes the following comment 
on the situation: 

“The very nature of our business is 
such as to lend itself to suspicion. If 
we were manufacturing wooden cigar 
store Indians, then our product could 
be looked at, and felt of, and weighed. 


But all we do is to deliver a piece of | 


paper with writing on it, all the rest 
being good faith. There are, by actual 
count 3,019 different ways of meas- 
uring the extent and value of good 
faith. The elimination or addition of 
a comma in the manual of rates will 
frequently throw in gear or throw out 
of gear a big risk. 

“At that, I claim that any man who 
really and truly way down deep in his 
heart actually desires to keep faith, he 
can do it and cause those who are work- 
ing with him to do it.” What we want 
is more faith in our fellows. 


Automobile Accidents 


THE TRAVELERS has worked out some 
interesting statistics as to automobile 
accidents, showing that in this coun- 
try there are 54 smashups every hour. 
The number of accidents last 
amounted to about 500,000. This means 
that nearly every minute of the entire 
day and night there is an automobile 
accident of some nature. It is also as- 
certained by the TRAVELERS that 76 per- 
cent of these accidents occurred at 
speed under 15 miles an hour. The 
TRAVELERS says that these accidents hap- 
pen not because the motorist was speed- 
ing, but because he could not stop in 


year 


time. A car going at the moderate 
rate of speed of 15 miles cannot be 
stopped short of 20.3 feet even when 
the brakes are in perfect order. 

Take New .York state alone and out 
of 10,550 deaths due to automobiles, 700 
were due to reckless driving, 850 to de- 
fective mechanism and 9,000 to care- 
lessness of pedestrians. The driver of 
the automobile therefore has a heavy 
responsibility resting upon him. The 
owner of the car should not think of 
allowing it to go on the streets with- 
out thorough protection. Every car 
should be insured. 














PERSONAL GLIMPSES OF CASUALTY MEN 














~ Bayard P. Holmes, manager of ‘the | ities that will be of great service to 


Hooper-Holmes Bureau and _ well 
known among casualty men all over the 
country, is to be married today (Thurs- 
day) in New York to Mrs. Dorothy M. 
Rolph, who has been for the past five 
years deputy insurance commissioner 
of Colorado. The marriage is the cul- 
mination of a romance begun at a con- 
vention of insurance commissioners in 


San Francisco several years ago. Mr. 
and Mrs. Holmes will spend their 
honeymoon in the Bermudas. Mr. 


Holmes is chairman’ of the entertain- 
ment committee of the Health & Acci- 
dent Underwriters’ Association and has 
been a prominent figure at conventions 
of casualty company executives. 


C. E. Scattergood has joined the 
staff of the A. M. Best Company, of 
New York City, as manager of its 
casualty department. Mr. Scattergood 
will be recalled as a former assistant 
secretary of the Fidelity & Casualty, 
and prior thereto was connected with 
the actuarial department of the Pru- 
dential. He has a peculiar knowledge 
of actuarial science and is a wizard at 
analyzing company statements—qual- 





him in his new position. 


George H. Otto has been appointed 
manager of the burglary department 
of the Great Eastern Casualty at its 
head office. He has been connected 
with the National Surety for ten years 
and resigns as assistant superintendent 
of the burglary department. Mr. Otto 
succeeds H. W. Cluff, who recently re- 
signed to become secretary of the 
Burglary Underwriters’ Association. 

D. J. O’Keeffe has resigned as state 
agent of the Hartford Steam Boiler for 
Indiana and Kentucky to become man- 
ager of the engine, flywheel and steam 
boiler insurance department of the gen- 
eral agency of Stone, Stafford & Stone, 
at Indianapolis, who for many years 
have represented the Employers’ Lia- 
bility in Indiana and Kentucky. Mr. 
O’ Keeffe is recognized as one of the 
leading experts in engine and steam 
boiler insurance in the Middle West, 
having represented the Hartford Steam 
Boiler for the greater part of the past 
ten years. He went with the company 
in 1910 and in 1914 had been advanced 








D. J. OKEEFFE 


to the position of manager of the Kan- 
sas City office. He resigned to accept 
a very attractive offer as sales manager 
in Texas for a roofing company, but 
returned to the service of the Hart- 
ford Steam Boiler at the Louisville of- 
fice within a year and early this year, 
at his own request, had Indiana added 
to his territory. In all he has repre- 
sented the company in eight states, Illi- 
nois, Tennessee, Arkansas, Oklahoma, 
Kansas, Missouri, Kentucky and In- 
diana. It is probably not over-stating 
it to say that Mr. O’Keeffe knows as 
much about engine, flywheel and steam 
boiler insurance as any other man in 
Indiana and Kentucky, the two states 
in which he will work in his new con- 
nection. The Stone, Stafford & Stone 
general agency of the Employers’ Lia- 
bility has for some time realized the 
great possibilities offered in steam 
boiler insurance and particularly now 





| 
| 
| 
| 
| 





that engine coverage has been added | 
and they have been on the lookout for | 
someone to take charge of and develop | 


this department for them. When Mr. 
O’Keeffe went to Indianapolis, they 
concluded at once that he was the 
man they were looking for. They plan 
to make of this department a complete 
service bureau for the assured. Mr. 
O’ Keeffe will give his personal atten- 
tion in helping agents to build up a 
business in this branch. He is a very 
successful personal producer and wiil 
go with agents to write the business 
and show them how to secure and take 
care of it. He is enthusiastic over 
the outlook for the new 
and will take charge May 1. 

E. D. Brigham, formerly state labor 
commissioner for Iowa, but for eight 
years with the Great Western Accident, 
has resigned to become state manager 
for Washington for the Lion Bonding 
& Surety of Omaha. 


The Provident Life & Accident of 


department | 


Chattanooga, Tenn., which has made | 
an especially good showing for the first | 


quarter of 1920, points out that one of 
the most important factors in the 
growth of the company is the general 
prosperity abounding in the South. 
Both the industrial and agricultural 
classes find themselves enjoying wun- 
usual incomes and naturally are re- 
ceptive to arguments for the protec- 
tion of those incomes, in addition to 
being amply able to pay the premiums. 


Recent figures compiled from gov- |}- 


ernmental and other sources, the Provi- 
dent points out, are indicative of the 
extent to which prosperity has come 
to the South. Of the entire agricultural 
production of the country last year the 
South produced 44 percent in value. 
The number of motor vehicles increased 
more largely in the South last year 
than in any other section. All these 
factors combine, says the company, to 
produce a field very fertile for the man 
who is selling income protection. 






OBJECTING TO NEW RULE 


Casualty Insurance Exchange of New 
York Says Commission Plan Will 
Not Work Successfully 


NEW YORK, April 28.—Claiming 
that the recently adopted commission 
rule applying to compensation and lia- 
bility insurance is unworkable in New 
York City, the Casualty Insurance Ex- 
change of New York has asked the 
governing committee of the National 
Workmen’s Compensation Service 
Bureau to rescind it so far as this city 
is concerned. It is doubtful if the gov- 
erning committee can act, as the rule 
was adopted by the bureau itself. It 
is claimed that companies will pay the 
additional 2%4 per cent to brokers who 
are not placing $20,000 in premiums a 
year with any one company in order 
{to prevent brokers taking their busi- 
ness away from them in order to in- 
crease their volume with some other 
company to $20,000. 


DRIVE FOR SAFETY BOX LINE 


Some Companies Are Selling Much 
Insurance Indemnifying Banks 
Against Loss Against Theft 


Some of the burglary companies are 
now making a drive for safety deposit 
box business, there being a_ special 
demand in the suburban districts of 
large cities and the smaller cities and 
towns. In a number of cases, thieves 
have gotten into a bank and rifled 
some of the safety boxes, many of 
which now contain Liberty bonds. In 
fact, because there are so many hold- 
ers of Liberty bonds, more safety boxes 
have been rented. Some banks that do 
not have regular safety boxes to rent 
are holding Liberty bonds for cus- 
tomers as a matter of convenience 
In some cities where banks have taken 
out insurance on safety boxes, they 
have advertised the fact and counted 
the amount of premium paid as good 
advertising. 


Hopkins Made President 


Ww. A. Hopkins of the Southern Surety 
has been elected president of the Manag- 
ers Monthly Accident Association of 
Pittsburgh. J. W. Fritts of the Pacific 
Mutual Life, vice-president, and W. J. 
McClelland of the Massachusetts Bond- 
ing, secretary-treasurer. 


Milwaukee Surety Association 


MILWAUKEE, WIS., April 27—The 
Surety Underwriters Association of Mil- 
waukee held its annual meeting last 
week and elected the following officers: 
Robert A. Boers, president; B. Neitsch- 
man, vice-president; E. F. Halkey, sec- 
retary: Capt. Tracy Hale, treasurer. 

The past year marks a period of note- 
worthy progress for this association and 
Mr. Eggerman, president incumbent dur- 
ing that time, was accorded just com- 
mendation for his unceasing efforts and 
the exercise of his executive ability, up- 
on the conclusion of his farewell address. 
The business meeting was followed by 
the annual banquet. 





Lloyds Increases Coverage 

the bankers 
London Lloyds has 
increased the scope of its coverage and 
is edging in on the business. London 
Lloyds in writing a bank bond covering 
any form of loss does not take the pri- 
mary bond but will write excess insur- 
ance. In addition to the coverage of the 
regular companies it will cover the loss 
of any correspondent or depository bank. 
It will also cover forgery. The plan of 
London Lloyds is to get a bank to cut 
down its original or primary bond to a 
small sum and then take the excess in 
Lloyds. 


writing blan- 
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Casualty Notes 


The London Guarantee & Accident has 
applied for admission to Arkansas. 

Elsworth Burkhart, for fourteen years 
district manager of the Federal Casualty 
at Indianapolis, died at his home April 
24. Mr. Burkhart was 54 years old. 

Robert Burton, formerly assistant 
manager of the claim department of the 
Maryland Casualty, has been appointed 
assistant manager of the fidelity claim 
department of the National Surety. 
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High construction costs 
increase contract bond 
premiums just the way 
high values increase 
fire insurance premiums 


And the insurance agent who is over- 
looking the possibilities for profit in the 
bonding field is just as negligent of his 
opportunities as the agent who is not 
increasing all other lines of insurance. 


The Southern Surety Company is hap- 


pily in a position to render unusual bond 
service to insurance agents. 


SOUTHERN 
SURETY 
COMPANY 


Des Moines, Iowa 


C. S. Cobb, President 
J. H. Huckleberry and Jno. T. Suggs, Vice-Presidents 
E. G. Davis, Secretary M. H. Cohen, General Counsel 


CAPITAL, - - $1,000,000.00 ASSETS, - - 


- $3,807,893.65 
SURPLUS, - - 


564,840.25 LIABILITIES, - 2,243,053.40 


WRITES 


all forms of fidelity and surety bonds, workmen’s compensation 
and public liability, automobile liability, property damage and 
collision, burglary and plate glass, commercial, monthly premium 
and group accident and health 


IN THE STATES OF 
Arkansas 


Louisiana Ohio 
Arizona Maryland Pennsylvania 
Colorado Michigan Rhode Island 
Delaware Missouri Tennessee 
District of Columbia Minnesota Texas 
Illinois Nebraska Utah 
Iowa New Jersey Washington 
Indiana Oregon Wisconsin 
Kansas Oklahoma Wyoming 
Kentucky 
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CAUTIOUS ABOUT ROAD BONDS 





Lack of Experienced Contractors Gives 
Michigan Underwriters Seri- 
ous Concern 


DETROIT, MICH., April 27.—Lack 
of experienced contractors to bid on 
road work contracts in Michigan is giv- 
ing the surety underwriters no little 
concern, according to a statement by 
H. V. Uppington, resident manager of 
the Fidelity & Casualty. 

In discussing the contract bond sit- 
uation in Detroit and Michigan, Mr. 
Uppington said: 

At the present time there is more de- 
mand for contract bonds from the state 
than from the city of Detroit. This is 
probably caused by the large amount of 
money being spent on road construction. 
The contractors are required to give 
bonds to the state and many of them 
are having difficulty in doing so, owing 
to limited financial resources. There is a 
decided lack of experienced contractors 
to complete the $50,000,000 good roads 
program which is laid out for Michigan. 

As a matter of fact, there is difficulty 
in securing responsible bidders for all 
classes of contracting work. The big 
contractors appear to be filled up and 
many municipalities get one or two bids 
where they used to have half a dozen. 
Great care is being exercised by surety 


underwriters because of the fact that a | 


lot of people bidding on big work have 
experience nor financial re- 
sources back of them. 

A road contract amounting to 
$200,000 was let recently 


over 
to a firm of 


contractors whose previous experience 
had been altogether on street paving in 
a small city and whose financial re- 
sources outside of a fairly good equip- 
ment consisted of only a few thousand 
dollars. Unless the surety underwriters 
are mighty careful there will not be 
much profit in construction contract 
bonds under present conditions. 





Captured Depository Business 


John McGillen & Co. of Chicago, gen- 
eral agents of the Fidelity & Deposit, 
captured the county depository bond 
business and handled the bonds in a very 
satisfactory way. Mr. McGillen is one of 
the leading Democratic politicians of 
Chicago and is a close friend of County 
Treasurer Gibbons. This year there were 
no cut rate bids on county depository 





| will cost about $3,500,000. 
| 
| 
| 
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bonds. 





No Bond for Reserve Bank 


KANSAS CITY, MO., April 27—Local 
insurance men were disappointed with 
the recent announcement that the new 
building for the Federal Reserve Bank 
here would be constructed on a percent- 
age basis which does not require a bond. 
| Several of them had been anticipating 
the contract for writing the bond on the 
building and it would have been an ex- 
tremely profitable one, as the structure 


About the only bonds that are now 
being written here are for municipal 
improvement work, such as street pav- 
| ing, sewer construction, and the like. 
|The largest bond written here recently 
was the one for the $1,125,000 sewer con- 
tract awarded to Kelly & Sons, of Win- 
nipeg, Canada. The United States Fidel- 
ity & Guaranty wrote the business. 

















ACCIDENT AND HEALTH 














PAYING MANY “FLU” CLAIMS 
Business Men’s Assurante Gives Fig- 
ures for March—Changes in 


Policy Contract 


The extent to which influenza claims 


| figured in the amounts paid out by 


companies writing accident and health 
insurance in recent months is shown by 
the report of the Business Men’s As- 
surance of Kansas City, Mo., formerly 
the Business Men’s Accident, for March, 
Its claims paid during that month were 
$83,019.84, bringing the total for the 
first quarter of the year up to $180,- 
508.18. 

In connection with its change from 
an assessment to a_ stock company 
basis, the company announces these 
changes in its policy contract: 

The partial disability clause under ac- 
cident indemnities now provides for in- 
demnity for a maximum of ten weeks 
from the beginning of partial disability, 
rather than from the happening of the 
accident. 

Full indemnity is provided for the first 
week of sickness under all regular forms 
for men. It is not the intention to issue 
any policy providing reduced indemnity 
for the first week except on the women’s 
policies, which will continue to pay 40 
per cent for the first week as heretofore. 

The clause with reference to the pay- 
ment of physician’s bill for medical or 
surgical treatment has been improved 
and the indemnity raised so that same 
amount is allowed for either sickness or 
injury. 

The assessment clause is, of course, 
removed and the policy now issued on a 
level premium basis. 

The exemption clauses under both the 
accident and health features have been 
clarified and shortened and the eye wit- 
ness clause heretofore included entirely 
eliminated. An _ additional exemption 
has been included so that injury sus- 
tained while the insured is insane is 
not now covered. 


Bankers New Wisconsin Agency 
MADISON, WIS., April 27 —E. H. 


Mueller of Madison will have charge of 
all the Wisconsin business of the Bank- 





ers’ Accident of Des Moines, under a new 
arrangement just perfected. 

The Wisconsin business of the com- 
pany was formerly divided between the 
KE. L. Grady agency at Milwaukee and 
E. H. Mueller at Madison. Arrangements 
were made whereby Mr. Mueller assumes 
full control of all business in Wiscon- 
sin and purchases the rights of the 
Grady agency. This will make one of 
the strongest agencies of the company. 
For the first three months of this year 
the combined figures show this agency 
ranking third in the company’s agencies. 

Two interesting group meetings for 
the Bankers’ Accident Insurance were 
held last week—one at Madison and the 
other at Milwaukee—the agents attend- 
ing from various cities in Wisconsin. 
About 35 agents were represented, and 
the home office was represented by E.C 
Budlong, vice-president and agency man- 
ager, and C. O. Piper, claim superin- 
tendent. Banquets and theater parties 
were features at both places, 


Federal Life’s Texas Assistant 


E. V. Thorp of Round Rock, Tex., has 
become assistant state manager and su- 
perintendent of agents for Texas under 
his recent cousin, Ben Thorp, state man- 
ager at Dallas for the Federal Life of 
Chicago. The Texas state agency of the 
Federal Life is the only one that writes 
health and accident as well as life in- 
surance. It has produced a larger vol- 
ume in both departments than any other 
state agency of the company. 


Oppose Compulsory Health Insurance 
At a meeting of physicians of Bucks 


county, Pa., resolutions were unani- 
mously adopted opposing compulsory 
health insurance; such measures were 


termed as approaching class legislation 
and communism. Dr. Cyrus Lee Stevens, 
Dr. Henry Jump, Dr. Fred I. Van Sickle 
and Dr, George A. Knowles were among 
the eminent practitioners who addressed 
the meeting and condemned the pro- 
posed legislation. 


Provident L. & A. New Contract 


The Provident Life & Accident of 
Chattanooga has just placed on the mar- 
ket its new Royal Disability and Royal 
Health and Accident policies. Several 
innovations have been added and the 
company believe these two new policies 











. 7 


MNO 


(NO LING 


| 


. 
e 
a 
, 
D 





























-Local 
with 
> new 
Bank 
reent- 
bond. 
ating 
yn the 
n ex- 
icture 


now 
icipal 


r= 
ral 











April 29, 1920 


THE NATIONAL UNDERWRITER 





CASUALTY 37 





























CAPITAL ONE MILLION DOLLARS 


Paid in Fall and Deposited in Securities 
with Insurance Department tal lowa 










Fidelity and Surety Bonds, 
Burglary Insurance, 
Workmen’s Compensation, 
Automobile and Other 
Public Liability Lines. 
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715 Locust Street, 
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JOEL TUTTLE, Secretary 
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A COMPANY WITH 
A RECORD 


for 
MEN WHO CAN MAKE 
A RECORD 


All forms of Health and Accident Insurance 


Low-premium Commercial Policy pay- 
ing for life for total disability from 
Accidents. 


Good territory open in nearly 
all of twenty-two States. 


INTER-OCEAN CASUALTY 
COMPANY 
Cincinnati, Ohio 
J. W. Scherr, President W.G. Alpaugh, Secretary 











THE 
JIFFY 
PEN 


The word “‘Jiffy’’ de. 
notesspeed and action 
The shape and _ bal- 
ance resembles the dip 
penholder. It is built 
for those who appre- 
ciatea properly shaped 
and balanced pen 
Prices from $2.50 up 
Self-filling without a 
Wer sac. 


Senx. for descriptive 
matter. 


JIFFY PEN CO. 
Dept. No. 2 
406 Pierce Street 


Sioux City, lowa 
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will be the biggest sellers it has ever 
placed on the market. 

Some of the attractive features are 
full accumulations of principal sum to 
begin with, the weekly disability indem- 
nity paid for life in case of total acci- 
dent or sickness’ disability, double 
indemnity paid for hospital confinement 
for both accident and sickness; surgical 
and operating expense paid in addition 
to weekly indemnity; full indemnity 
paid for sickness, irrespective of house 
confinement. In select and preferred 
classes, the cost of health insurance is 
$8 for each $5 of weekly indemnity and 
$5 for each $5 of weekly accident in- 
demnity with $1,500 principal sum. 


Pacific Mutual Benefits 


The Pacific Mutual Life has now made 
official announcements of benefits being 
added to its noncancelable income policy, 
as follows: 

Age limit extended to the 66th birth- 
day. 

Policy made incontestable from date of 
issue, 

For the loss of both eyes, both hands 
or both feet the disability made total and 
permanent for life. 

For the loss of one hand or one foot, 25 
per cent partial disability for life. 

For the loss of an eye, 10 per cent par- 
tial disability for life. 

All of these benefits will be paid re- 
gardless of the activities of the assured. 
Applications received up to sixty-four 
years of age. 


Committee Meeting Postponed 


BALTIMORE, MD., April 28.—Richard 
H. Thompson, vice-president of the 
Maryland Assurance and chairman of the 
Bureau of Personal Accident & Health 
Underwriters, announced today that the 
meeting of the governing committee, to 
take up matters of adopting standard 
rates and of doing away with partial 
disability, has been indefinitely post- 
poned. This action was taken due to the 
railroad strike. 


Casualty Accident Notes 

F. R. Zoeller, formerly chief inspector 
of the Pacific Mutual Life, has been 
appointed claim adjuster in charge of the 
commercial claim department at Chicago. 

Ray G. Schofield, formerly agency or- 
ganizer of the limited disability division 
of the Pacific Mutual at Chicago, is trans- 
ferred to the home office as superintend- 
ent of the limited division. 

Dr. David H. Keller of Chicago, well 
known as a life and health and accident 
insurance examiner and adjuster, has 
been elected to associate membership in 
the Health & Accident Underwriters’ 
Conference. 
“Henry Faul, special agent for the 
Travelers at Evansville, Ind., is arrang- 
ing to make the trip to Portland, Ore., in 
June to attend the meeting of the Mystic 


Shrine. Mr. Faul formerly was potentate 
of Hadi Temple at Evansville. 
Transfer of John W. Cabell, hitherto 


first assistant adjuster of claims for the 
Travelers at Richmond, Va., to Charlotte, 
N. C., as chief of the newly established 
claim division of the Travelers in that 
city is announced. The appointment was 
effective April 15. Mr. Cabell had been 
connected with the Richmond office for 
ten years. 

The G. B. Lewis Co., Watertown, Wis., 
manufacturer of boxes and shooks, has 
contracted for a group policy covering its 
employes with the Maryland Assurance. 
The contract was written by A. L. Fischer, 
secretary of the Gaedke-Miller Agency of 
Milwaukee. The Lewis company is the 
first in Watertown to provide group acci- 
dent and sickness protection. 

George F. Keck, formerly assistant 
office manager of the Pacific Mutual Life 
at the eastern general office, has been 
appointed manager of the eastern railroad 


department with headquarters at Chi- 
cago. J. Verne Swartz, formerly chief 
claim examiner, eastern general office, 


has been appointed claim examiner and 
assistant manager of the railroad depart- 
ment at Chicago. 


Move Office to Omaha 

The Des Moines branch office of the 
United States Fidelity & Guaranty will 
soon be moved to Omaha. The company 
has leased the entire eighth floor of the 
Bee Building. The Iowa and Nebraska 
business will be handled at the new 
office. 
Tukey & Hall will be the managers. 
Mr. Tukey is well known in Omaha. Mr. 
Hall was formerly manager for North 
and South Carolina for the United States 
Fidelity & Guaranty. Dec. 1 he was ap- 
pointed executive special agent in the 
western states and has had charge of 
the Des Moines office since the resigna- 
tion of C. Bird Gould. Mr. Hall was for 
nine months connected with the Bureau 
of War Risk Insurance as insurance ex- 
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Republic Casualty Co. 


PITTSBURGH, PA. 


Writes All Lines of Casualty Insurance 


and Surety Bonds 





















STATE AGENCY 
Insurance Exchange, Chicago 
CRAIG BELK & CO. 
Chronicle Bldg., Houston, Texas 
STATE AGENCY, No. 1 Montgomery St., Jersey City, N. J. 


Interstate Casualty Company 
Home Office: Birmingham, Ala. 


Capital, Surplus and Reserves, $747,657.55 


Specializing in Automobile and Public 
Liability and Excess Insurance 


General Agents 


THE AGENCY COMPANY 
Salt Lake and San Francisco 
FERGUSON & HARRIS 
Columbia Bldg., Louisville, Ky. 
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FOUNDED 1889 


INDIANAPOLIS 


Specializing on monthly Premium Health and Accident 
Benefits paid weekly. 


with non-classification of risks. 
Policy includes $100.00 funeral benefit. 


f Federal Savings‘and Insurance Co. J 


Our Victory Policy Will Interest You i 
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THE METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
47 Cedar St., New York City 
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The American Credit-indemnity Co. 


of NEW YORK 









CREDIT INSURANCE ONLY 








E. M. TREAT, President 

The American’s Unlimited Policy not only provides absolute protection against abnor- 
mal loss on all outstanding covered accounts, but serves to prevent losses. ( 
If you are a manufacturer or jobber, write for the full particulars of this service. 
415 Locust St., St. Louis, Mo. 
OFFICES IN ALL PRINCIPAL CITIES 
R. J. LYDDANE, General Agent 


91 William St., New York 


1140 Marquette Blidg., Chicago 

















W. E. SMALL, President 


When Insured in Georgia Casualty Company 
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Surplus and Reserves to Policyholders Over Two Million Dollars 
HOME OFFICE: MACON, GEORGIA 
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CLAIM SUPERVISION 


claien eancative Hiss to foci that the enass be 
refers to a field will be promptly and 
ut further 
R. L. NASE 


A ter for Casualty Companies 
djuster for ~~ 


1109-10 Mutual Bldg., 
Com Aoudeni and Health Claims. 
‘erritory:— and No. Carolina 








Expert Claim Adjuster and Confidential Advisor 
‘Thirty years’ experience In adjusting 
Health and Accident Claims, etc. 


J. STEPHENSON 


624-26 M. & M. Bank Bidg., 
Milwaukee, Wis. 


For Wisconsin and Northern Michigan 
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THE NATIONAL 
LIFE & ACCIDENT INSURANCE CO. 


OF NASHVILLE, TENNESSEE 
Capital, $300,000.00 


Record For 
Growth Unsurpassed 
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Business-Builders 


Developing 


Fidelity and Surety Bonds, Automobile, 
Elevator and General Liability, Accident, 
Health, Burglary and Plate Glass Insurance 


Appreciate the co-operation of the 


Massachusetts Bonding 
& Insurance Company 
BOSTON T. J. FALVEY, President 


Paid-in Capital $1,500,000 Write for Territory 
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THE INTER-STATE SURETY COMPANY 


REDFIELD, SOUTH DAKOTA 
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WRANGLE IN NORTH DAKOTA 


Nonpartisan League Influence Seen in 
Effort to Remove Compensation 
Commissioner 


BISMARCK, N. D., April 27.—The 
long-expected eruption in the state 
workmen’s compensation commission 
took place last week with the demand 
by Governor Frazier that L. J. Wehe, 
one of the commissioners, resign. Wehe 
refused to resign, following which the 
governor informed Wehe that he was 
“suspended.” Wehe countered with a 
letter to Governor Frazier, in which he 
refused to be “suspended,” and stated 
he would fight the removal proceedings 
to the supreme court if necessary. 

Governor Franzier in his letter to 
Wehe used very harsh language, in 
spite of the fact that Wehe is gener- 
ally conceded to be the best fitted man 
on the commission and was up to the 
early months of 1920 a warm friend of 
Governor Frazier and well thought of 
by the leaders of the inner circle of 
the Nonpartisan League. 

The suspension is the result of many 
months of friction between Wehe and 
S. S. McDonald, another member of the 
commission, who is a strong union labor 
man. 

“A soviet rule obtains in the bureau,” 
said Wehe after refusing to resign or be 
suspended. “It resolved itself into 
whether Governor Frazier should break 
with the labor machine under McDonald, 


or with me, and he decided to break 
with me.” 

Under the new law, effective July 1, 
two members are to be added to the 


commission—A. S. Olsness, state insur- 
ance commissioner, and one man to rep- 
resent the public. Wehe maintains that 
his removal is the first step of labor to 
gain control of the operations of the 
bureau and that A. C. Townley, head of 
the Nonpartisan league, is in sympathy 
with the move, as he believes that the 
pulitical strength the league has lost in 
the country must be made up from the 
ranks of union labor in the city. The 
contention is that with Olsness coming 
on the board automatically next July 
and a third member to be appointed, the 
chances of McDonald holding the balance | 
of power would be seriously jeopardized. 


Maryland Casualty Wins Case 


RICHMOND, VA., April 27—The United 
States circuit court of appeals last week 
affirmed the decision of the lower court 
in a case in which the Big Vein Poca- 
hontas Company, a coal mining concern 
of Pocahontas, Va., sought to evade pay- 
ment of $4,500 to the Maryland Casualty, 
which is the winner in both the lower 
and upper courts. The coal company was 
insured in the Maryland Casualty against 
death claims to the extent of $2,500. 
When Charles M. Repass, a miner, was 
accidentally killed in 1915 and a suit fol- 
lowed, the insurance company defended 
it and paid judgment of $7,000 which was 
returned against it. 

The company then undertook to collect 
the difference between $2,500 and $7,000 
from the coal company. The latter re- 
sisted, denying liability on the ground 
that the Maryland Casualty had failed to 
avail itself of the opportunity to com- 
promise the suit for $3,000 and attempted 
to coerce it to pay more than $500 of that 
sum so as to escape some part of its own 
legal liability. There was no evidence 
that the casualty company tried to do 








This Company was examined by the New York 
Insurance Department as of June 30, 1919. 


The examiners stated in part: 
RESERVE FOR LOSSES 


“The Company’s estimates covering the 
classes of insurance it writes were found 


to be very conserative, and ample provis- 


(GALVESTON, TEXAS) ion has been made to meet its liability.” 


Cash Capital - - $ 600,000.00 RESPONSIBLE AGENTS WANTED 
Assets—Over - - 2,000,000.00 WHERE NOT REPRESENTED 


AMERICAN 
INDEMNITY 





WANTED by Mutual Casualty Company 
manager for branch office in charge of 
Automobile business. Prefer man who has 
had some experience in Casualty line. Re- 
ply giving full particulars as to experience 
and salary desired. Same will be treated 
strictly confidential. Address 60-A; care 
The National Underwriter. 








ATTORNEY desires connection 
with insurance company. Is famil- 
iar with different lines of work and 
experienced in trial of cases. Ad- 
dress 65-F, care The National Un- 
derwriter, Chicago. 




















anything of this sort, in the opinion of 
the appellate court. Furthermore, there 
was no suggestion of any lack of care, 
skill or vigor in the defense which was 
made. The insurance was carried under 
the employers’ liability law prior to the 
enactment of Virginia’s workmen’s com- 
pensation law. 


Take Up Virginia Lumber Rates 

RICHMOND, VA., April 27—At its last 
meeting the governing committee of the 
Virginia rating bureau took up Com- 
missioner Button’s complaint regarding 
compensation rates for the lumber in- 
dustry. The committee, after an exhaus- 
tive study of the latest experience sub- 
mitted to the bureau, found that such 
experience did not warrant a reduction, 
It was the consensus of the committee 
that the only equitable way to adjust 
rates for the industry as a whole was 
through the application of an experience 
rating plan. A subcommittee was ap- 
pointed to proceed immediately to form- 
ulate such an experience rating plan to 
be put into effect not later than July 1, 
1920. It is anticipated that new manual 
rates covering all industries based on 
the latest available experience will be 
out prior to July 1, the date the in- 
creased benefits under the amended com- 
pensation act become effective. 





Employers Liability Returns 


The 


Employers Liability, which re- 
signed from the National Workmen’s 
Compensation Service Bureau some 


months ago has applied for membership. 


HEALTH INSURANCE IS 
NOW ON THE GRIDDLE 


(CONTINUED FROM PAGE 33) 


disability or when a man is confined to 
his house and not able to do business. 
The opposite group contend, however, 
that partial disability in health insurance 
is just as desirable and consistent as 
partial indemnity in accident insurance. 
They assert that if partial disability is 
to continue in accident policies it should 
continue in the health policy. If the 
figures show that rates should be 
raised, ‘action should be taken to do 
this inasmuch as the people want par- 
tial health coverage. 

The Continental Casualty has already 

increased its health rates $1 for each $5 
of weekly indemnity. This makes the 
cheapest rate of the Continental $8 for 
$5 of weekly indemnity. 
_ Some underwriters claim it is the life 
income feature that is the most danger- 
ous in a health policy and is far more 
expensive than the partial indemnity 
clause. 


Federal Surety Appointments 

W. L. Taylor, vice-president and gen- 
eral manager of the Federal Surety of 
Davenport, Ia., announces the appoint- 
ment of Ralph L. Blum of Chicago as 
superintendent of the burglary and plate 
glass department of the new company. 
Mr. Blum comes from the Chicago 
agency of Moore, Case, Lyman & Hub- 
bard, where he has been manager of the 
burglary and plate glass department of 
that agency, which represents the Hart- 
ford Accident & Indemnity. 

The establishment of the burglary and 
plate glass department completes the or- 
ganization of five departments for the 
new company. The superintendents of 
the various departments previously an- 
nounced by Mr. Taylor are: Oakley H. 
Beyer of Boston, superintendent of 
agents; Walter H. Stuart of Boston, su- 
perintendent of the liability and com- 


‘pensation department; Grady Challes of 


Chicago, superintendent of the accident 
and health department; William Hogarth 
of Chicago, chief accountant, in charge 
of the accounting and statistical depart- 
ment. 

The appointment of the superintendent 
of claims will be announced in the very 
near future. It is the intention of the 
company to start operations with these 
departments. Later on, the fidelity and 
surety department will be established. 


Cc, A. Bissett, manager Kansas City 
office Aetna Casualty & Surety, an- 
nounces that on May 15 his office will 
be removed to the fifth floor of the Gates 
building. The company has leased the 
entire floor. 
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MADE MANAGER FOR CHICAGO 





Col. Harvey L. Jones Will Organize 
the New Branch Office of 
Maryland Casualty 





Col. Harvey L. Jones, who has been 
in charge of the claim department of 
the Maryland Casualty at Spokane, 
Wash., and who has been reorganizing 
the claim work in that section, has 
been appointed manager of the new 
Chicago branch office of the company. 
Col. Jones arrived in Chicago this 
week, inasmuch as O. P. Alford & Co., 
the company’s former general agents, | 
vacated the Maryland Casualty office | 
in the Insurance Exchange. William J. | 
Unverzagt, superintendent of agents, is 
also in Chicago this week assisting in 
organizing the branch office. 

New Manager’s Experience 

The new Chicago manager has been | 
connected with the Maryland for nine 
years, spending most of his time in 
the claim division. He has been found 
a remarkable organizer. Col. Jones 
went through the war, having a most 
brilliant record. He was in charge of 
the machine guns of the Third Infantry 
at Eagle Pass, Tex., at the time of the 
Mexican trouble. Later he was ap- | 
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pointed adjutant of the Federal Dis- | 





trict of Maryland and later had charge | 
of the First Virginia Cavalry, which 
was known as the Richmond Blues. He 
then had charge of the third and fourth 
officers’ training schools in the southern 
division. He was appointed inspector 
general of the 29th Division and was 
sent overseas, where he saw heavy 
fighting and participated in all the en- 
gagements of the division. 

Following the signing of the armis- 
tice Col. Jones reorganized the military 
police corps school in France and was 
put in charge of that work, bringing it 
to a high state of efficiency. Col. Jones 
is a graduate of Princeton in the class 
of 1900. Coming out of college he as- 
sociated with the law firm of Cowan, 
Cross & Bond, one of the large firms 
that has a big corporation practice. 
Col. Jones is a man of high ability, a 
successful administrator and he is a 
splendid addition to the ranks of the 
Chicago casualty and surety people. 


REVIEWS INFLUENZA RESULTS 
(CONTINUED FROM PAGE 34) 


proper attention either in the home or | 
the hospital were seldom serious. 
Age and Weather No Barriers 
Beginning early in January the dis- 
ease rapidly became general, neither 
age nor weather condition offered any 
barrier to its spread. Children, upon 
whom a great deal of weekly payment 
business is written, were most suscep- 
tible to the disease, as were the older 
people, who appeared to have been im- 
mune during the former epidemic. 
Greater Precautions Taken 

Health underwriters attribute the un- 
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usually large volume of claims to the 
fear with which the public looked upon 
the influenza during this epidemic. The 
experience of the year before seemed 
to have educated them to the danger 
of the disease and extreme precaution 
was taken. Persons suffering a slight 
cold did not hesitate to consult a phy- 
sician and take immediately to their 
beds. Under normal conditions a cold 
would have gone unnoticed and there 
would have been no claim made for 
sickness. The health companies, how- 
ever, were forced to recognize all such 
cases and pay the claims. 
See Recurrence of Disease 
The reappearance of the disease in 
so active a form has caused the health 
companies to take a serious view of the 
future. The outlook is not pleasant and 
the general opinion is that it will stage 
a “come-back” for several years to 
come. It is generally felt, however, 
that it will gradnally decrease in seri- 
ousness and finally die out. This, of 
course, will depend greatly on the suc- 
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disease. Should a serum be developed, 
sufficiently effective and properly used, 
it may be stamped out in a very short 
time. This remains to be accomplished, 
however, and in the meantime the 
health companies must be prepared for 
future danger. Their only protection 
seems to lie in increased rates. This 
move has been seriously contemplated 





by several of the large companies, but 
as yet no action has been taken. A 
number of the companies feel that they 
are sufficiently fortified to weather the 
storm for another year, but if there is 
no great decrease in the number of 
claims they are likely to increase their 
rates. Certainly some action in the 
premises is necessary. 








CLIPPINGS SHOW 





LIABILITY NEED 








URRENT newspaper __ clippings 
‘& were used with great effect in 

showing the necessity for carrying 
more complete public liability coverage 
in an address given recently by J. P. 
Murphy, sales manager for W. A. Alex- 
ander & Co., of Chicago, general agents 
of the Fidelity & Casualty, before the 
Chicago Credit Men’s' Association. 
They covered both automobile accidents 
and the disaster hazard, and were used 
to emphasize the idea that long term 
litigation and big judgments as the 
result of accidents necessitate higher 
limits. The clippings which Mr. 
Murphy showed the credit men, all of 
comparatively recent date and taken 
from papers in Chicago and vicinity, 
were as follows: 


Automobile Accidents 

Long term litigation and high judg- 
ments necessitate higher limits. 

March 8, 1920, Chicago Evening Post— 
Two held in death of boy in auto acci- 
dent. 

March 15, 1920, Herald Examiner—Auto 
driven by woman crushes out boy’s life. 

March 5, 1920, Chicago Evening Post— 
Boy is killed by automobile in funeral 
line. 

Feb. 25, 1920, Chicago Evening Post— 
Fifteen year old boy is killed by motor 
truck. 

Feb. 18, 1920—Chicago Evening Post-— 
Auto kills suffragist delegate. 

May 30, 1919, Herald-Examiner—Dixon 
merchant killed by auto farmer drives. 


Dec. 13, 1919, Chicago Evening Post— | 


Automobile kills small boy in the street. 

July 17, 1919, Chicago American—Pana 
boy killed by auto of retired bank pres- 
ident. 

Sept. 20, 1918, Chicago Tribune—Truck 
driven by farmer kills 4 year old girl. 

July 4, 1919, Terre Haute Star—Woman 
sues for damages due to motor car mis- 
hap—$5,000. 

Feb. 20, 1919, Aurora Daily Beacon— 
Plumber N. R. Zack sued for $10,000. 

March 31, 1919, Chicago Herald-Exam- 





1 1919. 
/of turbine engine wrecks building. Only 








iner—Cripple to use $20,000 award for 
law education. Term of litigation, two 
years. 

Dec, 12, 1919, Chicago Journal—Vail 
must pay girl $5,000. In litigation four 
and one-half years. 

Feb. 20, 1919, Chicago Tribune—$35,000 
ankle; jury adds $10,000 to amount asked 
by woman for injuries. In litigation 11 
years. 

April 8, 1919, Chicago Herald-Examiner 
—Hurt at play in street, $12,500. In 
litigation 3 years, 

Feb. 27, 1920, La Salle Daily Post— 
Stamberg gets $9,000 damages for his 
injuries. In litigation 3 years. 

March 4, 1920, Decatur Herald—Ver- 
dict for Mrs. Cummins; given $3,500 for 
injuries. In litigation nearly one year. 

Feb. 26, 1920, Herald-Examiner—$15,000 
verdict against Peabody. In litigation 
over one year. 

Feb. 18, 1920, Aurora Beacon-News— 
Onlhaver must pay Alvin Sullivan $8,000 
and interest for personal injuries. In 
litigation two years. 

Dee. 15, 1919, Chicago Post—Verdict 
points to need of higher auto limits. 


Disaster Hazard 


Cedar Rapids, Ia., about 
Estimated loss $100,000. 
killed, 100 injured. 

Chicago, Ill., Chicago Journal, July 21, 
Loss $100,000, property. Explosion 


May, 1919. 
Twenty-five 


two men there at time. 

Galesburg, Ill., Chicago Post, 
1919. Two crushed to death 
100-ton machinery. 

June 5, 1919, Chicago Journal. Sev- 
enty-eight men killed in mine blast. 

July, 1919, Chicago Post—Seventy em- 
ployees flee spectacular fire in big box 
factory. 

June 3, 1919, Chicago Journal—Fire 
perils 409 workers. 

Chicago, I1l., Chicago Journal, Nov. 13, 
1919—Fire and explosion in laundry; 30 
employees escape miraculously. 

June 6, 1919, Chicago Journal—Eighty- 
five employees flee for safety as flames 
envelop store. 


Sept. 8, 
by fall of 





Stimulated Boiler Insurance 


The recent boiler explosion in Okla- 
homa City resulting in the death of one 
man and considerable property damage 
resulted in a big boiler business being 
written in that city and in fact through- 
out Oklahoma. The newspaper publicity 
given to this accident created just the 
frame of mind that was responsive to 
boiler insurance soliciting. Most of the 
agents specialized on boiler insurance 
for a few days, listed up the prospects 
and made a hard canvass. 


Heavy Glass Losses in Chicago 

Unusually heavy plate glass’ losses 
were incurred in Chicago as a result of a 
severe windstorm a few days after the 
tornado which swept parts of Illinois and 
Indiana. One plate glass underwriter 
says that he has not known of so many 
plate glass breakages since the famous 
Black Tom disaster in New Jersey. Where 
the companies are to get sufficient glass 
to replace the plates destroyed is a prob- 
lem that is causing them considerable 
worry. : 


Solicitude Was Manifested 


There was considerable solicitude mani- 
fested by the liability companies because 
of the elevator men’s strike in New York 
City. The elevators were being run by 
inexperienced people and the companies 
look for accidents. In almost all build- 
ings it was necessary for outsiders to do 
this work. 


Maryland Bill Vetoed 


BALTIMORE, MD., April 27—Governor 
Ritchie surprised local ‘casualty and 











surety men when he vetoed the bill pro- 


| viding that the assessment of stock of. 


fidelity, surety and casualty companies 
be based upon their book value. This 
bill, which was advocated by local casu- 
alty heads at the session of the legis- 
lature, was expected to be approved by 
the governor and his action in vetoing 
the bill came as quite a shock. 

One of the bills signed by the gov- 
ernor called for the providing of a com- 
mission to revise the insurance laws of 
the state. 


Royal Indemnity in Canada 


The Royal Indemnity has entered Can- 
ada and appointed Richard J. Bond as 
superintendent for Canada with head- 
quarters at Montreal. He was formerly 
manager of the Pacific Coast department 
of the Ocean Accident and resigned that 
position to enlist in the army. J. H. Fer- 
guson has been appointed superintend- 
ent of the company for Ontario and will 
be in charge of the Toronto office. He 
was formerly superintendent of agencies 
of the United States Fidelity & Guar- 
anty for Canada. 


Casualty Notes 


The Columbia Casualty of New York 
has been admitted to Maine. 

Jace D. Lesemann & Son of Charleston, 
S. C., have been appointed general agents 
of the Royal Indemnity for all lines ex- 
cept bonds. 

The Iowa branch of the American 
Surety, under the management of F. H. 
Noble, lead all the branch offices of the 
ecmpany in increase in premiums during 
1919. The Iowa branch showed a pre- 
mium increase of 77.71 percent over 
1918. 
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FIELD CLUB PLAN IS 
UP FOR DISCUSSION 


Some Companies Say That the 
Best Results Are Not 
Being Gotten 


CHANCE FOR BETTERMENT 


Agents Are Likely to be Asked If 
They Can Suggest Some 
Better Plan 


NEW YORK, April 28—Life agents 
attending some field club conventions 
to be held this summer will be con- 
fronted with the important task of de- 
ciding the fate of these organizations. 
For the past year or two the field club 
idea has been growing into disfavor 
with the executives of a few larger 
companies. It has been one of the 
topics for discussion at the annual 
managers’ and general agents’ meet- 
ings but due to their inability to pro- 


vide something to replace the field 
club it has been allowed to continue. 


Brought Up at Recent Meeting 


The first real action along these 
lines was taken at a recent meeting of 
the managers of the large companies 
in New York City. It appears that 
some decision was reached, and it is 
hinted that the question will be left 
for the agents to decide at their field 
club meetings this summer. In putting 
the matter up to them it is felt that 
they will be better able to suggest 
some form of organization to replace 
the field clubs that will be more bene- 
ficial to agents and company as a 
whole. 

Objections to the Clubs 


The chief objection to the field club 
is that it brings together for the most 
part the same old faces each year. 
The scarcity of new blood creates a 
bad impression with the executives of 
the company who address the men at 
their conventions. They complain that 
their audience never changes. It is the 
infusion of young blood that gives new 
life to any organization and this is 
sadly lacking in the majority of field 
clubs. The companies therefore feel 
that instead of providing something of 
real value to their agents, they are 
merely furnishing a very expensive 
form of amusement to a few of their 
older agents. 


Qualification Standard 


[It is pointed out that the method of 
qualifying for field club membership is 
also faulty. In scrutinizing the reports 
of agents the executives observe there 
are too many agents who just “get 
over the line” with their membership 
quota. Here again is very reasonable 
objection to the field club. The agent 
who lags along ten months in a year, 
satisfied to write $2,000 or less a month 
and then reaches his quota by a sudden 
spurt of activity the last two months of 

(CONTINUED ON PAGE 4) 
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OLDER MEN WRITING 
BULK OF BUSINESS 


New Agents Not Playing Impor- 
tant. Part in Big Records 
Being Made 


HAVE BEEN SPEEDED UP 


Agency Heads Becoming Concerned 
Over Difficulties in Finding New 
Men to Enter Life Insur- 


About the biggest problem that life 
insurance agency men have to grapple 
with these days is the difficulty of get- 
ting new men. As time goes on, those 
in charge of the agency forces of the 
life companies realize that compar- 
atively few men are coming into life 
insurance work at this time. This fact 
has been rather generally lost sight of, 
because of the big business being done 
by all companies. The companies, be- 
cause of the great increases in business, 
felt secure and had little concern over 
the future. The more thoughtful com- 
pany officials now recognize that they 
cannot go along on the present basis 
indefinitely. Something will have to be 














Another Discovery By Columbus 
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done to bring larger numbers of new 
men into the business. This year’s 
production would not necessarily be 
affected, if no new men were hired by 
companies during the remainder of the 
year, but a few years hence the lack of 
new material would seriously cripple 
the activities of the life companies. 


All Salesmen Making More Money 


Agency heads have quite naturally 
given a smaller amount of time to 
securing new men during the past year 
or so. Most companies have had alli 
they could do to take care of new busi- 
ness without spending time and money 
in finding new men. Now that a num- 
ber of the companies are making a real 
effort to obtain new material, the seri- 
ousness of the situation is being more 
generally realized. The mere fact that 
life insurance salesmen are making 
money is not enough to induce men in 
other lines of work to enter life insur- 
ance ranks. While it is very true that 
life insurance men are earning more 
money than ever before in the history 
of the business, it is also a fact that 
salesmen in all other branches of busi- 
ness are also breaking all records, are 
earning more money than ever before 
and that their sales are limited only by 
the number of people they are able to 
see. Salesmen of practically everything 
that is for sale are making two or three 
times what they earned a few years ago. 
So that while the position of the life 
insurance salesmen has been boosted 
several notches, salesmen of every- 
thing else on the market are also com- 
manding higher salaries, earning more 
commissions and are in more favorable 
circumstances than ever before. 

The life insurance salesman has this 
advantage—he is able to make imme- 
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deavor, salesmen have stopped trying 
to sell goods, because of manufactur- 
ing conditions. It is impossible to 
make deliveries in many lines of busi- 
ness. Salesmen are swamped with or- 
ders, but the factory cannot keep up 
with them. This has discouraged many 
men, who are now trying to make a 
connection in a business that can de- 
liver the goods within a_ reasonable 
length of time. 
Agents Need No Stimulation 


Concerning the importance of get- 
ting new men, a company official said 
the other day, “We have got to stop 
thinking about getting new business 
and give most of our attention to get- 
ting new men. The new business will 
take care of itself. It comes in with- 
out any effort on the part of the home 
office. There is no need of worrying 
about new business, because this year 
and the year after will take care of 
themselves. What we need to do now 
is to get busy and build up a new force 
of producers. We have got to have 
new blood coming into our sales or- 
ganization all the time. I would rather 
have $10,000,000 of business from 300 
men, than the same amount of business 
from 30 men. The life insurance com- 
pany that depends on one organization 
year in and year out for its business, is 
not making progress. The old men 
drop out, are taken away by death, quit 
the business, lose their pep, and for 
various reasons leave or cease to pro- 
duce, and we have gct to be in a posi- 
tion to replace them. We have got to 
make additions to the selling force as 
we go along, or in a few years we will 
find ourselves without a selling force. 

Oldtimers Getting Results 

I will venture the assertion 
per cent of the business written 
life companies in the last year 
from the old producers, the men 
have been on the job for several years. 
The great bulk of the new business of 
companies today is coming from the old 
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timers. The new men are not contribut- 
ing very much to the business being 
written at this time. The men who 


have been with us have been speeded up. 
The whole producing standard has been 
raised. Men who have gone along in 
this business for years are now making 
money for the first time. They have 
found that in order to sell life insur- 
ance today it is only necessary to call 
on prospects and keep calling on them. 
It does not require the highest order of 
salesmanship to sell life insurance dur- 
ing these times. The more or less medi- 
ocre men, or at least the men who used 
to be considered rather mediocre, are 
writing business in good quantities now. 
They are the men that are getting the 
business today, not the new ones that 
have come into the business in the last 
year or so. The old men have been 
speeded up, have gained a keener ap- 
preciation of the business and are going 
after things hammer and tongs. 


Must Show New Men 

Today there is no use in spending a 
lot of time in recounting the glories of 
the life insurance business to the pros- 
pective agent. The way to get new men 
is to show them what can be done in the 
business. I have formed a habit of get- 
ting new men to try their hand at the 
work before making a final decision. 
For instance, next week there is a min- 
ister who is coming to our office to sell 
life insurance and I have arranged with 
him to ask for a two weeks’ vacation. 
He is going to work entirely among 
strangers. By the time the second week 
is ended he will never want to go back 
to the ministry. Yet I could not talk 
that man into the life insurance busi- 
ness. He will have to be shown just 
what he can do, how much he can earn 
and the real opportunities that are be- 


fore the man who will give life insur- 
ance a fair trial. 
Can “Sell” Themselves 


I have become convinced that the way 
to bring men into the life insurance 
business is to arrange with them some 
sort of a tryout. Let them spend at 
least two weeks in finding out for them- 
selves what they can do. Selling condi- 
tions are so favorable nowadays that 
almost any man with energy and the 
ability to work will convince himself 
that the life insurance business is the 
proper business for him before the sec- 
‘ond week has elapsed. This is, of course, 
not the ideal method with all new men, 











CRACKS “SYSTEM” PLAN. 


EDWIN AUSTRIAN’S REJOINDER 


Says the Successful Man Always Finds 
Time to Be Courteous to 
Callers 





Edwin Austrian of the Northwestern 
Mutual Life in Chicago is another of 
the life insurance men who have taken 
a whack at “System” on account of the 
reflection on life insurance men in a 
contribution to that paper in March by 
A. L. Levering, who suggested a time- 
saving schedule for business and pro- 
fessional men, stating that it might be 
well to have this schedule printed and 
hung up on the wall of the reception 
room. In this schedule life insurance 
agents were allotted one second for an 
interview. Mr. Austrian says in his 
communication to “System:” 

The successful man always finds times 
to be courteous to everyone who calls on 
him, and that he is eager to give more 
than the one second prescribed by “Sys- 
tem” to life insurance agents is evi- 
denced by the largely increased amount 
of insurance written year after year, 
and he values the friendship of the life 
insurance agent because of the valuable 
service he renders. 


Cause of Non-Belief 


It is fair to presume that the writer 
of your articles practices what he 
preaches and it must therefore be in- 
ferred that he carries no life insurance, 
because he would undoubtedly say in 
the one second that he might graciously 
grant a life insurance agent, “I don’t 
believe in life insurance.” There are per- 
haps a very few such non-believers still 
at large. : 

A careful analysis of the cause of this 
non-belief usually develops the follow- 
ing. reasons: 

First—Because he cannot get it. 

Second—Because he cannot pay for it. 

Third—Because his life has no insur- 
able value. 

The first two, in spite of their so-called 
non-belief, usually want it, but the third 
is really in a bad boat. 

We all know that insurance is merely 
an inGgemnity against loss. hence any- 
thing of value that may be destroyed or 
lost should be and is covered by insur- 
ance. 

Need for Insurance 


The length of human life is uncertain 
and therefore the need for insurance, 
which at best can only minimize the loss 
occasioned by one’s death. Because of 
this uncertainty there is no way more 
certain than through life insurance for 
one to perpetuate at least a portion of 
his earning power to his family or to 
protect his business and investments 
against loss that might be sustained 
through his premature death—provided, 
of course, the life has a value. When 
none exists there is no need for insur- 
ance, and the one second required by the 
life insurance agent to ascertain this 
would be that much time wasted, 

This letter is not intended to defend 
the institution of life insurance or its 
agents. There are, alas, too many widows 
and orphans ready to speak in defense of 
both. It is merely intended to call your 
attention to the “‘Mistakes of Levering,” 
so that he may properly revise his time- 
saving schedule and make it fit the pres- 
ent day requirements or turn the job 
over to someone who can. 


Great Southern Agents to Meet 


The annual meetings of both the $100,- 
000 Club and $200,000 Club of the Great 
Southern Life of Houston, Tex., will be 
held at the home office May 6 and 7. 
The business sessions will be held on the 
first day and the second day will be de- 
voted quite largely to a trip to Galves- 
ton, with surf bathing and an informal 
dinner at the Galvez Hotel. 

Many of the agents are expected to 
stay over for the meeting of the South 
Texas Association of Life Underwriters 
at Houston on May 8, which will be ad- 
dressed by Charles W. Scovel of Pitts- 
burgh and other life insurance men of 
prominence. 








but one thing is certain, the old meth- 
ods will not do today. Agency men will 
have to bestir themselves. They cannot 
content themselves with an occasional 
appointment here and there. 
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DISCUSS PART-TIMERS 
OPPOSED BY BALTIMORE. MEN 


>J. K. Voshell, Former National Presi- 
dent, Says They’re Not Needed 
Even in Rural Districts 


BALTIMORE, MD., April 27.—That 
the part-time agent’s days in the life 
insurance business are numbered is the 
position generally taken by Baltimore 
life underwriters, who are practically 
unanimous in declaring that the time 
has arrived for the elimination of the 
part time man in cities of 5,000 popu- 
Jation and over. 

“The doing away with part time 
men,” declared Jonathan K. Voshell of 
the Metropolitan Life, former president 
of the National Association of Life 
Underwriters, ‘will ciarify solicitation 
of business and it will then put the 
burden of selling life insurance on the 
shoulders of those to whom it may be 
rightly placed—the whole time field 
man. If aman cannot sell enough life 
insuran¢e to keep him in business, he 
has certainly chosen the wrong field.” 

Propose 5,000 As Dividing Line 


E. J. Clark of the John Hancock 
Mutual Life is of the opinion that there 
is a marked tendency at present for the 
elimination of the part time men in 
cities of 5,000 or over. . 

While these men are opposed to the 
part time agents, yet they agree that 
it is sometimes necessary to employ 
them in widely scattered districts. 

“The part time man is necessary, and 
will be, for some time to come, in the 
rural districts,” declared Mr. Clark, 
“but not in the cities. I am opposed 
to them in the cities. I have none in 
Baltimore or Washington.” 


Voshell for General Rule 


Mr. Voshell, on the other hand, does 
not deem the part time agent necessary 
in the rural sections, for, as he says: 

“In widely scattered districts it may 
be necessary to use a part time man 
or men. Yet I know in several in- 
stances where general agents have had 
part time men covering country towns, 
taking them out and giving them to one 
man, who manages these territories on 
a one-part plan. 

“The time has arrived,” he further 
asserted, “when the men who cannot 
devote their full time to selling life 
insurance should not be _ contracted 
with except in rare instances, as I men- 
tioned before.” 

College Courses Advocated 


The insurance colleges are advocated 
by Mr. Voshell as a means of securing 
trained men without first starting them 
in as part-timers, and these institu- 
tions, he believes, have sounded the 
death knell of part time agents. 

“The life insurance colleges,” he 
stated, “have solved the problem of the 
part time agents. It is no longer 
necessary for the companies to employ 
men and then have to weed them out. 
They come to us trained from the col- 
leges.” 

Not all of the college graduates make 
good, but Mr. Voshell contends that 
nine-tenths of them do and that the 
classes at Carnegie Tech and the insur- 
ance college in Canada are giving the 
life insurance business some very good 
men, 

i Opposed to Brokers 


Local life underwriters are particu- 
larly incensed at the class of part time 
agents comprising the brokers and 
clerks, who when they overhear their 
employer talking about insurance call 
up their general agent and get him on 
the job. But it is the brokers who they 
are especially against. The brokers, 
they declare, write the cream of the 
business through their fire connections, 
and in many instances the agent is 








forced to either “broker” the business 





or lose the commission, which in that 
event is very small. 


Oppose National Association Action 


The National Association of Life Un- 
derwriters, in the opinion of local life 
men, cannot take any steps regarding 
the doing away of part time men. 

“The National Association,” said Mr, 
Clark, ‘cannot take any steps in this 
matter. All it can do is to discuss the 
advantages and disadvantages, mostly 
the latter, of the part time agent. The 
local associations and the companies 
are the only ones who can adopt meas- 
ures restricting the use of the part 
time men.” 


To Have New Branch 

The Chicago office of the Mutual Life, 
known as the “$2,000,000 a month 
agency” is planning to expand its or- 
ganization by opening up a branch 
agency. This new agency will be lo- 
sated on the fifth floor of the Woman's 
Temple building and will be in charge 
of I. B. Jacobs. 

Darby A. Day, manager of the Chi- 
cago office, expects through the open- 
ing of the branch agency to handle a 
fine volume of new business. Mr. Day 
although justly proud of his fine agency 
is not by any means satisfied with it. 
He contends that the insurance busi- 
ness, while prospering, is not keeping 
pace with other industries. Almost ev- 
ery branch of industry except insurance 
has established a priority list. These 
giant forces of production are working 
day and night and still their orders are 


months behind in being filled. Insur- 
ance alone remains satisfied to work 
less now than before because “business 
is good.” 


Mr. Day’s branch agency will have at 
its head a man whose vision of the fu- 
ture is much like that of his chief. I. B. 
Jacobs has for a number of years been 
one of the Mutual's best producers. Like 
Mr. Day, he iS not satisfied with the rec- 
ord which the Chicago agency has es- 
tablished. He believes that the influx 
of new blood together with the staunch 
support of the old will greatly aid in 
meeting the present demand for life in- 
surance more satisfactorily. Mr. Jacobs 
Says that the branch agency of which 
he will have charge is but the nucleus 
of a great expansion movement on the 
part of the Mutual Life in Chicago. More 
branch agencies will be opened through- 
out the city as the demand for life in- 
surance increases. 

The branch agency 
chiefly of new men. They will be chosen 
from the same caliber of men as now 
compose the ‘$2,000,000 a month agency.” 
At least sixteen agents will be under 
Mr. Jacob’s supervision. 


will be composed 


Farmers National Investments 

The Farmers National Life of Chicago, 
which was recently licensed in Missouri, 
has also obtained a license to write in- 
surance in New Mexico. It is entering 
the latter state because one of its large 
stockholders, a very good friend of the 
company and one of the big producers in 
Missouri, finds it advisable to go to New 
Mexico because of his large interest 
there. He has taken the state agency for 
New Mexico. This will permit the Farm- 
ers National to make mortgage loans in 
New Mexico at a good interest rate. 

All the stock sold by the company 
since 1914 has been disposed of without 
employing stock salesmen and with no 
expense for selling. Inasmuch as more 
than 80 per cent of the stock has been 
taken by old stockholders it has often 
been advisable to take pay for stock in 
certificates of deposit bearing 3 or 4 per 
cent interest, running for at least a year. 
In some cases it has been necessary to 
renew these certificates. All the certifi- 
cates of deposit become due this year 
and payment will be required. The pro- 
ceeds will then be put at once into first 
mortgage on improved farms. President 
John M. Stahl! has had no voice in han- 
dling the investments of the funds of the 
Farmers National Life. He nor no mem- 
ber of his family has had one dollar of 
stock directly or indirectly in any bank 
in which the company is interested. He 
is in no way responsible for the rate of 
income obtained on the assets of the 
Farmers National Life except as he has 
approved the taking of certificates of 
deposit in payment of stock sold. As a 
personal investor Mr. Stahl has been 
very successful. 





J. E. Hines, representing the Bankers 
Life of Des Moines at Salina, Kan., was 
working on a salary of $12.50 a week 
less than a year ago. During March he 
sold over $100,000 of life insurance. 
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EXPENSE RATIOS FOR 
COMPANIES ARE GIVEN 


Unique Manual-Digest, Soon to Be 
Off the Press Shows 1919 and 
1920 Figures 


MANY FACTORS INVOLVED 


Includes Cost of New Business With 


Reference to Premiums, and 


Total Insurance Expense 


The Unique Manual-Digest, which 
will shortly be off the press, shows the 
expense ratios of the various compan- 
ies both as to the cost of procuring 
new business to first year’s premiums 
and total insurance expense (less cost 
of procuring new 
premium income. 


business) total 
While all compara- 
tive ratios are more or less misleading, 
because the conditions on which the 
ratios are based are not always the 
same in the various companies, still 
the figures are of interest and indicate 
pretty accurately on the whole the way 
in which the companies themselves 
figure their expenses. Industrial com- 
panies, participating and non-partici- 
pating business, «ge of the company 
and amount of old business in force 
and new business written are some of 
the factors that should be considered 
in studying these ratios. 


to 


Figures for Companies 


The figures for the 
panies are as follows: 


various com- 


Ratio of cost 
of procur- 
ing new business 
to first year’s 


Ratio of total 
insurance ex- 
pense (less 
cost of procur- 





premiums new business) 
1919 1920 1919 1920 
% % % % 
POCHO: 66. 6.6:0:6:4: 43.2 45.8 16.1 14.8 
Agricultural 98.2 91.6 62.3 24.29 
Am. Bankers. 81.95 70.9 26.27 26.9 
Am. Central... 75.34 79.65 22.44 18.79 
Am. Home...121.7 aca 18.6 ania 
Amer., Col.. acne ee 18.3 
AwGGP., TR...< 76.7 78.6 22.1 20.8 
Amer. Mut mac’ 87.5 hee rac’ 
Am. Natl, Mo.104 113.6 19.6 17.21 
Am. Natl., Tex. 91.6 79 38 37.6 
Amicable - 77.5 95 27.4 17.6 
Atlantic ...... 75.9 80.22 15.8 13.3 
yee aetene 89.6 ee 29.8 
Baltimore ... 40.4 53 33 
Bankers, Ia... 53.5 57.2 16.5 
Bankers, Neb. 66.54 65.47 11.6 
Bankers Res.. 86.3 83.7 17.1 
Bank Svegs....100.9 97 20 
Beneficial ... .... 65.2 15.9 
Berkshire .... 47.94 49.51 16.51 
Boston Mut... .... is ae 7 29.26 
Calif. State... 81.3 90.81 1 19.2 
CO a cdesss 60.4 56.78 1E 16.2 
CRBICOE . . «6.5.0. 92 91 2 12 
Cedar Rapids. 83.5 83.34 1 15.9 
Central, Ia... 83.4 86.4 1 16 
Central, Tll... 62.3 71.7 1F 15.9 
Central, Kas.. 97.7 100 27. 24.1 
Cent. Sts., Ind. 96.5 104 3 33 
Cent. Sts., Mo. 92 85 21.1 21 
COREUPY 62.00 86.4 89.4 47 33 
Cleveland ....104 94.9 23.6 16.37 
Clov’rl’f L.&C.109 133 <ess 22 
Colonial ..... 29.4 24.9 36.4 36.87 
Col’mbia, Neb. 92 82.8 17.6 16. 
Columbia, O.. 84. 88.8 8.91 6.2 
Columb. Natl.. 51.6 50.7 20.4 22.8 
Columbus Mut. 81 79.85 11.3 10.39 
Common., Neb.107 83.9 16.7 13.5 
Conn, Gen. ... 46.4 42.1 15.5 14.76 
Conn. Mut. .. 51.4 50.4 14.7 14 
Conserv., Ind.167 aia 37.6 ae 
Conser., W. Va. 95.1 93 17.7 15.9 
Cont. Assur... 87.5 90.9 10.97 9.1 
Continen., Del. 61.9 64.2 19.4 17.6 
Continen., Mo. 77.6 92.3 16.5 24.37 
Dakota ...... 72 69.5 17.5 18.2 
Des M. lL. & A. 86.8 110.7 15.3 20.81 
Detroit ...... 92.7 88.5 18.5 19.5 
Equit., N. Y... 50.8 50.7 12.8 12 
Equit., D. C...100 91 33.2 30 
Equitable, Ia. 62.5 63.3 14.8 14.4 
Farm, & Bank. 93 90.6 17.1 13.4 
Farm. & Trad. 48.9 50.18 34 24.69 
Farmers ..... 170 101 22.7 17 
Farmers Natl. 91 90 37 25 
Federal ...... 74.2 71.06 29.5 24.51 
Fed, Union 73.3 71 35.8 28 
Fidelity Mut.. 50 51.8 16.6 12.3 
Fidelity Res.. .... 73.4 skies 10.6 
First Nt. N. W. 85.2 88 24.6 20 
Ft. Worth ...100 87 12 13 
Franklin .... 77.3 77.18 17.4 16.75 




















HE margin between what money will 
"Team by investment and what profits 
men can make by combining their ef- 
This fact tends to make propositions for 
partnership insurance opportune now. 
Have you considered to what extent the 
death of a head of a corporation or busi- 
ness may result in financial loss and con- 
sequent credit, without business life in- 
surance ? 
* * * 


(1) The immediate shrinkage of credit. 

(2)The arduous necessity of reestab- 
lishing credit. 

(3) The consequent ensuing loss of 
confidence. 

(4) The subsequent possible pressure 
of running accounts and debts. 

(5) The inability for some time to ac- 
quire a fit substitute who can find the 
avenues of credit, and create the confi- 
dence peculiar to his predecessor. 

(6) The need of an extra sinking fund 
to be created apart from the normal ave- 
nues of business to meet the reconstruc- 
tion period adequately. 

(7) The need of a sinking fund to be 
able to take over the interest of the de- 
ceased from his heirs or legal repre- 
sentatives. 

Or, assuming the head of a corporation 





or business lives, have you considered to 





forts is exceptionally large at this time. | 





Agency Correspondent, Connecticut Mutual 1 
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THE NATIONAL UNDERWRITER 
Ratio of cost Ratio of total Ratio of cost Ratio of total 
of procur- insurance ex- of procur- insurance ex- 
ing new business pense (less ing new business pense (less 
to first year’s cost of procur- to first year’s cost of procur- 
iyo i920 "4919 1920. fio” 1920 "4919" 1920 
1 1 1 
‘o A % % To % % 0 
Gary Natl. 83.3 73.8 70.2 61 North’n, Wash. 62.5 66.8 22.9 19.5 
Gem City .... 90.7 85.9 26.1 24.9 North’n States 67.2 66 16 24 
G, Washington 98.6 109 = 17.8 17 Northw. Mut.. 52.2 52.34 10.8 10.57 
Girard) .c.. << 70 72.55 22.8 25.83 | Northw. Nati. 65 678 17 18 
ps pe — 2... 13.7 | Occi., Cal..... 9282 26.4 22.67 
Great Amer. 99 $27. 33.4 | Occi., N. M... 88 — jena 
Gite, Rn Ff 2 15.8 | Ohio Natl 85.8 90.9 17.8 16.3 
Gt. Nor., Wis. 70.2 74 21.1 17.3. | Ohio State ... 91.7 85 16.7 14.89 
Great Republic 94.2 96.9 27.7 21.4 . ° 
Old Colony. ..100.9 99.56 19.8 19.62 
Gt. South., Ala, 94 86.9 9.09 17 Old Line 87 ie 
Gt. Sou., Tex..103 101 15.2 18.5 eyed ales _. @ oa 
, re 77.5 102 17.3 19.5 
Guaranty .... 90 91 17.4 14 Oregon 59.9 64.92 123 15 
Guard., N. Y... 55.82 61.5 16.87 17.03 i, yg a o7.5 86. . 
“f : 66.9 67 26.1 21 Pacific Mut. .. 76.8 74.4 16.5 14.8 
po a ea ry Z Pan-American 94.6 84.6 19.7 19.05 
Gulf Coast ...110 97.5 14.3 20.18 7 he Se Se aaa 
Home L. & A..102 90 ae 10 Penn Mutual. 49.4 53.2 . ; 
Home, N. Y... 53.2 51.54 16.3 16.38 | Peoples, = ae 138 ey = 
; a. ae “47 45.67 | Peoples, Ind.. 95. 2.2 5 
wee ess Se cree aaa. Geet PR <n 5 3s 76.2 76.78 19.8 21.59 
Hlinois ...... 71.8 7254 19.8  1896| Philadelphia . 78 744 169 163 
Indiana Natl..103 93 33 17.4. | Phoenix Mut.. 59. F 5 15.4 
Indianapolis.. 79.1 79 15.6 23 Postal Peduiiie 13.34 9.83 16.73 21.74 
Inter-Moun. ..106 96.5 17.1 15.98 ee sues. ¢ 87 ie i — 
Int ational... 85 77.3 15.9 15.2 res. M. un 3 2. , 4 
Inter-deeth. 86.7 89 35.5 19 | Protective ... 87 84 21.6 15 
Interst. L. & A. .... 79 ccc 4S | Beev, ND: $4.6 100.13 17 : 16.54 
7 4 35 Provident, Ia. 5 igs 2 aaah 
wee oi es he ll eee ea ee em Te 
John Han. Mu. 50.4 53 Se = Prov. L. & T.. oy 43.05 - . 14.75 
Kansas City.. 90 90 : Providers .... 5 sor ae aan 
Kansas ...... 145 106 ese 14.4 Prudential ... 45.7 43.3 25.7 23.4 
Lafayette 83 79 19.2 22.6 | Public Savings 61.2 70 50.1 14.7 
RE va diss <0 75.6 74.5 18.2 17.5 Puritan ...... 37.83 12.38 38.3 26. 
LE. & ¢., Tenn... .... 6&8 i ee wees Register ..... : 5 " 
Life In. Co. Va. 81 60.4 27.08 28.27 | Reinsurance ha 41 woes 32 
Lincoln Natl.. 66.5 65.2 17.4 18.4 Reliance ..... 81.16 77.42 17.89 17.23 
La. State 76 78.5 26.7 «<< Reserve Loan. 70.7 91.9 17.8 17.4 
Manhattan ... 45.1 50.4 19.6 21.6 Rockford .... 83.5 89.2 18.8 17.4 
Manhattan M. 80 oman een oe —s — — be Le: aa 
I a Mer.. 81 om 31. ee St. Joseph ... 6% 70. 16.7 
uae. » A im 66.8 ice» 1 7 St. Louis Mut. 82.1 92.39 25.1 14.1 
. 84 80.9 47.7 17.6 San Jacinto .. 98. Raed . pare? 
oan As.. 33.3 56 240 84 Scranton 97.8 84.9 16.2 19.1 
Maryland 73 76.6 18.4 16.9 Security ois 81.5 99 ” 18.2 19 * 
Sets 459 . SOR. 187 13. Sec. Mut., Neb. 76.2 8.34 22. 17.19 
ieathsata 83.4 97 15.4 15.3 | Sec. Mu., N. Y. 57.5 57.6 23.15 = 20.87 
fethodist Min. 3.6 5 12 14.9 | Shenandoah 115 107 15.7 9.95 
etre: olitan . 39.2 38.3 24.5 25.2 | Southeastern . 79.7 82.9 24.3 21.4 
Michigan Mut. 74. 76.32 «22 20.5 | South. L. & T. 70.3 838 21.5 18-4 
Mi : 94 15 13.6 | South, States. 85. 2 B. i 
acon wien ea 90.79 20.8 20.07 Southland |. . 85.1 81 , 17.8 13.7 
Midland, Mo.. 88.5 86 17.8 14 outhwes . 80. re yo ee 
' 5 7. 17.1 | Standard, Ill.. 51 94.31 14. 
Se berent eee % be ic¢ saat Standard, Pa. 86 eo. 22, 20 
as — ’ 7 20.2 State, Ind. 79. 72. 2 b 
Minn. Mut... OF cece bog Hi State, Mont... 80.5 92 24.2 19.4 
Mo. State .... 82 79.5 4.8 | State Mutual.. 51.16 52.67 13.31 14.06 
Montana ..... =. =. yo ae oe See 1845. 67.55 32.33 35.81 
Morris Plan .. 25.7 35.9 6 8: | ee ude. ee. of 25.6 35 
Mut. Benefit.. 46 49.81 10.06 8.64 bipatacg i. gis. 92 94.2 55 12 
Mutual, N.Y. 585 60.4 (115 (7.95 | moledo Trav. . 55.2 51.3 26 20.6 
Mutual, Md... 78.9 68.8 27.5 29.2 lieavelota ..... 459 46.8 17.3 7.1 
Mutual Trust. 64.8 62.08 14 15.8 | pwin City... 93.3 89.4 29.9 24.7 
Natl. Amer. .. 83 va: ot <a +++ | Pwo Republics109 95 26.8 39.4 
Natl. Fidelity. 79 101.1 21.4 11 | Gnion Central. 50.7 45.9 13.8 14.4 
National, Vt.. 46.5 58.33 16 14.74 | Gnion Mutual. 54.3 52.11 15.2 13.88 
Natl. U. S. A. 77.7 78.03 21.4 Pry | United L. & A. 61.6 60.7 29.3 ps 
Natl. of S. W.. .. 95.8 <a -8_ | United States. 57 54.9 27.87 27.4 
ew ey Mu. 54.70 57.43 11.86 12.05 | volun. State.. 81 79.8 15.1 rez. 
New World... 85.6 88.8 19 16.1 | West-Coast .. 86.6 81.75 24.7 14.95 
New York 53.8 56.3 10.3 9.56 | West. & South. .... eee ee 32 
Niagara 8 60 14 13.6 | Western ..... 109 |” 108 30.7 18 
N L&C. 785 81.5 163 131 | Western Natl. 914 83 358 23 
x. oe Com eee ..<. 17.3 .... | West. States.. 85.8 72.85 17.7 17.71 
N ‘Amer, TIL. 72.3 70.35 18.8 19.7 | Western Union 91.08 87.27 21.3 20.64 
N. "Neb. 95.4 103.5 21.6 17.04 | Wisconsin 0.5 76.1 21.7 27.2 
tbare rar 7. )6=Co72B)o225 = 238.1 | Wis. Natl 83 79 21 1 
Northern As... (<4 ‘ one oe. = Cie at 
ae ———EEEE i 
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Jife , 
what extent the business would beneft 
by such insurance? : 
“(1) The need of an endowment fund 
maturing at a fixed period to retire bonds 
or pay a mortgage through which a bust- 
ness firm might have received its start. 

(2) The display of unusual ability on 
the part of an executive often attracts 
attention of rival institutions. 
The loss sustained when such an official 
jcins a rival force may be serious. The 
temptation of a larger income to such a 
man may be counteracted by means of 
an endowment policy on his life to be 
drawn to mature at any desired age, in 
one lump sum, or in monthly or yearly 
installments or annuity as desired. _ 

(3) Students of economics have fixed 
upon the appalling fact that five years 
represents a generation in trade. It has 
been said that 63 percent of all retail 
grocery stores; 61 percent of all retail 
furnishing houses, and 38 percent, of all 
book and stationery stores die during the 
first five years of their existence. Such 
statistics show clearly the great need of 
business policies for the rainy days. 

(4) The cash sinking fund created by 
any old line life policies stands as an 1m- 
mediate bulwark against stringent times. 

(5) Apart from the use of a cash value, 
the assignment of a policy is recognized in 
all banks today as added security in es- 





tablishing credit. 


NEWSPAPERS AS AIDS 
ON INHERITANCE TAX 


Offer Most Effective Arguments 
for Insurance Salesman, 
Ready to Hand 


PROSPECTS READ ITEMS 


News Articles Relative to Big Estates 
Have Appeal to Others of Great 
Wealth 


The life insurance salesman who is 
interested in inheritance tax insurance 
will find this type of insurance adver- 
tising itself every day in the news- 
Every estate that is probated 
under the eye of the reporter 
for the daily press and the possibilities 
of great inroads into the surplus of an 
estate as a result of the inheritance tax 
law is a detail which he never misses. 
Evidence of this is not only found in 
news stories, but it is featured in the 
headlines and is the central point about 
which the writer creates his interest. 
_ A headline recently appearing on the 
front page of the Los Angeles Times 
read: “An Estate Impaired To Provide 
Money for Inheritance Taxes.” In the 
Insurance Press we find the caption: 
“Oliver Inheritance Tax Shows Need 
of Insurance.” The Cincinnati Times- 
Star a few weeks ago carried the fol- 
lowing headline: “Taxation May Cut 
Frick Estate by One-Third.” 


Strong Argument for Salesman 


papers. 
comes 


Under headlines such as these ap- 
pear some of the strongest arguments 
ever presented on the inheritance tax 
insurance question. They have none of 
the objectionable features of paid ad- 
vertising and are read by the millions 
that compose the newspaper reading 
public of this country. Unconsciously 
expert journalists are serving the in- 
surance salesman, writing his copy and 
presenting it to the public in the most 


desirable form of advertising. These 
stories are often telegraphed to the 
leading newspapers of the country, 


especially when the estate about which 
the item is written is that of a prom- 
inent man, and most wealthy people 
come in that class. Many society peo- 
ple, the very class of prospects who 
are most affected by the inheritance 
tax, will shun a police story but read 
the inheritance tax news because it 
concerns people with whom they are 
acquainted or at least interested in. 


Woolworth Case Featured 


The name of Woolworth, known in 
every large city of this country, rey 
cently appeared in papers all over the 
country in an item which told of the 
selling of the Fifth avenue mansion of 
the late Frank W. Woolworth to aid 
the estate in meeting the federal in- 
heritance tax. This does not mean 
that the family of the late millionaire 
was turned out into the street, for they 
were joint heirs to large interests in 
the Woolworth stores as well as in 
the loftv Woolworth building in New 
York. But it does mean that valuable 
property had to be sold at a bargain 
price in order to meet the $6,000,000 
tax imposed by the government. 

In the case of the late John T. Milli- 
ken, millionaire chemical manufacturer, 
leaving an estate valued at $20,000,000, 
it was disclosed that there was not 
enough ready cash on hand to pay im- 
mediate obligations. This necessitated 
the selling of valuable bonds and se- 
curities in order to pay standing debts 
and to meet the heavy inroads made 
,by the inheritance tax. 








From the Portland Oregonian we 
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have thie statement of O. L. 


Price, ad- 
ministrator of the estate of the late 
Henry L. Pittcock, former editor of 
that paper, that there was but $20,000 
of the deceased’s estate available to 
meet the inheritance tax amounting to 
$238,238. He was forced to file a peti- 
tion in the circuit court asking author- 
ity to borrow $225,000 on collateral of 
the estate in order to make up the 
difference. 

A court suit which is attracting na- 
tion-wide attention is now being filed 
by the state of Wisconsin against the 
heirs of the late multi-millionaire lum- 
berman, Isaac Stephenson, former 
United States senator. His will left 
about $6,000,000, but the state now 
charges that he distributed about $4,- 
000,000 before his death in cash and 
other property gifts to his wife and 
children. The state further claims 
that these gifts were made to avoid the 
inheritance tax and will try to collect 
an inheritance tax on them. Should the 
court decide in favor of the state the 
inheritance tax already paid on the 
$6,000,000 will be greatly augmented by 
the claim on the amount of the gift. 


Added te this will be a penalty for 
trying to avoid the previsions of the 
law. 


California Properties Seized 


According 
few months ago. 


to the Chicago Tribune a 
the $40,000,000 proper- 
ties of the late Henry Miller in Califor- 
nia,, Arizona and Nevada were seized 
for nonpayment of the federal inheri- 
tance tax amounting to $6,000,000. In 
so doing one of the most rigid rules of 
the late owner was broken, for Mr. 
Miller, who was one of the world’s larg- 
est farmers, operating the largest 
of farming lands in the country, 
never permit a bit of land to be 
holding it for an increase in value. 
wise and profitable plan of busines leg- 
islation was broken for the first time 
when the government sold large tracts 
of the land in order to meet the unpaid 
inheritance tax. 

The Cincinnati Times-Star 
published a very effective argument on 
the inheritance tax as it affects charity 
beneficiaries. The taxation on the estate 
of the late Henry Clay Frick reduced its 
net value one-third. This not only af- 
fected Mr. Frick’s direct heirs but also 


would 
sold, 
This 


recently 


the beneficiaries of a $50,000,000 fund 
which he bequeathed to charity. This 
sum alone was reduced to about $11,- 
000,000 by the enormous federal and 
state taxes which had to be paid. 
Up te Insurance Salesman 
This flood of taxation must be met. 
It is up to the insurance salesman to 
build the barrier with inheritance tax 
insurance. The daily press is not only 
offering free advertising for the cam- 


paign but many effective arguments that 
will sink in and bring results. The man 
who has been accustomed to class insur- 


ance as a nonbusiness matter and has 
put the agent who presents it in the 
book-agent class, will be glad of the op- 


portunity 
business 
tax ques.ion 
man generally 
counsel in big 


of talking insurance on a real 

such as the inheritance 
provides. The business 
seeks advice from his 
business problems but 
here is one where the lawyer can help 
little. He must rely on the insurance 
agent and after the salesman has pre- 
sented his proposition, together with a 
few of such arguments as are appear- 
ing every day in the newspapers, the 
signing on the “dotted line” will be a 
foregone conclusion. 


basis, 


Edwards Has Strenuous Schedule 


DENVER, COLO., April 27—J. Stanley 
Edwards of Denver, president of the Na- 
tional Association of Life Underwriters 
is carrying out a strenuous schedule of 
association meetings and sales congress 
visits for April. Up until the present the 
meetings have been well attended and a 
great amount of interest shown in Na- 
tional Association activities. President 
Edwards was chief speaker and guest of 
honor at a series of meetings starting 
March 25 at Springfield, Mass., the tour 
extending to the following cities: Wor- 
cester, Boston, Hartford, Albany, Utica, 
Syracuse, Rochester, Buffalo, Cleveland, 
Toledo, Detroit and Saginaw. 

At the meetings Mr. Edwards told of 
the importance to life insurance agents 
of maintaining and enlarging the Na- 
tional Association, as the only recog- 
nized trade organization of life agents 
in the country. 
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LICENSE eso BROKERS 
NEW ORDINANCE FOR CHICAGO 


Provides for a Question Blank to Be 
Filled Out by the 
Applicant 





Life men in Chicago are very much 
interested in the new ordinance that 
has been passed by the city council re- 
quiring that any one who solicits in- 
surance in any way will have to be 
licensed by the city and pay an annual 
fee of $25. There is a present broker- 


age license requiring a $25 fee that cov- 
ers many occupations. The city in 
scouring for sources of new revenue 


hit upon insurance and decided to en- 
force its ordinance more rigidly. This 
brought before the judiciary committee 
some of the insurance men headed by 
Edwin Austrian of the Northwestern 
Mutual. Out of the deliberations of the 
insurance men and the judiciary com- 
mittee came the ordinance that has 
been passed. 
Must Fill Out Question Blank 


In order to secure a license an appli- 
cant must fill out a blank giving his life 
insurance experience and qualifications, 
stating how much time he intends to 
devote to soliciting insurance, what 
percentage of his income his insurance 


returns will be, and so on. The ques- 
tions are patterned after those in the 
New York state license blank. The 


penalties for violation of the ordinance 
are rather heavy, including a fine and 
revocation of a license. The city is 
after more revenue and this will afford 
it an opportunity to enlarge its income. 


Will Squeeze Out Small 


It is likely that a number of small 
try who have been writing a little in- 
surance on the side will not pay the 
$25 a year and many who have been 
getting commissions on their own busi- 
ness will be ashamed to take out a li- 
cense. In fact the ordinance requires 
that all who are licensed shall hold 
themselves forth as insurance people. 
Under the ordinance a real estate or 
loan man who has to pay license 
fee for his own work can pay $5 more 
and get an insurance license that will 
permit him to solicit any kind of in- 
surance except life insurance. In Chi- 
cago, like many cther cities, there are 
dozens of people writing a little insur- 
ance or are being allowed a commis- 


Fry 


$25 


sion on their own business or that of 
their relatives or immediate business 
family. In this way the life insurance 


men are deprived of commissions that 
rightfully would go to them. Those 
who are sponsors for this ordinance 
hope that it is a step toward raising 
the standard of insurance salesmen. 


J. G. Sigmund Honored 


At the last meeting of the directors of 
the Cedar Rapids Life of Cedar Rapids, 
la., J. G. Sigmund was elected a director 
and second vice-president to fill the va- 
caney caused by the death of J. P. Ken- 
dali. Mr. Sigmund is home general 
agent of the company and has been con- 
nected with it for twelve years. He is 
well know and well liked among the 
lowa insurance men. He is also at pres- 
ent vice-president of the Life Under- 
writers Association of Cedar Rapids, 
and author of several articles on insur- 
ance ethics and routine salesmanship. 

Merlin L. Ridgeway has been elected 
assistant secretary to fill the vacancy 
caused by the death of Frank Kenney. 
Mr. Ridgeway returned last fall from 
service in France and has been con- 
nected with the company ever since. He 
is a Coe College graduate. 


Big Business Written 

The old line life companies 
in New York numbering 37 paid over 
$5,891,262,519 new business last year. 
The business in force is now $29,712,.483,- 
607, gain $4,442,532,783. The total in- 
come of these companies was $1,384.699,- 
683 and the total disbursements $1,178,- 


licensed 





432,169. 





ARGUMENT NOW USED 


APPLIES TO SMALL ESTATES 


Agency Auditor Lowell M. Baker of 
New England Mutual Comments 
on Inheritance Taxes 


Lowell M. Baker, agency auditor of 
the New England Mutual, shows how 
life insurance can be effectually utilized 
with men of moderate means in meet- 
ing the inheritance tax. He says: 

“The recent federal inheritance tax 
law provides you with a forceful argu- 
ment for life insurance to use with 
men of moderate means. Heretofore 
it has required a very large estate to 
make the tax law of any value to the 


agent. The new tax law, however, 
makes life insurance a matter of 


moment to thousands of thrifty people. 


Provisions of the Law 


“Under it an estate of $50,000 in 
securities is exempted from taxation; 
and also $40,000 life insurance, payable 
to a beneficiary, may be held in addi- 
tion thereto free from taxation. 

“The prospect who has a good in- 
come, and saves constantly for a 
period of years, soon creates an estate 
of $50,000 in securities. But before 
entering the taxable class, is it not the 
best investment possible for him to 
bring his insurance holdings to the non- 
taxable limit of $40,000? If the point 
of $50,000 in securities has not been 
reached, but is in sight in the future, 
assuming life and health, it is good 
business to buy the insurance first, 
because securing it is contingent on 
health, and the cost is based on age. 


Creation of Old Age Endowment 


“For illustration, a man with $30,000 
in securities who is saving $1,000 a 
year from earnings, and reinvesting 
the income from the securities, has an 
income for investment of about $2,500. 
If he invests $1,000 to $1,500 in life 
insurance and saves the balance, the 
result to his family would be a large 
non-taxable estate; and in case of later 
losses in securities, the life insurance 
will have created an old age endow- 
ment, free from risk. 

“An estate strengthened by this plan 
will not have to face the necessity of 
liquidating securities. The condition 
of the Milliken estate, worth millions 
yet destitute of cash, is a striking illus- 
tration of what happened under ex- 


actly opposite circumstances. The 
stock-in-trade of bond salesmen is se- 
curities free from the income tax. Is 


it not at least equally important that 
every buyer of such securities should 
consider the inheritance tax? 

“Moreover, think how enormously 
this argument broadens the field of life 
insurance. By comparison with men 
of vast wealth, thousands are rated at 
amounts that bring them within the 
class to which this plan is proposed. 
Indeed, a total estate of $90,000, all of 
it tax-free, has a mighty satisfactory 
look to the average man in every com- 
munity!” 


San Jacinto Life Convention 


A notable growth 
corded by 


in business was re- 
the reports submitted at the 
annual agency convention of the San 
Jacinto Life, held at its home office in 
Beaumont, Tex., April- 20 and 21. The 
convention marks the close of a 60-day 
agency contest and President H. M. Har- 
grove in his address to the agents stated 
that during the contest business to the 
amount of $1,718,000 had been written, 
yielding premiums in access of $44,000. 
Treasurer J. S. Edwards acted as 
toastmaster at the banquet which closed 
the convention and distributed the prizes 
to the agents making the best records 
in the contest. R. H. Gray of Beau- 
mont received first prize for the largest 
volume of paid-for business during the 
contest, with $173,500. He wrote $677,- 
500 in The 
second Thompson, 
ot Tenaha, The first 


paid-for business last year. 
prize went to W. G. 
with $111,500. 


Tex., 





prize for the largest number of paid-for 
applications during the contest went to 
W. T. Skinner of Nocona, Tex., who had 
74% applications for a total of $106,000, 
and the second prize to S. H. Holmes of 
Beaumont, with 53 applications for $237,- 


000. Mr. Holmes has written $498,250 
since July 1, 1919. 

The officers elected for the $100,000 
Club are as follows: E. C. Wells, Kirby- 
ville, Tex., president; A. Z. Coolsbee, 
Sour Lake, Tex., first vice-president, and 
A. CC. Lavergne, Crowley, La., second 


vice-president. For the $200,000 club 
these officers were chosen: President, R. 
H. Gray, Beaumont; first vice-president, 
S. H. Holmes, Beaumont; second vice- 
president, J. F. Gilbert, Beaumont. 


Organizing New Associations 


DENVER, COL., April 27—News comes 
from the office of J. Stanley Edwards, 
president of the National Association of 
Life Underwriters, to the effect that 
new life underwriters’ associations are 
in progress of organization at Pittsfield, 
Mass., Trenton, N. J., Twin Falls, Idaho, 
Oshkosh, Wis., and Norfolk, Neb. The 
San Francisco association is organizing 
a strong branch of about 40 members at 
Fresno, Cal. 

W. D. Mead, assistant to President Ed- 
wards for the Pacific Coast membership 
district, is about to visit Washington, 
Montana and Idaho in the interest of the 
National Association’s membership cam- 


paign. New associations are being proj- 
ested in Bellingham and Tacoma, Wash.. 
and Great Falls and Helena, Mont. 


Recent gains in membership reporte | 
by local associations include the follow- 
ing new members: Los Angeles, 80; Ev- 
ansville, Ind., 40; Detroit, 100; Pitts- 
burgh, 200; Philadelphia, 300; Boston, 
300; Cleveland, 135: Seattle, 190; Roches- 
ter, 42; Portland, Mo., 65. 


Aiding Near East Relief 


KANSAS CITY, MO., April 27—Twenty- 
five insurance men representing the Life 
Underwriters Association of Kansas City 
have joined forces with members of 
other civic and commercial organizations 
in helping to “put over” the Near Kast 
Relief drive, carried on under the aus- 
pices of the Chamber of Commerce. The 
insurance men are working under ihe 
leadership of W. H. Risser, superintend- 
ent of the Prudential. 


FIELD CLUB PLAN IS 
UP FOR DISCUSSION 


(CONTINUED FROM PAGE 1) 

the field club year, is thereby pro- 
ducing an effective argument against 
the field club. The fact that he can 
write the greater part of his quota in 
the last two months shows that he has 
the sales ability to write similar 
amounts every month in the year if he 
only tries. Thus the company is made 
to believe that he is not putting forth 
his best efforts, and it is only natural 
that it should desire to replace the field 
club with something that will urge the 
agent to exert himself twelve months 
in the year instead of two. 





Expense Is Much Greater 


The expense of maintaining field 
clubs has grown to large proportions. 
The increased cost of transportation 
and of traveling in general has greatly 
added to the expense of the conven- 
tions. The great difficulty is securing 
proper transportation and making hotel 
reservations has required a great deal 
of time and trouble. The companies 
are not complaining of this trouble or 
expense, but they are naturally dis- 
satisfied when they find that it is not 
bringing the greatest results. The idea 
of the field club is not only to increase 
production but to provide a means by 
which agents might exchange ideas, 
become better acquainted with their 
work and return to their prospects 
with increased activity and helpfulness. 

The end for which the clubs were 
inaugurated appears to have fallen 
short of accomplishment in some com- 
panies. The companies are willing to 
appropriate the money that is now 
being spent on the field clubs to any 
feasible plan that might be suggested 
for the replacement of the field club. 
It remains for the agents to decide 
what this plan shall be. 
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Ever See a Blind Man Play Pool? 


He makes a lot of commotion sometimes but nothing “drops.” He may 
put a lot of “steam” behind his shots but he seldom pockets anything. 


So it is with the life insurance salesman who lacks expanding vision 
in his work. He takes chance shots and now and then gets a small 
counter but he will never be a leader in his field. 


He is guided away from all haphazard methods when he joins with 
The Lincoln Life. 


“Do Things Right” is the Lincoln Life motto, which holds from the 
Home Office messenger boys to the heads of every department, who 
serve WITH the Lincoln. 


Agents know what to expect from Lincoln Life service. It is with 
them every day. It sees to it that they are never “stumped” on a sales 
problem. It spares no pains to help them. It heaps up the added 
benefits of a rejection rate of less than 4% and of issuing 82% of all 
policies within 24 hours after the applications reach the Home Office. 


Lincoln Life agents are winning out because of this fine cooperation. 
They have gained the expanding vision and Lincoln Service assures that 
their vision is realized. 


No agent works “blind” after he has had the foresight to 


THE (LINCOLN) 


The Lincoln National Life Insurance Company 


‘Its Name Indicates Its Character” 
Lincoln Life Building Fort Wayne, Indiana 


NOW MORE THAN $120,000,000 IN FORCE 
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Getting the People’s Confidence 


THERE is no more vital factor needed 
in agents soliciting life insurance than 
confidence. Secretary WitL1AM ALEX- 
ANDER of the EguitasLe of New York 
in commenting on this trait, says that 
first an agent must have confidence in 
life insurance, next in the company he 
represents, and finally in himself. 

But this confidence goes beyond the 
man himself. He must have the confi- 
dence of the people in his community. 
He must be looked upon as a leading 
man in his neighborhood. The people 
must believe what he says. They must 
regard him as being sincere, as being a 
man of good judgment, as being able 
to ofier expert advice as to their life 
insurance. People have a sense of sat- 
isfaction in trusting a life insurance 
man who knows his business. They 
want to know that what he says he 
thoroughly believes. A man may have 
some weaknesses, but if he is conscien- 


New Term Is Needed 


THERE seems to be a revival of the 
part time-whole time life insurance 
agent subject, some members of life 
underwriters’ associations desiring THE 


NATIONAL Lire UNDERWRITERS ASSOCIA- 
TION to prepare a declaration on the 
subject. 


We feel that the designation applied 
to people who solicit life insurance but 
a portion of the time as “part timers” 
as an unfortunate term. There seems 
to be a stigma resting on those who 
do not give all their time to soliciting 
life insurance, or at least many are en- 
deavoring to create such a prejudice. 
The fact of the matter is that many 
people who are soliciting life* insur- 
ance but part time are writing more 
business and a better quality than hun- 
dreds of those who profess to give all 
their time to the business. It would 
be difficult, it would seem, to enact a 
pledge to the effect that in the coun- 
try districts, for illustration, life in- 
surance men must give all their time 
to the business. In states of large area 
and magnificent distances the part time 
man seems indispensable. 

We need a new term to designate 
those agents who are licensed to get a 
commission on their own business, that 
of their relatives or close friends or 
those in their business family. The per- 
son who can coin a new word or phrase 
to designate such people will be hailed 





art time agent is seriously engaged 
is - “i aes! Others we feel cannot be so placed at 


tious and sincere in what he tells people 
it goes a long way in inspiring con- 
fidence. The laymen look upon life 
insurance as a complicated subject. 
They rely on agents to interpret it to 
them. 

The big majority of people insure 
not with a company but with a man. 
They probably know nothing or but 
little of the company whose policies 
they possess. They do know that the 
agent who sold them insurance is a 
competent, trustworthy, high-grade, 
conscientious citizen and business man. 
The man who sells life insurance has a 
big responsibility resting on him. He 
must live up to the reputation that he 
has formed. Once allow a feeling to 
get abroad that he misrepresents or 
deceives or is insincere and his power 
is gone. He must not only win con- 
fidence but he must be able to re- 
tain it. 


with delight. To our minds, there are 
perfectly legitimate part time agents 
and there are others who are nothing 
more than blood suckers and commis- 
sion grabbers. 

Should not the cleavage be made in 
another way than the time spent in 
soliciting? Could we not establish a 
standard of production? For example, 
could we not place $50,000, $75,000 or 
$100,000 as the minimum yearly produc- 
tion that would entitle an agent to sit 
in the seats of the mighty? In con- 
nection with volume of business we 
might want to establish also a minimum 
of applications. Should we not say 
that an agent should produce at least 
gne application a month before he could 
be regarded as entitled to recognition? 

In our mind, what we want to obvi- 
ate is the illegitimate life insurance 
man. Many whole time men, so-called, 
loaf two-thirds or three-fourths of the 
working hours of the day. The better 
class of part time men work at their 
regular tasks all day and then devote 


their leisure hours to soliciting life 4 == 


insurance. In our estimation they are 
far more worthy life insurance men 
than the whole time agents who are 


soldiering on the job. The legitimate 


in the business. He is not a grafter, 
but tries to learn something about life 4 


The resignation of Mrs. Dorothy M. 
Rolph, for the past five years deputy 
insurance commissioner of Colorado, 
created great surprise when it was an- 
nounced by Commissioner Claude W. 
Fairchild this week. Mrs. Rolph had 
been occupying this position for so 
many years that she was looked upon 
as a fixture in the Colorado depart- 
ment. 

Immediately after the announce- 
ment of her resignation Mrs. Rolph 
left for New York City, where on April 
29 she will be married to Bayard P. 
Holmes, manager of the Hooper- 
Holmes Bureau and well known among 
insurance men, culminating a romance 
begun at a convention of 


x. insurance 
commissioners in San Francisco. Mr. 
and Mrs. Holmes will spend their 


honeymoon in the Bermudas. 


President Asa S. “Wing of the Provi- 
dent Life & Trust, Vice-President 
Joseph M. Steele of the Girard Life and 
General Counsel George Wharton 
Pepper of the Penn Mutual Life are 
members of the Philadelphia executive 
committee of the Interchurch World 
Movement. 


M. O. Rowland, former insurance 
commissioner in Michigan, then presi- 
dent of the Detroit National Fire and 
later chief accountant at the United 
States headquarters of the Atlas, has 
been elected secretary of the North- 
ern Assurance of Detroit. Mr. Row- 
land served as deputy commissioner in 
Michigan for a number of years before 
becoming commissioner and has a host 
of friends in the state. 

T. Louis Hansen, vice-president and 
agency manager of the Guardian Life 
of New York, has been visiting the 
company’s agencies in the northwest. 
Special meetings were held in_ his 
honor at Fargo, N. D., and Duluth, 
Minn. 

George Kuhns, president of the 
‘Bankers Life of Des Moines, has been 
elected president of the Des Moines 
club, an exclusive social organization 
of Des Moines. The club is contem- 
plating extensive improvements and 
the presidency is all the more impor- 
tant on that account. 


John E. Hartigan, son of J. A. Harti- 
gan of St. Paul, supervisor of agents 
of the Equitable Life of New York and 
former insurance commissioner, has 
joined the forces of the Equitable in his 
father’s office as a member of the 
Klingman agency 

The younger Hartigan is unusually 
capable and forcetul, with a rec cord that 
gives great promi se for his future. He 
first graduated from St. Thomas Col- 
lege, St. Paul (where his father was 
formerly an instructor) with high hon- 
ors. He then attended the Minnesota 
University, graduating in time to en- 
list for military service in the world 
war. He was a first lieutenant in the 
17th Field Artillery, regular army, and 
went overseas in December, 1917. He 
saw active fighting from the beginning 
to the close of the war and was 
awarded by the Croix de Guerre. 


D. C. Trent has severed his connec- 
tion as a member of the staff of Frank 
J. Haight, consulting actuary at In- 
dianapolis, to become assistant to A. S. 
Burkart, vice-president and general 





tablish a standard for city soliciting 
and country soliciting when based on 
the time allotted to canvassing. Many 


agencies in large cities can well be 
placed on a strictly whole time basis. 


this time. Cannot someone coin a new 
phrase for the illegitimate life agent? 





insurance. It would be difficult to es- 


Part timer is a misnomer. 


PERSONAL GLIMPSES OF,LIFE UNDERWRITERS 





manager of the Conservative Life of 
South Bend, Ind. Mr. Trent has been 
with the Haight office since last Sep- 
tember, and since the announcement 
of his change has received hearty ex- 
pressions of friendly interest and good 
will on the part of his former associates. 
He entered the Haight office after his 
discharge from army service. Prior 
to that he was in the actuarial depart- 
ment of the Reserve Loan Life. 


Frank H. Davis, superintendent of 
western agencies of the Equitable Life 
of New York, is back in that city after 
a seven weeks’ trip, during which time 
ke presided at sixteen field gatherings 
of the society’s representatives at va- 
rious points from Toledo, O., to Se- 
attle, Wash. Everywhere Mr. Davis 
found the agents writing a satisfactory 
business; thoroughly enthused and 
confident of their ability not only to 
maintain present records but to con- 
siderably surpass them in future. In- 
dustrial and agricultural sections alike 
are producing their proper quotas, the 
average man appreciating as he never 
did before the benefits of life insur- 
ance, and willing to seek the protec- 
tion it so admirably affords. The aver- 
age policy issued by the Equitable is 
greater than formerly, agents having 
driven home the truth that the present 
purchasing power of the dollar is but 
half of what it was in pre-war days, 
and hence the amount of insurance 
carried should be at least doubled. 
While a believer in all forms of con- 
tract, Mr. Davis is a particular advo- 
cate of the whole life policy as afford- 
ing the largest measure of protection 
to the average man, a thought con- 
curred in by a large number of his 
agents. 

In Mr. Davis’ opinion the present 
general prosperity of the country will 
continue for some time to come, but 
even though economic changes should 
result sooner he maintains the volume 
of insurance writing will be easily 
maintained or surpassed, asserting that 
during the past two years field men 
have learned to know the measure of 
their ability and are no longer con- 
tent with old records. Business just 
now is coming in easily, as it has since 
the war ended and agents have not had 
to exert anything like their full power 
to secure it. With the impetus it has 
gained and the strong endorsement 
given it by the public, he feels certain 
that whatever reaction may conte 
agents, by putting on added pressure, 
will be well able to hold to their pres- 
ent writings. 

J. Elliott Hall, for several years with 
the L. A. Cerf General Agency of the 
Mutual Benefit Life in New York, recently 
as superintendent of agents, has re- 
signed, as has J. C. MacNamara of the 
same a to join Frank H. Lewis of 
Newark, J., general agent of the 
erties: Mutual Life, as associate 
general agent, opening an office at 25 
Church street, New York. Thomas R. 
Crowley, formerly of the Cerf Agency, 
has joined them. Mr. Hall enjoys a 
national reputation as an authority upon 
income insurance. His business part- 
ners, Mr. MacNamara and Mr. Crowley, 
are also highly successful salesmen and 
have a wide following among brokers. 


J. E. Flanigan, actuary of the Bank- 
ers Life of Des Moines, predicts that 
even the severest kind of reaction in 
general business cannot put life insur- 
ance out of the class of necessities in 
the public mind. He states that the 
present large volume of life insurance 
is due to a permanent change of the 
public view of life insurance and this 
volume will continue and grow even 
though business slows up along gen- 
eral lines. “There has been,” says Mr. 
Flanigan, “a real and fundamental ap- 





preciation of the need for protection 
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OF ILLINOIS 


The Stock on the Shelves 


A merchant’s success is dependent not only on his location, his ability to attract 
people into his store by his window displays, but also on his stock of merchandise. 


How comparable are the factors that bring success in life insurance! 


And the Central Life of Illinois offers ground floor opportunities, attractive 
policies and substantial insurance. ; 


The Central Life of Illinois is one of the strong companies. Its record of steady 
advancement. and increasing power is a constant inspiration to its representatives. 
Neither war nor epidemics stayed its progress. 


The Central Life of Illinois is a good company for the agent and policyholder alike. 


ILLINOIS—MISSOURI—IOWA—MINNESOTA—NEBRASKA—SOUTH DAKOTA—MICHIGAN 


CENTRAL LIFE INSURANCE Co. ~ ILLINOIS 


$28,021,000.00 in Force OTTAWA, ILLINOIS $3,000,000.00 Assets 
H. W. JOHNSON, Pres. — W. F. WEESE, Vice-Pres. S. B. BRADFORD, Sec’y 
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which only life insurance can afford, 
and the last eighteen months have ad- 
vanced life insurance as much as many 


years of normal times would have 
done.” 
Gary ‘Ss. Brewster, for many years 


identized with life insurance circles in 
Indianapolis and now special agent of 
the New York Life, plans to go to Cali- 
fornia with his wife in the near future 
to make his home there. H. P. Jor- 
dan, also an agent of the New York 
Life and son-in-law of Mr. Brewster, 
accompanied by his wife, plans to make 
the same change. They will represent 
the New York Life in their new home. 
Mr. Brewster served several terms as 
president of the Indiana Association of 
Life Underwriters and has always taken 
an active interest in association work. 

The home office of the National Life, 
U. S. A., lost one of its most faithful 
and efficient employes last week in the 
death of Miss Edith Spurrier, secretary 
to President A. M. Johnson. Miss 
Spurrier was ill but six days, having | 
contracted a severe case of pneumonia, 





to which she later succumbed. Her 
career in the insurance field had been 
a long and most successful one. She 
entered the employ of the National 17 
years ago, starting as a stenographer 
at a very meager salary. Her advance- 
ment was rapid, and prior to accepting 
the position which she held at her death 
she was secretary to R. D. Lay, secre- 
tary of the company. 

J. Paul Duncan has been appointed 
agency supervisor of the Great Repub- 
lic Life of Los Angeles. He was for- 
merly superintendent of agents of the 
Kansas Life in Kansas. Mr. Duncan 
has been serving the Great Republic 
as agent in Southern California for the 
last six months. 


Charles F. Coffin, vice-president of 
the State Life of Indianapolis and 
one of the conspicuous life insurance 
executives of the country, has been 
elected for a second term as president 
of the Indianapolis Chamber of Com- 
merce. Mr. Coffin has paid much at- 
tention to this body and under his ad- 
ministration marked progress has been 





made. He is now stumping Indiana for 
General Wood in the presidential pri- 
maries. His opening speech was at 
W abash, Ind., Wednesday of last week. 


Joel T. Traylor of Denver, who, as 
announced last week, will go to In- 
dianapolis to become a member of the 
firm of Osborn & Traylor, general 
agents of the Provident Life & Trust, 
William E. Osborn being the senior 
member, has achieved great results as 
traveling secretary for the National As- 
sociation of Life Underwriters during 
the last six or seven ‘months. Mr. 
Traylor was superintendent of agents 
of the Denver general agency of the 
Provident for nine years and was ex- 
ceptionally successful in finding and 
developing agents. He is a practical 
salesman and has also conducted sales- 
manship schools. Though he has been 
in Colorado for the past 18 years, he 
was born in Illinois and comes of a 
family which is notably a family of 
salesmen. 

Mr. Osborn has been with the Provi- 
dent for the past 11 years and has been 
very successful as an organizer and 
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personal producer. It is the plan of 
the new firm to work out some very 
definite plans. Mr. Traylor will give 
particular attention to development 
work, the securing and development of 
agents and the writing of business. Mr. 
Osborn will pay special attention to 
the office end of the business, taking 
care of renewals and the service of 
policyholders. 


Daniel G. Wing of Boston and 
George S. Hovey of Kansas City have 
been elected directors of the Equitable 
Life of New York. Mr. Wing was 
president of a Massachusetts National 
Bank at Boston and upon the consoli- 


dation of that bank with the First 
National Bank of Boston, became 
president of the latter. Mr. Hovey 


is president of the Interstate National 
Bank of Kansas City. Fifteen years 
ago he organized the Cattle Loan 
Company of Kansas City and has been 
intimately identified with the financing 
of the cattle industry throughout the 
southwest. 


President Walter LeMar Talbot of 
the Fidelity Mutual Life will shortly 
marry Miss Estelle Maier of German- 
town, Pa., the engagement having re- 
cently been announced. 
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E. V. Thorp 


E. V. Thorp, general manager of the 
Round Rock Mercantile Company, a large 
general store at Round Rock, Tex., for 
the past ten years, is taking a position 
as assistant state manager and superin- 
tendent of agents for Texas under his 
cousin, Ben Thorp, state manager for 
the Federal Life of Chicago. 

This agency has 160 agents in Texas 
and is the only state agency in the coun- 
try of the Federal Life that writes both 
health and accident and life insurance. 
In addition this agency writes a larger 
volume in both departments than any 
other state agency of the company. 


R. V. Bixby 
R. V. Bixby 
agency manager for the Bankers Life of 
Des Moines in western Nebraska, and 
will make his headquarters at Lincoln. 
Prior to his appointment as agency man- 
ager he was successful as a _ district 
agent for the company in Wyoming. 
Almost coincident with the news of his 
promotion comes the news from Mr. 
Bixby that he is the very joyful parent 
of a new baby boy, described by Mr. 
Bixby as his “assistant agency man- 
ager.” 


F. G. Barnum 

Frederick G. Barnum, who has been 
connected with the Milwaukee Associ- 
ation of Commerce for the last six years, 
has been made state agent for Wiscon- 
sin for the Franklin Life Mr. Barnum 
succeeds E. A. Marthens, who left the 
Franklin Life to resume his former work 
with the Great Northern Life. 
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TEXAS 
Issued In Force 

Two Republics..... 580,412 2,581,425 
Manhattan . <.o.<< 2 és. 2,022,981 10,477,154 
Union Cent., O:.:'. 9,447,663 36,992,397 
Occidental ......... 1,427,088 3,639,169 
Bankers Res., Neb.. 2,608,089 4,129,888 
Great Republic..... 874,264 2,994,216 

NEVADA 
Beneficial Life, Utah 194,655 176,155 
MISSOURI 
\| 6 ‘ 
i| 
Peoria. Tare: 05 645i. 471,800 1,354,418 








SOUTH CAROLINA 




















Lincoln, Res’ve, oo 1,620,750 1,899,450 
Morris Plan, N. Y 19,5 500 24,500 




















American Life, S. ¢c: 164,415 207,543 
Home L. & Ree 1,405,942 
Afro- American, Ss. C. 16,379 39,978 
Carolina Life ...... 9,586,603 9, 660, 106 
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LOCAL ASSOCIATIONS 











Baltimore, Md.—At a meeting of the 
executive committee of the Baltimore 
Association it was reported that upward 
of 150 new members had been enrolled 
in the last few weeks. The new members 
represent a majority of the life com- 
panies in Baltimore and the campaign 
will be continued until practically every 
one of the 30 odd companies have been 
able to report a 100 per cent member- 
ship from their office and outside forces. 

* * xX 

Kansas City, Mo.—The meeting here 
last week of the Kansas City Associa- 
tion, at which President Haley Fiske 
and other officers of the Metropolitan 
Life were entertained, is regarded as 
proof positive that the meetings have 
“arrived.” The increase from the mea- 
ger handful of insurance men last year 
to the enthusiastic group that was on 
hand to greet Mr. Fiske and his asso- 
ciates was a source of deep satisfac- 
tion to the officials of the association. 

Members feel that the success of the 
gatherings is largely due to the co- 
operation and “get together” ideas of 
President Poindexter and the executive 
committee of the organization. Charles 
W. Mathews, secretary of the associa- 
tion, has also been a moving spirit in 
the meetings. In discussing the meet- 
ings, Mr. Mathews declared that the 
occasions were good for insurance men 
and the business any place in the na- 
tion. It is necessary, he said, for the 
men to get together regularly, and feit 
that that was of more importance, per- 
haps, than what was actually accom- 
plished after they had been assembled. 

Mr. Fiske briefly told of many ques- 
tions that arise in the business, and 
showed the high plane upon which life 
insurance rests. Dr. Leo K. Frankel, 
third vice-president of the Metropolitan, 
cited the great service which life in- 
surance companies have given, and 
James E. Kavanaugh, also a vice-presi- 
dent of the Metropolitan, delivered a 
brief address on salesmanship as applied 
to life insurance. The keynote of his 
remarks was that life insurance is “good 
goods” and can always be sold if prop- 
erly shown. 

* * * 

Oklahoma City, Okla.—Since life in- 
surance is the means whereby the state 
is relieved of its burden of providing 
for widows and orphans and reduces 
the poorhouses, A. D. Engelsman, gen- 
eral agent for the Equitable of New 
York, told the Oklahoma Association, at 
its luncheon Saturday, something should 
be done to stop what he termed “the 
tremendous injustice of the system of 
taxing insurance premiums.” 

“We must educate the public,” Mr. 
Engelsman asserted. ‘‘We must go forth 
and present the results of the crime 
committed by the legislatures of all of 
the states and by the federal govern- 

ent.” 

Characterizing the funds as a sacred 
trust and likening the policyholders to 
a league of neighbors whose savings are 
contributed to members in time of need, 
Mr. Engelsman said it is discouraging 
to thrift if legislatures are permitted 
by the public to make a target of in- 
surance funds. He contended that in- 
surance companies should pay for the 
cost of supervision and inspection, but 
that this cost could be met by a tax 
of one-sixteenth of the premiums paid. 

Nine new members were reported to 
the association, 

2 9 


Davenport, Ia.—At the regular meet- 
ing of the Davenport association the 
most important question discussed was 
that of the sales congress, which is to 
be held in the near future. This congress 
is to be patterned after the one recently 
held in Chicago. The association, as a 
whole, is very enthusiastic over this plan 
and it is receiving the hearty support of 
the general agents. 

The chairman of the publicity commit- 
tee reported that he had received many 
letters commending this association for 
its recent special insurance edition of 
the daily papers. This is a yearly event 
and the publicity received seems to be 
very much worth while. 

A committee has been appointed to 
draft resolutions relative to part-time 


men, to be brought before the associa- 


tion in the near future. 
*x* * * 

Boston, Mass—Robert W. Moore, Jr., 
New England assistant to the national 
president of the Life Underwriters Asso- 
ciation, and chairman of the member- 
ship drive for the Boston Association, 








bers have been added to the Boston 
Association as a result of the first two 
weeks of the drive in metropolitan Bos- 
ton. E. H. Brock, superintendent of 
agents of the John Hancock, stands as 
high man in the drive, having turned in 
1¢5 names from the Hancock industrial 
forces. The drive will be continued until 
the full quota of 600 new members has 
been secured. 


Group Insurance Discussed 


NEW YORK, April 26.—Group life in- 
surance was the general subject consid- 
ered at the class meeting at the local 
branch offices of the Aetna Life here 
today, the speaker being E. B. Ransen- 
housen from the company’s head office at 
Hartford. After explaining the basis un- 
der which the insurance is issued, Mr. 
Ransenhousen noted the character of the 
service rendered by the company, defined 
the form of policy and its cost. In addi- 
tion each attendant at the meeting was 
supplied with a finely printed folder, 
within the covers of which was a “Syn- 
opsis describing the term of the policy 
contract with the cost of group insur- 
ance illustrated; speciman certificates; a 
pamphlet describing group life insurance 
generally; a list of present policyhold- 
ers,” ete. Following his address Mr. 
tansenhousen answered numerous in- 
quiries, elucidating further his former 
remarks. He stated that such was the 
popularity of group insurance that at 
the present time over two billions of dol- 
lars was in force, and predicted that 
within a short time the premium income 
from this department of business would 
exceed $25,000,000. 

The class meetings that the Aetna 
Life have been conducting here for sev- 
eral weeks past have proved most suc- 
cessful. Because of the removal of the 
offices, however, the gdtherings will be 
postponed for a season. 


Comment on Great Republic 


President E. C. Cooper of the Great 
Republic Life of Los Angeles in com- 
menting on its mortality ratio states 
that in 1919 suicides assumed unusual 
proportions. About 25 per cent of its 
death losses were due to this cause. The 
policies had béen in force from two to 
six years. President Cooper says that 
suicide in the history of insurance is 
relatively unimportant cause of death, 
but with the Great Republic during 1919 
it assumed importance, as its losses 
from this one cause alone in the year 
were more than the company had suf- 
fered in all previous years. In 1917 the 
company had a death loss of $32,000 and 
it increased its surplus $30,000. In 1918 
its death loss was $89,000 and it lost 
$30,000 of surplus. In 1919 it was $76,819. 
In 1918 the company wrote $2,000,000 of 
new business. Last year it produced 
$3,250,000. Its ageney force was con- 
siderably enlarged. Much credit is due 
to W. H. Savage, the agency director. Its 
insurance in force is now $10,590,608. 
Its premium income last year was $381,- 
750. Mr. Cooper, the president, is a 
thoroughly dependable and creative man. 
He was former insurance commissioner 
of California and in that office did most 
excellent work. 





Special $5,000 Policy Up 


The attorney-general of Texas will be 
asked to give an opinion as to whether 
a life company can issue the special 
$5,000 ordinary life contract that was 
gotten out by the Metropolitan Life some 
years ago, it being a very low premium 
policy on which small commissions are 
paid. It is a competitive policy, but was 
withdrawn by the Metropolitan after 
some of the life underwriters’ associa- 
tions made a strong attack on it. One of 
the companies is issuing such a policy in 
Texas at this time. Complaint has been 
made by another company, stating that 
it would be impossible to meet this com- 
petition by many companies because they 
would violate the laws of their states. 
Atention is called to the fact that these 
special contracts carry lower rate and 
higher values than the regular contracts 
and really constitute a form of discrim- 
‘ination. 


E. W. Stryker 


E. W. Stryker, who has been a vice- 
president and director of the National 
Fidelity Life since its organization five 
years ago, has resigned to become asso- 
ciated with J. H. Baker and W. D. Rust, 
Jr., of Newell, Ia., in the general agency 
of the Columbian National Life, with 
headquarters at Sioux City, Ia. The new 
partnership has general agency jurisdic- 
q tion in Iowa and expects to extend its 





announces that more than 300 new mem- 











The Bankers Reserve Life 
Company 


HOME OFFICE, OMAHA, NEBRASKA 


ROBERT L. ROBISON, President 
WALTER G. PRESTON, Vice-Pres. JAMES R. FARNEY, Vice-Pres. 
RAY C. WAGNER, Sec’y and Treas. 


FINANCIAL STATEMENT, DECEMBER 31, 1919 


RESOURCES 


U. S. Gov’t, County Municipal and School Bonds, 
CI 2a hed epta eeases 3 6h ens $6,261,784.34 
First Mortgages on Real Estate................ 1,059,400.00 
Leans to Policy Holders.....................-- 1,322,643.92 
Renewal Premium Notes...................--- 49,182.74 
Cash in Office... .. Po: Eger gee es 12.59 
og is cia ba ace wade ke wed eee s'a 424,987.79 


Accrued Interest on Securities.................. 61,275.32 
Premiums in Process of Collection.............. 29,209.56 
Agents’ Net Debit Balances.................... 149.53 


- $9,208,645.79 
2,331.03 


ae SR ty APR Ore $9,206,314.76 


Net Legal Reserve. ............ cece cece cece eees $7,405,031.00 


Dividends Left with Company.................. 80,278.20 
Premiums Paid in Advance...................-. 15,110.75 
Death Claims Payable in Installments........... 17,822.00 
Death Claims Reported, no proofs............... 21,025.75 
Unearned Interest ....................00 eee eee 38,437.52 
IN, cox BO coh oe Ha aR Rc yee gnres 13,594.91 
EE ee eee 34,500.00 


Capital Stock Paid up.............. $ 190,000.00 
Policy Dividends Calculated for 1920 277,548.76 
Unassigned Surplus ............... 1,202,965.87 1,580,514.63 





ah shies ath eae ona aia aawewene ais $9,206,314.76 
BEST YEAR IN COMPANY’S HISTORY 
ALL FORMER RECORDS BROKEN 


The Year’s Gain in Assets..................... $ 1,001,000.00 
New Business in 1919......................... 19,067,329.00 
IN So Gee © 3k 28S e ada hon bowser 9,206,314.76 


Net Legal Reserve..........................-. 7,405,031.00 
RiCeeEeDGIUBEAENES «52 5. ons Sein ori cs Ma reused 6,261,784.34 
Is oo nines Se occ cca cho ctnweeee< 1,059,400.00 


Total Paid Policyholders...................... 5,584,393.68 
Total Death Claims Paid...................... 2,244,744.66 
Total Business in Force....................... 58,737,084.00 


The Bankers Reserve Life 
Company 


A SOLID, CONSERVATIVE WESTERN COMPANY 


Omaha Nebraska 








field to Nebraska. 
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YOU CAN 


INCREASE YOUR LIFE INSURANCE SALES and 
LAND THAT STUBBORN PROSPECT 


With the CONTINENTAL’S new 


and original combination of LIFE and 


INCOME INSURANCE, offered to the American people for the first time 


on an INCONTESTABLE and NON-CANCELLABLE basis. 


This is without doubt the GREATEST selling plan devised. 


Attractive agency openings in Colorado, Washington, D. C., 
Michigan. Minnesota, Missouri, Ohio, Pennsylvania, Texas and Vi irginia. 


ASSURANCE COMPANY 


sells Life Insurance 


General Offices: 


Address: Combination Service Department. 


CONTINENTAL 


H. G. B. Al der, President 





910 Michigan Avenue, Chicago, Illinois. 


Illinois, Indiana, 


CASUALTY COMPANY 


sells Casualty Insurance 








More Than One Million Policies Now In Force 





Only four other life insurance companies in America have more 
policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 


Assets 


Policies in Force 
Insurance in Force 


Jan. 1,1910 Jan. 1, 1915 


Jan. 1, 1920 


$ 4,867,379 $ 8,763,566 $ 18,682,446 


342,972 
44,780,907 


551,969 
79,619,435 


Organized February 23, 1888 


1,058,956 
191,495,761 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Western Pennsylvania, Michigan, Illinois and Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 











The American Home Life 


F. S. Jackson, Pres. 


Insurance Co. 


Topeka, Kan. 


F. P. Metzger, Sec. 


Good contracts for live agents. Address F. P. Metzger, Topeka, Kan. 








ee 








Are You Permanently Established? 


Pennsylvania—Ohio— West Virginia 


White for Territory 


PHILADELPHIA LIFE INSURANCE CO 


One 


tE DERAL CASUALTY COMPAN 


V. D, CLIFF. President 


PHILADELPHIA 








Se a er 


ECRET OF OUR 


UCCESS 
ERVICE 


Cash Capital $200,000.00 


1S We have a contract for you under which your 


income will be limited only by your activities 


A REAL PROPOSITION FOR A REAL MAN 





DETROIT 


MICHIGA® 











Many Life Men Are Pra 
To Sell Accident and Health 


Are you one of them? To sell this income insurance 
to your old policyholders you want to know the 
sales points. Read the monthly sales manual and 
revivifier, The Casualty Review, devoted entirely to 


health and accident insurance. 


Send your dollar to 


One dollar puts you 
on the subscription list for a whole year. 


THE = REVIEW 


1362 Insurance Exc 


Chicago 











MORTALITY FROM FLU‘ 
STATISTICS FROM MINNESOTA 
Death Rate from That Cause Heavier 


Than Was Supposed—Figures 
on Pneumonia 


=. 


ST. PAUL, MINN., 
Minnesota state board of health has 
prepared a series of vital statistics 
which are of material interest to in- 
surance relative to preventable disease 
experience in the state. Mortality 
from influenza proves to have been 
even more severe than was supposed. } 


April 27.—The 


Deaths from this cause the past ten 
years increased as follows: 

Year Deaths Year Deaths 
| 7 i ee 258 
| ee 151 oo. arerere e 499 
bis gare 85 (5 ae 257 
WD cin sce'sis's 184 re 7,521 
BORE be ces 122 a) ere 2,579 


Distribution by Months 


Deaths from influenza in 1917, 1918 and 
1919, distributed as to months, shows 
the last three months of 1918 and Janu- 





ary, 1919, to have been the four months 
of greatest havoc in Minnesota, as fol- 
lows: 
1917 1918 1919 
og ae Pe er ee eee 98 15 1,012 
he i OOO re 56 15 431 
RIOR Gb ta ip ae aicae 33 13 609 
og eras eae res eee 24 55 295 
RT EP OE Or OLE Maes 16 27 109 
NN 2 0.5 5 Since Sarita s ere 5 6 38 
ARNE ee a ee 0 4 17 
PUM 8 52 uk srejtelasecdss 0 4 19 
BSPCOMNEr .250 60665 1 7 14 
hy ie Te Ee 7 2,105 8 
PIOVCMBDOT 0... 2 dk sis 4 3,260 5 
PPOCOMENOT 65k 6 iis chs 13 2,010 22 
yo | a ms: | i 7,521 2,579 


Returns on Pneumonia 


Reports to the state division of vital 
statistics show that in the returns for 
pneumonia, eight out of ten cases di- 
rectly followed influenza. With 31,169 
deaths from all causes in 1918, 7,521 
were from influenza, 1,983 from its se- 
quel, pneumonia—a total of 9,504, which 
may nearly all be laid to the flu. 

In 1919 total deaths fell to 24,860, with 


2.579 from influenza, 1,410 from pneu- 
monia and 3,989 from the two related 
causes. 


Statistics of preventable disease deaths 


from 1910 and including 1919 give the 
influenza first place in any one year, 
with 7,521 deaths in 1918. 
Fiske in Kansas City 
KANSAS CITY, MO., April 27—More 
than 300 agents of the Metropolitan Life 
from Missouri, Kansas, Oklahoma and 


Arkansas gathered 
the triennial 


week for 
convention.” 


here last 
“president’s 


President Haley Fiske was host and 
chairman at the banquet. The Rt. Rev. 
Thomas F. Lillis of the Kansas City 


Catholic diocese, an honorary 
fered grace, 

Among, the 
sioner Harty of Missouri, 
Travis of Kansas, Dr. E. 
city health director and several promi- 
nent Kansas City clergymen. 

Mr. Fiske and his party were enter- 
tained during the day by L. L. Adams, 
general agent of the Metropolitan in 
Kansas City. 


guest, of- 


were Commis- 
Commissioner 
H. Bullock, 


speakers 


Life Insurance in Oklahoma 

OKLAHOMA CITY, OKLA., April 27— 
The amount of life insurance in force in 
Oklahoma increased $84,443,473.15 during 
the year 1919, according to figures given 
out by Commissioner Welch. The amount 
of insurance in force Dec. 31 was 
$270,299,302.57. Policies written during 
the year aggregated $129,545,175.97, as 
against $83,244,271.22, an increase of $46,- 
300,904.57. The insurance is represented 
by 143,813 policies. The total number of 
policies in force in the state now is 


453,000. 
Fraternal insurance written in 1919 
was $46,825,459.30 as compared to $29,- 


531,993.20 for 
293,466.60. 


1918, an increase of $17,- 


Pacific Mutual Men Meet 
OKLAHOMA CITY, OKLA., April 27— 
Dr. W. W. Beckett, medical director, and 
Cc. I. D. Moore, secretary of the Pacific 





Mutual Life, were in Oklahoma City 
Thursday for a meeting of the Oklahoma 
agents of the company. A feature of the 
meeting was a luncheon given by C. C. 
Day, general agent. Thirty agents at- 
tended the meeting. 


Payne Leads Cedar Tree Contest 


S. J. Payne of Charleston, W. Va., has 
climbed into the lead in the Cedar Tree 
Contest, which is the personal business 
production contest of the Lincoln Na- 
tional Life for April. The winner will 
give the “Abe Lincoln Cedar” to Fort 
Wayne's largest park. The cedar will 
commemorate the first Lincoln memorial, 
which was a cedar tree, planted by one 
of Lincoln's friends, at Gentryville, Ind., 
in 1830. Ray K. Hummel of Chicago 
stands second in the contest and S. A. 
Bardwell of Cleveland is third. 








NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and 























SECURITY MUTUAL DIVIDENDS 


Binghamton Company Announces 
Schedule for 1920, Which Will 
Take Effect on June 1 


The Security Mutual of Binghamton, 
N. Y., which paid no dividends in 1919 
and changed its dividend year to com- 
mence June 1, has now announced the 
following scale for 1920, commencing 
on that date: 

Ordinary Life 


Age 25 35 45 

Prem. $20.14 $26.35 $37.08 

Div. 

1910 1.73 2.35 

1911 1.64 2.20 

1912 1.56 2.07 

1913 1.48 1.94 

1914 1.41 1.81 

1915 1.34 1.69 

1916 1.27 1.57 

1917 1.21 1.46 

1918 1.15 1.35 

1919 1.10 1.25 
Twenty-Payment Life 

Age 25 35 45 

Prem. $30.12 $36.22 $45.73 

Div. 

1910 2.86 3.46 4.33 

1911 2.64 3.18 3.99 

1912 2.42 2.92 3.66 

1913 2.22 2.66 3.34 

1914 2.03 2.42 3.02 

1915 1.84 2.18 2.71 

1916 1.67 1.96 2.42 

1917 1.50 1.74 2.13 

1918 1.34 1.53 1.85 

1919 1.19 1.34 1.59 

Twenty-Year Endowment 

Age 25 35 45 

Prem. $48.15 $49.85 $54.22 

Div. 

1910 4.90 5.00 5.27 

1911 4.43 4.53 4.82 

1912 3.99 4.09 4.38 

1913 3.56 3.66 3.94 

1914 3.15 3.25 3.53 

1915 2.75 2.86 3.13 

1916 2.38 2.49 2.74 

1917 2.02 2.13 2.37 

1918 1.68 1.79 2.01 

1919 1.35 1.46 1.66 
Paid-up Life Policies 

Age 25 35 45 

Prem. 

Div. $3.92 $4.62 $5.55 


Conservative Life of Indiana 


The Conservative Life of South Bend, 
Ind., has gotten out a new contract 
known as the “Safety First Policy.” It 
gives double benefit on account of ac- 
cident and also provides that if the 
beneficiary is killed by accident in the 
manner described in the policy the face 
of the policy is paid. It carries the total 
disability clause, giving 2 per cent a 
month beginning one year from date of 
disability and then pays the face of the 
policy at death. 





Security Life of Chicago 


The Security Life of Chicago an- 
nounces that all policies issued on and 
after May 1 next on the 20-payment life 
plan and the 20-payment life with guar- 
anteed cash payment plan will be on 
new forms. These follow the same gen- 
eral features as the Security’s policy en- 
titled “Endowment at age 65.” These 
new forms include both the disability 
and double indemnity or only the double 
indemnity. 
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A Man 
Who 
Had 
$85,787 


We know a wealthy 
banker and investor 
who paid $85,787 


Spot Cash 


and Received 
therefrom 


$2,724 cash for him- 
self 
AND 
$23,250 for his four 
children, already paid 
to them in cash 
AND 
$4,150 to be paid an- 
nually to these four 
children as long as 
they shall live 
AND 
$64,000 which is to be 
paid to his grand- 
children in 20 annual 
installments. 


The above provisions were 
planned by Hon. John M. 
Cooper, of Baxter Springs, 
Kansas, and were carried out 
by insurance policies in the 


ROYAL UNION 

MUTUAL LIFE 

INSURANCE 
COMPANY 


DES MOINES, IA. 











Do YOU know of 
a wiser investment 
for YOUR money? 


1. Provision for yourself in an- 
nual dividends as long as you shall 
live. 

2. Provision for your children in 
quarterly payments as long as they 
shall live. The principal CAN NOT 
be squandered or borrowed or dis- 
sipated, but the ever-recurring quar- 
terly payments ASSURE the ne- 
cessities of life for an entire lifetime. 


3. Provision for your children’s 
children for twenty years, 
paid to them in 20 annual pay- 
ments. Education and physical 
necessities ASSURED. 





ST. LOUIS MEN 


PROGRAM OF SALES CONGRESS 


READY 





Scovel, Ganse, McNally and Campbell 
to Speak—Expect Attendance of 
500 or More 





ST. LOUIS, MO., April 27.—Final 
plans for the St. Louis Life Under- 
writers’ sales conference, May 1, for 
all men and women life underwriters 
within 300 miles of Missouri’s metrop- 
olis, have been completed with the se- 
lection of a list of prominent speakers 
to discuss the latest methods in in- 
creasing the earning power of field 
workers. 

Five hundred delegates from Illinois, 
Arkansas and Missouri are expected to 
attend, according to President R. H. 
Calkins of the association. All insur- 
ance solicitors, whether members of the 
association or not, are invited. 

The congress is in accord with the 
policy of the National Association and 
similar meetings are being held 
throughout the country to furnish new 
inspirations to life agents. 

The meeting will begin at 9:30 a. m. 
and will be concluded with a banquet 
at 7 p.m. Following is the program: 

Morning Session, 9:30 A. M. 
Words of Welcome—Richard H. Cal- 
kins, president Life Underwriters Asso- 
ciation of St. Louis. 

Song, “America” — Wallace Niedring- 
haus, St. Louis. 
Chairman, Forenoon Session—Thos. Q. 
Dix, St. Louis. 
Institutional Soliciting —Charles W. 
Scovel, Pittsburgh. 
Relation of Life Insurance to Bank and 
Commercial Credits—Dr. W. F. Gephart, 
dean School of Commerce and Finance, 
Washington University, and vice-presi- 
dent First National Bank, St. Louis, and 
ic Pg Singleton, president Missouri State 
Life. 

Luncheon, 12:30. 

Afternoon Session, 1:30 P.M. 
Life Insurance to Cover Federal and 
State Inheritance Taxes—Franklin W. 
Ganse, secretary National Association of 
Life Underwriters, Boston. 
Every Policy a Thrift Policy (Monthly 
Income Insurance) — Discussion, led by 
Charles W. Scovel, Pittsburgh, and Frank 
MeNally, Minneapolis. 
Modern Life Insurance Service—A. C. 
Campbell, Metropolitan Life, New York. 
What the Association Does — Orville 
Thorp, Dallas, Tex., assistant to the 
president of the National Association of 
Life Underwriters. 


Prudential Leads in Indiana 


The Prudential wrote the largest 
amount of new business in Indiana, both 
ordinary and industrial, in 1919, writing 
$16,167,670 of new ordinary insurance 
and $19,221,234 of industrial. The Pru- 
dential also had the largest amount of 
insurance in force, both ordinary and 
industrial, at the end of the year. The 
Lincoln National Life of Fort Wayne 
wrote the largest amount of new busi- 
ness in Indiana of the Hoosier com- 
panies, with $16,322,457, all ordinary. 
With more than $47,000,000 insurance in 
force in Indiana it had the largest 
amount in force of the Indiana com- 
panies in their home state. 


Actuarial Society Meeting 


Members of the Actuarial Society of 
America will hold their annual meeting 
at the Hotel Astor, New York City, May 
20-21, with a dinner on the evening of 
May 20. 

Among the papers that will be pre- 
sented at the several sessions are “Com- 
parative Rates of Withdrawal,” by Alex- 
ander T. Maclean; “Notes on Problems of 
Small Pension Funds,” by Joseph B. 
Maclean; “Influence of Occupation Upon 
Mortality,” by Arthur Hunter and Dr. 
Oscar H. Rogers; “A Method for Valu- 
ing Bonds of a Life Insurance Company,” 
by J. Burnett Gibb. 





Pt ace 
Bankers Reserve Figures 

The Bankers Reserve Life of Omaha 
has issued a very interesting financial 
statement, showing assets $9,206,315; 
eapital stock, $100,000; dividend surplus 
for this year, $277,549; net surplus, $1,- 
202.965. This gives it policyholders’ 
surplus $1,580,515. The Bankers Reserve 
gained in assets $1,001,000 last year. Its 
new business was $19,067,329. It has 
business in force $58,737,084. The com- 











pany is in a most flourishing and stable 





“The Oldest Company in America” 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The 
American Experience Table of Mortality, the cornerstone of 


modern life insurance. 


The “contribution plan” of surplus dis- 


tribution, used almost universally by American companies. The 
Continuous Instalment policy, the basic form of all Life Income 


contracts. 


“Mutual Life’’—known in every household. 


policies and service, notable financial strength, co-operation with 
agencies. Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York City 














WANTED 


First class Field Superintendent. 
For an old line Life Insurance Co. 
Location—Middle West 


Salary and Expenses 


This is an exceptional opportunity. 


Commission contracts, with perpetual renewals, 


to offer agents. 


Our policy contracts are un- 


excelled. Correspondence confidential. 


Address, 92-F 
Care THE NATIONAL UNDERWRITER 
175 West Jackson Boulevard 


CHICAGO, ILL. 


























condition. 





Indianapolis Life Insurance Company 


INSURANCE IN FORCE 


1905 $ 325,000.00 
1906 1,281,909.93 
1907 2,158,315.62 
1908 2,3 44,449.12 
1909 3,037,135.59 
1910 3,760,237.71 
1911 4,451,264.48 
1912 5,756,690.86 
1913 7,011,554.27 ° 
1914 = 8. 655,788.49 
1915  10,231,921.21 
1916  12,021,820.06 
1917 13.665,053.54 


1918 15,532,346.26 
1919 20,456,374.44 





ae Issued 


We 5... $6,580,823.00 
Total Death Claims 

| eee 388,901.45 
Total Dividends 

Paid — (Purely 

Mutual, no steck) 328,108.40 
Admitted Surplus.. 101,350.49 
Admitted Assets . 1,744,366.92 





FRANK P. MANLY 
President 


HOME OFFICE: 
Indianapolis, Ind. 





Unexcelled 








Liberal 
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Accurate! 


Published Early! 


The Life Agent’s Favorite 


The Little Gem 
Life Chart 


Now In Press—Issued April 15th 


Containing All the New Dividend Schedules 
---the January Ist Statements of all (250) 
Companies, Policy Analysis, Premiums, 


Cash Values, Dividends and Net Cost of the 


109 Leading Companies 


A special net cost showing notonly on Policies 
10 years old, but 9, 8, 7, 6, 5, 4, 3 and 2 years 
old as well---not in any other book. 


Forty more Companies and 200 more pages 
than nearest competitor---less than one-half 
inch thick---true Vest Pocket Size--- 


The Original, Cheapest and Best 
Vest Pocket Book Issued 


Order at once to insure prompt delivery 
on publication in April. 


Every life insurance salesman needs the great 
little book taken over last year fromthe Samp- 
son Dane Company. 


Price $1.50 


The National Underwriter 
Company 


Duttenhofer Building 


CINCINNATI, OHIO 





























LIVE LIFE TOPICS 





GENERAL agent said the other 
day that while he still had to 
finance some of the men through ad- 
vances now and then he has reduced 
this practice to a minimum. In this 
connection it can be asserted that along 
with the increased cost Of living has 
come the increased cost of advances. 
Three or four years ago this man says 
he could get men on a $25 weekly ad- 
vance, keep them for ten weeks, gambling 
on the men producing enough business 
to make good the outlay. These days, 
however, $25.00 a week is not attrac- 
tive. A prospective agent will demand 
at least $50.00 a week and perhaps 
more. This makes the general agents 
stop, wait and listen because it is dou- 
bling and ofttimes tripling the amount 
they are called upon to advance to a 
new agent. So far as the general agent 
is concerned, his commission has not 
increased and he must play safe to a 
greater extent than ever. The effect 
has been that many general agents that 
were free in financing men in the past 
have shut down almost entirely, only 
making advances where they feel very 
safe. 
+. ko oe 
OMPARATIVELY few men are 
coming into life insurance work at 
this time. Some life companies report 
practically no additions to their field 
force during the past six months or 
year. Plenty of business is being writ- 
ten, but it is coming from the men who 
have been on the job for several years. 
Probably the principal reason for the 
lack of agency development is the fact 
that companies are writing so much 
business that there is little money left 
for agency building. It costs a great 
deal of money to build up a producing 
force. Getting new men is an expen- 
sive proposition. The company that 
starts out to build a selling organiza- 
tion soon finds that it requires consid- 
erable money to finance new men, to 
keep agency superintendents in the 
field and to help along the newcomers 
during the period of development. 

Most companies do not feel free to 
spend very much money in this direc- 
tion, simply because they have not very 
much money to spend. So much has to 
be put up in reserves, that there is very 
little left for anything else. In order 
to properly handle the great volume of 
new business that is being written, the 
companies have to set aside a large 
proportion of their premium receipts. 
Companies feel that it is first of all 
necessary to handle the business that 
the present agents are sending in. Their 
writings must be taken care of. After 
that, if there is anything left, it goes 
to development work and the securing 
of new men, but with most companies 
there is not very much left. It is, of 
course, very difficult to get new men, 
even where a company has considerable 
money to spend, but the trouble is that 
most companies have not the surplus 
funds with which to do agency building 
just now. 

* * x 

N various ways, life companies are 

making an effort to select business 
more carefully these days. There is so 
much new business being written that 
company officials feel that it is foolish 
to accept anything but the best. The 
poor risks can be rejected, it is felt, 
because almost any company can get 
enough good risks. Most of the medi- 
cal departments have tightened up. 
They have put into effect more rigid 
requirements. They decline cases for 
defects that would formerly have been 
passed over. 

But there is another side to the situa- 
make their agents select business a lit- 
tle more carefully. They are trying 
to make the men in the field see that 
“the business that stays is the busi- 
ness that pays.” They are trying to 
get the men away from the idea of 








writing all the business they possibly 
can without any particular regard as to 


whether or not it is going to stay on 
the books. 


One company has put into effect the 
rule of paying a certain number of re- 
newals on $100,000 of business and five 
more renewals on $150, 000 of business, 
but an extra 5 percent is given on the 
business that renews the second year, 
The extra 5 percent gives an agent the 
incentive to write the right kind of 
business. There is enough good busi- 
ness to be had today without agents 
wasting their time on cases that will 
not pay the second year’s premium. The 
business that does not renew, means 
a loss of time and money to the policy- 
holder, the agent and the company. 
Gradually the agent is beginning to see 
the wisdom of writing the kind of busi- 
ness that stays on the books and the 
companies are making an effort at this 
time to encourage the writing of per- 
manent business. 

x * # 


LL life companies are receiving 

complaints from the men in the 
field about delays in getting policies 
issued. Cases cannot be handled as 
rapidly as they were six months or a 
year ago. The home office machinery 
is not running so smoothly. The serv- 


ice is not so good as it was formerly. ° 


This has aroused the ire of many men 
in field who have become somewhat 
discontented and peevish over the in- 
ability of the home office to get policies 
issued on schedule. An official of a 
company said the other day regarding 
this condition: “It seems to be hard 
to convince agents that the life insur- 
ance business has been slowed up less 
than any 
country. Why, I know of salesmen 
in nearly every line of business that 
are going off the road, quitting alto- 
gether, because while they can get 
plenty of orders, they simply cannot 
get the goods delivered. The factories 
cannot keep up with them. There is a 


keen demand for nearly every product 


that is manufactured, but the factories 
cannot keep up with it. Go out and 
place an order for almost anything and 
see what happens. You will be told 
that delivery will be made as soon as 
the goods can be received from the 
factory, but there is no telling when 
they will be received, and no guaran- 
tee as to when deliveries can be made. 
As far as that is concerned, a great 
many concerns will not even quote a 
price. They will simply tell you that 
you will be charged the current price 
at the time the goods are delivered. 
The old service is no longer in evi- 
dence. Deliveries of anything that is 
for sale cannot be quickly made. 

“Along with the rest, the life insur- 
ance companies have suffered. They 
have found themselves simply swamped 
with business and with a less efficient 
working force. New help is difficult 
to secure and there has been a let 
down all along the line. Mail service 
is poor. Supplies of various kinds are 
hard to get. Delay after delay is en- 
countered and yet in spite of it all, the 
life companies are only a few days be- 
hind their regular schedules. 

“They have kept going in very good 
shape considering everything. They 
are certainly not behind anything like 
other big business concerns. The de- 
lays in the issuance of life insurance 
policies are trivial compared to those 
in almost any other business that you 
can name.” 


Ask your prospect “For how long do 
you wish to support your wife,—for as 
long as you live or as long as she lives. 


“Everyone should have a_fire-extin- 
guisher and an insurance policy. Both 
may be needed after death.” 





other big business, in the . 
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The 1920 Unique Manual-Digest 


The Only Complete Life Agent’s Field Book 


son Dawe Company and the Policy- 

holders’ Digest were consolidated into 
one big combination book the last vestige of 
competition in this field disappeared. For 
years the Unique Manual and the Policyhold- 
ers’ Digest went along side by side as the only 
two ‘‘combination”’ books worthy of the name. 


\ N 7 HEN the Unique Manual of the Samp- 


Last year, although these books were com- 
bined under the name of the Unique Manual- 
Digest, the consolidation took place so late 
that there was time for bringing the informa- 
tion for both books into one for only the 50 
leading companies All will agree that the 
exhibit last year of the 50 leading companies 
was the most complete that has ever appeared 
in any book. 


This year this consolidation of information 
has been carried on down the line, for all the 
250 companies. The Unique Manual- Digest 
1s the only book which shows all companies of 
the country and complete and full showing for 
each company in each department of infor- 
mation. 


The Department of General Information 
has been considerably broadened and gives 
particularly careful treatment to such sub- 
jects as monthly income, total disability, 
double indemnity, women, sub-standard risks, 
reinsurance, etc. 


The Abstracts from Annual Statements are 
in greater detail for all companies than any 
other book published. The Digest shows for 
all companies what the best known of the 
other publications show for only the leading 
companies. 


The Policy Analysis gives under 87 items 
the only true synopsis and analysis of policy 
contracts made. This is practically the same 
as though you had the entire policy before 
you and we will give you the information for 
all companies in about 100 pages, whereas 
the full text would take 1,000 pages. 


The Manual-Digest gives the most com- 
plete showing on dividends that is to be 
found in any book; 30 companies have re- 
duced dividends, 8 or 10 have cut them off 
altogether, and some few have made increases 
over the reductions made last year. 


The big improvement in the Manual-Di- 
gest this year is in the showing of surrender 
values, cash, loan, paid-up and extended. 
These showings have been standardized, and 
the popular plan of the Sampson Dawe Man- 
ual of showing surrender values on’8 policies 
at 5 year ages at the end of the second, 
third, fourth, seventh, tenth, fifteenth and 
twentieth years has been adopted for all 
companies except those writing only a few 
policies where the showing is the same but 
for four policies. 


The objection to the old Policyholders’ Di- 
gest that ‘“‘While it contained much valuable 
information it was too hard to find,’ is now 
obviated by this standardized showing on 
surrender values as well as standardization 
in other features. It is now as easy to find 
information in the Manual-Digest as in any 
other book; and it contains several times as 
much information as any other book. 


If you are a life insurance salesman you 
really can’t do business without the Unique 
Manual- Digest. 


As deliveries will commence much earlier this year 
it will be necessary to get your order in earlier. 


WRITE TO-DAY 


The National Underwriter Company 


Cincinnati, Ohio 


103 Duttenhofer Building 
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ONCE MORE IT 


Leads Them Allin Kansas 


Of eighty-seven old line Life Insurance com- 
panies writing ordinary business in Kansas dur- 
‘ng 1919, official advices from the State Super- 
intendent of Insurance again demonstrate the 
choice of the people of its Home State to be 


The Farmers & Bankers Life 


Insurance Company 


WICHITA 


KANSAS 








Progress in Twenty-Four Years 
Shown in Five Year Periods 


Assets 
2,972.00 


Yess Insurance in Force 


1896 $ 256,000.00 § 
1901 = 2,363,054.00 102,687.00 
1906 10,576,110.00 661,430.00 
1911 20,565,597.00 1,952,407.00 
1916 48,026,506.00 4,922,478.00 
1919 84,777,274.00 7,982,899.00 

















In 1919 


44 General Agencies paid for 
$88,000,000 
Standard Business 


Dividend Scale Maintained, Surplus Increased 


New England Mutual Life Insurance Co. 


Boston, Mass. 




















An Exclusive Life Reinsurance Company 





THE REINSURANCE LIFE GOMPANY 
OF AMERICA 


DES MOINES, IOWA. 


Prompt Service 


Full Coverage 


Attractive Contracts 


H. B. HAWLEY, President 


F. D. Harsh, Secretary 

















OPINIONS ARE VARIED 
ON GROUP INSURANCE 


Life Officials Hold Diverse Views 
as to Whether Average Agent 
Can Write It Profitably 


LINE NOT STANDARDIZED 


Contracts Contain So Many Special 
Features That Writer Must 
Speak With Authority 


CINCINNATI, O., April 27.—There 
are many shades of opinion with re- 
spect to the writing of group insur- 
ance: Whether it is interfering or will 
interfere with the regular business: 
whether it will cut in on the work of 
the regular agents; whether it is profit- 
able or even possible for the average 
agent to write it; whether it is profit- 
able for the companies that write it. 

Questions involved in these problems 
grow out of the fact that the writing of 
group is in no sense standardized. Ex- 
cept in cases of the smallest groups the 
contracts are special contracts, drawn 
to fit local conditions or to meet the 
desires of the insured company. They 
embody special policy conditions; they 
involve special low rates. 

Presupposes Strong Hand 


Many of the circumstances influen- 
tial in their drafting are circumstances 
concerning which the local agent—even 
the general or state agent—cannot 
speak with authority. This condition 
presupposes the strong hand and inti- 
mate knowledge of the company official 
or the services of a specialist in the 
writing of these contracts. 

Emergency conditions may arise 
which would change a contract of mod- 
erate profit to one of heavy loss; and 
no company has written enough of them 
to enable the striking of an average. 
In fact, it is doubtful if all the com- 
panies writing contracts of this kind 
have written enough of them so that 
their combined experience would make 
the striking of a fair average possible. 





Cincinnati Companies Not Writing It 


Neither of the large Cincinnati com- 
panies has entered the group insurance 
field, although the Western & Southern 
in a couple of specific instances in 
which agents wished to enter into com- 
petition for the business has offered to 
duplicate contracts submitted by other 
companies. The Union Central, after 
mature consideration of the subject by 
a committee headed by Vice-President 
John D. Sage, changed its by-laws to 
permit the writing of group policies, but 
has not regarded the time as opportune. 
Mr. Sage holds strongly to the opinion 
that group insurance should be written 
by specialists in that line. 

“The average agent,” he said, “how- 
ever skilled he may be in dealing with 
the individual prospect, is hardly fitted, 
by training or temperament, to deal 
with the conditions governing group 
insurance. If it is a large contract, he 
may be dazzled by the idea of writing 
a policy in hundreds of thousands, or 
even in millions; but he will find it dif- 
ferent from inducing one man to sign 
an application to bringing a board of 
directors or the executive committee 
of a corporation to one mind with re- 
gard to its desirability and after that 
to make them accept his contract. 


Failure May Spoil Agent 


“Tf he fails, he has got out of touch 
with his list of prospects, he has fallen 
down in production, and the discourage- 
ment attendant on failure may easily 
change an aggressive, successful agent 





into one who has lost heart and be- 
comes deadwood on the agency list. 

“On the other hand, if he suceceds, it 
may spoil him for consistent produc- 
tion. Unless he is an exceedingly well- 
balanced man, success with such a large 
contract may cause him to despise the 
little ones, and to ignore all except 
those large figures which enter rarely 
into the life of any man and are com- 
paratively rare in the life of any com- 
pany. 

“In either case, a good agent has been 
spoiled by chasing a_ will-o’-the-wisp. 
In one instance the chase is a little 
longer than in the other, and is marked 
by a little temporary success, but the 
failure is absolute in both in the end.” 


Good Advertising for Company 


Mr. Sage does not believe the writing 
of group insurance will interfere in 
any way with the work of the regular 
agents, except as they may be led away 
by the prospect of writing it. That; of 
course, is an individual matter. Nor 
does he believe it will interfere with the 
writing of individual polieies. In fact, 
he is inelined to the view that if a 
company carries the group policy of an 
industry, its agents will have a strong 
factor in their favor as they pursue the 
task of insuring the individuals who 
compose it, or are employed in it. 

“As I see it,” he said, ‘the chief value 
of group insurance lies in the advertis- 
ing it gives the company that writes it. 
If we had insured the employes of 
Procter & Gamble, for instance, or of 
the Cincinnati Milling Machine Com- 
pany, it seems to me that that fact 
would be a very good introduction for 
the agent who wished to write indi- 
vidual policies for the men thus pro- 
tected.” 

Another thing to be considered, in Mr. 
Sage’s opinion, is that men _ insured 
under group policies as a rule do not in- 
sure themselves, except possibly in the 
industrial companies. Therefore, if a 
company is looking for volume of busi- 
ness, and has provided the machinery to 
write group insurance without interfer- 
ing with the routine of its regular busi- 
ness, it is possible to add large volumes 
to insurance in force through the 
medium of group policies. 

The medical aspect of group insurance 
is of considerable interest, although, 
strictly speaking, there is no medical 
examination. It is very important, how- 
ever, to consider sanitation and hygiene 
of the plant sought to be covered, the 
care it takes of its men, the provision 
it has made for first aid in case of in- 
jury or sudden illness, and the health- 
fulness of the industry itself. 


Selection of Group 


“In reality,” said Dr. William Muhlberg, 
medical director of the Union Central, 
“there is a medical selection; but it is 
of the group, rather than of the indi- 
vidual. If the inspector for the company 
finds a plant is clean and well managed, 
that sanitation and hygiene are care- 
fully looked after, that a first aid hos- 
pital with competent attendants is 
maintained, and above all that the em- 
ployes are given careful examination at 
stated intervals, then there is no reason 
why group insurance should not be 
written by any company, and carried at 
a profit as long as those conditions are 
maintained, 

“That applies, of course, to the in- 
dustry that is not of itself detrimental 
to health. Any industry whose employes 
could not be written individually be- 
cause of the nature of their occupation, 
or who because of that occupation 
would fall in the penalized classes, 
would not be a desirable industry in 
which to write a group policy.” 


Disability Experience Helps 


A number of prominent underwriters 
have expressed the view that companies 
writing health and accident business 
are generally in better shape to write 
group insurance understandingly than 
companies without health and accident 
departments, Their inspectors and medi- 
eal officers acquire experience in deal- 
ing with industrial conditions by direct 
contact that is of invaluable service to 
them when a group policy comes up for 
consideration. It is interesting to note 
that most of the companies which spe- 
cialize in group insurance have large 
and successful health and accident de- 
partments. 

When group insurance is mentioned, 
the mind turns at once to policies of 
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We have in press a 
pamphlet explain- 
ing our 





SQUARE 
DEAL 











Agency Contract. 
‘Judge for Yourself.” 


Nat fwonalye 
Insurance Company, 
Madison, Wisconsin 


A postal request will bring it to you. 
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Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
‘Suggestions for Increasing 
Your Income’”’ 
ano would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 


EE 
FEDERAL UNION LIFE 











DESIRABLE TERRITORY 
FOR ALERT AGENTS 


Always ready to negotiate with 
men who can establish their 
capacity to pay for a reasonable 
volume of New Insurance 
regularly—good business placers 
steadily needed. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: Albert E. Awde, Supt. of Agencies 








37,005 PEOPLE 


wrote to us last year and asked for an illus- 
tration of our “Income for Life” at their age. 
This valuable lead service explains why our 
1919 business showed a gain of 81 per cent. 
The Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $173,000,000. Faithfully serving 
insurers since 1878. 

A few agency openings for the right men. 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
WALTER LE MAR TALBOT, Pres. PHILADELPHIA 











HOME LIFE 
INSURANCE CO. 


NEW YORK 
WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 





W. A. R. BRUEHL & SONS 
General Managers 
Central and Seuthern Ohio and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 





HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 





six or seven figures, the glamor of 
which may as easily mislead companies 
as agents. There is a zrowing senti- 
ment, however, that small group poiicies 
are not to be despised, and that small 
factories and other establishments may 
offer a fertile field for those who care 
to cultivate it. Probably the clearest 
cut statement with regard to this phase 
that has been made lately is from Presi- 
dent Louis F. Butler of the Travelers, 
who said recently to a group of New 
York agents: 


Statement From Butler 


“Every now and then you will see an 
account in the newspapers of a group 
line involving a large sum, maybe 
millions of insurance, but I tell you 
that it is going to be the same as with 
every other line—the bulk of the in- 
surance will be written in small poli- 
cies. The large corporations will buy 
group, it is true, and will be welcome; 
but for every large policy there will be 
dozens of smaller ones. Thes® smaller 
policies are to become the backbone cf 
group insurance. I have always had the 
opinion that in proportion to the amount 
of time spent on the large policies as 
compared with the smaller ones, the 
latter will furnish the larger income.” 





HEAVY WRITINGS IN CANADA 





New Business of Dominion Life Insur- 
ance Companies Last Year Close 
to $445,000,000 





TORONTO, CAN., April 27.—With 
an average popuiation in the Dominion 
of 9,000,000, the Canadian life insur- 
ance companies last year wrote close 
to $445,000,000 of new life insurance. 
This is wholly anart from the business 
secured by the British and the half- 
dozen American cffices represented on 
this side the line. Canadians appre- 
ciate life insurance, buy it freely and 
once secured, hold on to it. The aver- 
age policy is probably slightly larger 
than that written in the United States, 
although not so many contracts for big 
amounts are issued here. Further; the 
record for persistence is better here 
than it is across the border, a fact that 
speaks well for the intelligence of the 
Canadians. 

This country :s one of the wellnigh 
limitless agricultural and mineral re- 
sources, and its population is growing 
rapidly. In the great agricultural 
provinces of Alberta, Saskatchewan 
and Manitoba, but especially in the 
first mamed, the farmers are highly 
prosperous and their number is con- 
stantly being augmented by immi- 
grants from Minnesota and the Dako- 
tas, who find themselves able to buy 
desirable land far cheaper than it is 
in the United States and are taking 
shrewd advantage of the opportunity. 
Men from across the line are most 
welcome here. In the main they are 
thrifty, intelligent and hardworking 
men of Swedish or Norwegian birth 
or extraction, who have accumulated 
some little money and are able to pay 
for their farms and properly stock 
them; a condition not always to be 
found among arrivals from the old 
world. Settlers of this type take 
kindly to insurance and a lot of pro- 
tection is sold to them. 

While a limite number of American 
companies have been operating here 
for years, the wonder is that others 
are not attracted to the country. They 
would find the laws of the Dominion 
easy to comply with, and general un- 
derwriting practices fully as desirable 
as those obtaining in the United States. 


Southland Life’s Big Business 


The Southland Life of Dallas, Tex., has 
shown a steady increase in new business 
for the first three months of 1920. The 
record of $2,678,800 for January was 
quite satisfactory to the officers of the 
Company, but they fixed a minimum of 
$3,000,000 per month for the rest of the 
year. February went over that figure 
with $3,458,000 and March broke all ex- 
pectations with a total of $4,523,278. The 
company is looking for a _ $5,000,000 














AMERICAN NATIONAL INSURANCE COMPANY 


of GALVESTON, TEXAS 
W. L. MOODY, JR. : ; 


FIFTEENTH ANNUAL STATEMENT 
December 31, 1919 


President 





ASSETS LIABILITIES 

Real Estate Owned............. $ 884,324.41 Net Reserve American Experi- 
Mortgage Loans, First Liens.. 3,091,830.79 ence 3 and 3% per cent....... $5,743,808.06 
Loans Made to Policyholders Special and Contingent Reserve 226,521.58 

on Company’s Policies. 651,057.17 Death Losses in Process of Ad- 

MME + 6c bitdenccceveeccee 1,589,468 .02 ferstememt .......ccccccccccccccce 
Collateral Loans........ 32,600.00 All other Liabilities............. 100,128.13 
Certificates of Deposit..... -- 46,679.22 Capital Stock.......... $250,000.00 
Cash in Banks................+++ 690,373.70 Assigned Funds....... 185,842.40 
Interest Due and Accrued..... 157,631.02 Ss aS 757 ,AGA.42 
Net Deferred and Uncollected Surplus Security to 

IS cecckaddocndcesusenacte 168,995.02 Policyholders ...........-+++++ 1,193,306.82 
All other Assets................ 2,827.02 

$7,315,786.37 $7,315,786.37 


Life Insurance in Force, $101,632,847.00 
Paid Policyholders, $7,175,570.00 
“ANCHOR TO THE ANICO” 


For Further Particulars Write to: 


Cc. S. HUTCHINGS Ww. J. SHAW 
Actuary and Agency Manager Secretary and Manager 
Ordinary Department Industrial Department 








Exclusive Working Rights 
-—e 
Strong Helping Plan 


In a rich and prosperous district, are available to 
a life insurance salesman, who is a salesman, as 
a representative of a strong mutual company— 





One of America’s Greatest 
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The Gem City Life Insurance Company 


of Dayton, Ohio 


Life—Health—Accident Insurance 
Up-to-Date Agency Contracts 
For particulars, write 
Home Office 
1. A. Morrissett, Vice-Pres. and Gen’l Mgr. 


Up-to-Date Policies 








The Man Who Is Willing~and WILL 


We are OE aalhp ee ota garnet 
money-making and creating a competence 
"6 for the FUTURE, 


For Contracts and Territory, Address 


H. M. HARGROVE ~- President 


Beaumont, Texas 





Sungences at Se 


Slaumont-TE 











month in April. 





CONSERVATION OF BUSINESS 


We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
thus standardizing and conserving the business, increasing the income, preventing lapses, and i 
the policyholders satisfied, and at practically no expense to the Companies. se 

Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 

THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 
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Central States 
Life Insurance Company 


St. Louis, Mo. 








$47,000,000.00 


Insurance in force = 








JAMES A. McVOY 


Vice-President and General Manager 




















“SAFE AS A GOVERNMENT BOND” 


The OHIO STATE LIFE 


LIFE, HEALTH. ACCIDENT<° MONTHLY INCOME INSURANCE. 
LATEST POLICIES AND AGENCY CONTRACT Bil aitHE 


Openings OHIO. IND., KY. MICH. and W.VA. Write Columbus 


Midland Mutual Lite 


Insurance Company 


Columbus, Ohio. 
W. O. Thompson, President 

















G. W. Steinman, Secretary \ 
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R apolis office of the New 

® Life; has received a very 
esting letter from a policyholder 
to whom he sold a contract wi 
total disability clause. 


the inevitable. 
phone worker, born in 1892, 
writer of the letter to Mr. Car 
Vice-President Thomas A. Buck 


gram that came with this letter 
Campbell, it being as follows: 


would seek information and 





find. If I wanted to become a 
I would seek advice from me 
never succeeded. 


| LETTER THAT TELLS A BIG STORY 


He is afflicted 
with tuberculosis and is simply waiting 
John O’Brien, a tele- 


commenting on this case, quotes an epi- 


“If I wanted to become a tramp I 
from the most successful tramp I could 
If I wanted to suc- 


ceed in all things I would look about 
me for those who are succeeding and 
















York | Mr. Buckner says: “Our hearts 

inter- | forth to him as he lies there on his befan inst 
of his | of sickness, facing the ‘great advemlwill ha’ 
th the | ture.’ His sentiments are of the finegfthe cas 


They prove the merit and unspeakabighas sh« 
value of the greatest addition ever mad@mark, 
to a life insurance policy—the cash thajfunctio 
takes care of one when a catastroph§then h 
overtakes him that is worse than thgweaker 
swift stroke of death—for the writehe inte 
faces the end not with numbed sense 
but with faculties alert, awaiting deat 
calmly, stoically, herolike, surrounde | 
by wife and family knowing their needgent he 
sensing somewhat the future that congas Pre 
fronts him, thankful that in some mea condit 
ure, all too small, he has prepared 
cushion that will lessen the inevitabl 
shock.” 
The letter sent by Mr. O’Brien fron 
the Glen Lake Sanitarium at Hopkins 





is the 
mpbell. 
ner, in 










to Mr. 
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fellow’s experience. 
* ok * 

When you were endeavoring to 
sell me life insurance you told me 
of several harrowing experiences— 
young fellows shuffling off this 
mortal coil and leaving behind an 
estate consisting principally of lia- 
bilities, and even at that time 
while in no receptive mood for in- 
surance, I could see what a nice 





thing that would be to leave a wife 





The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to high class representatives. 
an. territory, write to 


WM. MONTGOMERY, President and Gen. Mgr. 
New Masonic Temple Washington, D. C. 


For terms 





—and particularly a wife with one 
or two babes. Did I profit by the 
other fellow’s example? Most as- 
suredly not. 

* * 

If I remember correctly, you al- 
most resorted to a club to secure 
my “John Henry” on an applica- 
tion. Lord, man, why didn’t you 
use two clubs (?) and augment 
them with a gun. Every day that 
EF spend in this bed (and this is the 
212th) I wish you had used heavy 
artillery. Perhaps then I would 








EXCELLENT OPPORTUNITY for Reliable, Energetic men to 
represent us in the states of Illinois and Missouri with direct 
Home Office contracts. Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY OF COLORADO 


THOS. F. DALY, President 
DENVER, COLORADO 








have signed up for five instead of 
one thousand, 

I could have handled it as well 
as one had I only thought so, and 
it would be considerable solace 
now, when I am down on my back 
and with the undertaker only about 
two jumps behind me, to think 
that in case i don’t beat this game, 
the wife and the babies would still 















DALLAS, TEXAS 


HARRY L. SEAY, President 


Southland Life Insurance Co. 


The Progressive Company of the South 


HE important part which 
agents have played in 


down the companies’ 


the 
keeping 
mortality 


Life & Trust, which states 
phenomenally low mortality of the 
Provident for its 55 years of existence 
is due not only to the medical depart- 


care taken by the agents in submitting 
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such risks as they can conscientiously 
recommend. The help which has been 
received from the agents theniselves in 
the preliminary selection of risks is de- 
clared to have been invaluable. 

It is pointed out that it is possible 
for a layman to have an intelligent 
opinion as to health of an applicant, 
but that is true only if the layman has 
studied the applicant and has gained 
a real familiarity, not 6nly with his 
present habits but also with his past 














habits of life. The more intelligent the 


record is emphasized by the Provident | 
that the | 


ment of the company, but also to the | 


to you for your forethought in 

selling me a policy containing a 

“Disability Clause.” 
* - * 

I, no doubt, am as ignorant as 
the average person of the merits 
of various classes of insurance, but 
it strikes me that this policy is the 
one every young fellow should 
have, so that in case they run into 
hard luck (and who of us can tell 
but that we may be next) and 
when “Friend Wife” is out punch- 
ing someone’s time-clock earning 
bread and butter for those babies, 
it is pretty fine to know your 
policy is still on the job and that 
no part of that bread and butter 
money has to be taken to keep up 
your premiums. 

I wish I could talk to some of 
those hesitant “prospects” of 
yours; I wouldn’t mind the role of 
the “horrible example” if I could 
but convince some of them of the 
risk they are taking every day 
they allow to pass uninsured. I 
“cracked” without ten seconds’ 
warning, and there are 140 more 
just like me here in this hospital; 
any one of your “prospects” may 
be next. If they would but realize 
that, they would greet the insur- 
ance man not as a pest, but as a 
benefactor. 


do as they have done.” Minn., to Mr. Campbell, is as follows aay 
the ¢ 
The last time I visited you in be assured of regular meals for a wear 
your office I noticed a framed while without the necessity of the soone 
“motto’—I don’t remember all of wife getting out and digging for had 1 
it—in fact, not even the exact them or depending upon the kind- All 
wording of that part of it that ness of relatives or friends —and De! 
stuck with me, but the sense of it even the best of them won’t guar- amp 
was to the effect that if the writer antee to underwrite many meal is a 
of it wanted to be a hobo, he would tickets. agen' 
consult the best hobo that he knew A fellow has all kinds of time to conc 
—would. seek his advice and en- think of those things when he is whic 
deavor to acquire his point of view. down and fighting for his life. The able 
Do you know, that thought is damnable pity of it is, how few of port 
brought home to me every day; I us think of it in time and grasp self 
am more and more convinced that our opportunity. There is some oy i 
it is one of the peculiarities of hu- consolation in the fact that I have we 
man nature to disregard the other some protection, small as it is, and ryini 
there is also a very great gratitude enot 








| layman may be the more cautious he 
| will be on account of the limitations 
| which in the nature of the case restrict 
the scope of his opinion. He realizes 
that beyond the limits of his own opin- 
ion there is a field which can be cov- 
| ered only by the expert knowledge of 
| a trained examiner, who has had thef v 
cpportunity to make a full medical in- 


vestigation. 
} Keep Within Own Field 


When the intelligent layman recom- 
mends the case, he is conscious that 
he can recommend only to the extent 
of his lay knowledge. He does not at- 
tempt to push his recommendation into 
a field in which he is obviously inex- 


pert. If he does attempt to do this he] . 


is not helping his case; he is only weak- 
ening his own position; he is only pro- 
viding proof positive of his inexpert- 
ness in a field that is obviously beyond 
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he scope of his expert knowledge. -The 
ore he keeps within his own field, the 
ore weight his opinion carries. 

Especial reference is made to the 
possibilities of getting assistance from 
he agent in border line cases. If the 
bgent in the past has been careful to 
keep his recommendations based upon 
hose facts upon which his opinion is 





greally an expert opinion, then in such 
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an instance his favorable .lay opinion 
ill have very great weight in getting 
the case passed. But if in the past he 
has shown a tendency to overstep the 
mark, and has confused his own lay 
function with the medical function, 
then his recommendation is obviously 
weakened, and loses the effect which 
he intended it to have. 
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Many Points to Consider 





Aside from the question of his pres- 
ent health, there are other things, such 
as present and past habits and financial 
conditions, which have much to do with 
the likelihood of a man continuing in 
health, and on these points the agent 
can give important information. A man 
who is riding to a fall financially is not 
a good risk. He may die of overwork 
growing out of fear of bankruptcy. He 
may in his despair commit suicide, or 
the disappointment and trouble may 
wear upon him so that he will die much 
sooner than would have been the case 
had not misfortune overtaken him. 

All these things are of the utmost 
importance in deciding whether a risk 
is a good risk. it is urged that the 
agent should be conscientious in not 
concealing from the company anything 
which has come to his ears unfavor- 

able to the case, and it is equally im- 
portant that he should not deceive him- 
self, and conceal facts from himself as 
well as from the company by not car- 
rying his investigation of the case far 
enough. 


| Much Discussion. on | 
— of Women | 


| 
| 
1| 
os —=—————— —_—_— — | 


HE question of insuring women is 

again being brought to the attention 
of life agents. There seems to be some 
dissatisfaction among agents who find 
that a great number of their women 
applicants are being rejected by the 
home offices. These applicants are re- 
ported upon favorably by the examin- 
ing physicians but when the applica- 
tions are submitted to the home offices 
they disappear. 

Several managers have conducted an 
examination and report that the fault 
lies with the agent. The agent who so- 
licits insurance from women should re- 
member that the majority of women 
are poor risks. This is particularly true 
of married women. Statistics show that 
the mortality rates among married 
women are double those among unmar- 
ried women or men. This has caused 
the companies to be most cautious in 
accepting married women. The appli- 
cation blanks which most companies 
furnish for women contain many ques- 
tions to provide an exhaustive survey 
of the case. To the agents many of 
these questions seem superfluous and 
they permit them to remain unanswered. 
When these applications reach the 
home offices they are immediately in 
disfavor by their lack of information. 
Thus a case which is already shown to 
be a poor risk by general statistics is 
given little attention and often is never 
heard from. 

Most companies specify that married 
women shall not be insured until two 
years after the date of their marriage. 
This is a measure which has been 
founded on mortality rates and is 
strictly observed. Besides passing a 
good physical examination, the appli- 
cant must fulfill every specification 
which the application requires. When- 
ever an application is exact and com- 
plete the agent will find that his case 
will have a much better chance for fa- 
vorable action. 











| Business Insurance 


(———————— a 


business insurance is the opinion of : 
Charles R. Mathews of the Penn Mu-| beneficiary in case of the death of the | less of the size of his estate, to carry 
tual, secretary of the Life Underwriters | insured. 
of Kansas City. Mr. Mathews states 
that this condition is partly the fault 
of the life insurance men, who have not 
devoted sufficient time in the education 
of business men regarding the possibil- 
ities of that kind of a policy. 


| 
Not en 1 Enoush 


business credit is impaired through the 
sudden loss of one of the main cogs of | but that the credit risk of an individual, 
the machine. This is particularly true | firm or corporation is improved by an 
in partnerships and businesses which | adequate amount of life insurance, the 


are dominated by a few men. To pro- | proceeds of which would be applicable 


actual financial loss and this is espe-|on the subject. The extract read as 
| cially true regarding banking credit. A | follows: 
| 
| 


“There is no question, in our opinion, 


HAT business men of his city do | tect business against this loss insur- | to the liquidation of his or their current 
not fully realize the importance of | ance can be obtained in the form of a | indebtedness. It is absolutely neces- 


* * * 











policy of which the business 


bearing 


is the | sary for an individual, almost regard- 


insurance to take care of the immedi- 
ate demands made upon his estate, both 
by the government and the state, on 


3usiness insurance can also be writ- | account of estate and inheritance taxes, 

ten in the form of endowment policies. | otherwise the best and most liquid part 
In that way a sinking fund can be cre- | of the estate of the deceased is likely 
ated and at the same time provide pro- | to - be consumed in the payment of those 
tection in the case of death.” 
At the recent sales congress in Kan-| tors or officers of firms and corpora- 
“When an important executive of a| sas City, J. W. Perry, president of the | tions to insure their lives for the benefit 
well-established business dies,” said Mr. | National Bank of Commerce, the larg- | of their institutions is increasing and is 
Mathews, “it takes time to find a man | est bank in the city, 
to replace him or to reorganize the 
business because of his loss. This | by J 
period of time can be translated into 


taxes. The custom of dominating fac- 





during an address | most commendable and would, in our 
read an excerpt from a letter written | opinion, go a long way in determining 

Z. Miller, Jr., governor of the | the desirability of a firm or corpora- 
Federal Reserve Bank there, | 


tion requiring a large line of credit.” 





particulars address 





George Washington Life Insurance Company 





Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our Monthly 
Income Coupon Bond Policies are growing in popularity. We are 
also writing all standard forms at low premium rates. A few attract- 
ive Agency openings are now available in the state of Ohio. For 


C. B. BEAUMONT, State Manager, 2205 E. 83rd. St., Cleveland, Ohio 








WANTED 


MANAGERS FOR IMPORTANT DISTRICTS IN OHIO — INDIANA — ILLINOIS — MICHIGAN 


Guaranteed Low Cost Policies. 


Any one of the above is an absolutely first class opportunity. 


As Good as We Can Make Them. 


If your record is clean and you can 


furnish evidence of your ability as a Personal Producer, your application will be considered. 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


O. W. JOHNSON, President 


The Rookery, Chicago 


S. W. GOSS, Vice-Pres. and Agency Mgr. 








Indiana National Life Insurance Co. 
INDIANAPOLIS 


WE AIM TO GIVE THE FULLEST SERVICE TO ALL WITH WHOM WE HAVE RELATIONS 


Our sang apeanan are liberal and modern, hacine many 


features that appeal to agents and prospects. 


Our Home Office is helpful: our agents are pleased with 
the treatment accorded them. 


WE PAY OUR AGENTS WELL WHO DESERVE WELL 
For Territory and Agency Contracts Address C. D. RENICK, President 








THE DETROIT LIFE INSURANCE COMPANY 


AGAIN NUMBERED AMONG MICHIGAN’S LEADING COMPANIES 


New Insurance Paid for During 1919............sssesseecesecceeeeeeeceeeareees 


Amount of Paid for Insurance in Force December 3ist, 1919 


Admitted Assets, December 31st, 1919...........ccceccccecccceccecceseccteccces 





The above record was accomplished through the efforts of an efficient and capable havtey ‘Gampitteaaiee. 
UNUSUAL OPPORTUNITIES IN MICHIGAN FOR THE WIDE-AWAKE SALESMAN 
Now is the time to join the Agency Force of a well-established and rapidly-growing organization, 
THE DETROIT LIFE, “The Company of Service”—SERVICE established both for the good of Policyholders and Agents. 


We are at your service if you wish to join our ranks. 


We have some very attractive Agency Propositions to offer to energetic 


men who wish to add materially to their incomes. Why not get in touch with us, consider the proposition, and then decide? 


Write direct to 
THE DETROIT LIFE INSURANCE COMPANY, 
M. E. O’Brien, President 


Home Office: Blessed Building, Detroit, Michigan. 
James D. Baty, Sec. & Treas. 














CONTINENTAL LIFE INSURANCE CO. 


KANSAS CITY, MO. 
JOHN W. COOPER, President 





If you want to sell your 
agency, ask for bids. Ask 
through an ad of this sort. One 
inch, one column wide, one time, 


$3.75 
AA 




















THE NATIONAL UNDERWRITER 














———— ~~ 





Forrest F. Dryden, 





President 
Incerporated Under the Laws of the State of New Jereey 


The Prudential Insurance 


Company of America 


Home Office, 
Newark, N. J. 











1867 
Ohe 


1920 


Equitable Life Insurance Company 
of Iowa 


New Business Paid for 1919 
New Business Paid for 1918 


Se te ee 


Insurance in Force 


December 31, 1919 - 


Gain in One Year - - 


Yor Information Address 


$ 57,328,209.86 
$ 29,996,822.32 





$ 27,331 ,387.54 


$206,553,404.00 
$ 46,935,312.89 


Home Office, Des Moines 
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The one big complete weekly newspaper of insurance, covering all the news of all 
lines of insurance in all parts of the country —That’s The National Underwriter. 











WHAT IS BEST WAY TO 
SELL THE YOUNG MAN? 


Youth, Unmarried and Without 
Dependents, Is Something of 
Problem for Salesman 


SHOULD LOOK TO FUTURE 


Prospect Can Be Told That Every 
Man Should Have Estate—En- 
dowment Easiest to Sell 


Some life insurance men are inclined 
to “pass up” the young man, unmar- 
ried and without dependents, as an in- 
surance prospect and claim that it is 
better to wait until a man has more 
of a sense of responsibility and a feel- 
ing that he must look out for the in- 
terests of those dependent upon him. 

In cases where it is necessary to 
look to the parents for the payment of 
premiums it is doubtful whether it is 
worth while for an agent to devote 
much time in trying to secure an ap- 
plication, but there are now a great 
many young men, unmarried and un- 
attached, who are occupying positions 
of considerable responsibility and re- 
ceiving a good income, and while they 
are not as easy to write as married 
men and heads of families, some agents 
have scored considerable success in 
work among that class. 


No Time Like Present 


The most effective argument in deal- 
ing with a man of that sort is usually 
that if he expects to have a family 
and home of his own at any time in 
the future, there is no time like the 
present to arrange for protection. 
There is nothing to be gained by delay 
and the longer he waits the more it 
will cost him. 

In the case of the young man who 
has ambitions for business success it 
is also possible to point out that every 
man in the business world should leave 
an estate of some sort. If he is en- 
gaged in any sort of a business enter- 
prise he should want to make some 
sort of provision for protecting it and 
keeping it going in the event of his 
death, merely for the pride he has in 
the business, even though he has no 
immediate family to profit from it. 


Gives Men Better Standing 


It can be pointed out to him that 
the possession of a life insurance pol- 
icy gives a man a better standing, 
like having a bank account. Further- 
more, someone has cared for him, and 
if his parents do not need the financial 
aid that a policy on his life would pro- 
vide he should give back something 
to the community for the privilege of 
living in it and could give assistance 
to a library, hospital or other charity 
if there are no personal beneficiaries 
that he desires to benefit. 

Strictly from the personal stand- 
point, he should carry at least enough 
insurance to bury him and insure that 
he will not become a charge on the 
community. 


Endowments Most Popular 


As it is the personal and selfish ele- 
ment which governs primarily- with 
that class, endowment policies are the 
ones which are the most easily sold. 
The young man in business life is more 
likely to buy a 10, 15 or 20-year en- 
dowment contract, on the theory that 
it will mature at the time when he 
can use the money to advantage in a 
business way. Others are inclined to 
take endowment at age 65 or 70, so 
as to provide for the time when old 








| WANTED! 


| DISTRICT AND SPECIAL 
| AGENTS 


both in NORTH DAKOTA and 
SOUTH DAKOTA, by one of 
the most active and progressive Old 
Line companies in the Northwest- 
| ern field. Writing business in its 

home state at the rate of $500,000 
per month. 


Men of integnty and ability, 
_ who wish to stay and build for the 
future, will be given liberal con- 
tracts directly with the Home Of- 

| fice. 


We invite correspondence. 


| PROVIDENT INSURANCE 
COMPANY 


BISMARCK, NORTH DAKOTA 











ACTUARIES 


_— F. CAMPBELL 
om oe NG 








76 West Monroe Street 
Telephone Randolph 918 


CHICAGO, ILL. 








FRANK J. HAIGHT 
CONSULTING 
ACTUARY 
811-812-813 Hume-Mansur Bldg. 
INDIANAPOLIS 








_—— C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








J. M OMB 
e ainantoe AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Values, 
etc., Calculated. Valuations and Exam- 
inations Made. Policies and all Life In- 
surance Forms Prepared. The, Law of 
Insurance a Specialty 


Colcord Bldg. OKLAHOMA CITY 








J H. NITCHIE 


ACTUARY 
1223 Association Bldg., 19S. LaSalle St. 
Telephone Central 3462 CHICAGO 








CHARLES SEITZ 
* CONSULTING ACTUARY 
Author of 
“System and Accounting”’ 


209 So. La Salle St. CHICAGO 








DERIC S. WITHINGTON F At. A. 
«CONSULTING NG ACTUARY 


402404 katt Buildi 
DES MOINES, IOW 




















HOTEL WISCONSIN: | 
Big Hotel of Milwaukee 


HEADQUARTERS for INSURANCE MEN 
500 Rooms-400 with Bath 
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age may force them to retire from ac- 
tive business life. 

In the case of the young man who 
is looking to the protection of those 
who may be dependent upon him in 
the future, as well as to his own per- 
sonal interests, a 20-payment policy is 
likely to make rather a strong appeal, 
but there is very little chance of selling 
a straight life contract to a man of 
that sort. 

The chief thing to be attained is to 
get him interested in the subject of life 
insurance. If he already has a policy, 
no matter of what sort, he will be a 
much better prospect for more insur- 
ance later on, when the need of pro- 
tection is greater. 


DROPPED FROM MEMBERSHIP 





Connecticut Mutual Men at Baltimore 
Are Hoisted Out of Life Under- 
writers Association 





Franklin G. Allen of Baltimore, gen- 
= agent of the Connecticut Mutual 
Life, and two agents in his office have 
been dropped from the roll of mem- 
bership in the Baltimore Life Under- 
writers Association on the charge that 
they twisted government insurance. 
The question of twisting government 
life insurance has been before the Bal- 
timore association and charges were 
brought against the Connecticut Mu- 
tual men. Recently a committee was 
appointed headed by J. K. Voshell of 
the Metropolitan Life, former presi- 


dent of the National association, to 
call upon Mr. Allen and ascertain his 
attitude. The committee seemed to 


reach the conclusion that Mr. Allen 
did not promise to accede to the rules 
of the National association on this 
question. There seems to be a differ- 
ence of opinion as to just what does 
constitute twisting of government in- 
surance. 


People’s Life Going Strong 


The Peoples Life of Frankfort, Ind., 
which doubled its business in March, 
1920, over March, 1919, is going after 
$700,000, which will be the _ largest 
month’s business ever written, in April. 
This will be “President’s Month,” in 
honor of President Andrew A. Laird. 


Central Life Sells Building 


DES MOINES, IA., April 27—The Cen- 
tral Life Assurance of Des Moines has 
sold its building at Seventh and Grand 
for $400,000 to a syndicate of Des Moines 
capitalists. It was purchased by the 
company six years ago for $250,000. The 
Central Life plans to erect a structure 





INSPECTOR AND REPORTER 


Life and Accident insurance. New or- 
ganization. Rapid advancement for 
live young man who can show mana- 
gerial ability. Must be High School 
Graduate. College man preferred. 
Give full particulars, including exper- 
ience. Communications strictly con- 
fidential. 


P. O. BOX 765, CHICAGO. 





A Penn Mutual Premium, less 2 Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
sum of all its Benefits, is unsurpassed for net 
low cost and care of interest of all members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 














of its own to be an exclusive insurance 
building. 


Misrepresentation Is Charged 


Charges brought by other agents that 
J. C. Biggers, representing the Franklin 
Life in Great Bend, Kan., has been mis- 
representing the financial standing of 
other life companies, are being heard at 
Great Bend this week by Superintendent 
Travis. Competing agents also have filed 
charges with Travis. that Biggers has 
been misrepresenting settlements made 
by other companies. Nearly 50 witnesses 
have been asked to give testimony. Mr. 
Travis is holding the hearing at Great 
Bend instead of in Topeka because of the 
large number of people who are to testify 
in the case. 


Statistics As to Failures 


There were 9,982 failures in 1918, with 
liabilities of $113,291,237, while in 1919 
there were 6,451 failures with liabilities 
of’ $163,019,979. 





Tangle Over Northwestern Course 


The tangle over the endorsement of 
the life insurance course at Northwest- 
ern University, Chicago, which resulted 
in a rather acrimonious letter being sent 
by President Girardin of the Chicago 
Association of Life Underwriters to some 
of the officials of the National Associa- 
tion, seems to have been the result of a 
misunderstanding. When the course was 
first projected, Prof. Frazer Hood, who is 
in charge of it, wrote to the committee 
on standards of the National Association 
that he would not have his plans ready 
for that committee to pass upon until 
next year. It was at that time planned 
to establish a course in line with that 
given at the Carnegie Institute. 

Later on it was decided to arrange for 
a shorter course and put it into effect 
at once, and it was this course which 
was given the endorsement of the Chi- 
cago Association. 


Southwestern Life’s Record 


The Southwestern Life of Dallas, Tex., 
has established a notable record during 
the first three months of the present 
year. For that period, applications were 
received amounting to $14,572,127, which 
is $15,000 more than the company re- 
ceived during the whole year of 1918. In 
March the applications received totalled 
$5,364,785, establishing a new monthly 
high record. .That one month lacked but 
$18,000 of reaching the figure for the 
company’s business during the whole 
year of 1911. The total of applications 
received during 1919 was $27,740,243 or 
about $13,000,000 in excess of the com- 
pany’s previous high water mark, If the 
agents keep up their present pace, this 
total will have been equalled by the mid- 
dle of 1920. 

In summing up the quarter's results, 
President Vardell says he considers that 
every one connected with the South- 
western has a right to feel good over the 
showing made. 


Meet With National Convention 


The Guardian Life and the Connecti- 
cut General have set the time and place 
of their agents’ conventions to conform 
with the dates of the National Associa- 
tion of Life Underwriters’ convention in 
Boston in September, so that. their 
agents can attend both meetings. Other 
companies are expected to follow the 
same plan. 


Fraternal Statistics 


The Fraternal Monitor of Rochester, 
N. Y., has gotten out its sixth annual 
edition of “Statistics of Fraternal Soci- 
eties.” It is a volume of 240 pages giv- 
ing full information as to the fraternals. 











WITH INDUSTRIAL MEN | 











Puts On Ordinary Campaign 


The Public Savings of Indianapolis is 
out for a big ordinary gain in May, plan- 
ning to write $1,000,000 of this class. 
The Public Savings is going strong these 
days and has built up a splendid organi- 
zation. 


Arthur Roman, a former realty sales- 
man,. has joined the sales force of the 
Phoenix Mutual at St. Louis. 

T. E. and E, A. Sybdal have been ap- 
pointed district agents for the Surety 
Fund Life for nine counties in west cen- 
tral Minnesota, with headquarters at El- 
bow Lake. 





$50.00 A WEEK FOR LIFE 


whiletotally disabled from either injury or illness. $6,000.00 
fordeathby ordinary accident,$12,000.00 forTravel accident 


AND IT ONLY COSTS $56.00 PER YEAR 
Our top ms ego $12. on 00 — year. Does it in- 
————_—_———— terest you? so write 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, Vice-President. SAS CITY, MISSOURI 

















St. Johns, Kansas, February 25, 1919. 
Bankers Life Insurance Co., 
Lincoln, Nebraska. 

Gentlemen: Your local agent, P. O. Seevers, today handed 
me a check for $6043.75 as the cash settlement for my fifteen 
year policy with you. My annual premium was $321.75, so 
that in the fifteen years I paid in a total of $4,826.25, thereby 
drawing out $1,217.50 more than I paid in and had my policy 


of $5,000.00 besides. 
Yours truly, 


NELSON C. ADAMS. 


FIFTEEN PAYMENT POLICY 
Matured in the 
OLD LINE BANKERS LIFE INSURANCE 
COMPANY 
of Lincoln, Nebraska 


Name of Insured..................Nelson C. Adams 
Residence.......................St. Johns, Kansas 
Amount of Policy........................$5,000.00 
Total Premiums Paid Company........... $4,826.25 
SETTLEMENT 
Total Cash Paid Mr. Adams.............. .$6,043.75 
And 15 Years’ Insurance for Nothing 


1397. 


We have some good territory open. If interested in a 
General Agency contract, write 


BANKERS LIFE INSURANCE COMPANY 
Lincoln, Nebraska 


| 














GENERAL AGENCY OPENING 


CHICAGO, ILL. 


Territory covers the entire state. Agency ten years old. 
Insurance in force, $3,000,000. Premium income over 
$100,000. New paid-for insurance in 1919, about 
$750,000. 


The contract will be very liberal (including a good collec- 
tion fee on all the insurance now in force). 


Confidential communication invited from personal pro- 
ducers of clean record and with organizing ability. 


Address 96-J, care The National Underwrilir. 














State Mutual Life Assurance iat 


OF WORCESTER, MASSACHUSETTS 


Incorporated 1844 


1919—SEVENTY-FIFTH ANNIVERSARY YEAR 


For 75 years—far i than the beedrr ge et | bn ng MUTUAL has 
ed unsurpassed 
Additions are made to our agency a ane the rig Tight men are found. 
STEPHEN IRELAND D. W. CARTER 
Superintendent of Agencies Secretary 





B. H. WRIGHT 
President 
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INSURANCE THAT i 
INSURES 


PROTECTION THAT 
PROTECTS 











THE EQUITABLE’S 
COMPLETE CIRCLE OF 
PROTECTION 





A CONTRACT FOR EVERY NEED 





THE EQuITABLE Lire ASSURANCE SOCIETY OF THE U. S. 


120 Broadway, New York W. A. DAY, President 























The Close of the Day’s Work 


April 29,1920 





be you begin to figure up your earnings and 
recall the several reasons for failures during the 
past year, you then more than any other time keenly 
realize the importance of a helpful constructive home 
office service that trains you to overcome such failures. 


One of the vital elements which makes your day 
profitable is a harmonious working arrangement with 
home office officials and a ‘direct cooperative spirit 
generously given.’ 


Inter-Southern Life 


JAMES R. DUFFIN, President 





All this and more we constantly strive to give our 
agents. This coupled with good policy contracts 
and liberal commissions, is an incentive which should 
interest any ambitious agent who wishes to make 
the most of his salesmanship efforts. 


We would like to hear from several 
good men for important field positions 


Insurance Company 


LOUISVILLE, KENTUCKY 







































BUILD YOUR OWN BUSINESS 2<W 


Under Our Direct General Agency Contract 


Our Policies Provide for 

Double Indemnity 
Reducing Premiums 

SEE THE NEW LOW RATES 


Disability Benefits 


ORGANIZED 1850 
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INSURANCE CO. 





66 BROADWAY NEW YORK 
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MODERN BUSINESS GETTING METHODS 














How Successful Salesmen of Life Insurance are Finding and Closing Prospects 
by Applying the Best Selling Systems to Their Business. 
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SUGGESTIONS AS TO DEALING 
WITH THE MEN ON THE FARM 
Practical Thoughts for Life Agents In 
Dealing With the Problems of Writing Life 


Insurance In the Rural Communities 


BY H. 
Central Illinois General Agent 


IFE insurance as it pertains to the 
L farmer is a subject to which every 
life underwriter, 
in the smaller cities, 
ful consideration. 
We are constantly urged by our man- 
agers and agency supervisors to study 
our prospects in order that we may 
talk intelligently along right lines. This 
is too often taken to mean big pros- 
pects such as bankers, merchants and 


who is working 
should give care- 


men of affairs whose names are fre- 
quently mentioned in connection with 
business and financial lines. Let us 


not lose sight of the fact that during 
the last decade a new class has sprung 
up and is taking its place in the business 
world. 

It is not our intention to in any way 
reflect on the farmers of years gone by 
when they were referred to as “hay- 
seeds,” “clod hoppers,” etc., that have 
led many to believe that they were only 
created to live and move in the atmos- 
phere that surrounds farm life. Things 
have changed—look at the average 
farmer of the Middle West today—you 
will readily see that his intellectual, 
social and financial standing are under- 
estimated. 


Put Yourself in 
Prospect’s Place 


An old had lost a 


a reward. 
neighborhood 
hybrid hawse” with- 
out success. The reward was in de- 
mand. After everybody else had given 
up the idea of ever finding the animal 
the town no-account came up the street 
one day leading the long-lost Aleck. 
“How in the name of the pink-toed 


Southern judge 
mule, for which he offered 
For days the whole 
searched for that ‘ 


prophet did you ever tind him, Ben?” 
asked the astounded jurist. “Well, suh 
jedge, ah’ll tell yeh,” said the Hook- 


worm One. “Ah jes’ asked mase’f whur 
would Ah go ef Ah was er mewl. An’ 
Ah went. An’ he had.” 

It is a good plan to put yourself in 
the prospect’s place when you are mak- 
ing a live insurance canvass. 


Not Familiar with 
Average Farmer’s Plane 


[ find that after being among the 
farmers twenty years, the last eight of 
which have been devoted to the life 
insurance business, no commodity of- 
fered to farmers is handled so care- 
lessly or abused so much as_ life 
insurance. I attribute this to the fact 
that so many men who go into the 
country to sell life insurance to farm- 
ers are not familiar with the business 
and social plane in which the average 
farmer and stock man of today is mov- 
ing. This being the case, the agent 
reckons without his host. 

The custom has been to approach the 
farmer with a life insurance proposi- 


tion, and if he showed an inclination to 
listen, the agent used the high pressure 
method. 


He would elaborate on some 





B. FRANCIS 





Continental Assurance of Chicago 


fine selling point in the policy, then 
back up the hearse to the front gate, 
paint a vivid graveyard scene, and close 
his prospect for one or two thousand, 
when he could have written five or ten 
thousand. 


Farmer Today Is 
Thorough Business Man 


The farmer today is a thorough busi- 
ness man who runs his own business 
and acts in every capacity, from that 
of general manager to section boss, 
with a retinue of trained department 
heads to look after each particular 
branch. From a government viewpoint 
he ranks with the highest. While the 
munition factories and other war in- 
dustries were doing much to help win 
the war, the farmer was furnishing 
three square meals a day, not only to 
our own brave boys but to the allied 
world. 

Intellectually he has grown from the 
be-whiskered, unsophisticated “Ezra,” 
as depicted by Uncle Josh, to an edu- 
cated giant of industry. His sons and 
daughters attend colleges and_ uni- 
versities, and with them he counsels on 
many leading issues. I have frequently 
been asked to come into the house and 
take the matter up so the son, daugh- 
ter, or wife, who may bea college grad- 
uate, may be present. This may seem 
strange, but personally I know of many 
cases where farmers’ wives have an 
A. B. or an A. M. diploma. 

The rural mail carrier delivers to the 
farmer’s box the leading daily 
the drover’s telegram, the daily 
reports, and in many cases arrange- 
ments have been made _ with the | 
Weather Bureau for the daily weather | 
forecast for guidance in arranging 
their work, and in the care and ship- 
ment of stock. You will find that he 
is conversant with the world’s money 
market, the rise and fall of stocks or 
bonds, and the effect on the prices of 
all commodities after the settlement of 
great international questions. 








paper, | 
stock | 





Underestimates Man 


You can readily see why I think that 
life insurance business among farmers 
is so carelessly handled in many cases. 
The agent who is soliciting the business 
often underestimates his man. Too 
often the agent tries to sell a policy 
from an emotional or sentimental stand- 
point, instead of putting the matter up 
to the prospect in a straightforward- 
business-like manner. 

The idea is prevalent among many 
country soliciting agents that they 
must preface their interviews with more 
or less social intercourse, then spar dip- 
lomatically for a favorable opportunity 
to bring up the subject of life insur- 
ance. This idea is the result of a ran- 
dom method of procuring business—a 
method by which many soliciting agents 





trade on the generosity of prospects 





Agent Too Often | 


by taking dinner with this man, 
with that one, and staying over night 
with another. The soliciting agent is 
conscious in many instances that the 
prospect will make no charge for the 
accommodation. However courteous a 
prospect may be, he often feels a silent 
resentment in having to choose between 
charging a soliciting agent for the 
service and contributing without con- 
sideration toward his maintenance and 
support. 


supper 


Compensate Everyone 
Who Renders Service 


This method and the feeling it engen- 
ders are not conducive to the best in- 
terests of the soliciting agent, the pros- 
pect® or the company. This method 
subordinates a soliciting agent’s busi- 
ness to the social duties and obliga- 
tions of a guest. It wastes his time and 
opportunities, curtails his number of in- 
terviews, and lowers his average. You 
cannot share the hospitality of a pros- 
pect and at the same time present your 
proposition with the force that circum- 
stances may necessitate. Whenever 
the convenience or interest of a pros- 
pect suggests that you dine or remain 
over night with him, if he refuses com- 
pensation, endeavor to repay him in 
some manner. Make it your rule of 
action to compensate everyone in coun- 
try territory who renders you a serv- 
ice, not only as a matter of principle 
but as a matter of policy. It will make a 
favorable impression. 


Show Necessity of 
Having Contingent Fund 


These prospects have the savings of 
a lifetime in their business, and if death 
should overtake them before they have 
cleared their land, stock and equipment 
of incumbrance and have a fairly good- 
sized bank account to their credit, and 
all the children educated, they have not 
accomplished all they had set out to 
do. Life insurance men must impress 
upon the prospect the necessity of es- 
tablishing a contingent fund sufficiently 
large to carry out their purposes if | 
death should overtake him. Explain 
| how easy.and at what a small expendi- 





| ture this can be done on an installment 


| 
plan, that the insurance will be avail- | 
able for the full amount of death occurs | 
after the policy is issued and paid for, 
and that the death of the insured can- 
cels all unpaid installments. Make | 
clear to him the expense incident to 
settling an estate, especially if there are | 
not sufficient funds to meet all expenses | 
and taxes. Don’t overlook the Federal | 
Inheritance Tax. Such a fund should | 
be from $5,000 to $20,000. Make * 
clear that this fund will come to the | 
family in cash without expense upon | 
the death of the insured, the only un- | 
certainty being the time when it will | 
be needed. 
| 
| 


Don’t Realize Commercial 
Value of Insurance 


Impress upon them the necessity of | 
having matters in such shape that the 
Lestate will not be dissipated in settle- 
ment. Canvince them that the strong 
estate is the one with plenty of ready 
cash back of it—enough so that the 
good wife who shared the hardships 
and vicissitudes with the husband can 
live in comfort on the home place dur- 
ing her declining years without finan- 
cial embarrassment because of the 
forethought of the faithful husband in 





| and predicate 


through life insurance in an 
sufficient to meet all needs. Most all 
farmers carry some protection, in sums 
ranging from $1,000 to $3,000. The 
greater part of this is either in fra- 
ternal or assessment insurance organ- 
izations which was sold to them with- 
out making clear the real commercial 
value of life insurance. 

I personally know of farmers doing 
an annual business of $20,000 to $30,000 
who have loans of $5,000 to $10,000 to 
complete harvesting and marketing of 
crops. To safeguard their family 
against having to meet this loan in the 
event of their death, they carry $2,000 
of fraternal insurance. 


amount 


First Essential Is 
Creation of Desire 


It is up to the real life insurance 
man to take this matter up with the 
farmer and to go over it seriously and 
conscientiously. Convince your man 
that he needs insurance, create a de- 
sire, and when you have done this he 
will invariably ask you what it will cost. 
Then, if you will suggest a policy to fit 
his case, you can show him, if neces- 
sary, the advantage of a legal reserve 
policy over that of an assessment or 
fraternal-certificate from a commercial 
viewpoint, and your work is completed. 
He will contract with you for a policy 
to suit his case. Never .condemn or 
assail his fraternal or assessment in- 
surance, if he happens to be carrying 
any, but treat it as an essential side 
line which he should keep up for the 
benefit of the family, who may use it 
advantageously to meet minor ex- 
penses, but impress upon him forcibly 
that it is not what he needs in the ac- 
complishment of the big things that 
will sooner or later enter into the set- 
tlement of his estate. 

Approach him as you would any 
other business man. Convince him by 
your words and actions that you con- 
sider him a big business man—as big 
in his line as is his banker or merchant 
—and that it is just as necessary for 
him to establish a contingent fund for 
the protection of his family. 


Seven Fundamental 
Principles Emphasized 


Let me emphasize seven fundamental 
principles or truths in the art of solicit- 


|ing life insurance among the farmers 
| that should have a fixed habitation in 


your mind: 


1. You are conferring favors—not 


| soliciting them. 


2. You have the same right to pre- 


sent your proposition to a prospect that 
he has to decline it. 

3. Maintain the respect of your 
prospect, with or without his applica- 
tion. You can afford to lose his busi- 
ness, but not his confidence. 

4. Eliminate all appearance of your 
pecuniary interest in the transaction 
your suggestions, argu- 
ments and course of action upon the 
interest of your prospect. 


Never Ask Prospect 
if He Is Busy 


5. Never approach a prospect by 
asking him if he is busy. The question 
suggests to his mind that your propo- 
sition is not worth his attention unless 
he has nothing else to do, and that you 
are willing to wait. Never tell him 
that he must or ought to insure. He 





establishing this contingent fund 


resents the “must,” and the fact of your 
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SECURITY MUTUAL LIFE INSURANCE COMPANY 


BINGHAMTON, N. Y. 


DAVID S. DICKENSON, President 


Offers good territory and a liberal contract 
to men of ability. 


For Particulars Address 
C. H. JACKSON, 


Superintendent of Agencies 











A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up 
to $3,000, to young men and young women as young as age 2— 
protective insurance and Educational and Business Start Endow- 
ment Insurance. This extension of the age limit for Ordinary 
Insurance down to age 2 helps our Agents considerably, and we 
have other advantages that help still more. We provide banking 
facilities for our Agents in the rural districts. We issue Par- 
ticipating and Non-Participating Policies. As regards adults, we 
write contracts with Double Indemnity provisions covering any 
kind of fatal accident, or with Double Indemnity provisions cever- 
ing fatal travel accident only, as may be desired. We issue poli- 
cies with waiver of Premium and Disability Annuity or Instal- 
ment Payment features. We insure males and females at the 
same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILLINOIS 








Outo Nationa Lire Insurance Co. 


CINCINNATI, O. 


OW is the Golden Day of Life Insurance. It is 

the best time to get connected with a solid com- 

pany and build a foundation for the future. Good 

business was never so easy to get. People believe in 
and are buying life insurance. 


The Ohio National pays agents well for their work and 
backs them with all its power and facilities. 


Territory open in Ohio, West Virginia and Kentucky, 
Tennessee, Michigan, Nebraska and Kansas. 


A. BETTINGER 


President 


T. W. APPLEBY 


Secretary and Agency Manager 


























RARE OPPORTUNITY 


GENERAL AGENT 


FOR THE 
STATE OF KANSAS 


A splendid direct Home Office Contract under which a profitable and 
permanent business can be established, is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $68,000,000 OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 


ST. PAUL MINNESOTA 





















approaching him on the subject of life 
insurance implies that you think he 
“ought” to do so. 

6. Present the cost of your policy 
in terms with which your prospect is 
familiar. For instance, instead of say- 
ing it requires an annual deposit of 
$100, say it requires only two acres of 
corn or three average- sized hogs. You 
will find that in making your compari- 
son with his own products that he is 
psychologically interested. 





Can’t Succeed with 

Rate Book Alone 

7. You cannot war successfully on 
ignorance and selfishness with a rate 
book alone. It must be enforced with 
a clear estimate of the value of life 


| you have a common purpose, 


insurance. If you do not appreciate the 
benefits of life insurance, you cannot 
place them successfully before others. 
You cannot impart faith that you do 
not possess. A deep conviction is con- 
tagious. The fire in your spirit should 
kindle the hearts of prospects to action. 
You should also have the reputation of 
your company to guard, hence you 
should realize your responsibility and 
discharge it with justice to all con- 
cerned. There is no impossible gulf be- 
tween you and the officials of the com- 
pany. Your interests are parallel and 
You are 
all factors in your company’s progress, 
hence mutual confidence, helpfulness, 
and co-operation should exist. Last, 
but not least, be 7 








SOME SUGGESTIONS ON SOLICITING 











Massachusetts Mutual furnishes 


HE 
| some thoughts presented by 
Offner of the Bokum & Dingle gen- 
eral agency at Chicago in which he made 
some interesting comment on approaching 
prospects. It summarizes his talk: 

It is not advisable for an agent to dwell 
upon the cost of life insurance when 
talking to a prospect. He should en- 
deavor to make him feel the need of life 
insurance, because when a man is con- 
vinced of the need the cost will take 
care of itself. A man supplies himself 
and his family with insurance protection 
for the same reason that he is prompted 
to supply them with food and clothing— 
because he regards them as necessities. 

* * * 


The ideal way of doing business is to 
impress the prospect with the service 
you are rendering him. Make him ab- 
solutely sure of the quality of the con- 
tract and of the service you are selling. 
Show him that there is no other possible 
service which he can buy which will 
compare with life insurance. A man’s 
great fear is that, in event of his death, 
his family is going to lose his advice 
and be left inexperienced to struggle 
against the world. If he can be assured 
that life insurance will perpetuate his 
service to them when he is removed 
from their midst, what does he care 
about the cost if he can pay it? 

* * 


To give the best service, it is essen- 
tial that the agent supply the prospect 
with a suitable policy. For this reason 
it is sometimes inadvisable to have a 
set sales-talk prepared, as having put 
much time and thought into such prepa- 





FRIEND ,of mine makes it a 
A habit to write a letter to each 
one of his prospects just prior 

to the time his age changes, and in 
that letter he wishes his prospect 
many happy returns of the day and a 
happy birthday. 
* 


* x 
Naturally, the average man getting 
birthday wishes, when his birthday is | 


six months off, ‘wonders what it is all 
about, and my friend then goes on to 
explain that it is not his ordinary birth- | 
day he is wishing many happy returns | 


— = : — = 


} 


| WHEN IS YOUR INSURANCE BIRTHDAY? 








ration, an agent may be tempted to make 
use of this talk promiscuously instead of 
giving each prospect’s need the _ indi- 
vidual attention it should receive, which 
often results in the loss of a sale or the 
placing of an unsatisfactory policy. An 
agent should first endeavor to ascertain 
a prospect’s responsibilities. He should 
not sell him too much insurance but find 
out how much money he can lay aside. 
With this information at hand, he is in 
a position to offer the prospect the plan 
of insurance which is best for him to 
carry. 
* * . 

Why are we in the life insurance busi- 
ness? Not because there is money in it. 
There is money in it—but we should not 
bell life insurance just because it is our 
business. We should make selling in- 
surance our business because it is some- 
thing which should be sold. To be truly 
successful one must bear in mind the 
utmost service for which life insurance 
was created. Unselfishness pays. Do 
not sell life insurance simply because 
of the commissions to be derived from 
that sale. In order to get away -.from 
the tendency to work hard to sell a pol- 
icy principally because there is money 
in it, a very good plan for a life insur- 
ance agent to follow is to make it a 
point to lay aside part of his commission 
on each policy and in this manner build 
up a fund from which he can draw, in 
case a prospect does not happen to take 
a policy just at the time the agent is in 
need of a little money. By following this 
plan, the feeling of worry on the part 
of the agent is eliminated, and he is ina 
position to render his prospect genuine 
service. 


of, but it is his insurance birthday, 
which falls just six months after his 
regular birthday, and that if he wants 
any more life insurance, he can buy it 
in the next few days at a cheaper rate 
than he can ever again obtain it. 

Of course the thought is old, but we 
are always looking for ways of arous- 
ing a prospect’s attention, and it struck 
me that wishing a man many happy 


| returns of his birthday, when his birth- 


day is six months off, is rather a new 
slant on the thing—New York Life 
Bulletin. 


SHOWS “BOX SCORE” ON BUSINESS 


HE advantage of having a quota 
"Tt work toward and an appeal that 

could be made to the general pub- 
lic by a contest, no matter of what 
sort, were exemplified in a_ striking 
way by J. T. Traylor, for the past few 
nionths identified with the organiza- 
tion work of the National Association 
o: Life Underwriters, while district 
agent at Pueblo, Col., for the Provi- 
dent Life & Trust. 

Mr. Traylor has used this knowledge 
and his own keen ability as an adver- 
tiser to put over a big bunch of busi- 
ness in 50 days. First he sent out 521 
letters advising that he was going to 
attempt to write 50 applications in 50 





days, and that he would publish each 


day a box score of the game, showing 
how many hits, runs, and outs devel- 
oped. “Of course,” said he, in finishing 
his letter, “you are privileged to help 
ine run up the score. Your name on 
an application will look good, and you 
are entitled to the very best life in- 
surance in the world—the kind I sell.” 
And on the day the letters were 
mailed he advertised in the newspaper. 
Among other things, the “ad” said: 


“To do what I planned, I must 
write 50 applications in 50 days. 
I believe there are many times 50 
people who have promised them- 
selves that this year they would 
take out life insurance. Do It 
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“SOMETHING 
NEW FOR 
AGENTS” 








National 
American 
Life 
Insurance 
Company 








Burlington, Iowa 








Founded 1865 
THE 


PROVIDENT 
LIFE AND TRUST 
COMPANY 


OF PHILADELPHIA 
PENNA. . 


The Long Endowment of 
the Provident is peculiarly 
adapted for the creation of a 
cash fund to meet Estate 
Taxes. The interest on the 
proceeds after maturity ‘swells 
the insured’s income until 
death when the cash is im- 
mediately available. 








“THE COMPANY OF CO-OPERATION” 


DES MOINES 
LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 


DES MOINES (R-T Bidg-) IOWA 
TERRITORY - 
IOWA SOUTH DAKOTA 





Now. Drive in the winning run. 
Watch the box score.” 

a 
Every day Mr. Traylor told the 


story in the newspaper, whether it was 
good or bad. Here is the box score 
the first day: 
“Man made a hit with his mother 
providing for her amd his old age. 
Ist inning:—1 run, no errors.” 
His sixteenth day showed only 14 
applications. He was having a batting 
siump, but he had two men on bases. 

* * 


And as the 50th day approached the 

situation got serious. ‘The black bor- 

der around the box score began to look 

significant. The small ad read: 

“T want 50 applications in 50 days 
Watch the daily score. 


49th day....total, 43 applications. 
Last Day. 
Seven to get—Pinch hitter with 


sure eye promises to,bring in the 
last run if six others make a hit. 
Come on, fellows—land for a safe 


one—Be Insurance Prepared— 
NOW. 
Yours for seven runs.” 
eos 


But the box score for the 50th day 
told a happy story: 


“50th day....total 51 applications 
Hurrah! We win the series. 
“Sure some line-up. Everyone a 
‘sticker’—Biff—Home run with the 
bases full. Old pitcher. I Will 
Sometime, knocked out of the 

box.” 


And of course all Pueblo was inter- 
ested in seeing Mr. Traylor’s picture 
which appeared in the last advertise- 
ment. 


i pe 
| Some Selling Points ¢ on 
| Income Policies 


| 
| 
| 
| 
( From penne Tete)» 


The day you die income insurance 
steps into your shoes and goes to work 
for your family. 


* 4. & 
Income insurance enables you to 
leave your family in the position of 
never being without money. 
An income policy insures the widow 
against extravagance, bad advice and 
poor investments. 
When a dies there three 
deaths: 
The death of the husband. 
The death of the father. 
The death of the income. 
* * * 

It is far easier to make money than 
to save it. This is overwhelmingly 
proved by statistics. 

a? 


man are 


* 
For a husband and wife who have 
no dependents, the life income con- 
tract on the endowment form is the 

best of all policies. 
* x 


Have you ever spent any of the 
money you have set aside for future 
needs? Have you ever made an in- 
vestment that turned out badly? Have 
you ever tried to economize without 
success? If so, why leave your wife 
to struggle after your death with per- 
plexing and unfamiliar problems when 
the insurance company stands ready to 


manage her insurance estate for her, 
and pay from month to month the 


regular income which that estate will 
produce? 
ete 
If you were obliged to make a long 
journey, necessitating an absence from 
your family for several months, you 
would not think of leaving them with- 
out sufficient funds to provide food, 
clothing and shelter during your ab- 
sence. 
When you take your last journey will 
you leave your loved ones permanently 
provided for? While you are here they 
will, of course, have your protecting 
care. You should so arrange it that the 
insurance company will assume your 
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Chicago’s Finest Hotel 
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A GROWING COMPANY 


FOR 


GROWING MEN 








1918 1919 
New Business Paid for $ 24,658,000 $ 37,200,000 
Increase in Insurance in Force 10,095,000 20,913,000 
Total Insurance in Force 179,410,731 200,323,731 


The Guardian Life Insurance Co. 


of AMERICA 


ESTABLISHED 1860 
For a direct Agency connection address: 
T. LOUIS HANSEN, Vice-President and Agency Manager 
50 Union Square, New York, N. Y 














burden when you lay it down. 


THE CRESCENT LIFE INSURANCE COMPANY. 
CAPITAL STOCK (FULLY PAID) $100,000. 
Owned and operated exclusively by Masons (only one of 
the world). 
COPYRIGHTED CONTRACTS. 
Only Masons need 4 spely for Agencies. No advances. No first 
year piemium notes. Business. All Physicians must be Masons. 
M. FEF. Callane, Secretary. Bertram Day, President. 


FLETCHER TRUST BUILDING - - INDIANAPOLIS 


its kind in 








a. 





“THE WEST COAST LIFE” 


Offers splendid opportunities in the West in a live 
organization that last year produced over Twelve 
Million Dollars in applications for new insurance. 


Ask for the current copy of THE PIONEER. 
WEST COAST SAN FRANCISCO LIFE INSURANCE COMPANY 


_ 376 Pine Street SAN FRANCISCO 
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NEW TERRITORY DEVELOPMENT IN 1920 > 




















We 


Insure Total Abstainers 
At Reduced Rates 
OW many TOTAL ABSTAINERS 


do you know whom you could insure 
if you could offer them reduced rates? 
How much business would THEY 
help you to get if you could so write 
them? Wouldn’t this be a great 
advantage in opening new territory? 


We Give That Advantage to Our Men 
E insure TOTAL ABSTAINERS 


on Special Rates, or give them extra 
dividends on Regular Policies. We 
keep mortality records separate for 
the two classes. The savings in mor- 
tality for many years has been an 
average of 27 per cent in favor of the 
Total Abstainers, thereby giving them 
20 per cent greater dividends. Do 
you see the advantage to both Agent 
and Insured? This plan builds the 
best business and gives the agent an 
organization which cannot be secured 
otherwise. 






























































GOOD CONTRACTS TO LIVE LIVE CLEAN AGENTS 


PEORIA LIFE, INSVRANCE COMPANY” 


-PBORIA : -  DLLUINOIS 
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UNITED STATES BRANCH 
North British & Mercantile Insurance Company 
76 WILLIAM STREET 
NEW YORK 
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COLUMBIA 





When We Say that Automobile Insurance | 
Is Big Business, We Mean: 


That it is founded upon one of the biggest industries in the 
United States. 


That the traffic of the Continent moves on wheels, and that 
more and more, this means motor wheels. 


That every man you know owns an automobile, until the 
surface of the country 1s crowded with vehicles, as the 
trails to an ant hill are covered with black insects. 


When We Say that the Columbia and Union Marine 
Render Automobile Service, We Mean: 


That these Companies employ the experience of eighteen 
years of specialization. 


That their special automobile field men are at every agent’s 
call, to handle losses, to explain forms, to point 
out new ways to get business, to assist in closing 
special contracts. 


That their underwriting policy is liberal, their service 
prompt and their payment of losses as sure as a gov- 
ernment bond. 





COLUMBIA INS. CO. UNION MARINE INS. CO. 


NEW JERSEY LIVERPOOL 


27 William Street, New York 


F. H. CAUTY, Manager CARROLL E. ROBB, Manager, Automobile Dept. 
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LAST 


HERE was a big increase in the 
5 ipaveret of automobiles in 1919. 
There was a bigger increase in au- 
While 
the number of motor cars increased 23 
percent the premiums of fire and ma- 
rine companies on 


tcmobile insurance premiums. 


automobiles in- 
creased 53 percent and the premiums 
of casualty companies on automobile 
insurance 33 percent. 

Fire and marine companies collected 
over fifty millions and casualty com- 
panies Over ninety millions. 

The estimated automobile insurance 
premiums for 1919 were $145,000,000. 
Tue NATIONAL UNDERWRITER a year ago 
predicted that they would run between 
$140,000,000 and $150,000,000. For sev- 
eral years now THE NATIONAL UNDER- 
WRITER has been making accurate pre- 
cictions of this nature, basing its 
estimates for the future on the figures 
of the past. The prediction for 1920 is 
200,000,000. 


WO fire and marine companies col- 
lected in excess of two millions in 
automobile 1919. Ten 


more collected between a million and 


premiums in 


two million and quite a few additional 
approached the million mark. It would 
not be surprising to see one or more 
exceed the three million mark in 1920, 
particularly those with agency plants 
that will give them the full advantage 
of the new low country schedule. The 
advent of term insurance will also have 
a tendency to swell premium totals 
this year. 

There will probably be twenty fire 
companies exceed the million mark in 
1920. The Fireman’s Fund holds the 
lead which it has had during most of 
the years since the beginnings of auto- 
mobile insurance. The Automobile of 
Hartford, which is associated with the 
Aetna Life for automobile liability and 
the Aetna Casualty & Surety for prop- 
erty damage and collision, came sec- 
ond. The Automobile and its associates 
wrote in excess of nine millions in au- 
tomobile premiums last year and is out 
for twelve millions this year. 

The ten companies writing between 
cne and two million are the Royal, 
Home, Hartford, National, St. Paul, 
Queen, Union, Aetna, 
Northwestern National and Sun. The 


Commercial 
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In Automobile Insurance 


BY C. W. VAN BEYNUM 


manner in which four of the big fire 
insurance leaders, which have not in 
the past held their own in the automo- 
bile world, have forged to the front + 
is worth noting and they will probably 
climb to even higher positions in 1920. 
The records of the Northwestern Na- 


tional and the Inter-State of Rock 
Rapids, Ia., are unusual. 
HE figures for total automobile 


business of casualty companies are 
not obtainable. They report only their 
collision and property damage figures 
under the heading of “teams and auto- 


a few years they have become big com- 
panies without a cent of income from 
any of the old standard lines of insur- 
ance. 


IGHT today there are 7,872,644 au- 
tomobiles in the country. Of this 
number 6,691,748 or 85 percent are cars 
of the pleasure type and 1,180,896 are 
of the commercial or truck type. 
There were 7,523,664 cars registered 
in the country Jan. 1, there are 7,872,- 
644 now and there will probably be 9,- 
000,000 by the end of the year. The 
fact that only cars that will not run at 
all are being junked and that every 














BIG FIGURES OF LAST YEAR AND THIS 


Automobile Insurance Premiums Last Year.............. $145,000,000.00 
Automobile Insurance Premiums This Year.............. 200,000,000.00 
Number of Cars in United States Jan. 1.................. 7,523,664 
Number of Cars in United States at Date................. 7,872,644 
Number of Cars in United States Dec. 31 Next........... 9,000,000 














mobile property damage premiums and 
Icsses.” The amount of teams business 
dcne by the few companies that write 
the line is so negligible that the entire 
amount of premiums and losses re- 
ported may be considered as automo- 
bile business. I+ is safe to say that 
each casualty company reported on in 
the “Statistical History” in this issue 
collects in total automobile premiums 
from two to five times the amount of 
premiums shown. The liability pre- 
miums are, of course, larger by far than 
the collision and property damage be- 
cause liability insurance is a more pop- 
ular form than collision, because the 
premiums are ordinarily larger and 
because a great deal of the collision 
business goes to fire and marine com- 
panies and not the casualty companies 
carrying the liability risk. 

The Travelers Indemnity again leads 
on property damage premiums with 
the Aetna Casualty & Surety running 
a pretty close second. The figures of 
the American Automobile exceed those 
of the Aetna Casualty & Surety but 
they include the fire, theft and liability 
as well as the collision figures. The 
indemnity Company of America fig- 
ures also include the fire, theft and lia- 
bility business. These two specializing 
companies have demonstrated that pos- 
sibilities of the automobile field. Within 





car that can be manufactured is being 
purchased has a tendency to inflate the 
increase beyond the normal. 


ROPHETS of the motor world pre- 

dict 15,000,000 cars in the country 
within a few years. They believe that 
the manner in which the cities are 
solving their traffic problems and the 
progress made in the extension of hard 
:cads throughout the nation will make 
it possible to use such a number of 
machines within a very short time. 

When that day arrives and when a 
larger proportion of motor car owners 
carry all the forms of insurance that 
they should, and insurance of the ade- 
quate variety, automobile premiums 
will reach the four hundred million 
mark. This is as much as all of the 
fire premiums put together totalled not 
sO many years ago. 

Of all the various lines written by 
fire insurance companies automobile in- 
surance is second in importance only 
tc fire insurance. Of all the lines writ- 
ten by casualty companies automobile 
insurance is third in importance only 
to workmen’s compensation and per- 
sonal accident and health insurance. 
Among insurance agents automobile 
insurance stands ordinarily second or 
third no matter what his specialty may 
be. 
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HE big states iead in the total num- 

ber of cars owned but the rich agri- 
cultural states of the trans-Mississippi 
field hold the lead with the largest 
number of cars in proportion to popu- 
lation. In Iowa they have almost at- 
tained the distinction of a car for every 
Nebraska and South Dakota 
are not far behind. California, with its 


family. 


population of wealthy retired people 
and its general prosperity, ranks ahead 
of both Nebraska and South Dakota. 
The southern states with their large 
colored populations are down at the 
bottom of the list where arrangement 
is according to the portion of cars to 
population. 

Forty-nine percent of the motor 
cars are in the so-called western states, 
the territory between the Rocky Moun- 
tains and the Appalachians, usually 
known as Western Union territory. 

Twenty-six percent are in the east, 
19 percent being in the so-called east- 
ern conference field and 7 percent in 
the New England territory. 

Fourteen percent are located in the 
Rocky Pacific 
field. 


Eleven percent are located in the 


Mountain and Coast 


south when Texas is included with the 
southern conference territory. 


HILE the demand for passenger 

types exceeds the supply and will 
result in the greater part of the in- 
crease in the number of automobiles 
and in the amount of automobile in- 
surance premiums the ascendency of 
the truck and the tractor cannot be 
overlooked. 

Manufacturers and dealers have their 
eye on the farmer. They consider the 
10,000,000 farmers of the country as 
the best sort of prospects for both 
trucks and tractors as well as vehicles 
of the pleasure type. There is scarcely 
an automobile man today who is not 
_studying ways and‘ means of getting 
to this big market. 

The insurance companies and agents 
must not be too many laps behind the 
manufacturers and dealers. They must 
be considering the ways and means of 
placing the insurance as the trucks and 
tractors are sold instead of after they 
have in operation for several 
months or even a whole year. 
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A Resume of the Theft Situation 


N_ underwriting automobile insur- 

ance, the real loss producing hazard 

is the theft feature and this might 
properly be classed as an unknown 
quantity. Automobile writing com- 
panies have had sufficient experience 
to know approximately what kind of a 
fire loss record they are going to have 
upon the various makes of cars. From 
the records can be learned just about 
what the collision experience will be, 
but when it comes to the theft hazard, 
the situation is entirely different. No 
one can predict in advance what the 
theft experience is to be. It has been, 
and still is to a certain extent, a pure 
gamble. The automobile writing com- 
panies either make or lose money on 
their automobile business, as_ their 
theft experience is favorable or un- 
favorable. The theft experience really 
determines the automobile loss ratio. 


ECAUSE of the importance of the 

theft end of the business it would 
seem that the automobile underwriter 
should have all of the information ob- 
tainable concerning thefts in the terri- 
tory in which his company operates, 
what the experience has been and 
where the “bad spots” are, and keeping 
in as close touch as possible with the 
theft conditions throughout his terri- 
tory should prove of material benefit to 
him and his company. 


T is only within the past year that 

we have been able to notice any 
marked change in public sentiment as 
regards the theft situation, but a change 
to a great extent has occurred and is 
growing rapidly, as evidenced by the 
fact that most of our principal cities 
in the middle west now have ordi- 
nances governing the operations of 
dealers in second-hand automobiles, and 
a majority of middle western states at 
the last session of the legislatures en- 
acted new laws relating to automobile 
thefts. Most of the statutes enacted 
provide. for a proper registration of 
cars on the part of the owners and 
garage owners in whose hands cars are 
temporarily entrusted and carry severe 
penalties for stealing cars or for posses- 
sing stolen property. We are not wor- 
rying now so much as regards the en- 
actment of new laws for the reason that 
at the present time we have all the 
law that is necessary. What we need 
is a more active publicity campaign to 
create a public sentiment that will de- 
mand enforcement of existing laws. 


HOSE familiar with the automobile 

courts know that the great majority 
of cars are stolen by young boys who 
are merely acting for men higher up, 
usually second-hand dealers. When the 
cases are brought into court, the 
youthful appearance of the prisoner, his 
apparent innocence and the “pull” that 
the man for whom he acts is able to 
exert, usually results in an acquittal. 
The judicial leniency shown the auto- 
mobile thief is responsible to a great 
extent for the continued increase in the 
activities of the thieves. 


HE Dyer Bill, making it a federal 

offense to take a stolen automobile 
from one state to another is a good 
law, but the federal authorities seem to 
have their hands full with other mat- 
ters just now and are not giving any 
special attention to interstate traffic in 
stolen automobiles. Another bill has 
just been introduced in Congress pro- 
viding for a Federal Automobile Reg- 
istration Bureau, with offices in each 
state. If this becomes a law it should 
have a most beneficial effect. 


EELING that it might be of some 
assistance to automobile underwrit- 
ers in the middle west, I have prepared 
a review of the theft situation in four- 
teen middle western states, based on in- 
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E. L. Rickards is secretary and manager of the Automobile Protective & 


Information Bureau of Chicago and secretary of the Western 


Underwriters Conference. 


quently. He is in close 


formation secured by the Automobile 
Protective & Information Bureau. To 
companies just entering this territory, 
this resume may prove useful, and for 
those already operating in these states 
that feel themselves to be somewhat 
out of touch with conditions, this re- 
port may prove helpful. 


LLINOIS—This state is good for 

practically all classes of cars out- 
side of Cook county. Conditions in 
Chicago from a theft standpoint have 
gone from bad to worse. During 1919 
there were stolen 4,455 cars, as com- 
pared with 2,611 during 1918. Chicago 
has been placed under the penalty 
schedule with $15 additional charge for 
absence of approved locking device on 
cars listing less than $2,000. Were it 
not for this extra charge, the com- 
panies would have a much more severe 
loss ratio on their Chicago automobile 
business. Some companies have made 
money on their Chicago automobile 
writings, but they are few and far be- 
tween. The company just entering the 
automobile field should carefully con- 
sider the situation in this city. 

The only other bad spot in Illinois is 
East St. Louis, but the business there 
should show a profit if the moral haz- 
ard is watched closely. As a general 
rule, all border cities are undesirable 
from an automobile theft standpoint. 


ISSOURI—The principal business 

in this state comes from four cit- 
ies:.St. Louis, Kansas City, St. Joseph 
and Joplin. St. Louis has been a “hot 
spot” for the companies, principally on 
account of a disinterested attitude on 
the part of those in authority. During 
the first part of 1919, the experience 
was unfavorable in St. Louis, but 
through a determined effort on the part 
of various civic organizations, automo- 
bile dealers and insurance interests the 
authorities were practically forced to 
deal more effectively with the theft 
proposition, and as a result a more sat- 


isfactory showing was made for the 
year. During 1919 there were 1,244 


cars stolen, as compared with 2,241 dur- 


ing 1918. Thus the thefts have prac- 
tically been cut in two, but St. Louis 
business still bears close watching. 


The penalty schedule for approved 
locking device applies in St. Louis. 
There is a strong non-conference com- 
pany competition in St. Louis. Shaw 
taxicabs have no depot privileges, and 
therefore the city is filled with a poor 
class of taxicab risks, making that an 
undesirable class to write. 


ANSAS CITY is bad from a theft 

standpoint and seems to be get- 
ting worse instead of better. For years 
the city has been a liquor distributing 
point for the dry territory of Kansas 
and Oklahoma, and has been a home of 
bootleggers and automobile _ thieves. 
There is a bad class of taxicab risks in 
this city and the class is most hazard- 
ous; also jitneys operating between 
Kansas City, Mo., and Kansas City, 
Kan. Kansas City is the home of the 
reciprocals and they corral a large por- 
tion of the most desirable business. It 
is difficult for any company to make 
money on its automobile business in 
Kansas City. During 1919 there were 
1,657 cars stolen as against 1,144 in 
1918. There seems to be no prospect 
for any improvement in the situation at 
this point. 
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He is thoroughly familiar with conditions in the 
middle western field, having visited the principal automobile 


writing cities fre- 


touch with police department officials and knows 
the political situation in the middle west territory. 
tions is timely and of unusual interest. 


His article on theft condi- 


T. JOSEPH has for years had in- 

sufficient police protection and has 
been a distributing point for bpootleg- 
gers operating in lowa and Nebraska, 
but during the past year, this element 
has very largely disappeared from the 
town, so that conditions have greatly 
improved.: However, the moral hazard 
should still be watched closely, as St. 
Joseph continues to be quite a hangout 
for crooks and thieves. 

Very few Conference companies are 
operating in Joplin, which is bad be- 
cause of its geographical position. 
There is not much to go after in Joplin 
and it might well be avoided. 


KLAHOMA—Oklahoma has _ fur- 

nished the automobile writing 
companies with a most disastrous ex- 
perience. Conditions there are most 
disquieting. Throughout the oil reg- 
ions there is practically no police pro- 
tection on the stolen car proposition, 
and wholly aside from the great moral 
hazard existing there, the physical haz- 
ard is much worse than in any other 
section of the west. The losses in 
Tulsa have been abnormally high. A 
great many companies have ceased to 
operate at that point, although the pen- 
alty schedule is in effect there. There 
has been no improvement in condi- 
tions in Oklahoma City, which has 
shown a loss to the automobile writing 
companies for years. 


ANSAS—The two heavy loss cities 

in this state are Kansas City and 
Wichita. Kansas City, Kan., has the 
penalty schedule, but excludes the $15 
lock penalty charge. A good percent- 
age of the cars here are subject to the 
same conditions an exist in Kansas 
City, Mo. Taxicab and jitney lines are 
bad. Wichita has shown a high loss 
ratio on all classes of cars, and there is 
nothing at present to indicate that there 
is to be any improvement. Its close 
proximity to the oil fields makes it a 
high loss ratio town, and it is a hang- 
out for thieves operating between Kan- 
sas City and Tulsa. 


OLORADO—AIl automobile busi- 

ness should be profitably written in 
this state with the possible exception 
of Denver, where the experience has 
not been unusually bad, when the size 
of the city is considered. A general 
classification of privately owned cars 
and even taxicabs should prove profit- 
able. A recent estimate would indicate 
an improvement in Denver and automo- 
biles can be written without hesitation 
in all other parts of the state. 


YOMING—This state can be con- 
sidered good for all classes of 
business as conditions are very favor- 


able. 


EBRASKA—Automobile companies 

are quite satisfied with the results 
in this state with the exception of 
Omaha, but conditions are showing an 
improvement there. The automobile 
detail has been increased and a special 
effort on the part of the city council in 
enacting ordinances and giving special 
attention to the situation has been re- 
sponsible for the improvement. The 
moral hazard should be scrutinized 
carefully, and losses have been frequent 
on “drive self’ Fords. There are sev- 
eral establishments of this kind in 
Omaha. These concerns rent Fords to 


ee 
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whomever has the rental charge, and 
the machine often gets in the hands of 
the wrong kind of people. The police 
department records show that there 
were 1,056 cars stolen in Omaha in 
1918 and 734 in 1919. 


OUTH DAKOTA —This state is 
good for all classes of business, 
South Dakota is a _ big “planting 
ground” for stolen cars from Minne- 
sota, Iowa and Nebraska, but very few 
thefts occur in the state itself. * 


ORTH DAKOTA—The same con- 
ditions prevail here as in South 
Dakota. 


INNESOTA—Conditions generally 
in this state are satisfactory with 
the exception of Minneapolis, where 
there were 881 cars stolen last year. 
St. Paul, considered by itself, has 
shown a good record. There is only 
one reason for this, viz.: that the thieves 
live there and “work” in Minneapolis. 
About one-tenth as many cars are 
stolen in St. Paul as are purloined each 
year in Minneapolis. For years the 
theft experience on Buicks in Minne- 
apolis was very unfavorable, but all 
classes are now being stolen. The pen- 
alty schedule has been put in effect in 
both Minneapolis and St. Paul, but the 
$15 penalty charge has been excluded. 


ISCONSIN—AIl classes of auto- 

mobile business can be freely 
written here. It is undoubtedly the 
most profitable automobile state in the 
Union. 


NDIANA—This has been a_ very 

profitable state throughout, but con- 
ditions are getting worse in Indianap- 
olis. The theft record for that city 
doubled last year. In 1919 there were 
stolen 962 cars and in the previous year 
only 460. All offerings from the Calu- 
met district should be rather carefully 
watched, particularly those coming from 
Gary, Hammond, Whiting, East Chi- 
cago and Indiana Harbor, because of 
the foreign element in that locality. 


ICHIGAN—Automobile conditions 

are good throughout the state with 
the exception of Detroit. The penalty 
schedule applies here with the $15 
charge for absence of approved locking 
device. The best equipped special auto- 
mobile detail in the country for handling 
the stolen car proposition exists in De- 
troit, which consists of three employes 
in the office with a complete record sys- 
tem, and 21 men on the outside devoting 
their time exclusively to stolen cars, 
each team having an automobile of its 
own furnished by the city. Conditions 
were exceptionally good in Detroit dur- 
ing the early part of last year, but 1919 
closed with a total of 3,482 thefts as 
compared with 2,638 for 1918. There is 
a certain amount of undesirable taxi- 
cab business to be watched, principally 
because of a great many women drivers 
handling electrically driven taxis. Bus- 
iness from foreigners, particularly Ital- 
ians in Detroit, should be carefully 
watched. 


H1O—Toledo has for years been a 

rendezvous for thieves and boot- 
leggers operating in Indiana and Mich- 
igan. It would seem possible to write 
Toledo business at a profit, but the 
moral hazard should be closely watched. 
Conditions in Toledo last year were 
worse than ever before in spite of the 
fact that the nation went dry. ‘Toledo 
has for years been a great stamping 
ground for crooks operating between 
the east and west. 

Cleveland has shown the companies 
a poor experience, principally because 
of inadequate police protection, and the 
town is getting worse instead of bet- 

(CONTINUED ON PAGE 6) 
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Automobile Insurance Number 


How Automobile Thieves Operate 


surance business is how to write theft 
insurance and make it pay. 

The cost of theft insurance varies with 
the number of thefts, the number of re- 
coveries and the extent of the damage on 
recovered cars. No one can predict how 
many cars will be stolen in a given period, 
nor in what location, or what will trans- 
pire in the matter of recoveries or in 
the sum total of loss payments. Automo- 
bile theft rates are truly “judgment” rates, 
and the experience of past years is not 
an accurate standard for the future. 

It cannot be denied, however, that the | 
theft of automobiles has increased alarm- 
ingly in late years, and that the prevail- 
ing rates and even higher rates are well 
justified, and that the united efforts of 
all interested in curbing the epidemic of 
automobile thefts should be encouraged. 


TD se real puzzle of the automobile in- 


HE thieves who create the hazard are 

an unruly lot. They pursue a rather 
independent course and their movements 
cannot always be anticipated. If they 
would only follow definite plans in their 
work, or give their opponents an idea of 
their intentions, the difficulty of contend- 
ing with them would not be so great. 

The greatest advantage automobile 
thieves enjoy is the opportunity to do 
their work without observation. No one 
knows where they will attack and the 
vacant space made by the removal of the 
car is generally the only record left. 

Of course, certain general habits of 
automobile thieves become known to their 
observers, or rather those who see the 
results of their work. It is known, for in- 
stance, that automobile thieves ply their 
trade much more in the larger cities than 
in the small towns. Also that cars are 
more often taken from where parked near 
theaters and public buildings, where the 
thieves notice the occupants entering such 
buildings, and figure that the theft will 
not be noticed, therefore, for an hour or 
more. Again that cars stolen by automo- 
hile thieves are apt to be disposed of 





7,872,644 CARS 
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through crooked garages or dealers or 
sold by the thieves directly to unsuspect- 


ing the thieves. 
cars left on the streets, nor can the iden- 
tity of “fences” be ascertained and proven 
except after careful and painstaking work. 


ports his loss to the police and probably 


BY JOHN M. HARRISON 


John M. Harrison was for some time assistant secretary of the Southern 
Automobile Underwriters’ Conference and secretary of the Automobile Under- 
writers’ Detective Bureau with headquarters in Atlanta, Ga. He made a 
splendid record while holding these positions and was recently appointed man- 
ager of the automobile department of the Royal at Atlanta. He has made an 
extended study of the theft problem and is well qualified to discuss the theft 
insurance situation, 


whose cars he had stolen. However. he 
was able to recognize the carefully kept 
descriptions of many cars of the hun- 
dreds on file in the insurance detective 
bureau. This man positively accounted 
It is not possible to guard for 54 cars taken in a year’s time and 
made the further statement that he had 
handled from one to three machines a 
week for two years prior to the begin- 
ning date of the records. 


ing or unscrupulous purchasers. 
This knowledge is a matter of interest, 
nut of itself affords little hope of combat- 


HEN an automobile becomes “ab- 
sent without leave,” the owner re- NE difficulty in getting the best re- 

sults from such a confession is that 
the man making the statement has only 
his memory to go on, as he has kept no 
records of his operations, and in fact, 
has done everything in his power to cover 
his tracks. He may relate that he stole a 
car from near a theater some time after 
Christmas, but he never knows whose car 
it was, nor can he describe it after the 
lapse of months. Search of police records 
may disclose several cars stolen from near 
the particular theater within a month’s 
time, and then there is the nice little prob- 
lem of figuring out which one it was. It 
is to the credit of the police departments 
that they can take such vague informa- 
tion, the securing of which is a task in 
itself, and unravel tangles which lead to 
the recovery of many cars. 

Not cnly in recovery work, but in the 
prosecution of automobile thieves is it 
The necessary for police officers to do pains- 
taking and careful work. A recent auto 
theft trial required three full days for 
the examination of over 50 witnesses. 
The operations of the thief during a 
period of two years preceding the trial 
were shown in vivid detail by competent 
witnesses brought to the trial from many 
different cities, all of whom testified to 
occurrences which taken by themselves 
were not of great importance, but the 
to him from day to day. Perhaps special aggregate of which coupled with the vol- 
detectives are assigned to the particular untary testimony of accomplices con- 
stolen car case. They do not know who vinced a competent jury and secured a 
stole it and what immediate disposition COPViction. 
has been made of the car. If stolen in a 


searches himself in the immediate vicinity 
of the theft. Seldom does he have any 
clue as to the identity of the thieves or 
the probable route taken by them. The 
car may have disappeared within a few 
moments, with no trace of it remaining. 
Often the owner cannot give an accur- 
ate description of his stolen car to the 
police, but his human nature and his lack 
of understanding of police work lead him 
to believe that they should find his car 
promptly, and when they do not he asserts 
his American right to vigorously condemn 
the supposed inefficiency of the police in- 
stitution, which he pays taxes to keep up. 
The owner of the missing car does not get 
a broad perspective of the police problem, 
because his own immediate loss fills his 
mind and he does not understand the 
method of work followed by the police. 


ET us see what the police can do. 

disappearance of the car is reported 
and a description of the stolen car is read 
out to the officers as they go on their 
watches. Perhaps several stolen cars, a 
few lost children, stray mules, escaped 
criminals and other matters are read to 
each watch at the same time. It is im- 
practical for each officer to retain in mind 
or on tablet all of the things read out 
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of insignificant amount and when they do 
appear for trial, as is not always the case. 
it happens that the accused has a mother, 
father or relative who pleads for mercy 
and occasionally offers to make restitu- 
tion of the damage to the stolen car. 
Emboldened by the ease with which he 
escapes punishment the joy rider next 
essays to dispose of a stolen automobile 
for profit. His success in this venture is 
limited only by the extent of his nerve 
and the care with which he selects his 
prospective purchaser. The buyer who 
sees the opportunity to secure a car for 
less than its actual worth very often 
makes the mistake of not inquiring into 
the title of the car and satisfying himself 
that the seller has the right to dispose 
of it. The experience of the past few 
years shows that the principal buyers of 
stolen automobiles are farmers and peo- 
ple who live in the smaller cities and 
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NEW CARS 


Have Been Purchased in Various 
States Since January 1 of This 
Year as Follows: 
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From the Home Office View Point] ¢ 


ORE rapidly, 
M than in any other class of insur- 
ance, has this class developed to 
major proportions. This is due to three 
natural causes, namely, the enormous 
growth of automobile use, the frequency 
and seriousness of accidents to persons 
caused by motor cars, and the high aver- 
age cost of replacements and repairs of 
damages to the cars themselves. In a 
field presenting these conditions it has 
been easy to prove the need for insurance 
and to sell it. And so the automobile 
department of the casualty companies has 
swiftly taken front rank in volume. 
_ This has also become an attractive field 
for the promoter of cheap insurance 
schemes, sometimes in the form of small 
stock companies, sometimes mutuals, 
sometimes inter-insurers, but always 
“cheap.” The hazard covered, as the 
facts above stated clearly indicate, is not 
a light one, and the rates of premium 
must be substantial if the insurance is 
to be real and ready when needed. But 
a substantial premium is always a target 
for the shaft of the peddler of insurance 
gimcracks and there are always enough 
buyers of “anything if it is cheap” to give 
those peddlers a market for their fli msy 
stuff. 


OWEVER, the cheap competition, 

while irritating in spots, like the itch, 
can, also like the itch, be dealt with reme- 
dially in time, and even while it irritates 
locally it is not such a malady as to call 
for radical measures. We can go on with 
our normal and rational processes un- 
swerved by it. In fact, the three condi- 
tions above mentioned will become even 
more controlling during 1920 than ever 
before. Every statement that is put forth 
by makers of motor cars predicts a much 
greater increase of output in 1920 than in 
any previous year. The prices of cars of 
every sort are very much higher than 
ever before. The wages of automobile 
repair mechanics and the cost of replace- 
ment parts and materials are both at a 
higher level. And the rapid multiplica- 
tion ef auto-traffic means a multitude of 


How Automobile 


(CONTINUED FORM PAGE 5) 
towns, and automobile dealers who take 
them as part payment for new cars. This 
shows clearly that as a general rule peo- 
ple do not exercise proper care in the 
purchase of second-hand cars when buy- 
ing from strangers. 


S the automobile thief learns his trade 

he becomes an adept in changing the 
motor numbers and serial numbers placed 
on cars by the manufacturers, in order 
to disguise the identity of the machines. 
He removes at the same time such marks 
as would enable owners to identify their 
cars. 

Accordingly, when stolen cars are found 
and it is a known fact that they are stolen, 
it is not always possible to identify them, 
and often when such cars are found in 
the possession @f persons who have 
bought them from the thieves, the rightful 
owners are required to prove their titles 
ir court. The odds are against them if 
the motor numbers have been changed, be- 
cause the burden of proof is upon the 
claimant and they must shew the strength 
of their titles without resting the case 
upon the weakness of the titles held by 
the parties in possession. Such litigation 
is expensive and troublesome and does not 
always terminate to the satisfaction of 
the claimant. 

Until such time as automobile titles are 
put on the same basis as real estate titles, 
every one who loses a car by theft faces 
the possibility of a lawsuit should the car 
be found in possession of a person un- 
willing to surrender it otherwise. The 
records kept by the manufacturers of 
most of the prominent cars are of great 
yalue in the identification of cars, but 


not to say suddenly, 
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more. 
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He has taken high rank in the casualty insurance world, 


He is a pro- 


He is a thinker and his observations are always 
read with interest by casualty insurance 


men. In this article he discusses 


chiefly the nature of the cut-rate competition encountered by casualty compa- 


nies writing automobile insurance. 


untrained and careless drivers, a much 
wider spread of denser traffic congestion 
both in territory and in duration, and a 
resultant increase of accidents as to all 
three of the exposures, namely, persons, 
insured cars and other property. There 
will be plenty of business; and as these 
difficult conditions produce claims, the 
necessity for prompt, fair, full and skillful 
claim service will prove the superiority of 
good insurance over the cheap imitation. 


HIS puts it squarely up to the compa- 

nies which sell good insurance to main- 
tain the quality they claim for their goods. 
The companies fully realize this. They 
have given and will continue to give 
much time and thought to the study and 
development of more accurate premium 
rating methods and to the improvement 
of relations among all reputable carriers 
of this class of insurance, for the pur- 
pose of giving to agents and to the auto- 
mobile insurance purchasing public the 
fruits of the maximum of combined in- 
telligence in the handling of the busi- 
ness. These efforts have already pro- 
duced good results and it is likely that 
there will be continued progress during 
1920 in this direction. 

The finding of the correct formula for 
premium rating in any kind of insurance 
is not a difficulty for any long period 
of time. The facts disclosed in the prac- 
tice of the business will in a relatively 
short time indicate the right basis of pre- 
mium calculation. It is, however, essen- 
tial in obtaining a dependable application 
of this rule, that there be trained intelli- 
gence employed in the observation and 
analysis of the facts. This is a form of 
service which buyers of insurance rarely 


appreciate or even know of. It can only 
be furnished by an organization that 
costs a great deal of money and that has 
a wide enough range of vision and of 
territory to provide a very comprehen- 
sive body of data and to permit of trust- 
worthy use of the laws of average. 


HIS same factor is of prime value in 

the handling of claims. There is a 
prejudice against the automobile owner 
and in favor of the pedestrian when the 
two happen to collide and the pedestrian 
gets hurt. It may be the fault of one or 
the other or both. But the juryman 
usually “soaks” the auto owner and “soaks 
him good and plenty.” To meet this atti- 
tude fairly, patiently, yet firmly and with 
hope of ultimately turning that prejudice 
into fair treatment, is the only way to 
bring claim payments to a basis that wil! 
permit of lower premium rates. In the 
meantime, the claim adjuster must deal 
with the situation as it is, neither becom- 
ing panicky and extravagant nor foolishly 
unmindful of the handicap under which 
he is working. Here again the service 
of a seasoned and intelligent organization 
such as takes time to train and mature is 
obviously of supreme importance in the 
final working out of the whole problem 
of automobile underwriting. 


NE other factor is the needed exten- 
sion of this form of coverage in 
much larger measure to the territory away 


from large cities. In small towns and 
in the country there is relatively little 
automobile insurance written. This is 


partly because the agents in such places 
have not tried very hard, and partly = 
cause the rates have not been pitched 
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as to give what would seem to be a differ- 
ential commensurate with the lessened 
hazard. I believe the’rates should offer a 
marked inducement to that class of auto- 
mobile owners and that the agents in 
small towns should be urged to cultivate 
this rapidly growing field in their own 
towns and among the surrounding farm- 
ers and other countrymen. 

Attention to all of these factors will 
keep this business where, in the interest 
of the automobile insurance purchasing 
public, it clearly belongs. That is, in the 
hands of trained and strong organizations 
which have all the personnel and equip- 
ment so essential to the satisfactory con- 
duct of a business which requires the 
very best skill of many sorts to keep it 
at a fairly low range of premium rates, 
and still provide a small margin of profit 
to those who invest their capital and 
their energies in it. 


Thieves Operate; Many Protective Organizations at Work on Problem 


there are many factories who keep no 
records of assistance, hence the practical 
difficulties in the way of identifying cer- 
tain makes of automobiles are very great. 


T present there are five organizations 

supported by the automobile insur- 
ance companies composing the National 
Automobile Underwriters’ Conference. 

The New England and Eastern Atlantic 
states are covered by the Automobile 
Underwriters’ Detective Bureau, Eastern 
and New England Division with head- 
quarters at New York and branches at 
Boston, Buffalo, Pittsburgh and Phila- 
delphia. 

The southeastern states are to the ter- 
ritory of the Automobile Underwriters’ 
Detective Bureau, Southern Division, with 
headquarters at Atlanta. 

Texas has the Automobile Underwrit- 
ers‘ Detective Bureau, Texas Division. 

The middle-western states are handled 
from Chicago by the Automobile Pro- 
tective & Information Bureau. 

The Pacific Coast Automobile Under- 
writers’ Conference does in its own name 
the theft prevention and car recovery 
work on the Pacific Coast. 


ACH of these organizations, except 

the Texas bureau, is under the juris- 
diction and control of the local confer- 
ence of that territory. The chairman of 
the supervising committee of each organ- 
ization is ex-officio a member of the com- 
mittee on thefts of the National Automo- 
bile Underwriters’ Conference, which 
committee is now developing plans to 
bring the sectional organizations closer 
together in their work and to develop 
concerted action by manufacturers, deal- 


ers, public prosecutors, automobile clubs, 
civic organizations, insurance men and the 
general public in a determined effort to 
meet the situation. 

The efforts of these organizations are 
meeting with cordial appreval from prose- 
cuting attorneys and_ up-to-date police 





It Pays to Insure 


Before I got insurance they 
Jpynetie my flivver every day. 
I’d fasten it to post or rail 
With padlocks made by Mr. Yale; 
I’d tote away the steering wheel, 
The carburetor I would seal. 
I’d wrap the wheels with hawsers 
stout 
And let the gasoline run out; 
I’d use my well-known civic pull 
To have a keen-eyed harness bull 
Watch every move around that 


Car, 

And though I didn’t wander far, 

When I returned I surely found 

Where flivver was just vacant 
ground. 

Then I took out a policy 

Insurance against larceny. 

And after that I left the bus 

Exposed to every thieving cuss. 

I left it time and time again 

Without a padlock, rope or chain; 

I now believe those thieving 
gents 

Possess a mystic psychic sense, 

They know I have insurance and 

They let my little flivver stand. 


—From “The Safety Zone.” 











departments and valuable aid is being 
given them by most of the manufacturers, 
many of the dealers and likewise by the 
individual insurance companies supporting 
them. 


REVIEW OF THEFT SITUATION 
(CONTINUED FROM PAGE 4) 


ter. There are only two men on the 
police automobile detail and they have 
no office system or facilities of any 
kind for dealing with the situation. The 
police department throughout is greatly 
undermanned and there is no hope for 
improvement at present. In 1919 there 
were 2,338 cars stolen in Cleveland as 
compared with 2,085 in 1918. 

Columbus has yielded a profit to most 
of the companies, but conditions were 
worse there in 1919 than in 1918. There 
were 550 cars stolen in 1919 as com- 
pared with 450 in 1918. 

Although the experience last year in 
Cincinnati was less favorable than for- 
merly, all classes of business should be 
written at that point at a profit. In 
Cincinnati there were 520 cars stolen 
in 1919 as compared with 348 in 1918. 


Canada’s Big Automobile Record 


According to reliable information, 94,- 
000 automobiles were manufactured in 
Canada in 1919. It 
pected that this total will be increased 
by 35 percent this year. Latest regis- 
tration figures showed that there are 
now 350,000 motor vehicles in operation 
throughout the Dominion. Canada is 
now the second nation in the world in 
number of automobiles manufactured, 
in the number owned, and the number 
owned per capita. Canada has one car 
to every 23 people. 
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Opportunities for Auto Business 


than 20 years our youthful indus- 

try of automobile manufacturing 
has grown to such proportions that it 
is now second to that of production of 
steel, our leading American industrial 
activity. It is only quite natural that a 
development of large property values 
would create the opportunity for a 
special line of insurance business, in 
fact, the greatest special line of insur- 
ance business that late years has seen 
developed. 

When we think of automobile insur- 
ance we quite naturally figure in terms 
of individual cars, which is by no means 
a correct measure of the full possibili- 
ties that automobile production has 
opened to the local agent. 


D ‘ciian 2 the short period of less 


N following the proposition through 

from the beginning of its possibilities 
we must first consider the enormous 
values created by the manufacturer for 
the purposes of production, which in 
itself affords an exceptional opportunity 
for the writing of fire, use and occu- 
pancy, compensation and_ kindred 
classes of protection. Next in line we 
have the automobile distributor and 
dealer, who in addition to his stock of 
cars, also has vast building, equipment 
and accessory interests that require 
necessary protection. In round figures 
there are about 250 going automobile 
manufacturers and 25,000 distributors 
and dealers. Following the dealer we 
come to the individual owners, who in 
the aggregate offer the greatest of all 
possibilities for the development of this 
special class of protection. 


IFE and fire insurance are admit- 

tedly part of the necessary material 
of our present day economic structure 
and it is therefore natural that fire in- 
surance is the primary form of insur- 
ance required for the protection of the 
property values developed as a result 
of our tremendous automobile produc- 
tion. But fire insurance alone is only 
one of the five separate and necessary 
forms of protection required by the 
auto owner. Immunity from theft loss 
was only to be the privilege of the early 
day owners of the horseless carriage. 
Today we have with us the auto thief, a 
professional criminal as much a spe- 
cialist in his line of dishonest practice 
as may be found in any worthy occu- 
pation and no section of our country 
but that has felt the effect of his activ- 


ities, hence the enormous market for 

the sale of theft insurance. 
UPPLEMENTING these are the 
policies covering public liability, 


property damage and collision hazards, 
all of which are eagerly purchased by 
believers in sound indemnity. I have 
not mentioned these forms of automo- 
bile insurance in the order of their im- 
portance so far as protective value is 
concerned, but have tabulated them in 
the order of their present day premium 
producing propensities. Beyond any 
question of a doubt more policies are 
sold only covering the hazard of fire 
than all of the other classes combined, 
and yet I doubt very much if more 
than 75 percent—possibily a much 
smaller figure would nearer measure the 
percentage—of the automobiles are 
even protected by fire insurance only. 
And yet should you ask any well in- 
formed insurance man which of the 
five forms is most important I believe 
that answer would be public liability 
insurance. 


HE annual toll of lives lost and 

temporary and permanent disabili- 
ties due to automobile accidents is con- 
clusive evidence for the necessity of 
this form of protection. In the city of 
Chicago alone during the year 1919 
there was an average of one death per 
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day directly caused by automobile traf- 
fic. It is well for the individual owner 
to protect against property value loss, 
and that loss in itself may easily be 
suffered, but a public liability claim 
quite frequently will prove exceedingly 
disastrous if not provided for by proper 
protection. In all of the other hazards 
of automobile driving the car owner 
knows exactly what his maximum loss 
may be, but a public liability claim can 
result in a judgment being returned 


There is a marked spirit of indiffer- 
ence on the part of auto owners as to 
the actual necessity for the more costly 
forms of automobile insurance. How 
are we to overcome this indifference to 
the need for adequate protection? 
There is only one answer and that is 
salesmanship by local agents. 

You have before you a large and 
nearly virgin field for cultivation almost 
limitless in its possibilities. 


against him that may mean the loss of HE United States registration fig- 
not only all ready cash, but even his ures for 1919, the year just closed, 
home and other available assets. All gives a total of 7,523,664 cars and trucks 


recent court decisions clearly show the in the United States today, a net in- 
tendency toward higher awards. crease of 434,909 over 1918. Nearly 
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This very unusual picture illustrates the necessity of several kinds of 
automobile insurance. The car was stolen (not covered by theft insurance) in 
Kansas City, Mo. Joy riders made use of it for two or three days, but finally 
ran amuck while driving over a high wooden bridge at a rapid rate of speed. 
The car crashed through the wooden railing and the occupants only escaped 
with their lives because the machine was caught by a guy wire which held it 
suspended in mid-air. Collision insurance indemnified the owner for the 
damage done to the machine and property damage coverage protected him 
against the claim made for the destruction of the railing. In attempting to 
pull the car back upon the bridge, the police cut the one wire which held 
the machine, and the car crashed to the ground, a total loss. 


$65,000,000 in license fees were paid 
during 1919 by the automobile owners 
of the United States. The average au- 
tomobile insurance premium on insured 
cars is far in excess of the average li- 
cense fee and is possible of acquisition 
just as soon as the local agent makes 
it his business to acquire these premi- 
ums as industriously as our secretaries 
of state collect the license fee. 

During the year 1918 the stock in- 
surance companies collected through 
their local representatives moore than 
$51,000,000 dollars in fire, theft, collision 
liability and property damage premi- 
ums. Although the 1919 figures are not 
yet available the general average in- 
crease in premiums would indicate that 
local agents collected more than $66,- 
000,000 during the past year, and this 
does not take into consideration the 
income of mutual, reciprocal and cut- 
rate stock companies. 


Y comparison with other lines what 

are the opportunities of the auto- 
mobile insurance business? As an ex- 
ample let us take the dwelling house 
class for comparison. It 1s estimated 
that we have one dwelling house 
to. every five of population; that gives 
us approximately 21,000,000 dwelling 
houses in this country. On the basis 
of 1919 registration we have one car to 
every fourteen persons in the United 
States, with the average as high as one 
car to every six persons for the state 
of Iowa, with Illinois the fifth state in 
number of cars owned and a trifle over 
the average for the entire country. 
Should we remove the Chicago popula- 
tion and registration from the figures 
for per capita car calculations Illinois 
would probably be crowding its sister 
commonwealth for first honors in per 
capita car ownership. All states with 
large centers of population are bound 
to have a diminished per capita owner- 
ship. Statistics show that 52 percent 
of the total cars owned are possessed 
by farmers. 


COMPARISON shows that if we 

multiply the number of cars by the 
number of separate classes of insurance 
available we would have a field for 
business far greater in proportion than 
that afforded by our largest single class 
handled in this day by fire insurance 
companies. So far we have given no 
thought to the future. With astounding 
rapidity the automobile industry out- 
stripped all others in getting back to a 
peace-time basis. In spite of the fact 
that the ge was practically on a 
war basis Jan. 1, 1919, making possible 
only a small Poa vor Be the first three 
months of recovery, 1,587,000 pleasure 
type cars and 305,000 trucks were made 
during the year. This is only slightly 
less than 1917, a normal peace time 
year, when 1,869,000 cars and trucks 
were manufactured. The mere figures 
of production do not begin to tell the 
story. In spite of the large output the 
supply was far below the demand and 
conservative authority places the short- 
age at more than 2,000,000 cars turned 
over to 1920 to be provided for in addi- 
tion to the normal requirement that we 
naturally develop. An average of the 
estimates for the future indicate a pro- 


_ duction of 2,250,000 cars for 1920, with 


200,000 to 300,000 increase per year for 
five years thereafter. In the light of 
the present and prospective figures, the 
automobile industry begins to loom as 
a candidate for first place among the 
manufacturing industries of the country 
and with the great amount of other 
products involved and the other indus- 
tries directly and indirectly affected by 
automobile manufacture it stands today 
as probably the most dominant factor 
in American life. 

Now let us further consider the insur- 































































ance possibilities which these 
activities have already created. 

In its inception automobile insurance 
was primarily fire insurance, with theft, 
liability, property damage and collision 
shortly following. 

At the outset the companies had no 
experience to guide them in rate mak- 
ing and at its best the handling of 
auto business was a speculation pure 
and simple. Loss experience was as 
varied as the construction changes in 
the automobile itself and until the last 
few years previous experience for rate 
making purposes was of no particular 
value. 

OU have witnessed frequent rate 

changes and have probably won- 
dered if they were effected in the light 
of reason and you had a perfect right 
to think so, and we, too, sometimes 
wondered whether we were acting 
wisely—sometimes we made mistakes, 
but in the main it would appear that 
we did the right thing, as experience 


great 


would now seem to justify. Those of 
you who were interested in this busi- 
ness ten or twelve years ago will prob- 
ably recall that the average fire rate 
on a new car was nearly 3 percent and 
the average theft rate about 50 cents, 
possibly less. Compare those figures 
with the schedules of today. The aver- 
age fire rate on new cars is about 60 
cents and the theft rate about the 3 
percent figure—and theft rate differen- 
tials have been provided to meet condi- 
tions in various sections. Where a 
flagrant theft condition is known to 
exist that territory is penalized. Where 
the theft hazards are not extreme, you 
will find a nominal theft rate. Liabil- 
ity, collision and property damage in- 
surance rates have been adjusted in 
keeping with actual experience and to- 
day the point is reached where automo- 
bile insurance (the theft premium 
excepted in certain iarge cities) is less 
costly to auto owners than ever before 
in the history of the business. 


conservative 
success of 


with the 
policy necessary to the 
the progressive stock insurance com- 


oo keeping 


panies, rate changes were not etfected 
for the purpose of meeting or killing 
competition. 

As in all big new developments, 
automobile insurance business 
to afford an opportunity 
rate stock, the reciprocal and the mu- 
tual operator. Today we have them 
with us in large numbers. Of their 
tomorrow we know not. !n the short 
period of their activity in this business 
many have already departed and more 
will go, of that we may be sure, but 
the good old reliable institutions will 
still be doing business when the ma- 
jority of these so-called competitive or- 
ganizations are long forgotten. Those 
that remain are sure to modify their 
practices—new speculators will come to 
take the places of the old, but why 
consider them. 

They come and go, like the boll wee- 


the 
seemed 
for the cut- 
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vil and the other pests. Agents will 
not be hoodwinked for long by their 
worthless propositions. In fact they 
only serve to eventually spur you on to 
your best efforts. 


HE first fundamental of service to 

your clients is the selling of sound 
indemnity and the agent who builds his 
business on a solid foundation has 
never yet done it by trafficking with the 
non- -board, cut-rate, excess commission 
paying companies. 

Then why not prepare to intelligently 
take care of this business which is com- 
ing to us increasingly with each day? 

I reiterate that the opportunities, for 
automobile insurance are today almost 
limitless. : 

The man who cannot visualize the 
future sufficiently to take in the enor- 
mous figure which motor vehicles 
represent in the daily commercial and 
social life of this country had better 
put on his specs. 


Problems ot Aviation Insurance 


BY. B. G. WILLS 


B. G. Wills is superintendent of the automobile department of the Fire- 


VIATION, in none of its branches, 

affords the promoters any hope 

of immediate reward, but, with 
cevelopment and organization, its sue- 
cess is assured. As a commercial bus- 
irness it has come to stay. This is not 
the realization of a hundred years 
hence; it is a present, serious proposal 
of intelligent men who know precisely 
what is necessary and are actually do- 
ing it. To date it has reached a point 
in its development so that it is attract- 
ing the attention of underwriters, and 
they are to be congratulated on being 
broad-minded and liberal enough to 
afford a means of loss distribution to 
the red-blooded men who are “ 


putting 
over” the business of aviation. These 
underwriters must, of necessity, ac- 


quire a knowledge of aviation which is 
indispensable to the companies, for 


upon that knowledge depends the elim- 
ination of unnecessary risks. 
RDINARILY all intricate engi- 


neering matters are left to experts, 
and it would seem that this is espe- 
cially applicable to aeronautical engi- 
neering. But, unless some of the 
fundamentals of aviation are generally 
understood, the company writing it 
will soon come to grief through its 
over-zealousness or through ignorance 
on the part of the underwriter. 

Aviation is not the surest-way-to- 
die business that it is thought to be. 
There are proportionately less acci- 
cents in aircraft travel than in auto- 
mobile travel. 

Since we are to have facilities for 
aerial transportation, it goes without 
saying that we will have insurance to 
cover, and, at the present time, it is 
being written by a few companies at 
rates that are wholly the result of a 
guess. Little if anything is known of 
the experience, and steps have recently 
been taken to compile the necessary 


data, and a critical analysis will be 
made of the result, so that the business 
of aircraft insurance will be put upon 


as nearly a scientific basis as possible 
at a very early date. Of course, un- 
cerwriters will be confronted with very 
radical changes in type of aircraft, and 
possibly for some years to come it 
will be impossible to publish any given 
set of rates to apply to a given make 
of machine. It appears as at present 
conducted that it will be impossible 
to conduct the business under a tariff 
schedule. 


N_ considering aircraft insurance, 
there are three distinct features 

which the underwriter must keep be- 

fore him constantly, namely, (1) the 

pilot, (2) the engine, and (3) the air- 

plane. 

The experience of the pilot must re- 


man’s Fund at its home office in 
is recognised as an authority. 
the writing of aviation business. Mr. 
the problems in the aviation insurance 


San Francisco. The 
a larger automobile business than any company writing the line and Alr 


Fireman's Fund writes 
. Wills 


His company was one of the first to undertake 
Wills has been acquainting himself with 

fie ld. 
is shown in an airplane shaking hands with ( 


iy the picturc 
. Wright, 


below Mr, Wills 
assistant secretary 


of the Fireman’s Fund, just before starting on a “ies of several hundred miles 


to adjust a loss. This feat attracted 7 


vide attention, 


Tt was the first fime on 


record that an adjuster used an airplane to speed up the settlement of a claim. 





ceive serious consideration and is of 
first importance, for upon him depends 
the success or failure of the venture. 
Otherwise the plane will go into the air 
by the “Grace of God” and come down 
by the “action of gravity,” with more 
or less serious consequences. The 
pilot should have had not less than a 
minimum of 50 hours’ flying experi- 
ence—and he could not be considered 
a first-class pilot unless he has had in 
excess of 150 hours. Insofar as com- 
mercial aviation is concerned, it would 
be very much in the pilot’s favor if he 
had at least 50 hours on the particular 
type of ship he is to fly. If a pilot 
frequently changes from one machine 
to another, the risk is materially in- 
creased, and it is considerably min- 
imized when he limits his operations 
to one particular type of machine. 


HE underwriter must under no 

circumstances forget that, next to 
the pilot, the engine is the thing that 
makes the risk desirable or undesir- 
akle, and especially is this so in a sin- 
gle motored machine. 

There are three types of engines— 
stationary, rotary and radial. 

The stationary type of motor resem- 
bles closely the one with which we are 
familiar in automobiles, but it is de- 
veloped to a higher degree of refine- 
ment. 

The rotary engine revolves with the 
propeller, and a machine so motored 
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is capable of quick maneuvering. Some 
types of rotaries being used at the 


present time do not permit of insur- 
ance, due to the fact that the engine 
cannot be throttled; that is to say, it 
is either operating with full throttle or 
with the throttle entirely off. 

The radial type resembles very 
closely the rotary, except that it does 
rot revolve with the propeller. 

In considering a risk, it is necessary 
to know whether or not extra parts 
to the engine may be secured, and if 
the applicant for insurance is in a po- 
sition to make such repairs as may 
be necessary, or if facilities for repairs 
are available. 


F course the underwriter will want 
to be familiar with the particular 
type of airplane he is considering— 
whether it is a “pusher” or a “tractor” 
type, and whether it is single-motored, 
bi-motored or multi-motored. At the 
present time the following makes of 
airplanes are being used in commercial 
work, and they are the ones coming 
most frequently to the attention of the 
underwriter: 
Curtiss JN4D: Curtiss Oriole; Stand- 
ard; Bristol; Avro; Aeromarine. 
There are, of course, other makes, 
but at this time they are not in gen- 
eral use in commercial work. These 
machines are usually equipped with 
motors such as the : 
Curtiss OX5; Curtis 6 (K6); Le- 


Rhone; Hispano-Suiza; and 


occasionally the Liberty. 


Clerget; 


HE underwriter will want to know 

if the machine is one for pleasure 
purposes only, or whether it is to be 
used in commercial work, for the rea- 
son that the individual owner, having 
a machine for his own personal pleas- 
ure, will be inclined, more or less, to 
resort to the dare-devil type of aerial 
acrobatics, and the machine will not 
receive the same careful scrutiny and 
inspection which will be given the 
machine engaged in commercial avia- 
tion. Then, again, the ‘“owner-pilot” 
cof the pleasure machine will not be 
flying continuously and, being out of 
practice for a few weeks, he is ata 
decided disadvantage in handling his 
ship under adverse conditions. 

In commercial aviation, damage 
caused by crashes will be more com- 
mon than loss by fire or partial loss by 
theft. The possibility of collision in 
the air is very remote and is not worth 
consideration. Fire may or may not 
ensue following a crash. It will de- 
pend altogether on whether any heated 
parts of the motor come in contact 
with the gases. The possibility of loss 
hy fire to the airplane on the ground 
is relatively the same as in the case of 
an automobile. 


HE rates for fire and theft will 
undoubtedly become fixed; that is, 
the same fire and theft rate will be 


applicable to one make of airplane as 
well as to another. However, this will 
not be true for the collision hazard, 
and that rate will fluctuate in propor- 
tion to the ability of the pilot, the 
efficiency of the motor, and the con- 
struction of the airplane itself, plus 
due consideration given to the terrain 
over which the airplane will be flown. 
Obviously, a higher rate will be 
charged for the machine which is be- 
ing operated in a mountainous country 
where landing fields are few and far 
between, and where a “forced landing” 
or even an “emergency landing” might 
result in very serious damage. It is 
probable that for similar risks the rate 
for property damage insurance will 
fluctuate, as it seems reasonable that 
at this time, due to the absence of 
landing fields, if a machine were being 
operated over a grain country and a 
iorced landing became necessary, more 
cr less damage might be done to grow- 
ing crops, and the risk for this class 
cf insurance would be greater in a 
farming community than if the air- 
plane were being operated in a desert 
country. Especially is it necessary to 
have a fluctuating rate for collision and 
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Automobile Insurance Number 


property damage insurance if the air- 
plane is engaged in aerial acrobatics, 
such as “stunt” and “trick” flying, as 
well as instruction work. These are 
insurable risks and are of necessity 
specially rated. 

NSURANCE covering aircraft is, 
without exception, written for a pe- 
ricd of six months and covers 

Fire arising from any cause what- 
ever, and lightning; 

Theft excepting by any person in 
she employ of the assured, and except 
tools and repair equipment; in the 


event of a theft between one hour 
after sunset and one hour before sun- 
rise, if the airplane is in any other 
place than a hangar, or in the custody 
of a watchman, the policy provides for 
a $100 deductible feature. 

Property damage covering the as- 
sured’s liability to other persons for 
injury to or destruction of property 
of such persons, resulting solely and 
directly from the ownership, mainte- 
nance and use of the airplane. 

Collision, covering damage to the 
airplane in excess of $100. 


HE policies generally provide that 

there shall be no liability on the 
part of the company should the air- 
ylane be manipulated in any way con- 
trary to law, or while used for public 
exhibition flights, or while engaged in 
so-called “stunt” or “trick” flying; and 
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is any emptying or filling or gasoline 
containers within the hangar in which 
the airplane is stored. 


Policy provisions, however, must 


vary temporarily, until more is known 
of the business. 
ever, that in the near future a standard 


It is expected, how- 


unless the plane is operated by a qual- policy form may be in existence. 


ified pilot, holding a certificate from 
some recognized authority as such; if 
the plane is being operated between 
ene hour after sunset and one hour 
before sunrise; and if there is any 
gasoline stored in a hangar, or if there 


To date there has not been sufficient 
premium income to teach any lessons 


from the experience, but no doubt the 
underwriters will be greatly benefited 


as a result of the operations for the 


year 1920. 





THE BUSH LEAGUE AGENT COMES BACK 





Freeport, Ill., April 6, 1920. 
My dear Friend Fred: 

Leave me give you a tip Fred. If 
any smooth talking bird walks into 
your office & asks you to insure your 
auto. in the U. S. of Amer. Indem. 
Exch. don’t act like you were going to 
do anything, but just get up out of 
vour chair & walk over quiet & easy 
to where this bird is at like as if all 
you were trying to do was to get a 
good look at him & then all of a sud- 
den without blowing no whistles or 
ringing any gongs to give him for- 
warning reach over & give him a bust 
in the mouth like Dempsey hit Willard. 
Lay him out cold on the 1st wallop & 
then step on his face & throw him 
outdoors. That’s the way I feel about 
that Co. & all of the hounds they have 
working for them. They are a lot of 
porch climbers & the way they are 
getting away with there stuff they are 
making Jesse James look like a piece 
of dog meat. 


Leave me show you what they done 
to me. One day I was sitting in my 
office trying to figger why is the muts. 
& ins. exchs. getting so much biz, 
when a neat looking jockey comes in 
& savs You are Mr. Dave X. Mc Figgin 
I believe & I says you are calling the 
turn son what are you selling some 
new salve which cures the flu house- 
maids knee winter itch & the chas. 
horse all to onct? He says No & I 
am not selling no books on Is they 
life after death in 6 vols. but I am with 
the U. S. of Amer. Indem. Exch. of 
K. C. Mo. Well Fred the ist thot 
that flashed onto my brain was that he 
Was going to try to appoint me agt. 
for this Co. & you no I have the Dean 
Und. & the Asbestos Und. & the Hand 
in Glove Und. all of which writes 
autos. & gives me 25% comms. plus 
postage & large size desk blotters. 
3ut that wasn’t his idear at all. He 


starts right in giving me the old razz 
I should take out in my own persenal 
auto. ins. in this here U. S. of Amer. 








_ “All of a sudden without blow- 
ing no whistles or ringing any 
gongs to give him forwarning 


reach over & give him a bust in 
the mouth like Dempsey hit 
Willard.” 





BY HOWARD J. BURRIDGE 






































man could hear you coming? I ain’ 
none. 





“You poor prune, I says, Why didn’t you blow your horn so a 


t got no horn, he says, I don’t need 


What do you mean you don’t need none, I ast him. Why, he 
says, They is a sign on the front of the car which says Dodge Brothers.” 





Exch. Well at ist I give him the 
horse laugh but he kept right on wag- 
ging his jaw & pretty soon he showed 
me where he could save me 50% on 
the top of all my comms. off in any 
of the Cos. which I had in my office. 
He showed me where this policy: of 
his covered me like a blanket & where 
it paid me for all accis. to me & my 
car in spite of hell & high water & no 
matter where I was at or how the 
acci. took place. This here is a open 
& shut proposition he says As clean 
as a hound’s jaw. I couldn’t offer 
no better to my own mother he says. 
All I got to say Fred is that if his 
mother ain’t got no more coverage 
than that crook sold me under that 
policy the United Charities should slip 
her a barrell or apiece of cheese cloth 
or something. 
* ok 

Well the 3rd day after I fell for this 
cake eater’s line of bull I had a very 
bad acci. I was driving my old bus 
down main St. hugging the curb like 
I always do when Al Butler came 
down the middle of th St. like he was 
going to a fire. I’m telling you Fred 
I wasn’t making no time at all & Al 
run me right down knocked my car 
up onto the sidewalk all busted up & 
I had wounds all over me like I had 
been in the battle of Chateau Thierry. 
The funny part is they was 0 the 
matter with his car on acct. he had a 
bumper on the front. You poor prune 
I says Why didn’t you blow your horn 
so a man could hear you coming? I 
ain’t got no horn he says I don’t need 
none. What do you mean you don’t 





need none I ast him. Why he says 











They is a sign on the front of the car 
which says Dodge Brothers. Can you 
imagine anyone who is so weak 
minded Fred that he will try to pull 
a bum joke like that when by rights 
he should have brought me a Red 
Cross nurse? You can just about 
figger I didn’t spend no time horse- 
playing around with him but I sent in 
a claim for damages to the U. S. of 
Amer. Indem. Exch. of K. C. Mo. 
* * * 


I wish you could of saw the letter 
& claim papers they sent me. It was 
as thick as the Dictionary & had more 
words in it. Claimant must send 3 pic- 
tures of the damaged car taken not 
later than 10 mins. after the acci. or 
the exch. is not liable it says in 1 
place & in another place it says 6 eye 
witnesses must be swore in who can 
testify to your character, health & 
habits who will swear that you have 
never had no acci. before that your 
car was not going over 3 mis. a hr. 
that you blew a horn shot off a can- 
non & sent up a sky rocket to attract 
‘the attention of the other driver & at 
the time you were hit your car was 


running backwards trying to get out’ 


of Al Butlers way & all witnesses 
must be willing to bet $50 you are 
going to get your money out of us. 
You must also show why your lissence 
should not be revoked for having a 
stock Co. agcy. & taking out your 
own ins. in a inter. ins. exch. You 
will also be obliged to prove you are 
married it says & if so why? Are you 
black, yellow or white? If yes can 
you prove it in court? Well Fred they 
was about 400 more questions like 


that which didn’t mean 0 except that 
I wasn’t going to get no dough out 
of them. Finally they sent me a letter 
which says I owed them $67 for ex- 
penses involved in handling a phoney 
claim & that they didn’t have no 
liability but if I wasn’t satisfied in- 
closed was a list of subscribers in 
Atlanta, St. Paul, Seattle, Richmond, 
Boston, Omaha, Dallas, Nashville, 
Dayton, Palm Beach, Fargo, Salt Lake 
City, Buffalo, Denver, Tallahassee, 
Devils Lake, Tonawanda & about 200 
other burgs I had never heard of all 
of which must be sued individually & 
separately if I expected to get any- 
thing & if not the case was closed & 
Good bye, good luck & God bless you. 

They was 0 for me to do but to 
take my medicine Fred on acct. when 
it came right down to the facts that 
rotten policy I had gave me about as 
much coverage as Adam had the day 
the breath of life was 1st blew into his 
body. It might of been all right at 
that if they had not wrote me 3 wks. 
later saying to come across with 42 
smacks asesment on acct. many of the 
other subscribers had been having 
losses lately & my pol. was in force 
for a yr. & I* would have to pay my 
proration share of all losses above the 
normal experience. Well you no me 
Fred. They can go so far with me & 
then they are thru. When it comes to 
taking the suspender buttons off your 
pants & knocking out your gold teeth 
I draw the line. I just told that bunch 
of highbinders that they could go to 
hell. How do you get that way I says 
that I pay you for protection & don’t 
get no more protection than a rabbit 
& then you have the crust to ast me 
for money to pay your losses? You 
are crazy thats all. Thats what I told 
them Fred: & they never sent me no 
comeback. I guess they seen they was 
up against a man of adamant stone all 
right. Thats all they is to it Fred 
except don’t forget the old motto He 
serves best who profits most by the 
mistakes of others. 

Your old Friend Dave. 



































“He starts right in giving me 
the old razz I should take out 
my own personal auto. ins. in 
this here U. S..of Amer. Exch.” 
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Arguments for Truck Insurance 


O MANY agents, automobile insur- 
T ance means only the covering of 

individually-owned pleasure cars, 
or the securing of the business of deal- 
ers handling pleasure cars. When auto- 
mobile itisurance is mentioned, it does 
not associate itself with the insuring of 
trucks and the various types of com- 
mercial vehicles used for delivery and 
hauling purposes that are becoming 


é 





*hoto from the, 


International 


so long as they are not personally in- 
jured. It means little to them if the 
truck they are driving gets banged up, 
or burned up, and they cannot be made 
to feel the sense of responsibility that 
the man who actually owns the prop- 
erty has. Every truck that an owner 
has is an additional argument for car- 
rying full coverage insurance. The man 
with 40 trucks is exposed every day by 





Film Service. 


There were 250 automobile trucks stored in the Market Garage at 170 
Flushing Avenue, Brooklyn, N. Y., when a fire started in a gasoline tank 


which exploded and threw burning oil in every direction. 


Result—a loss of 


$500,000. The above shows a corner of the garage after the fire. 


more popular every week. 
a great field for business. 
every reason why the truck owner 
should carry full coverage automobile 
insurance, and this form of protection 
can be presented on a strictly business 
basis that gets results. For example, 
in Chicago there are 14,000 trucks, 
11,000 of which are insured, and in the 
same city there are about 120,000 pleas- 
ure cars, 100,000 of which are insured. 
Chicago brokers have conducted an in- 
tensive campaign for truck business, 
and the number of trucks that are in- 
sured in the second city of the United 
States today shows what can be done 
where the business is aggressively gone 
after. 


‘T HERE are strong arguments to 
be offered to the owner of trucks. 


Yet here is 
There is 


The most compelling is that the 
truck owner does not drive his own 
truck. He may be the most careful 


man in the world, but his drivers may 
be of an exactly opposite type, and yet 
he is responsible for their acts. He 
can shift the actual driving of the truck 
to them, but he cannot shift the ‘re- 
sponsibility for what they do. The 
mere fact that the owner of several 
trucks is an unusually careful man, and 
in driving his own car never has any 
mishaps, is absolutely not an excuse for 
not carrying truck insurance. Whether 
or not he is careful in his own personal 
behavior does not enter into the case. 
The fact remains that he is employing 
men to drive his trucks who, at best, 
are not of the highest type. 


‘T EAMSTERS, coal wagon drivers 

and truck drivers generally are 
not among our most cultured, _re- 
fined, and educated citizens. To speak 
plainly, they are a rather rough lot, 
with no sense of responsibility of the 
property they are handling. It is a 
matter of little concern to them 
whether or not they have an accident, 


40 different drivers, and is subject to 
just that much more hazard. 


Ne TRUCK owner should be with- 


out fire insurance. The cost of 
the average truck, taking the large 
ones with the small, is $2,500. Most 
owners of a fleet of commercial ve- 
hicles store them at one location. 
Every night they are all housed in the 
same garage. The owner with ten 


trucks at one location is liable to lose 
in a single fire $25,000 worth of prop- 
erty. The risk is not worth taking. 
Perhaps the machine is mechanically 
perfect, but it is being stored in a 
garage that is not fire proof, nor of 
the best construction. No hard headed 
business man will allow himself to take 
the chance of losing a very valuable 
business asset by having his delivery 
trucks, which are the very life blood 
of many a business institution, go up in 
smoke. 


VEN where 

buildings of improved  construc- 
tion, they are not free from ire 
hazards, for the reason that the build- 
ing may be exposed by structures of 
very poor construction. It is known 
that commercial garages are frequently 
built in very poor locations, in sections 
of a city that are unused and where 
buildings are more or less dilapidated 
and abandoned. 
a big commercial garage or barn in a 
section of a city where property is 
valuable. On the other hand, these 
garages or warehouses are put up in 
localities where property is cheap and 
surrounding buildings are poor. 


S THE commercial car has come 

into common use, two types have 
been developed. One is the big, heavy, 
slow-moving vehicle that is used for 
sand hauling, for coal deliveries, by 
contractors for various purposes, and 
for the hauling of trunks and heavy and 






trucks are stored in 





It is unwise to build: 


bulky freight. Trucks of this type can- 
not get up very much speed and are so 
constructed that very little damage is 
done to them in a collision. Hence, an 
owner of a vehicle of this kind would 
not be very much interested in collision 
insurance, but on the other hand would 
want property damage protection and 
liability insurance. When a_ heavy 
truck i is involved in an accident, it does 

1 great deal of damage. Its weight and 
the inability of the driver to start and 
stop quickly increase the possibility of 
accidents. The large trucks cost a 
great deal more than the smaller com- 
mercial vehicles, and because of their 


value should be fully covered by fire 
insurance. 
HE more generally used type of 
truck is the light commercial 
car used for delivery purposes by 
laundries, groceries, florists, bakeries, 


meat markets, department stores, chain 
restaurants and countless other busi- 
ness houses. Trucks of this type are 
frequently getting into trouble. They 
can be operated at a fairly high rate of 
speed and the drivers are quite often 
careless and reckless. In most cities, 
commercial automobiles are not al- 
lowed on the boulevards and so they do 
their speeding on car track streets, 
where the traffic is heavy. 


HE driver of a commercial car has 

a wholly different attitude toward 
other drivers than is possessed by 
the man at the wheel of a pleasure car. 
The truck driver has no hesitancy about 
getting into tight places. If his car 
does brush up against another, what of 
it? He reasons that there will be no 
particular harm done, as it does not 
matter whether or not a little paint is 
scratched off, and if there is a slight 
collision, his car is heavy enough to 
stand the strain. So the truck driver 
will take chances, will drive faster, and 
stop quicker than the man driving his 
own pleasure car. The individual 
owner is more cautious and makes 
every effort to keep his car out of an 
accident. He does not want to mar the 
appearance of his machine and has a 
pride about keeping.his car in good 
order and looking well. 

Accidents occurring to the lighter 
trucks are more costly to the owner 
than those in which the heavier vehicles 
are involved. The light car is seri- 











ously damaged by a hard impact that 
would inflict only slight damage upon 
the heavy and solidly built machine. 
TRUCK insurance involves large 

premiums, and renews more regu- 
larly and more easily than any other 
form of automobile insurance written, 
Truck insurance is regarded by the man 
who buys it as a strictly business 
proposition. He invests in it with the 
same idea in mind that actuates the pur- 
chase of fire insurance for the factory 
in which his product is manufactured, 
Truck insurance grows. The man who 
is doing a good business and has five 
or six trucks this year will in all prob- 
ability have seven or eight a year 
hence, and his fleet will grow as his 
business expands. Truck business re- 
news annually and the commissions ac- 
crue to the agent’s account each year. 
Truck insurance is a business by itself. 
It appeals to the agent who is trying 
to build up a permanent income and 
who has a desire to get away from the 
petty annoyances accompanying the 
writing of small business, and branch 
out into a field of insurance selling that 
permits him to come in contact with 
big men, able to pay him good sized 
premiums on a class of business that 
will renew nearly twice as well as pas- 
senger car business renews and which 
grows larger every year. 


Who Owns the Automobiles? 


According to the best figures obtain- 
able, there are more than 8,000,000 auto- 
mobiles in the world and more than 
6,000,000 of them are in the United 
States. That is really a miracle of in- 
dustrial achievement. 

Another miracle is to be found in 
these figures. Only about 2,000,000 per- 
sons in the United States tell Uncle 
Sam that they have taxable incomes. 
This means that there are something 
less than 4,000,000 Americans able to 
keep automobiles on less than $2,000 a 
year. Of course, many rich have sev- 
eral cars, which reduces the calcula- 
tion considerably, but by the most lib- 
cral estimates, there must be 3,500,000 
people with incomes of $2,000 or less 
driving the cheaper types of cars. The 
automobile owner with a small income 
needs all forms of automobile insur- 
ance much more than the man of in- 


dependent wealth 








Do well-protected. brick garages burn? This one in St. Louis did, although 


it was constructed of 


brick (first floor granitoid floor), wood joists and 
floor on second floor, ar.d roof of composition gravel and tar paper. 


Twelve 


high-priced automobiles were stored on the first floor and were completely 
destoyed, with a loss of about $25,000. Most of the automobiles were not 


insured. The fire was 


supposedly caused by a careless watchman who fell 
asleep while smoking a cigarette which ignited gasoline vapors. 
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Losses Paid over 


$183,000,000 
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Issues an Automobile Public Liability policy that protects the buyer 
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THERE ARE MANY INSURANCE COMPANIES BUT ONLY ONE 
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GLENS FALLS, NEW YORK 


Specializes in Automobile Insurance 
FIRE---THEFT---COLLISION---PROPERTY DAMAGE 
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American Indemnity Company 
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Marine and Motor Insurance Company 


of America 


wists HOME OFFICES -------- 


GALVESTON, TEXAS 


Can equip responsible Agents to write Complete 
Coverage on Automobiles 


HAZARDS COVERED: 
Fire, Theft, Transportation, 
Pilferage, Lightning, Cyclone, 
Tornado, Explosion, Marine 


Personal Injury, Property Damage, 
Collision, Upsets, Roadbed Accidents 


SAFETY : SERVICE 
SATISFACTION 








Responsible Agents Wanted Where Not Represented 


$200,000.00 
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Loss 

Prems Losses Ratio 

$ 3 % 
Gen, Accident 698,461 
Gen'l Cas & Sur. 48,358 
Georgia Cas. 03,538 
Globe Indem...... 772,526 
Great East. Cas.. 120,340 
Cmardien Cam ... . .<ces- 
Hartford Acci...... 674,821 
Home Life & Acci.  .....-. 
Indem. Co of Am. 1,384,914 
Integrity Mut. 164,311 
mater. Zndem., Cal. ....-. 
Interstate Cas. 89,360 
Iowa Bonding 3 27,545 
Kansas Cas. & Sur. 109,516 


Kansas City Cas.. 
Liberty Mut. ... 
Lion Bonding.... 
Lon, & Lance. Ind. 
Lon, Guar. & Acci. 
Lumb. Mut. Cas.. 
Man’f’r’s Cas. 
Man’f'r’s Liab.... 
Maryland Cas, 
Mass. Bonding 
Mich, Mut. Liab.. 
New Amster, Cas. 
N. J. Fid. & P, G. 
Ocean Accident 
Oregon Sur. & Cas. 
Preferred Acei. 
Prudential Cas, 
Republic Cas. 
Royal Indem. 
Southern Surety 
Standard Acci. 
Transylvania Cas. 
Travelers Indem.. 





Union Cas. 

Onion, ind ...<... 18,486 

U. 8S. Casualty . 354,446 

U. S. Fid. & Guar. 967,495 

ee, ee. COD... snk ews es 

Wisconsin Hard... 27,587 14 

West, Auto Indem. 385,449 20 

West. Indem., Tex. 97,488 .63 

a ae 401,527 186, 3 3 47 
Totals 24, 153,897 11,239,885 .47 


Tare the Local A 


ETTING automobile business 
Y irom an agent who has written 

little or none is almost wholly a 
matter of education. The agent who 
knows very little about automobile in- 
surance is naturally not going to be 
very enthusiastic about selling it. He 
will not talk automobile insurance to 
his customer because he will not know 
how to present it intelligently. An 
agent likes to keep on safe ground 
and will not risk appearing ridiculous 
in the eyes of his customer by at- 
tempting to explain something that he 
is not familiar with. have found 
that the.agents who object to auto- 
mobile insurance, 


and say that it is 
too much bother and is not worth 
“fooling” with, are those who have 


never had the business properly ex- 
plained to them. They have never 
been shown. They have never had 
any reason to hold a favorable atti- 
tude toward automobile insurance. 


ROM a home office point of view, 

getting automobile business from 
an agency force that has never pro- 
duced a great deal of the class means 
first of all interesting the field men. 
Suppose an agent, in one way or an- 
other, begins to feel that perhaps there 
is something to automobile insurance, 
tries to sell a little and then becomes 
puzzled, does not understand what to 
do, and seeks information. A field man 
comes into the office and the agent 
asks him about automobile insurance, 
how to handle it and what to do. The 
field man replies, “Oh, I don’t ever 
bother about automobile business. I 
don’t know very much about it, and 
don’t like to fuss with it. It is simply 
a side line that I have never paid much 
attention to.” The agent 
his questions dismissed in this fashion 
is certainly not going to be stimulated 
to write more automobile business. 


The special agent who takes this at- 


titude simply throws cold water on the 
whole proposition and where a com- 
pany has such a man traveling in a 
field, it is a very hard matter to really 
get ‘the agents up on their toes and 
coming with automobile premiums. 





who has, 


STATISTICAL HISTORY 


(CONTINUED FROM PAGE 16) 



































es ee = ——1918 1917— Nese so seer | eee cee 
Increase Increase Ine — 
in Loss in Loss 
Prems Prems. Losses Ratio Prems. Prems. Losses Ratio Pre A Prems. Losses 
$ $ %o $ $ © $ $ $ 
263,951 434,873 222,236 .50 355,063 201,295 .57 74,369 280,694 153,076 
C.F tkesie. —aiearer eee eee , ee ee 
164,634 .48 263,856 54 25,145 238,711 
249, 810 -48 359,588 416 40,616 318, 972 
.38 58,548 -40 35,707 22/841 
cei) emeionete aula -. 54,648 54,648 
42 236.543 52 —28,922 265,465 
a 278 4.46 1,490 2,063 
-18 4,453 .O1 Bae ° Javgues 
62,676 sae re seas i eh ae 
i .. 150,824 150,824 
§ .54 .34 34,227 2,028 
‘185 .07 Sk, Baleares, -  Geiaeiaien 
51 41 28,517 36,984 
40 24,768 45 10,377 14,391 
Se. “RENE” akeuas - (eeand fe 4eaees. Spancans 
89,397 os 195,659 
445,761 .39 263,108 
11,202 .23 
711,432 -41 467,505 228,616 315,052 
169,422 37 111,068 44,662 93,154 
69. ME, op -whiigen ds Bee sta |! habia date ll oh aes Se eames 
196,650 49 51, 134,755 4,170 $1,217 
eee 36,985 .49 5 70,117 29,678 57,014 
42 114,305 D 405,086 186,915 268,458 
ee eee 2 oe eee 4,333 
384 112,624 320,576 107,830 262,369 
pias es eae ssn dae swim 102,032 
37,900 .56 28,519 40,366 SA:376 57 40086 nnine 
236,429 40 193,402 359,359 297,628 
34,181 -42  —19,632 155,147 144,522 
216,95 .40 167,416 291,797 210,818 
wae relete +. —16,987 16,987 = 8,560 
42 569,191 1,285,685 49 440,867 944,818 
.54 99,993 153,083 102,124 .67 51,909 101,174 
-43 89,067 463,816 207,310 .45 149,872 313,944 
20 OO OER ee 
.09 ee tee ca ite. Weeden 
21 56,084 230,000 83,473 .. waocee 
-50 48,624 86,094 30,800 2 
-56 65,242 209.829 34,646 8 
7.406.964 .43 2,405,010 14,654,648 6,283,221 .42 5,219,850 9,434,798 3, 758, 288 


BY H. A. MILLER 


A, Miller of Chicago is manager of the automobile department of 


he assumed last August. 


the North America, Alliance and Philadelphia Underwriters, which position 
Prior to that time he 


was for ten years special 


agent in Pennsylvania, Maryland and the District of Columbia for the Bos- 


ton. 


He brings to the automobile insurance field a fresh outlook, an outside 


viewpoint. He has no prejudices or fixed convictions. His mind is open and 
what he has to say concerning the stimulation and education of agents with 


the idea in view 
uiteresting. 


O THE first thing the automobile 

superintendent has to do is to put 
the field men of the company through 
a course of sprouts. They have to be 
shown that automobile insurance can 
be written, that it can be written easily 
in conjunction with other business, that 
it does not require an unusual mental 
capacity to understand the automobile 
business, and that once it is under- 
stood, the field man who gets out after 
it is going to add no small sum to the 
premium receipts in his territory. 

The field man exercises a direct con- 
trol over the agents in his state that 
the company cannot possibly com- 
mand. The field man has the personal 
touch, knows his agents by their first 
names and can “get next” to them. 
He can get them started where all the 
company literature in the world would 
fail. For this reason unless the auto- 
mobile superintendent can convince the 
field man of the importance of auto- 
mobile insurance, it is almost useless 
to try to reach out beyond to the 
agent. The field man is the connecting 
link between the agent and the home 
office, and the field man must be “sold” 
on the automobile insurance idea or 
the agency force will never receive the 
kind of stimulation that brings big 
results. 


S THE business develops, special 

automobile field men may be em- 
ployed, but never with the idea of 
supplanting the regular state agent. It 
is he that the company must depend 
upon to get automobile results from. 
The special agent devoting himself ex- 
clusively to automobile insurance can 


of writing an increased volume of automobile business is 


be used only in special cases to help 
land business or to go after the bigger 
lines. He can never spend much time 
in any one territory and in-the final 
analysis the regular state agent must 
be looked to for results. 


[N ATTEMPTING tto interest the 
local agent who has been only luke- 
warm on the subject of automobile in- 
surance, the first thing to do is to 
provide him with a practical demons- 
tration of what the possibilities are in 
his own town among his own custom- 
ers. The best move is to make up a 
list of the local dealers and start out 
with the agent on a canvass. The deal- 
ers’ business is the biggest business to 
be written and brings the largest 
premiums. A large majority of the 
agents do not really understand auto- 
mobile insurance. Many who write a 
good volume of business do not have 
a real grasp of the business. It nat- 
urally follows, then, that dealers’ pol- 
icies are often incorrectly written. 
Nearly all automobile dealers carry 
insurance of some sort, but in almost 
half of the cases the business is im- 
properly written. Perhaps a dealer is 
using the certificate form when he is 
doing a large enough business to war- 
rant the use of a blanket policy. Often 
a dealer’s business is written under in- 
dividual policies. Agents make. many 
mistakes in attempting to cover deal- 
ers, because of their lack of knowl- 
edge of the business, and a man who is 
really informed can come along and 
take the business away by offering 
something that more nearly fits the 
case. For example, a well posted auto- 
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H. A. MILLER 


mobile special agent can drop into 
almost any town and, in company with 
his local agent, land at least one deal- 
er’s policy. The business is there for 
the man who knows how to write it 
and what he is talking about. 


WHEN an agent has been made to 
see the amount of money that can 
be made in writing automobile busi- 
ness, he begins to sit up and take 
notice. He can quickly be made to 
see that it is very foolish for him to 
allow the man across the street to 
write his customers’ automobile busi- 
ness, simply because he has never 
taken the trouble to find out how to 
do it. The agent who writes a cus- 
tomer’s fire line should certainly get 
the automobile business. He is on the 
inside track and the logical man to take 
No agent likes to admit his ignor- 
ance, but it is true that a great many 
(CONTINUED ON PAGE 40) 











crease 


th 


or 


~t weer ost ?1r1ecdCedgats 6 











Automobile Insurance Number 





In a Position to * 


Get the Cream 


Agents and general : 


} 





agents of the Kansas Casu- Sm , 2 
alty & Surety Company of ine - " 
Wichita are in a position to ite 
get the cream of the auto- aie 

mobile insurance business in Ka 


their territory. 


The records they have | | . =r 


been making on this} line 
proves the statement. 



















































































A trial of the Kansas ] ite 


Casualty & Surety Com- 
panys service on automo- | 
bile insurance demonstrates 

the whyness of the situation. 








Send for sample policy, 
sample rates and some of our 
advertising literature—litera- | 








ture that reduces that amount 














of selling effort that the solic- —— 
itor has to exert to get the | 
business. : HUH: | > 


Kansas Casualty & Surety Company 


J. C. O. Morse, President 
WICHITA 7 KANSAS 


‘‘Conservative but Aggressive’’ 



























THE MONEY SAVING SERVICE 


An old slogan, worthy your consideration. 





We take pleasure in announcing the organization of 


A New Appraisal Company 


A company that is fully qualified and A company that offers to the public and 


prepared to furnish to the insurance world 
A Quality Service New and Valuable Features 


for a limited clientele. It will pay you to investigate. 


A company that will maintain the stand- We guarantee 


ards of the profession in its new departure High Grade Work at 
as its individual members did in their Reasonable Rates 
former connections. Let’s talk it over! 


nema 6. Lloyds Appraisal Company 


Detroit 


Branches, Memphis Transportation Building 
| Pittsburgh 


(St. Louis C hicago 





writer 


nd 





Automobile Insurance Number 





Fred M. Lloyd, who has been in the busi- 


ness twenty years, is president and gen- 
eral manager of the new company, as he 
was for years of another company. 


He hopes to establish for you and your 
customers the highest standard of service. 


There is room for all present companies 
and for many more. 


Emulation, not competition, is Our aim. 


THE MONEY SAVING SERVICE 






Mr. Lloyd has with him about thirty ex- 
perienced people formerly with him in 
appraisal work. 


We are interested in furnishing a “Quality 
Service” and in building up and deserving 
“A Fine Reputation”. 


Time will test the character of our insti- 
tution and we do not fear the answer. 


We are down town, drop in to see us. 


Let’s talk it over. 


Lloyds Appraisal Company 


Transportation Building 


Chicago 


Cleveland 
Detroit 
Branches; Memphis 
Pittsburgh 
St. Louis 





Verdicts 


HE foreman of the jury. answer- 

ing the judge, said: “We find the 

defendant liable in the sum of $45,- 
000.” There was a hush through the 
courtroom and all was still. The fore- 
man’s words, “$45,000,” seemed to be 
on every lip and echo from every wall. 
Fortune which had dealt such a hard 
blow to 8-year-old Joseph Wahneck of 
White Plains, N. Y., had now smiled 
upon him. He had been knocked down 
by an auto truck and had been partly 
paralyzed, to be sure; but now he was 
being awarded more money than he 
had ever dreamed of in all his life. 


HIS verdict is high, but it is not 
an exceptional one. People seem 
to be in the habit of suing. The first 
American automobile, a one-cylinder 
affair, was sold to Robert Allison of 
Port Carbon, Pa., April 1, 1892, twenty- 
eight years ago. Hundreds of thou- 
sands of verdicts have since been re- 
turned against automobilists. In many 
cases like the one above the claimant 
has good grounds to sue on and surely 
deserved all that was awarded to him. 
In perhaps thousands of other cases the 
only real ground for suit is the desire 
of the claimant to secure a few thou- 
sand dollars without honest labor. 
Statistics show that the year’s auto- 
mobile accidents in the United States 
total about 500,000. That means that 
nearly every minute of the night and 
day some one is injured or killed. 
Therefore it is probably safe to say 
there is a verdict rendered nearly every 
minute, for accidents are few and far 
between that are settled satisfactorily 
outside of the courthouse. 


ERSONAL liability, or damage 

and suits resulting from the in- 
juries inflicted by his machine on the 
person of another party, is the most 
serious risk that an automobilist must 
face today. His car may be wrecked, 
burned or stolen, and the limit of his 
loss will be the value of the machine 
at the time of the accident. But let 
him strike a child—and every automo- 
bilist knows how easily that can hap- 
pen—or injure a good-looking woman, 
and he wakes up to find himself facing 
a verdict of thousands of dollars. It 
seems to make little difference whether 
he is at fault or not. In many cases 
the accident may have been unavoid- 
able. A child might dart out from the 
curb while playing tag with some other 
children, or a woman might walk out 
from behind another automobile or a 
trolley car. Yet there are few, if any, 
jurymen who would not be stirred by 
the tears of a child or the plea of a 
good-looking woman. Then comes the 
verdict. 


OT infrequently automobilists are 
called into court to face suits 
brought forward on grounds that are 
nothing less than ridiculous. In one 
case, it was conclusively proved at the 
beginning of the court proceedings that 
the car in question was in the garage 
when the accident occurred. Yet it 
took that jury eleven hours of delib- 
eration to convince itself that it could 
give the claimant nothing in this case. 
In another instance a little girl darted 
out in front of a machine. The driver, 
luckily, had it well under control and 
brought it to a stop before he had 
reached the child. But the child, seeing 
the car so close at hand, took occa- 
sion to faint in the middle of the street, 
and the parents brought suit against the 
automobilist. 


A FLOOD of trouble broke loose ‘in 
Springfield, Mass., some time ago 
when an automobile skidded into a 
hydrant and snapped it off. The ac- 
companying photograph shows the 
geyser at its best. It drenched the 
stock of a large department store and 


undermined the sidewalk and basement 
of the building. The damage was set 
at $75,000. When this incident was 
printed, people only smiled and said 
another such accident wouldn’t take 
place in a thousand years. Within two 
weeks a similar accident occurred in 
Seattle, Wash., undermining a three- 
story hotel, which fell to pieces and 
left 79 people homeless. Now we hear 
of another from up Massachusetts way. 
Fog and broken street lights were re- 
sponsible for this third collision, in 
which an automobile broke a hydrant, 
causing a stream of water to shoot 


~ 


AGAINST AUTO OWNERS 
PROVE INSURANCEIS 
ESSENTIAL TO THEIR 


ond row of the balcony when a bullet 
fired by a performer was deflected 
after striking a bell on the stage. A 
fragment struck her in the eve. This 
isn’t an automobile claim, of course, 
but it might have been, and we have 
no reason to believe the claim would 
have been any smaller if it had been. 


JURY in the supreme court, New 
York, set a record figure April 1, 
when it returned a verdict indicating 
that a woman’s leg is worth $40,000. 
Miss Florence D. Rooney received the 


“SHERIFFS SALE 





OF PERSONAL PROPERTY AT PUBLIC AUCT! ION. AT 


GOSHEN, VA., FRIDAY, APRIL 5, 1918 





By virtue of an execution in my hands for collection 


in favor of Asi 


against J. K. Radcliff and Mrs. J. 


h Mankin <4 gre Administrator 


. Radclifi, 1 will sell 


the following personal property, ae to begin at 10 a. m: 
One Buick Automobile (seven passenger) practically 
Rew, 


One Upright Piano, practically new. 


Oné Parlor Suite, one Morris Chair, one Buffet, one 
Press, one Safe, one Refrigerator, one Center-Table, four 


Bedsteads, four Dressers, 
stands, one en and 
Property, al 


Stock of Goods. oy 


one emt: aged two. Wash- 


other articles of 


oye 


Consisting: of Géneral Merchandise and. Store Fixtures. 


Stock of Goods will be offered as a whole but with 
~separately. 


the right reserved to sell 
Terms of sale:---Cash. 


up more than 40 feet in the air, doing 
considerable damage. 


S a woman worth $465,000? Rather 

a difficult question, perhaps, for the 
ordinary man to answer; but, according 
to the verdicts set down by juries in 
New York during the last year, she is. 
Here are the amounts: Hair, $20,000; 
nose, $15,000; eyes, $20,000; broken 
heart, $250,000; arms, $85,000; legs, 
$80,000. One or more of these may be 
changed very shortly, however, for 
suing has outclassed everything in the 
race upwards. 

The daughter of a Spanish countess, 
who recently filled an engagement as a 
singer at the Winter Garden restaurant 
in Chicago, has filed suit against the 
Palace Theater & Realty Company ask- 
ing $100,000 damages. She charges she 
lost the sight of her left eye as the 
resu!t of being accidentally shot while 
attending a performance in the theater. 





STUART KAYTON. foc R. bit Peto: 
pte ar County _ 


for Rockbridge 


erase Lt ella” 


award for the fracture of her leg by 
an automobile. A jury in a Chicago 
court a year ago added $10,000 to the 
amount asked by a woman for the loss 
ot the use of her right ankle. She was 
run down by a truck owned by a coal 
company and brought suit for $25,000. 
She received $35,000. 

One of the largest verdicts returned 
in Suffolk county, Mass., in several 
years was obtained by Charles J. Dow- 
ney, who recently received $27,000 in 
his suit for personal injuries against 
the American Express Company. Dow- 
ney was crushed against a wall by an 
auto truck of the express company on 
Nov. 17, 1918. He sued for $25,000. He 
is 41 years old and was a traveling 
salesman at the time of the accident. 
He was permanently injured. 


O it is: juries are every day award- 
ing verdicts of this kind. But they 
do not all happen in the great cities, 


. the motorist. 
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Protection 


She alleges she was seated in the sec- 


where the bulk of accidents are sup- 
posed to come from. Read the “Sheriff's 
Sale” poster, an authentic document 
which came from the rural section of 
Virginia. The sheriff sold at public 


and his wife to satisfy ; a jetunieat which 
resulted from an automobile accident. 
The victim of the accident was a child, 
and a suit resulted in a verdict of $9,000, 
costs and interest until paid. 

From this poster one may visualize 
a happy home with music indoors and 
automobiling outdoors. Also, a general 
store with a flourishing business. Next 
moment, nothing! 


HE demands of a judgment are in- 

exorable. One of the easiest ways 
to incur a judgment, suddenly, unex- 
pectedly and inescapably with the above 
result is to be the man who owns the 
car in an automobile accident, without 
insurance. 

In the little country town of Cole- 
brook, Conn., two residents are facing 
suits from one of their neighbors and 
his wife who were injured in the same 
accident. The man alleges that he lost 
the sight of one eye. He is suing for 
$25,000; and his wife, who claims she 
lost the use of her legs and has been 
otherwise injured, is also suing for 
that amount. There will be a verdict, 
and perhaps a stiff one. Some one will 


have to pay. Probably the automo- 

bilists. 

A BOY in Millville, Mass., won a 
verdict of $10,514.50 for damages 


in an automobile accident. He had 
his right leg amputated in a hospital 
as the result. A compound fracture 
of the leg, making a Boston girl lame, 
accounted for a verdict of $8,000, which 
was awarded to her after an automobile 
accident. An administrator in Quincy, 
Mass., won a verdict recently of $12,500 
for the “conscious suffering and death” 
of a man in a collision of autos. An 
accident in Suffolk, Mass., resulted in 
a complicated series of suits. Verdicts 
totaling $15,150 accumulated against 
Damages of $10,000 were 
awarded a 7-year-old girl in Washing- 
ton,- D. C., because a cigar dealer’s 
automobile injured her. Her father was 
awarded $1,000 for expenses. Because 
of interest and sympathy displayed in 
her case by students of Columbia Uni- 
versity, Victorine Tench, the perma- 
nently crippled child of a soldier in the 
French army, will not want for material 
comforts because of her condition. She 
was awarded damages for $25,000 by a 
sheriff's jury for injuries she sustained 
in a traffic accident. 


O it is—there are all kinds of ver- 

dicts and they have not only be- 
come bigger as the high cost of living 
becomes higher, but have gone far be- 
yond. Every day we hear of larger 
ones. Only the other day a local news- 
paper had three suits as the result of 
automobile accidents on the same page. 
Here were three together, all of which 
were the result of accidents in a small 
city; and all the defendants must face 
a verdict. 

In a recent issue of the Boston Globe 
were listed twelve suits against auto- 
mobilists, all in one story. This shows 
how common suits and verdicts are in 
the newspapers these days. Juries are 
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cag THE MOTOR CAR’S PLACE IN THE SUN 


and 


“]SUN INSURANCE OFFICE 


OF LONDON 





Was Established in 1710 and is the Oldest Fire Insurance Company in the World 


bile 
incy, 
2,500 
ath” 
Bees The automobile has attained a circulation of seven million in the United States. It is generating 
saan premiums for insurance agents. Every car represents a potential commission. The agents are turning 
ing potentialities into actualities. 
er’s 
was 
~ Sun automobile policies protect the car owner against loss by fire, theft, transportation, tornado 
chad and collision and protect his bank account against depletion by claims for damage done by his machine 
th 
al to the property of others. 

e 
ya 


_ Our Automobile Department is under the direction of Expert Automobile Underwriters. 





be- Our Automobile Adjusters are Experts who do nothing else and who know every make of 


ae every machine. 


age. Our Automobile Rates are as low as the lowest price of any responsible company. 


rn ‘Insurance is as old as the Sun’”’ 


We Solicit Your Automobile Business 





United States Branch Western Department Pacific Coast Department 
54 Pine St., New York 76 W. Monroe St., Chicago San Francisco 
PRESTON T. KELSEY, U. S. Mgr. JOHN F. STAFFORD, Mgr. C. A. HENRY, Gen’] Agt. 
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so accustomed to the thought of high 
verdicts that they return them without 


a second thought. The article follows: 

Carl O. Anderson of Arlington, admin- 
istrator of the estate of Elizabeth Gus- 
tafson of Arlington, has filed a suit for 
$20,000 against the Arlington Gas Light 
Company in the Middlesex Supreme 
Court at East Cambridge. It is claimed 
that on Nov. 10, 1919, the woman was 
struck by one of the company’s auto- 
mobiles at Arlington and received in- 
juries from which she died. 

Michael Mead of Lexington, as admin- 
istrator of the estate of John H. Mead 
of Lexington, sues James P. Gillespie 


the Boston Elevated and George F. Mc- 
Kelleget of Cambridge for $10,000 each, 
for alleged injuries July 5, at Cambridge, 
when a street car and McKelleget’s ma- 
chine were in collision with his automo- 
bile. 

Catherine A. Keenan of Somerville 
sues the Boston Elevated for $10,000. 
She alleges that on Aug. 18, at Cam- 
bridge, she was injured when the car 
was in collision with an automobile. 
She also sues Max Hessel of Revere for 
$10,000. He drove the automobile. 


N the olden days people never 
thought of suing, perhaps because 
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When an automobile struck a hydrant. 


of New York City for $10,000. It is 
claimed that on Oct. 24, John H. Mead 
was killed by Mr. Gillespie’s automobile. 

Goldsmith L. Davis of Malden has been 
sued for $10,000 by Percy W. Grimi of 
Everett for alleged injuries in a colli- 
sion of automobiles in Malden, Nov. 4. 

Benjamin R,. Kupperstein of Boston 
has been sued for $5,000 by John W. 
Benson of Cambridge. 3enson alleges 
that on Dec. 13 he was struck by the 
defendant’s car in Cambridge and _ in- 
jured. 

Stella Borofsky, Cambridge, 
gust Lawson, Arlington, for $5,000 for 
alleged injuries December 13, by being 
struck by the defendant’s automobile in 
Cambridge. 

Lucien F. 


sues Au- 


Arthur L. Tur- 
cotte, Dennis J. Cooney and Mary R. 
Cooney of Lowell and Joseph F. Tully 
and Evelyn M. Tully of Tewksbury are 
sued by John Gondek, Mary Gondek, Ed- 
mund Gondek and Mrs. Josephine Gon- 
dek, all of Detroit, who ask $2,000, $5,000, 
$5,000 and $1,000 respectively. They all 
claim that on June 22, 1918, while riding 
in a wagon in Dracut they were injured 


L. Turcotte, 


when an automobile driven by Hector 
Larivee struck the wagon. It is al- 
leged that Larivee was under the influ- 


ence of liquor and that the defendants 
are liable for having sold or given him 
the liquor. 

Mrs, Gertrude M. Batchelder of North 
Reading sues Edward S. Farnsworth of 
Somerville for $5,000 for alleged injuries 
Nov. 17, 1919, in a collision of automo- 
biles. Arthur M. Batchelder, her hus- 
band, sues Farnsworth for $2,000 for 
injuries, damages to his car and also 
for medical expenses and the loss of his 


wife’s services. 
Concetta Ciccarelli of Newton sues 
Edward F. Monoghan of Newton for 


$6,000 for alleged injuries Nov. 11, when 
the defendant’s machine struck a buggy 
that she was in. 

Mary Rooke of Cambridge sues the 
Eastern Massachusetts Street Railway 
Company for $5,000 for injuries Aug. 9, 
when a car struck an automobile she 
was riding in. 

John Wiggin of Newton sues Charles 
W. Reed of Newton. He alleges that, 
on April 14, he was struck by Reed’s car 
and injured. < 

James W. Hingley of Cambridge sues 


they did not understand the law, or 
perhaps for other reasons. Today 
things are different. People are begin- 
ning to learn that they can now recover 
personal damage verdicts under the 
common law. There is nothing that 
can stop it, and until some invention 
like the one pictured at the bottom of 
the preceding page is found to be sure 
and practical, there will always be ver- 


dicts. Some small and more of them 
large, but all verdicts. 
ROPERTY damage verdicts or 


claims for the damage a man’s car 
may do to the property of others, ex- 
cept that carried in the car at the time 
of the accident, as a rule do not run 
as high as those in personal liability 
cases. Probably for the reason that 
in the first case the actual damage may 
be determined by the value of the 
property destroyed; while in the sec- 
ond case the claims are only limited by 
the imagination of the claimant, There 
have been some heavy property dam- 
age verdicts in the past year, however. 
Here’s one about a bone: 

This bone had probably been scrapeg 
clean on somebody’s table and then 
worried by a dog. The dog bit it in 
two and finally left it in the middle 
of the street, a despised relic, of no 
use to anybody. It was probably not 
the jawbone of an ass—only a piece of 
rib from a sheep; but, when a hand- 
some automobile came along and ran 
over it, the harmless relic made one 
last play. It jumped from under the 
tire and shot through the plate glass 
window of a drug store. 

It happened in Dansville, N. Y. The 
automobile came from Florida. We 
do not know where the bone came from 
—but that is the way with things that 
cause accidents: one never knows they 
are there until the harm is done. 


HILE the streets of Boston were 
badly congested as a result of the 





car strike, a heavy army truck, pushing 
its way through an especially crowded 
area, rammed an oil truck and snapped 
off one of the rear faucets. Immedi- 
ately the contents of the tank, some 
950 gallons of naphtha, flooded into 
the street. Practically every car in 
that vicinity became stalled. Wheels 
spun around helplessly on the greasy 
pavement, and the machines were un- 
able to get out of the danger zone. 
Desperate efforts were made to sweep 
the inflammable flood into the sewer 
but before this could be accomplished, 
either a carelessly dropped match or 
the flame from an exhaust of one of the 
struggling automobiles fired the oil. 
The entire street burst into a seeth- 
ing mass of flame and smoke. Occu- 
pants of the stalled cars made a wild 
dash for safety. Some weren’t quite 


quick enough and _ were _ severely 
burned; others slipped on the oily 
pavement and were injured. Fifteen 


private automobiles and one jitney were 
entirely destroyed. Damages to these 
cars alone amounted to more than $15,- 
000; broken plate glass and other prop- 
erty damages hoisted the total. 


N every one of the cases the bill had 

to be paid It is a dark day for the 
automobilist when his car buries him 
under such an avalanche of liability. 

A Ford backfired at a gasoline filling 
station in a small Kansas town not 
long ago with appalling results. The 
filling station tank exploded, killing 
eight people, seriously iniuring 24 more, 
causing a total loss of $100,000, includ- 
ing seven dwellings, a garage and a 
grain elevator. 


YDRANTS again loom up in front 
of us. They seem to be favorite 
targets for automobilists. Perhaps they 
do not actually suffer any more than 
the lamp posts, telephone poles and 
other objects adorning our highways, 
but when a hydrant gets hit it responds 
with a spectacular demonstration and 
gets its name in the paper. 
A Worcester automobilist skidded 
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into a high-pressure hydrant near the 
Union Station and realized immediately 
that he had started something. The 
hydrant was transformed into a geyser, 
the street into a river. Late sleepers 
in a nearby hotel were a little dis- 
concerted to find themselves taking 
their morning bath in bed and fled in 
scanty attire. Ceilings were ruined; 
furniture was damaged; excitement pre- 
vailed in the street floor stores until 
a city employe turned off the deluge. 
The damage was estimated at about 
$12,000. 


YOUNG woman attempted to 

swing around a curve on Court 
street, Boston, at the same time as a 
trolley car. A pedestrian complicated 
the situation by stepping in front of 
the auto. The young lady swung her 
car over quickly to dodge him and 
hung her car on a hydrant. 

The car wasn’t badly damaged—but 
the hydrant was ruined. For some fif- 
teen minutes it gave a pretty good imi- 
tation of Old Faithful, much to the 
consternation of property owners in 
the neighborhood. 

Water gathered to the depth of four 
feet in the studio close by; much dam- 
age was also done to the tobacco store 
next door, the show windows being 
broken and the stock soaked down. All 
told, the bill amounted to over $3,000. 

Here is a little evidence in this mat- 
ter of high verdicts. They are increas- 
ing every day both in number and in 
size. We leave you to draw your own 
conclusions. 





Based upon rates per 100 pounds, the 
cost of motor truck transportation be- 
tween New York and Philadelphia is 80 
cents; by rail the cost is $1.02, with an 
added 15 cents per 100 pounds for team- 
ing charges. 


The forty-eight states in the union 
pay nearly $100,000,000 annually for 
motor license fees and taxes. 


Statistics show that two-third of the 
automobiles in the Dominion of Canada 
are owned in rural communities. 























THIS WAS A COLLISION—WITH A TORNADO 
The above picture shows when collision insurance is not collision insur- 


ance, 


A recent tornado collided with this garage in Chicago. 
was tornado damage, not collision damage. 
nado belt” and didn’t think to buy tornado insurance. 
the idea of a tornado coming so close to the lake. 


The damage 
The owner didn’t live in a “tor- 

His broker pooh-poohed 
He thought all the winds 


from the southwest were bent southwestward when they came within the 


vicinity of Lake Michigan. 
to schedule. 


But the atmosphere doesn’t always work according 
Consequently the owner is minus one garage and the greater value 


of his car, because there was no tornado insurance. 











H. G. B. ALEXANDER & COMPANY 4,4 


Eleventh Floor, 910 Michigan Avenue, Chicago 


THE ORGANIZATION 


THAT MADE A NATIONAL REPUTATION 





MANAGER OF THE AUTOMOBILE DEPARTMENT 
LLIED UNDERWRITERS OF THE UNION 
INSURANCE SOCIETY OF CANTON, LTD. 


IN ONE YEAR 
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IF YOU SELL 


AUTOMOBILE 


Liability, Property Damage and Collision Hazard 


INSURANCE 


why not place it in that company referred to in an Examination Report 
(dated March 3, 1920) of the Insurance Department of the State of New 
York reading, in part, as follows: 


“The methods and practices adopted by the company in the 
adjustment or settlement of losses were given particular attention 
during the course of the examination. Approximately five thousand 
claims were examined and no evidence was found of an attitude 
other than one of absolute fairness toward those who have become 
claimants or beneficiaries. Some of the provisions of policy contracts 
which, if narrowly and technically construed, might enable a com- 
pany to compromise or possibly evade entirely the payment of a 
loss are givena broad and liberal interpretation. Technical defenses 
were found to have been resorted to only, when after thorough in- 
vestigation, the evidence obtained raised a justifiable doubt as to the 
merits of a claim. The company’s attitude, therefore, has reduced 
litigation to a minimum, effected the prompt adjustment of losses 
and assured a satisfactory and equitable disposition of its contract- 
ual obligations. 

“This report shows the company to be in a sound financial 
condition with admitted assets of $5,289,435.49 and a surplus 
over all liabilities of $600,917.97. Since the last examination of the 
company its premium income has increased from $2,663,450.88 
to $4,461,587.37 forthe yearly periods ending December 31, 1916, 
and December 31,1919. Adequate reserves are being maintained 
to provide for the increase in liability which necessarily attaches 
to such a material growth in business. 

“The examiner is of the opinion that the affairs of the com- 
pany are being efficiently managed; that ample provision is being 
made for all liabilities, and that the interests of its policyholders 
are being properly safeguarded.” 


UNITED STATES CASUALTY COMPANY 


EDSON S. LOTT, President 
80 MAIDEN LANE - - - - - - - NEW YORK 
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A GENERAL ACCIDENT 


Unrestricted automobile 








policy insured against 





loss and worry 





The policy is free from technicalities and 
restricting conditions —one that agents 
and brokers can sell with a clear con- 
science, knowing that it is the cleanest 
and most liberal contract issued by any 
company. 





H. C.-Borhus Insurance Agency 


General Agents 
1027 PLYMOUTH BUILDING 
MINNEAPOLIS, MINN. 


For Better Service 





than you have known before 


Enjoy Our 


Super Service 


WE give you Automobile Insurance in the General 
Accident—a big, sound company, that settles its 
losses in a way calculated to satisfy your policy holders 
and thereby increase your business. 


Our UNRESTRICTED POLICY covers both 
pleasure and business use without limiting endorse- 
ments or troublesome conditions. 








Orders placed before noon, policies delivered the 
same day. 


Automobile Insurance Specialists 





Meeker-Magner Company 
, General Agents 
INSURANCE EXCHANGE, CHICAGO 




















In Michigan 
The General Accident 


has helped us to build an organization 
which 


Agents and Brokers 


refer to as “the office we can always de- 
pend upon”—a tribute which we are glad 
to acknowledge and we strive earnestly 
to maintain. 





The new 


Unrestricted Auto Policy 


is a present evidence of this “dependabil- 
ity” and worthy of any agent’s investiga- 
tion. Any possibility of a dispute in the 
event of a claim is eliminated. 


‘“‘ The Office You Can Always Depend Upon”’ 


H. H. NEALE & CO. 


General Agents 


The General Accident Assurance Co. 
Empire Building DETROIT 









































In Ohio 


The General Accident 


Offers us an exceptional opportunity which 
we are anxious to pass along, namely: the 
issuance of a new 


Unrestricted Auto Policy 





The dispute so likely to arise in the event 
of a claim under the new private pleasure 
coverage—‘was the car used for pleasure 
or business purposes’’—can not arise under 
our policy, it covers both. 


Agents and Brokers 





want this kind of SER VICE for their 


policvholders. 
‘“‘Confidence Building, Insurance Service’’ 
THE NEALE-PHYPERS CO. 
General Agents 


The General Accident Assurance Co. 
1240 Huron Rd. CLEVELAND 
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What Agents Should Know 
About Automobile Insurance 


— 


There is an automobile for every 
third family in the United States. 


That means more prospects for 
automobile insurance than for fire 
insurance on dwellings. 


Automobile liability insurance is 
an absolute necessity to every family 
owning an automobile. 


The General Accident has writ- 
ten a large volume of automobile 
insurance for years and have excel- 
lent facilities for handling this class 
of business. 





General Accident Agents know 


aii > ; United States Home of the General Accident, 
ask them. Philadelphia, Pa. 





Automobile Liability, Property Damage and 
Collision, Workmen’s Compensation, Eleva- 
tor, General, Public and Teams Liability, 
| Burglary (all forms), Accident, Health and a 
: complete line of Industrial Insurance written. 





GENERAL ACCIDENT 


Fire and Life 
Assurance Corporation, Ltd. 
FREDERICK RICHARDSON, United States Manager 
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DO AVTOMOBILE OWNERS 


NEED TORNADO INSURANCE ON 
THEIR CARS ? 
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Pictures of the tornado at Fergus Falls, Minn., last spring, taken by Stuart I. Drum. 
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= N OCEAN AUTOMOBILE INSURANCE 

















Personal Injury, Property Damage, Collision 
Accident nd uarantee you remember while still in ‘“‘shorts,” you got a job from the corner grocer, and 


how determined you were to please everyone; not only the customers, but the 
A 
| 


lorpor tion Li grocer himself. 
# 
THis characterizes somewhat the Ocean’s attitude toward not only Policyholder, 
=— but toward Agent and Broker. 


THE Ocean could easily talk about its world-wide operation; its smooth-running 
organization; its gigantic financial solidity; its age, 


Bot 


E want you to know it is by 


like to call it 
OCEAN INDIVIDUALITY 


I? IS nothing more than a liberal and sincere attitude toward everyone. 


something we place first in importance. We 





URELY you'll find it worth while to investigate the Ocean Automobile Policy 
covering Personal Injury, Property Damage, Collision. 
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The items aggregating the loss ratio bs . : 
with respect to the fire liability in HE remaining factor, the physical 
automobile insurance may be grouped hazard, ct othe largely within the 
in three principal classes or factors, Coutrol of the manufacturer of the 
These are the exposure, occupancy, @utomobile, who, it will readily be seen, 
and physical hazards respectively, and can in no way control the exposure 
compare with corresponding factors af- hazard and may regulate the moral 
fecting the loss ratio in the case of risk only to the slightest degree, if at 
buildings and other property of fixed all. The physical hazard, furthermore, 
location. is largely, if not entirely, outside of 

: the owner’s. control. Automobiles 

N the case of automobiles, the ex- compare in this respect to tenant 

posure hazard is principally that of Luildings, the basic construction classi- 
housing while not in use. In other fication of which occupants may modi- 
words, it is largely irom garage fires fy only in a slight degree, if at all. 
and losses. sroadly speaking, this The physical hazard is susceptible of 
hazard does not vary materially ac- analysis and of gradi Pincers 
cording to either the specific make or ed SP neereiinll)Aagrrin Meek eros ews 
the ownership or the list price of a tion as between the various individual 
given automobile. It will steadily de- makes of ssp and between several 
crease as municipal and other regu- models by a single maker. Such grad- 
latory authorities put into effect very iS oF classification may readily be 
necessary requirements with respect to Substituted for the present list price 
the character of buildings employed Classification, which, after all, is but 
for the purpose and with respect to an attempt to grade the physical haz- 
their equipment and operation. It ards but without detailed analysis of 
must be averaged and may be included cesign or of safeguards employed. 
in a basic or key rate of premium. 

HE introduction into actual use of 


HE occupancy or ownership hazard the schedule method of automobile 
is most frequently spoken of as _ classification presented two principal 
“the moral risk.” Its proportion of the problems: the first being the make-up 


total losses varies from year to year of the schedule itself with its applica- 
and season to season according to busi- tion to individual models or makes of 
ness conditions and extent of unem- cars; the second being the change from 
ployment and according to the con- the list price method of classification, 


cition of the used car market. At with which the more than one hundred 
present it is probably unusually low. thousand agents for companies writing 
It, too, must be averaged and, like the automobile insurance are now familiar, 
exposure hazard, must be included in and the desirability, if not actual neces- 
a basic or key premium rate. sity, that the fewest possible radical 


The exposure and occupancy hazards differences in procedure appear as the 
in various parts of the country may result of the introduction of the new 
be of widely differing proportions of classification method. The remainder 














Here is what is liable to happen to a car when it skids over the edge 
of an embankment. A citizen of Fort Wayne, Ind., with members of his 
family had a remarkable escape from injury when their limousine skidded 
down an embankment on the Illinois road, a short distance west of Fort Wayne, 
turning completely over. The escape of the occupants of the car from injury 
was due to its heavy construction. 
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Dlessilicutaon ly Schedule Mathai 


TY is assumed that the difficulties to BY A. R. SMALL minor items of hazard, provides ample 
] be encountered in continuing the range, and is in effect simply using 

list price method of automobile A. R. Small is vice-president and superintendent of the label service of a larger scale. The schedule for auto- 
classification for insurance purposes the Underwriters Laboratories. He served on the committee that drew up mobile classification differs from the 
are understood and that the desir- the merit system of rating automobiles, more commonly referred to as the National Board’s schedule in that the 
ability of employing some new method analytic schedule. The plan will ultimately be put into effect all over the tater’ ta taeell pot oints of deficiency 
in its stead is recognized and admitted. country as soon as local conditions are favorable. Automobile insurance men aud aeeute t Mi at ike 
On this basis we may proceed at once will, therefore, be interested in this e «planation of the new system by Mr. Seat oe | age so tg ate = — 
in this discussion to a description of Small who thoroughly understands the “how” and “why” of it. Se ee ee ee 
the schedule method of automobile ditions. 
Set ce one egy ep omeetotoadl the total loss experience, and hence of this article will discuss these two OR “gas” cars items comprising the 
the list price method which it over- basic or key rates must be sectional problems under separate-headings. fire hazard group readily into seven 
Ny rather than national. 


els ; . main sections, as follows: Fuel stor- 
HEN it was determined mi the age; type of feed; feed line and ac- 
Y National Automobile — Under- cessories; carburetor; electrical equip- 
writers’ Conference that a scientific or ment; exhaust line and miscellaneous. 
schedule basis for classification should Under each of these sections are sub- 
be substituted, if possible, for the list sections of relatively major importance 
price method of classification, it was with, finally, approximately eighty in- 
fully appreciated that many items dividual items having various points 
which would naturally be included in of credit aggregating a total of 8,000 
such a schedule were of a technical for the schedule as a whole. 
character best considered by engin- 
eers. Accordingly, the Conference OLLOWING its well-established 
turned to Underwriters’ Laboratories, practice in matters of this kind, Un- 
established and maintained in the in- derwriters’ Laboratories secured the 
terest of stock insurance companies, Cooperation of manufacturers in tram- 
equipped with a model plant and equip- ig the schedule, with a view to avoid- 
ment for examination and test  pur- ing the mistake of having items not 
peses, with broad experience in the of practicable bearing included therein 
application of specifications to manu- — also to give full consideration in 
factured articles and in establishing pore ee ee. the commercial 
: : : ; : and manufacturing problems affected. 
cordial relations with manutacturing Committees of the National Automo- 
industries through various methods of bile Chamber of Commerce and the 
contact, and requested its active co- Society of Automotive Engineers have 
operation in the handling of the en- given detailed consideration to the 
gineering and technical features in- schedule. As the result of such prac- 
volved in the change proposed. tical advices, many items originally 
: Bab rab : listed for appearance in the schedule 
HE Laboratories’ staff began im- were dropped or modified and many 
mediately to list and analyze items points of credit originally allocated to 
in automobile design, assembly, and individual items were changed in 
equipment bearing on the hazards to be amount, either more or less, as tech- 
classified. In due course such items nical judgment indicated was proper. 
as were judged to have some bearing It was at the industry’s suggestion 
cf a greater or less degree were and with a view to avoiding the im- 
worked into a schedule to permit of plication of its liability in subrogation 
classification. or other procedure that the schedule 
In view of the very satisfactory ex- is designed to assign credits for items 
perience had in the use of the National considered and assumes as a basic or 
Board of Fire Underwriters’ schedule standard device a practicable, operable 
for the grading of cities and towns, car having the minimum of protection 
advantage was taken of a principle in and safeguards. 
that schedule of employing a relative- Throughout the development of the 
ly large total of points of credit. This schedule close contact has been main- 
permits consideration of relatively tained with the National Automobile 





Copyright, Keystone View Company. 

This big touring car, equipped with anti-skid chains for safety sake, was 
ascending a grade at a speed of about 25 miles an hour, when an attempt 
was made to pass another car. The sudden swerve caused the rear of the 
car to skid completely around, strike the curb a terrific blow, which knocked 
off the rear left wheel and only stopped the car by the right front wheel 
hooking itself around a ten-inch tree near the curb. Result, car badly damaged 
and three persons injured. Automobile insurance is cheap at any price. 
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AUTOMOBILE LINES 














Fire, Theft, Transportation 


Transit Insurance 
Property Damage, Collision 


@ Shipments of mer- 


Tourist Floater 


@ Covers loss of Per- 


sonal Effects of Motor- Explosion, Earthquake, Tornado chandise by Motor 
ists on Tour, by Fire or Windstorm, Accidental or Ex- Truck are insured 
or by Theft of entire ternal Discharge of Water. against loss by Fire, 
piece of baggage from Collision or Upset en 


hotel room. WoO RLD WIDE route. 


@ Cost varies with dis- 


A policy for $1,000 
ae a 52. for 30 C O VER IS S UE D tance, but is low in all 























days, $4 for 3 months, odie ; cases. 
$10 for a year; other Prompt, Satisf ying Service @ A big and growing 
terms in proportion. Sound American Indemnity field for insurance. 
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AMERICAN EAGLE 


Fire Insurance Company 
Cash Capital—-ONE MILLION DOLLARS 


THE CONTINENTAL 


Insurance Company 
Cash Capital—TEN MILLION DOLLARS 


FIDELITY-PHENIX 


Fire Insurance Company 
Cash Capital-—$2,500,000 


Main Offices Managing Branch Offices 
80 MAIDEN LANE HENRY EVANS CHICAGO MONTREAL 
NEW YORK Peacionns SAN FRANCISCO 








American Companies for American Agents 


seaetentnniees for agencies will receive prompt attention when made to the 
Main or any Department Office 























Underwriters’ Conference, especially 
through the channels of the Labora- 
tories’ Automobile Council, in the 
membership of which are included five 
representatives of the Conference, the 
personnel of its Physical Hazards 
Committee, namely, Messrs. -F. D. 
Bennett, T. A. Kruse, C. S. Timber- 
lake, S. Y. Tupper, Jr., and J. D. Vail. 


HE general theory of the schedule 

and the method of its use in the 
classification of a given model may be 
understood from the following analy- 
of Section 1 of the fire hazard 
schedule. Discussing only automo- 
biles driven by internal combustion 
motors, the matter of fuel storage, 
usually gasolene, is obviously one of 
principal importance. Sub-sections or 
headings fcr analysis of the hazards 
involved in the system of storage read- 
ily present themselves, as: 1. Tank 
capacity. 2. Tank location. 3. Tank 
construction. 4. Tank support or 
mounting. Each of these sub-sections 
has individual weights or proportions 
of the total credits assigned to the 
section, fuel storage. Similarly these 
sub-sections may be analyzed, as for 
instance, tank location, as follows. 
Passenger automobiles now in produc- 
tion and use employ one of three loca- 
tions for the storage tank. The most 
common and practically the standard 
practice is to locate the tank at the 
rear of the car frame, entirely outside 
of the body. A few makes and models, 
some of them produced in large num- 
bers, have the tank located under the 
front seat. Still other models place 
the tank on the cowl practically over 
the engine. For certain of these, fill- 
ing is done from the driving compart- 
ment; for others, it is necessary to 
lift the hood to get access to the fill 
fitting on the tank. From the fire 
point of view these distinct practices 
present distinct differences of potential 
hazard and the preferences, which are 
probably obvious, are indicated in the 
schedule by points credit, as follows: 

a. Tank located in cowl and filled 
from under hood—no credits. 

b. Tank located in cowl and filled 
from driving compartment or without 
reising hood—320 credits. 

c. Tank located under front or rear 
seat—120 credits. 

d. Tank located at 
and not enclosed in 
credits. 


sis 


rear of frame 
body—450-600 


ae er does not permit similar de- 
tailed review of all items compris- 
ing the fire schedule. The method of 
analysis indicated is followed through- 
cut and likewise in the make-up of 
the schedule for classification of items 
bearing upon the collision, property 
damage, and liability hazards. 

Of further possible interest cover- 
ing the make-up of the schedule, is 
the point that the total of 8,000 points 
credit is derived from the range of 
loss ratios shown by Conference ex- 
perience tables, this being from 1 to 


~ 


§ roughly. 





Comparative 
Growths 


How Number of Cars and Pre- 
mium Income on Automobile 
Insurance Have Increased 


Increases Over Previous Year in 


PERCENTAGES 
Fire and 
No. Marine Cas. 
Year of Cars Cos. Cos. 
1919 23 a | a ke 
1918 .20 27 43 
1917 40 50 58 
1916 46 39 36 
1915 38 31 ee 














HE schedule has been applied in a 

formal, if tentative, way to a large 
number of existing models of cars. 
Such application proved the schedule 
tc be a substantially correct method 
of forecasting the loss experience. It 
pictures the relativity of hazard in 
existing models in substantial agree- 
ment with their individual loss ratios 
in underwriting experience. One 
model of car examined, which many 
conservative underwriters refuse to 
write, received a total of credits hun- 
dreds of points less than one popular, 
successful, low priced car, and still 
further less than the total credits al- 
located to or earned by several high- 
grade cars, which all companies are 
glad to write. Such try-outs of the 
schedules have made _ possible  im- 
provements in its make-up and adjust- 
ments of its credits to individual items 
until it now is sufficiently developed 
to warrant its formal application for 
practical use. 


HILE this discussion has been 
confined largely to items in the 
fire schedule, the principles described 
apply equally well to a schedule which 


ification in a manner permitting its 
substitution for the list price method 
with the fewest possible changes in 
the clerical practices and methods al- 
ready well established in insurance 
agency and company offices. The rate 
sheets (checkerboards) of the various 
local Conferences recognize five list 
price classes for the fire and trans- 
portation classification designated, 
Classes A to E respectively, the low- 
est rate and the highest list price 
applying to Class A, the lowest list 
price and the highest rate applying to 
Class E. There are similarly five prin- 
cipal classes, A to E respectively, with 
these list price divisions for the theft 
classification and five additional classes 
to provide the 20 per cent, credit al- 
iowed in each class, A to E, for en- 
closed bodies. The five age groups, 
sub-divisions of each list price class, 
call for increase in the fire and trans- 
portation rates for most age groups 
over the preceding group, while the 
theft rate decreases as the age classi- 
fication increases. Agents and others 
are already familiar with the percent- 
age credits allowed for fire extinguish- 


ers, locking devices, and similar war- 





Photo Copyright International. 
Some automobile men say that trucks and motor buses are so heavy 


that serious accidents cannot happen to them. 


In the accident pictured above, 


almost 30 passengers were hurt, some seriously, when a motor bus in Brooklyn 


was sideswiped by a Flatbush Avenue trolley car. 


The collision caused the 


bus to topple over on its side and the weight of the passangers forced the 
top of the car to tear loose, throwing the occupants into the streets. 


has been prepared for analysis of the 
collision problems and which will be 
of value in connection with the prop- 
erty damage and public liability classi- 
heation. The manufacturer of an auto- 
mobile can do but little in connection 
with the theft hazard, but provision 
is made for recognition of efforts he 
may make in this direction, so far as 
they are judged to reduce the hazard 
found. With regard to the classifica- 
tion of individual makes of cars, the 
present situation is that a formal 
schedule of relatively simple plan, tak- 
ing into account the principal items 
judged to affect the hazards, is estab- 
lished. Models representing at least 
90 per cent. of the fire liability have 
been examined and classified, this work 
having been done for the Conference 
and at its expense. All automobile 
manufacturers have been furnished 
with copies of the schedule and have 
been informed as to the necessary pro- 
cedure in securing examination and 
report by the Laboratories with a view 
to classification. A number of manu- 
tacturers have already submitted their 
experimental medels or models in cur- 
rent production for such examination 
and report in order to learn, at the 
earliest possible moment, as to what 
improvements, if any, may be made in 
their lines and with a view to securing 
the most favorable classification pos- 
sible. It is possible that during the 
coming season practically all manu- 
facturers of automobiles will follow the 
example of those whose lines are now 
being formally re-classified in this 


+ Manner. 


thep second phase of the problem, 
as has been indicated, was the fash- 
ioning of the schedule method of class- 





ranties. Likewise they are accustomed 
to the use of the letters of the alpha- 
bet in determining rate classes, since 
collision premiums have been so listed 
for some time. With these established 
practices in mind, the problem became 
one only of grouping various makes 
and models properly into classes cor- 
responding with those so well in use. 
The new classification plan could then 
be made effective with practically no 
confusion or misunderstandings on the 
part of the nearly two hundred fifty 
thousand people who would be re- 
quired to handle papers and corre- 
spondence on this work. 


O provide accordingly required only 

that the various cars rated under 
the schedule be classified into five or 
more groups according to the totals of 
credits assigned with alphabetical des- 
ignation for each group. The range of 
from 0 to 8,000 credits obtainable 
under the fire schedule is, therefore, 
sub-divided to provide for five prin- 
cipal classes, A to E inclusive, in the 
standard group and for three special 
classes, F, G, and H, indicating hazard- 
ous or extra hazardous classification. 
A model receiving a certain number of 
credits will automatically be assigned 
to the corresponding alphabetical 
group. Advices to agents concern- 
ing these assignments. and classifi- 
cations will be given through a manual 
corresponding to the present List 
Price Manual. The data in the Manual 
cencerning list prices, body styles, 
etc., will be continued as heretofore. 


In addition, alphabetical symbols for 
each make and model of.car indicate 
its classifications,—fire, theft, collision, 
and property damage and liability, — 
from which, 


after reference to the 
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checkerboard as in the past, the proper 
tate may readily be ascertained. 


ITHERTO it has been possible 

for a manufacturer to change the 
classification of his output only by 
raising or lowering the list price, and 
as the list price changed this classifica- 
tion automatically took effect without 
regard to whether or not improve- 
ments had been incorporated in or 
climinated from the design previously 
classified. Under the schedule method 
of classification it will be possible for 
manufacturers to bring about changes 
in the classification of their cars, not 
as the result of changes in manufac- 
turing costs and list prices, but from 
definite changes or improvement in 
design and assembly practices. Sup- 
plements will be issued to the List 
Price Manual at quarterly intervals, 
through which recognition can be 
given to such improvements in various 
existing models or record can be made 
of new models. 


HE writer has had it said frequent- 

ly to him that the new method of 
classification is intricate and not capa- 
ble of ready application for that rea- 
son. It seems probable that agents 
and employes of companies have 
thought of the schedule method as 
involving all of the details and the 
complication of the analytic or Dean 
schedule for rating of buildings. Such 
complication does not actually exist 
and seems to be quite unnecessary in 
the case of automobile work, since it 
has been possible to apply, in connec- 
tion with the use of the new schedule 
and classification method, many of the 
methods and practices with which 
agents are already familiar and which 
have been in use under the list price 
method of classification. 


GENTS and special risk men are 

often called upon to advise the 
assured concerning improvements in 
buildings and concerning rate reduc- 
tions possible therefrom. In render- 
ing this service, acquaintance with 
schedules is essential and: complica- 
tions arising from conflicting inter- 
pretations of schedule items are ine- 
vitable. Such difficulties are entirely 
absent in use of the schedule method 
of automobile classification. The as- 
sured may do nothing to affect the 
classification of his property. The 
schedule is to be applied by a single 
corps of experts. Uniformity in its 
interpretations is thereby guaranteed. 
Action to secure improved classifica- 
tion can be taken only by the auto- 
mobile manufacturer and re-classifica- 
tion; when determined upon, will ap- 
ply ‘only to new and subsequent pro- 
duction. 


There are 355,483 automobiles and 
truck registered in the nine provinces of 
Canada, 





How Business Grows 


FIGURES OF FIRE AND 
MARINE COMPANIES 


Inc. Over Prev. Yr. 
Total in in 

Year Premiums Dollars Pct. 
1919 52,683,613 18,039,850 Be, 
1918 = 34,323,575 7,374,135 a7 
1917 =. 26,949,440 9,288,279 ps! 
1916 17,796,348 4,601,420 39 
1915 = 13,036,901 1,126, "254 5 | 


ESTIMATE FIGURES OF 
CASUALTY COMPANIES 


Inc. Over Prev. bag 
Total in 
Year Premiums Dollars Pet. 
1919 90,000,000 22,000,000 ae 
1918 68,000,000 20,500,000 43 
1917. = 47,500,000 17,500,000 58 
1916 30,000,000 8,000,000 36 
1915 22,000,000 4,000,000 BY 
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oct Is rendering motor vehicle insurance service 
+ to agents in Middle Western territory. 

the The high type of agencies in which the 
ee AUTOMOTIVE is represented and the vol- 
* ume of business received has proven that there 
:" was a demand for a special service automotive 
er writing company, not handicapped with 
“3 traditional theory. 

od Mr. Progressive Agent: 

* If you are still consulting that old type of 
ts a rate card with its multitude of figures, classes, 
id: , 

; groups and rules, which has not been changed 
p since it was first conceived by a theorist when 





a piece of automotive machinery was a curi- 
a osity, now is the time to connect up with the 


AUTOMOTIVE. 
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FOR USE ON FIRE AND THEFT RATE TABLES 


How old is the car? Which rate should be used? 














If insurance, is issued before same day of month in month shown in 
The calendar is really self-explanatory. 


Try it. 


This “calendar” will answer these two questions quickly. Ascertain day, month and year car was purchased from dealer. Pick out this month in 
first column of months in table and year in years immediately following. 
second column of months, use rate grade preceding, and if after use second rate grade. 
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STRENGTH—SERVICE—SUPPORT 


Mr. Automobile Agr..t!!! 


Do you realize the importance of representing the right company for Automobile Insurance? 
The Company means either success or failure for you. 


An agent for the Automobile Department of the Globe & Rutgers has always STRENGTH, 
SERVICE and SUPPORT behind him. 


Strengqth—The Company’s Statement Tells the Story. 
Servic e—Policies Issued Promptly—Immediate Settlements. 
Suppor t—An Automobile Department of Specialists to Assist Y ou. 








No Proposition Too Large or Too Small 


We Have Openings NOW for Producing and Hustling 
Agents Everywhere 


Fire, Theft, Transportation, Collision and Property Damage are the Classes We Cover 





Annual Statement, January 1, 1920 





ASSETS LIABILITIES 

Real Estate : P ; ‘ 4 $72,945.00 ? 
Bonds and Mortgages | an dae ag 262,600.00 Capital afl oe nv A eve $700,000.00 
U.S. Liberty Bonds . - . 4,102,000.00 Surplus F ; . : ’ ; 5 10,146,031.00 
Government, City, Railroad and other Bonds | ; 

and Stocks. ‘ : : . 23,480,169.28 | Reinsurance Reserve . ‘ ; . ; 13,447,880.00 
Cash in Banks and Office ; : : : 1,591,091.39 | ; : : 
Premiums in course of Collection 2 : 3,837,689.09 Losses in course of Adjustment . : : 3,388,761.00 
Interest Accrued k 3 226,762.62 Commissions and other items . F , 6,004,602.25 
Due on Account Reinsurance Loss Account 114.016.87 | 

$33,687,274.25 | $33,687 ,274.25 


Surplus to Policy Holders, $10,846,031.00 
E. C. JAMESON, President 


Lyman Candee, Vice President W. H. Paulison, Vice-President 
J. H. Mulvehill, Secretary W. L. Lindsay, Secretary 

A. H. Wittholm, Assistant Secretary J. D. Lester, Assistant Secretary 
M. J. Volkmann, Local Secretary G. C. Owens, Assistant Secretary 





WRITE TODAY 


GLOBE & RUTGERS FIRE INSURANCE CO. 


L. R. BOWDEN, Manager 


Automobile Department 


59 JOHN STREET, NEW YORK 


STRENGTH—SERVICE—SUPPORT 




























THE TWIN 


INTER-STATE 
~ Automobile Ins. Co. 


ROCK RAPIDS - - IOWA 


Modern Insurance for 


A Modern Vehicle 











- IOWA 


\\ 


WOW 


INTER-STATE 
Liability Ins. Co. 


ROCK RAPIDS .- 
Modern Agents 


Modern Methods for 

















When children of this size and age want to cross the street, they simply 


start to run or walk to the other side without jooking in any direction for 
traffic signals, or vehicles approaching from right ‘or left. 











Young America likes this way of riding a bicycle and although it is easy, 


it is very dangerous. 
a serious one. 





A sudden stop or turn always means an accident—often 
This is a common hazard in cities and towns. 


ACCIDENTS TO CHILDREN IN THE STREETS CANNOT BE AVOIDED 


Pictures from Travelers Insurance Company. 
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Little tots of this age become easily confused and frightened. Accidents 
that occur to them are rarely the automobilists’ fault, but the thing to remember 
is that they are on the street and that accidents do happen to them. 














Impromptu games like this of foot ball, baseball, and other outdoor sports 


indulged in by boys, are taking place all the time. 


The automobile driver is 


liable to co onto them in the most unexpected parts of a good sized city. 





UCH has been said and written 

regarding the probable satura- 

tion point in automobile produc- 
tion. From the time the first “devil- 
wagon” appeared on the streets with its 
hideous clamor until the present day, 
prognosticators have been busy figur- 
ing what the largest number would be 
that the market could absorb. 


Predictions were made freely, but 
they were seldom if ever right. The 
young giant industry expanded with 


such unbelievable rapidity that finally 
none but the most foolhardy continued 
to forecast when its growth would 
cease. The prognosticator of the old 
days has thrown up his hands in de- 
spair and been forced to admit that he 
was shooting wide of the mark. 


WENTY years ago, when the in- 
dustry was in its infancy, the ulti- 
mate. market was placed at 100,000 cars, 
but only the most enthusiastic automo- 
bile “cranks” believed that such a large 


~ 


Saturation Pisin in Production 


BY W. O. RUTHERFORD, 
Vice-president B. F. Goodrich Rubber Company 


number would ever be in use. Ten 
years later the earlier estimates were 
modified and it was grudgingly admit- 
ted that possibly the market might ab- 
sorb as many as 1,000,000 cars. Five 
years ago it was seen that even this 
“high” figure was too low, and the sat- 
uration point was fixed at 5,000,000. 
How conservative this estimate was ‘s 
shown by the fact that official figures 
for 1919 show that 7,555,269 cars were 
in operation. 
/ 
HE whole truth of the matter is that 
no one can predict with any degree 


of accuracy how many cars can be 
manufactured before the saturation 
point is reached. Too many factors 


enter into the solution of the problem. 


The demand for automobiles is no 
longer governed by the number of per- 
sons who receive large incomes, but 
rather from the earnings derived from 
their use. It, therefore, follows that any 
estimate regarding the ultimate market 
for automobiles must be based upon the 
number of uses to which they can be 
economically put, and as the number 
of their uses is constantly increasing, 
it is evident that accurate predications 
are practically out of question. 


RESENT indications are that the 
demand for automobiles will not be 
satisfied for many years to come. If 
the entire nation had as mz any cars in 
proportion to population as there now 
are in Iowa, there would be 15,500,000 


cars on the roads today, or nearly 
9,000,000 more than the present number. 

The country is now at the crest of a 
buying market so far as passenger ve- 
hicles are concerned. Production does 
not equal demand and it is likely that 
this condition will exist for some time 
to come. The proposed car production 
for 1920 is 3,000,000 and an analysis of 
the market, at home and abroad, shows 
an ability to absorb an even greater 
number. It is safe to say that by 1925 
there will be at least 12,000,000 passen- 
ger cars and trucks in service. 


VERY division of the automotive 
industry realizes the extent of the 
expansions it must make if the future 


demand for cars is to be satisfied. 
Automobile manufacturers of Detroit 
and elsewhere are rapidly making 


preparations for doubling their output, 
and manufacturers of automotive parts 
in Cleveland are steadily increasing 
their production. In Akron, the rubber 
center of the world, the tire manufac- 
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Issues an Automobile Public Liability policy that protects the buyer 
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Fire— 
ATTENTION —KAN- 


SAS, MISSOURI and 
ILLINOIS AGENTS! 


Theft— 
THE MID-WEST 
DEALERS’ POLICIES 
are the most complete 
and liberal. 


W indstorm— 


Special Rates which as- 


sure big production for 
“Live Wires.” 


Liability— 
No Company excels in 
Loss Adjustments. 


Property Damage— 
Promptness and Fair 
Dealing which pleases 
and bring additional 
business. 


Collision— 
Specializing in Automo- 
tive Insurance. 


The Mid-West 


Insurance Company 


(Reserve Mutual Corporation writing through Local Agents) 
Wichita, Kansas 


J. B. Henderson, Gen. Mgr. 





CALEDONIAN 
INSURANCE CoO. } 


OF SCOTLAND 


The Oldest Scottish 
Insurance Office | 


Caledonian Bldg., 50-52 Pine Street 
NEW YORK 


| 
| 
| 
} 
| 
} 
} 
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CHAS. H. POST 
U. S. Manager 


R. C. CRISTOPHER 
Asst. U. S. Manager 
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Automobile Insurance 
Full Coverage 


American Equitable Insurance 


Company of New York 


Knickerbocker Insurance 
Company of New York 


Manufacturers Insurance 
Company of Illinois 


Great Lakes Insurance 
Company of Illinois 


Central Fire Office, Inc., General Agents 


STUCK & DAVIS, MANAGERS 


Insurance Exchange :: Chicago, Illinois 








SERVICE GUARANTEED AGENTS WANTED 
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FIREMANS FUND Ik 


8,500,000 
MOTOR VEHICLES 
TO INSURE 


There were in excess of six million 
motor vehicles registered in the United 
States in 1919. 


It is conservative to predict that two 
million private passenger cars and a half 
million commercial vehicles will be added 
to this number in 1920. 


The automobile business has come to 
represent gigantic values. Values must 
always be covered by insurance. 


If you are not writing automobile 
insurance—if you are not identifying your- 
self with the whole automobile industry of 
your city by cultivating the friendship 
right down the line of the manufacturer, 
distributor, dealer, repair man and con- 
sumer—you are neglecting the largest 
field for the development of new busi- 
ness that has ever before existed. 


LEADS ALL COMPANIES I 


. EASTERN DEPARTMENT: 70 Kilby Street, Boston WESTERN DEPARTMENT: fi 
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ICEMN FRANCISCO 





AUTOMOBILE POLICY 


No._t?£ 3939 _ 


SAN io) aa 


HEAD OFFICE 
CALIFORNIA AND SANSOME STREETS 


ASSURED” 
____ WILLIAM S,_ BARRY 











¢ 


3 | AMOUNT $1700. 00PREMIUM $22.10 _ 
COLLISION PREMIUM $50.65 
PROPERTY DAMAGE PREMIUM $_ 
OTHER ADDITIONAL PREMIUM $_______ 
TOTAL PREMIUM $.7£-75 
EXPIRES__Mar, 22, i921. —_—_— 


‘ , 








___€.D.Holman, AGENT 














DAMAGE CAUSED BY COLLISION WITH ANY MOVING 
OR STATIONARY OBJECT. NOR LIABILITY FOR DAMAGE 
}] TO PROPERTY OF OTHERS, UNLESS SPECIALLY EN 
| | DORSED HEREON 











early spremac y 
d by texcelled service 

ach sufeeding year of leadership 
-recomof the FIREMAN’S FUND 


IN AUTOMOBILE BUSINESS 


SOUTHERN DEPARTMENT: Hurt Building, Atlanta 


LENT: jWest Monroe Street, Chicago 








SURANCE COMPANY 


THE 
PIONEERS IN THE 
BUSINESS 


The Fireman’s Fund established the 
first agency plant for writing automobile 
insurance. 


Again this year the Fireman’s Fund 
leads all companies in automobile pre- 
miums. 


What does this mean from the Agents’ 
standpoint ? 

It means that Fireman’s Fund auto- 
mobile agents have a service that is un- 
excelled, based upon: 


1. The longest experience ; 
2. The largest volume of business. 


Leadership imposes an obligation to 
maintain always a service that shall not 
be surpassed by any other company. 


This service finds its reward in such 
enthusiastic support and loyalty as that 
which has always been accorded the 
Fireman’s Fund by its whole agency 
organization. 


























GASOLINE ALLEY—WHAT’S YOUR POLICY? 































ARE YOU PUTTING 
ON YOUR CAR 

WALT? | THINK 
FIRE AND THEFT 
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turers foresee a practically unlimited 
field for expansion and are extending 
their production programs accordingly. 

In 1910, approximately 4,000,000 tires 
were manufactured in Akron. By 1915, 
the annual production had increased to 
7,000,000, and last year 20,000,000 were 
manufactured. At present the daily 
production is about 85,000, forecasting a 
production for the year of approx- 
imately 28,000,000. 


STIMULATING LOCAL AGENTS 
(CONTINUED FROM PAGE 18) 
have not an exact idea of the extent 
of the different forms of automobile 
coverage. They have heard of col- 
lision, property damage, liability, fire, 
theft, etc, but they do not have a 
clear idea of just the coverage that is 
afforded under each. In trying to get 
the apathetic agent into action, it 
should be assumed that he knows little 
cr nothing about the business. If he 
knew, he would be putting his knowl- 
edge to work. He would be cashing 

in On it. 

UTOMOBILE business renews an- 

nually, and gets the agent in ac- 
tive touch with his customers. Af 
agent may insure a mercantile building 
or a dwelling for 15 or 20 years and 
never have the opportunity of paying 
a loss to his customers. This is not 
the case with an automobile. If he can 
write a full coverage automobile policy, 





a claim almost certain to arise within 
a year or two. There will be an acci- 
dent of some sort, if only of a minor 
nature, and the agent has the business 
advantage of being able to pay a claim, 
to show the customer that he is get- 
ting something for his money, and that 
he is on the job to serve him when 
he is needed. This contact with the 
customer is of immeasurable value and 
strengthens all of the agent’s other 
insurance relations with the customer 
that receives a check. The insurance 
companies are in business to pay 
losses and a customer likes to have a 
practical demonstration once in a 
while. Automobile insurance offers an 
agent a chance to deliver the goods. 


THEFT LOSSES HEAVIEST 


The very fact that automobile writ- 
ing companies regard theft insurance 
as the most undesirable form of auto- 
mobile insurance to be put on the books 
is the strongest reason why automo- 
bile owners should, in all cases, pro- 
tect themselves by carrying theft 
insurance. The companies are still unde- 
cided as to what is the proper theft 
rate on the various cars. They do not 
know. They cannot tell what their ex- 
perience is to be. The movements of 
automobile thieves are uncertain. Suf- 
ficient data has been gathered so that 
companies can tell just about how 
many fires will occur to every 100 cars 
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Courtesy ‘The Chicago Tribune. 

insured. It has been found that about 
sO many accidents occur to so many 
automobiles covered. Most branches 
of automobile underwriting have been 
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reduced to more or less of a science; 
but the element of uncertainty is still 
strongly present so far as theft insur- 
ance is concerned. 

The business of stealing cars is 
highly organized. Gangs are operating 
in all of the principal cities and have 
built up a rather smooth running or- 
ganization. Cars are stolen in one 
town and driven to another and sold. 
Those in the business of automobile 
stealing know all the tricks of the trade. 





There is no such thing as any car 
EPOCHS IN MOTOR HIsS- 
TORY 
1896—There were only four 


automobiles in the United States, 
3arnum & Bailey announced that 
they would exhibit a “horseless 
carriage” throughout the coun- 
try. 

1s97—A writer for the New 
York Journal described his first 
ride in an automobile, stating 
that he undertook the adventure 
“in quest of a new sensation.” 

1898—A plant was built to turn 


out “motor carriages.” Gasoline 
sold for 6 cents a gallon. 
1899—The first long distance 


tour from Cleveland to New 
York was made, and took from 
July 28 to August 7. 

1900—The first four cylinder 
car was brought out. The first 
New York motor show was held. 

1904—This year 21,692 cars 
were manufactured. 

1920—Over 2,000,000 cars 
scheduled for production. 











being theft proof. Any lock can be 
defeated if the crook has enough time 
to get in his work. Even the car 
owner whose car is equipped with a 
lock has not the protection that the 
presence of the lock would indicate. 
Owners of lock equipped cars often 
leave their machines standing at the 
curb unlocked. They do not take the 
time to safeguard their property. The 
need for theft insurance is so appar- 
ent that any argument seems unneces- 


sary, but there are still to be found 
those who think their machines will 
not be stolen. An agent need only 


quote the police record in his own town 
to show the danger from automobile 
thieves. 











A fire loss on the road caused by wire contact due to worn insulation. 
Automobiles are approaching mechanical perfection but electrical equipment 
still wears out and fire losses due to defective wiring and over-used equipment 
still occur. : 


Photo by R. A. Buckman. 
















































































The National Underwrite 
rwriter 
- Grow Ww ith This Opportunity 
7 ho 
none HIS year the automobile insurance field. will produce 
ee greatly for “Hartford” agents. To gauge correctly the 
uaa 1920 opportunity is simply to review automobile pro- 
me duction for a few years back. These following comparative 
figures tell more plainly than words that is your year to grow 

a 
“9 Automobile output . . 1904 18,000 
un 1909 120,000 
ew 1913 450,000 
a 1917 1,900,000 
a It is well known that 1918 and 1919 were years of war 
m diverted production. But this year two and a quarter million 
Ww output will be near the mark! Assured growth and gain for 
os agents selling the rock-ribbed automobile insurance of the 
ms “Two Hartfords’”—The Hartford Fire Insurance Company 
. and The Hartford Accident and Indemnity Company. 

“Hartford” agents are equipped to sell automobile own- 
as ers complete, iron-clad protection. Policies bearing the 
Neo good name, “Hartford,” include Fire, Theft, Collision, Ex- 
a plosion, Full Liability, Property Damage, Tornado, Cyclone, 
bg Earthquake and Accidental and External Discharge of 
ae Water. 
the 
The 
vel Write for all the facts to the nearest of these General 
i Agents: | 
Te 
, C. S. TIMBERLAKE, Sic" = DUGAN & CARR, Sgents 
“| Hartford, Conn. Chicago, Illinois 

| W. R. PRESCOTT, Ssent 
| Atlanta, Ga. 
&] DIXWELLHEWITT, Ss" 
© San Francisco, Cal. 














Hartford Fire Insurance Company 


Hartford, Connecticut 
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REASONS FOR TRUCK INSURANCE 
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The two top pictures on the right hand show the results of a 
garage fire in Detroit, Mich. The large picture at the left shows what 
happened to a truck stored in a private wooden garage. In the lower 
left hand corner is shown the wreck of a delivery truck that caught 
fire while in motion. The badly damaged truck in the lower right 
hand corner was struck by a fast moving street car. 


Pictures from R. A. Buckman. 
































Automobile Insurance Nu 








AUTOMOBILE 
INSURANCE 


UNITED STATES MANAGERS 


FRED S. JAMES & CO. 


FRED S. JAMES GEO. W. BLOSSOM WM. A. BLODGETT 





AGENCY SUPERINTENDENTS 
CARROLL L, DE WITT P. A. COSGROVE 


123 WILLIAM STREET 
CHICAGO NEW YORK - SAN FRANCISCO 


SUPT. AUTOMOBILE DEPT. 
M. E. SMITH 
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Capital - - $500,000.00 
Assets - - $1,091 495.05 


OFFICERS 


GEO. J. DELMEGE, President SIMON CASADY, Treasurer 
F. C. WATERBURY, Vice-President THEO. F. GREFE, Secretary 
HOMER A. MILLER, Vice-President A. H. WATSON, Asst. Secretary 


CHAS. O. GOODWIN, Mgr. Auto Department 











Ask 
About 
AUTO INSURANCE 
Advantageous to 


Agent and Assured 











A CENTRAL WESTERN COMPANY FOR 
CENTRAL WESTERN PEOPLE 











CHAS. 0. GOODWIN 


Mer. Auto Department 


Central National Fire Insurance Co. 
220 Fifth Street, Clapp Block 
DES MOINES, IOWA 
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MAP SHOWING DENSITY OF AUTOMOBILES IN THE UNITED STATES 
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COURTESY OF “SCIENTIFIC AMERICAN" 

















the “Scientitic 
map 
automobiles to pop- 
the key 
figures in the map as shown meaning 
“Persons Per Car.” 

There is one automobile for each 10 
or less persons in Iowa, South Dakota, 
Nebraska, Kansas, Montana and Cali- 
fornia. 

There is one automobile to each 11 
to 15 persons in Connecticut, Ohio, 
Michigan, Indiana, Wisconsin, Minne- 
sota, Missouri, North Dakota, Wyom- 
ing, Colorado, Idaho, Utah, Arizona, 
Washington, Oregon and Nevada. 


in A issue 


American” 


recent 
published a showing 
the proportion of 


ulation in the various states, 


WHY AUTOMOBILES BURN 


Automobiles do burn. Some car 
ownefs make the argument that the 
automobile has been so improved me- 
chanically that the fire insurance haz- 
ard has just about disappeared. This 
is not true. It must be admitted, of 
course, that it is not a common sight 
to see an automobile burning up on 
the road. The mechanism of the auto- 
mobile has been greatly improved and 
the danger of back fire that was pres- 
ent a few years ago has been prac- 
tically eliminated. 

What might be termed the inherent 
fire hazard in an automobile is not all 
there is to it. Cars burn in garages 
and probably more fire losses are 
caused by fires of this kind than occur 
in any other way. The fire hazards 
in a public garage are numerous. If 
the owner of an automobile could year 


There is one automobile to each 16 
to 20 persons in Maine, New Hamp- 
shire, Vermont, Massachusetts, Rhode 
Island, New Jersey, Delaware, Mary- 
land, Florida, Hlinois, Oklahoma and 
Texas. 

There is one automobile to each 21 
to 30 persons in New York, Pennsyl- 
vania, South Carolina, Georgia and 
New Mexico. 

There is one automobile to each 31 
to 40 persons in Virginia, West Vir- 


ginia, Kentucky, North Carolina and 
Tennessee. ; 
There is one automobile to each 41 


or more persons in Alabama, Missis- 
sippi, Arkansas and Louisiana. 


in and year out simply drive his car 
around the city streets and store it in 
his own fireproof garage every night, 
there would perhaps be very small dan- 
ger of fire loss. No owner of a car 
does this. He drives his machine out 
into the country. He houses it for the 
night in a wooden barn. He drives on 
to the next town and makes use of 
whatever garage the town may hap- 
pen to boast of. He parks his car on 
city streets next to whatever sort of 
vehicle happens to be standing there. 
His car is left close to buildings of 
flimsy construction. The car is every 
day subjected to all sorts of hazards. 
They are not of the automobile own- 
ers’ Own naming to be sure, but they 
are there and cause fire losses. 


Canada has 


tractors, 


nearly 15,000 motor 





BY CONGRESS AT 


SECTION 1. 
in interstate or foreign commerce. 





National Motor Vehicle Theft Act. 


not designed for running on rails. 
(b) The term 


“interstate or foreign commerce” 


FULL TEXT OF THE DYER BILL PASSED 


ITS LAST SESSION 


NATIONAL MOTOR VEHICLE THEFT ACT 


An Act to punish the transportation of stolen motor vehicles 


Be it enacted by the Senate and House of Representatives of the United 
States of America in Congress assembled, That this Act may be cited as the 


Sec. 2. That when used in this Act: 
(a) The term “motor vehicle” 


shall include an automobile, automobile 
truck, automobile wagon, motor cycle, or any other self-propelled vehicle 


as used in this Act 
































shall include transportation from one State, Territory, or the District of 
Columbia, to another State, Territory, or the District of Columbia, or to a 
foreign country, or from a foreign country to any State, Territory, or the 
District of Columbia. 

Sec. 3. That whoever shall transport or cause to be transported in in- 
terstate or foreign commerce a motor vehicle, knowing the same to have 
been stolen, shall be punished by a fine of not more than $5,000, or by im- 
prisonment of not more than five years, or both. 

Sec. 4. That whoever shall receive, conceal, store, barter, sell or dispose 
of any motor vehicle, moving as, or which is a part of, or which constitutes 
interstate or foreign commerce, knowing the same to have been stolen, shall 
be punished by a fine of not more than $5,000, or by imprisonment of not 
more than five years, or both. 

Sec. 5. That any person violating this Act may be punished in any 
district in or through which such motor vehicle has been transported or 
removed by such offender. 
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Security Auto Lock Company Wins 
Suit Against Perry Auto Lock 


Company and Ira D. Perry 
in Federal Court 


Judge Kenesaw M. Landts decides: 


That the patents of the Security Auto Lock 
Company are valid. 


That the Security Auto Lock Company 1s entitled to 
damages, royalties, profits and costs due to 
this infringement. 


That the case be referred to a master in chancery 
for an accounting. 





Security Auto Lock 


The original loose wheel lock for Fords. Approved by underwriters. Insurance 
reduced 15%. Made of solid brass. Nickel plated. Easily installed in 10 
minutes. No drilling. No filing. No sawing. No chiseling. Price $7.00. 
Subject to advance. Distributors wanted. 


Security Auto Lock Co. 


410 N. Paulina Street Chicago, Ill. 
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Boston Insurance 
Company 


‘“*THE PIONEER AUTO WRITING COMPANY” 


Michigan Commercial Underwriters 


i) 


Old Colony Insurance Co. 


We Will Help You 
Create Business 


Try Our Automobile 
Service Department 


Send in Your Name 
for the “Accelerator.” 


It is Filled With Good 
Things Each Month 


WE WRITE ALL LINES OF AUTOMOBILE 
INSURANCE EXCEPT PERSONAL LIABILITY 


WESTERN DEPARTMENT 
LANSING, MICH. 


RALPH RAWLINGS 
B. L. HEWETT \Co-Managers 


BY CHARLES 


HERE are many things that must 
be taken into consideration by the 
underwriter of automobile theft in- 
surance. He must consider the form 
of policy, the age of the machine (so 
as to avoid over or under insurance) 
and must also satisfy himself as to 
the moral hazard. Moreover the con- 
ditions in different states must be con- 
sidered. 

Several years spent in the adjustment 
of automobile losses and the recovery 
of stolen cars have made me familiar 
with the problems confronting the 
underwriter and with his needs in 
mind I am giving the results of my 
experience. 

The states of Nebraska and Iowa 
have laws which have materially aided 
in the recovery of stolen cars and the 
apprehension and conviction of auto- 
mobile thieves. These laws make it 
mandatory for a garage owner to keep, 
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Theft Conditions a Nebraska and lowa 


W. PIPKIN 


This is true of other cities in this lo- 
cality with possibly two or three ex- 
ceptions. 


ONDITIONS IN NEBRASKA 

AND IOWA—On account of co- 
operation in dealing with the theft 
situation I believe the theft of cars 
will greatly decrease during 1920 and 
thieves will find these states unsatis- 
factory for their operations. Nineteen 
eighteen was the worst year in the au- 
tomobile history of these states, but 
this can be attributed to lack of or- 
ganization and co-operation of law en- 
forcement officers and insurance agen- 
cies. With organized effort and 
co-operation of officers and agencies 
and precaution on the part of the 
owner, conditions greatly improved 
during 1919. Then it is easier to se- 
cure conviction today as the average 
juror, with likely a car of his own, is 
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and preparing for larger production 
Supply. a demand caused by a nath 
wide campaign. 



















Complete Insurance on Car ix Best. |\ 


A matorist wants to know what kind 
. of insurance,.he should carry on his car 
to be proverly protected.. To be “‘propere 
Ay protected’: of, shuld have fire, theft, 
-eoltisfon, persona! liability and property 
damage protection. Fire and theft are 
most commonly written and no car is 
, CQnsidered safe for a Minute without this 
. Sort of insurance, but the other kinds are 
€qually important, Collision insures one 
"against loss‘or damage to his car caused 
by hitting another object. usually anoth;}4 
‘er car. Personat lability insures one 
‘against loss or expense resulting from 
bodily injuries or death of a- person by 
reason of ownership, maintenance or us? 
, of a motor vehicle, An instance in which 
& south side merchant permitted 4 da- 
livery wagon to be driven without ver- 
| sonal, Jiability insurance may be cited. 
The owner of the car lost most of his4 
Property after a fatal accident. Prop- 
erty damage insures one against loss or 
expense arising from damage to property 
of others, which also is important. ' 





Neyer Rochelle Has Veteran. 
Harold T. Birnte, Marmon: distribytor 


pHing a Rochelle; -N. Y., will soon. de- 
serve fv 








for public inspection, a record of the 
license and motor numbers of all cars 
taken in for garage purposes. They 
also provide that the alteration or ob- 
literation of numbers of a car shall 
be considered prima facie evidence of 
larceny. Before securing a _ license 
number the applicant must submit a 
certified bill of sale showing the name 
of the former owner of the car and, 
if the car is second-hand, the former 
registration number. 


AW ENFORCEMENT OFFI- 

CERS—Both the states of Ne- 
braska and Iowa have created what is 
known as the State Law Enforcement 
Division which is under the supervision 
of the governor or attorney general. 
A record of all stolen automobiles is 
kept and several men constantly em- 
ployed to search for stolen cars and 
automobile thieves. This method has 
been very successful as local authori- 
ties in some cases will not do their 
duty. Through the division many cars 
were recovered and the apprehension 
and conviction of many thieves se- 























cured during the year 1919. The 


; t3 E Omaha police department during the 
| 2 past year has co-operated with the 
FES state law enforcement division and ad- 





justment bureaus in every way possible. 
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This is what 
the motor edi- 
tor of “The 
Chicago 
Daily News” 
thinks about 
automobile 
insurance. 
This item 
appeared in 
a recent issue. 


NTH 





more concerned and considers the theft 
of a car a more serious offense than 
he did a few years ago. 


ONDITIONS IN SOUTH DaA- 

KOTA—This state has no laws di- 
rectly covering automobile thefts or 
the sale of stolen cars, but depends 
on old statutes for conviction for theft 
and disposal of stolen cars. With few 
exceptions the officers do not co- 
operate with an outside officer and 
South Dakota offers a clear field for the 
disposition of stolen cars. When a 
stolen car is located it is extremely 
difficult to secure possession as the re- 
plevin laws are inadequate and the 
thief thereby protected. All companies 
writing insuranec on automobiles in 
this state or contemplating so doing 
should use all influence to secure the 
enactment of better laws. 


PERATION OF THIEVES— 

Thieves operate individually and 
in gangs. It is much easier to break 
up an organized gang and secure con- 
viction than it is to catch the man who 
works single-handed, for officers have 
become somewhat familiar with the 
methods employed by gangs. Cars are 
usually stolen by petit thieves or drug 

(Continued on Page 72 
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hat does the broker deserve? Quick, accurate, courteous, helpful service. That is 
the kind of service given by our offices and agents. 


@ With the co-operation of managers and agents, in the last ten years we have built an 
enviable reputation for immediate underwriting service and prompt, equitable claim adjustments. 


@ Maryland Motor is the pioneer automobile insurance company underwriting automobile risks 
exclusively. Writes Fire, Theft, Collision, Property Damage, and through our combination 
Policy with the United States Fidelity and Guaranty Company, insures all automobile risks (includ- 
ing Liability) under one form. 


g Every Branch Office and Agency of our national organization is a “‘service station” for brokers 
and policy holders. In the interest of building permanent business, place your policies through 
our managers and Agents. 





CASH CAPITAL: $500,000.00 
RESOURCES, OVER ONE MILLION DOLLARS 





J. PURVIANCE BONSAL, President 
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Why the American 
WHY 





Financial The management of the American Automobile Insurance Company from its inception 
Stability has insisted on financial stability and permanency. It has assets of $2,457,038.01. Its sur- h 
plus and reserves to policyholders now amount to $2,245,988.11. It is interesting to know ” 


that the reserves put up as a liability by the company on aggregate premium income of ° 
$2,566,855.45 last year amount to about 65 per cent. The American Automobile puts up 
a special liability reserve of $574,888.34 based on the New York State requirements. It is t 
thus seen that this company protects its policyholders by every possible financial safeguard. ' 

( 





Specialist The American Automobile writes all kinds of insurance on automobiles exclusively, both 
single losses and in various combinations. There is no form of insurance but that is found in 
an American policy. Thus an agent deals with one office involving but one set of accounts, 
forms, supplies, etc., reducing his office system to simplicity. The American Automobile has 
prided itself on its satisfactory and quick service to agents and brokers. 


The holder of an American Automobile Insurance Co. complete coverage policy is well 
covered and does not have to deal with adjusters of more than one company. His loss is 
adjusted at once and there is no conflict between two classes of companies as to which is 
liable. The American naturally assumes liability, under its full coverage policy, and the 
assured therefore has his claim adjusted without delay and embarrassment. The American 
in its new policy furnishing complete coverage does not require endorsements inasmuch as 
the indemnity of various forms is clearly set forth in the policy contract. 


Real Claim The American Automobile inaugurated a specialty claim service whereby various losses 
Service were settled by men expert in their particular line. For instance, one set of men adjust noth- 
ing but theft losses. They are experts in dealing with police departments, investigators, thieves 
and fences for stolen cars. Another set of adjusters handle nothing but collision losses. 
These are expert mechanics who have given particular attention to automobile work and deal 
therefore with the assured and the garage people from the mechanical standpoint. It 
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Automobile ? 


from the Standpoint of the Automobile Owner ? 
from the Standpoint of the Insurance Salesman? 


frequently happens that a repair man will endeavor to convince an assured that his damage 
is much greater than it really is. The American Automobile adjuster, by his expert 
mechanical knowledge, is able to satisfy the assured, as to the extent of his loss. Another 
set of men deal with property damage losses. These men know the law and can tell exactly 
the liability if such exists. Another set of adjusters confine their attention to personal injury 
cases under the liability coverage. They are expert in the law, experienced personal injury 
claim men, highly specialized in their work. Another set of men deal with fire losses. 
These men are expert in determining property damage, cost and value. 





In other words, the American Automobile does not send a general practitioner to handle 
all kinds of losses. It dispatches a specialist in his particular line. 


The American Automobile claim men do a large amount of educational service, espe- Educating 
cially where they find an assured is having more claims than seems natural. They diagnose the Public 
his case. They ascertain the cause of this claim frequency. In almost all cases they are able 
to correct the factor that is responsible for these claims. In other words these men are deal- 
ing with accident prevention and instruct owners and chaffeurs as to the proper care of 
pleasure cars and commercial trucks. They hold meetings with chaffeurs, giving them expert 
instruction as to the best means of avoiding injury and loss. The American Automobile has 
insured more nationally known fleet lines than any other company. It has therefore given 
particular attention to the educational feature of automobile insurance service. 


The American Automobile was the first company to introduce what is known as “road No Disap- 
bed collision” under its collision clause whereby the assured is covered in case his car is pointed 
injured while colliding with anything, without restriction. Another feature of the complete Policyholders 
coverage of an American Automobile policy is the loss of use under its property damage 
clause. This has always been included in the regular property damage coverage without 
additional charge. In its theft adjustments its service to the assured is particularly agreeable, 
delays being largely eliminated. 


AUTOMOBILE 


COMPANY 


LOUIS . Chas. W. Disbrow, President 
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Thefts—How to Prevent Them 


BY J. PURVIANCE BONSAL 


HE larceny of automobiles is a 

business. It became a_ business 

long ago, as soon as the profes- 
sionals discovered that it was profit- 
able. Today it is highly organized and 
will become more extensive and more 
perfectly developed as long as it con- 
tinues profitable. It is needless to call 
again to mind the practical methods 
and keenly developed plans which are 
responsible for the thief’s successful 
operation. All of us fully realize that 
as much genius and sagacity have been 
called into play by the thieves, as 
would be looked for in any highly de- 
veloped business. 


UT what of organized efforts to 

break up this nation-wide criminal 
practice? When measured by the same 
standards, all efforts appear ineffectual 
and amateurish. Our organization and 
plan of operation, as well as our re- 
sults, suffer by comparison. Under our 
present method of centering our activ- 
ity on recovery of stolen cars, with 
prevention of further thefts a mere by- 
product, we are running around the 
circle of Sure Loss, Discovery, and 
Probable Recovery, with the odds all 
against us. Is it not time for us to face 
the facts squarely and admit that the 
ever-increasing theft loss is proof of 
our inability to cope with the situa- 
tion with our present methods? Let us 
wipe the slate clean and deal with the 
theft losses as a new problem, analyz- 
ing it as a new proposition, forgetting 
for a time our present agencies for 
dealing with the situation. 
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J. Purviance Bonsal, president of 


the Maryland Motor Car Insurance 


Company of Baltimore, a company devoting its entire attention to insuring 


motor vehicles, has a splendid grasp of the situation. 
of the business, a keen observer and a clear thinker. 


in building his company up solidly. 
policyholders. 


HERE are two lines of attack open 

to us: One, Prevention, and the 
other, Cure. Our present efforts to 
cure the situation are directed mainly 
toward the recovery of the stolen 
cars, in order to cut down the loss ra- 
tio. Prevention means striking at the 
root of the trouble and stopping thefts 
before they start. The cure method is 
much more spectacular and immediately 
makes a showing on the profitable side 
of the balance sheet (and the tracing 
bureaus and police departments can- 
not be praised too highly for their ex- 
cellent work on car-recovery). But 
the prevention method of meeting the 


situation, if well organized and perse- 
vered in, will produce lasting results 
for the companies and the public. 


ROPHYLAXIS 


is the modern way 


of attacking any disease. Preven- 
tive medicine makes cures unneces- 
sary. The difference between our army 


disease death rate in 1917-18, as com- 
pared with Florida and Cuba in 1898, 
was purely a matter of prevention— 
stopping the trouble before it starts. 


A sanitary corps in the field can do 
more than an whole army of doctors, 
by removing the cause of trouble. 
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This is what happencd to 
a pergola outside of an apart- 
ment house in Winnipeg, 
Can., when joy riders lost 
control of a stolen limousine. 
The machine was going at a 
high rate of speed when the 
accident occurred, as will be 
seen by what happened to 
the cement pillars. 
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Mr. Bonsal is a student 
He has been successful 


It is held in high regard by its agents and 
His comment on the the 


ft situation will be read with interest. 

It is very plain what we should do 
to correct the automobile theft evil. 
We should follow lines of prevention. 
The cure will take care of itself. True, 
there is an enormous task before us. 
Car recovery can accomplish results 
by individual, isolated raids into enemy 
territory. But prevention of thefts 
means an assault upon the whole front. 
No permanent good can be accom- 
plished except by well planned action, 
carried through over a term of years. 


HE basis of the difficulty in curb- 

ing thefts is psychological. Re- 
duced to its simplest form it is: “The 
public does not take the automobile 
thief seriously.” The analogy (or 
rather lack of analogy) has often been 
crawn between the horse-thief and the 
automobile thief. One gets six years 
for a $200 horse, while the other gets 
six months for the theft of a $3,000 car. 
We shudder to think of what happens 
to the bank clerk who is surprised with 
a book shortage of a few thousand 
dollars. In front page column articles, 
he is pilloried before the public and 
the case is presented by the grand jury, 
while the more desperate criminal who 
forcibly breaks open a garage and 





— 
—— 
——J 

—= 
a 
ee 
— 
—s 





= 
ae 
a 
— 
—a 
— 
— 
a 
—— 
= 
—4 
_—— 
— 
~— 
— 
7 
at 
7 
ces 
—7 
— 
4 
— 
= 
— 
— 
= 
4 
—T 
— 
—4 
ss 
— 
el 
= 
— 
— 
4 
= 
= 
—— 
= 
4 
aS 
7 


TTT 





This view of the accident 
shows the car from another 
angle with the apartment in 
the background. Pictures 
from W. J. Fayrionville. 
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J. PURVIANCE BONSAL 


makes off with a car gets police-court 
handling and a few inches of newspa- 
per publicity under the title “Auto- 
jack Makes Rich Haul,” with his pic- 
ture showing goggles decorating a 
stylish Scotch-plaid cap. The “auto- 
jack” has been put in the class of 
“Raffles, the Gentleman Burglar,” and, 
in the public mind, is thought of as 
clever rather than criminal. 


HOSE fault is this? Can we blame 

it on the courts? Courts are only 
the expression of the people. They are 
the public conscience, in action. If 
public sentiment dulls the edge of court 
decisions, then laws are_ ineffective. 
Statutes without public support become 
mere legal lore. City blue laws of 1750 
are inoperative because the present 
public would have them so. Automo- 
bile thieving will remain a profitable 
business until the public conscience is 
awakened to the seriousness of this 
public menace. As soon as the press 
and the public mind classify automo- 
bile thieving as straight criminal lar- 
ceny, the professional automobile thief 
will become as much a novelty as the 
bank robber or pirate on the United 
States mails. There are already on the 
books ample laws to break up automo- 
bile thieving over night. All we need 
is a public appreciation of the nature 
of the crime. 


Now for the remedy! It is certainly 
within the province of the insur- 
ance companies to set about educating 
the public. The fire companies have 
always assumed the perogative of con- 
ducting “Better Building” campaigns, 
and campaigns of education in observ- 
ance of commonsense fire preventive 
measures. This is a natural function of 
the fire companies. By the same token, 
it is a natural function of, and good 
business for, the automobile insurance 
companies to awake the public to their 
opportunity and_ responsibility in 
checking the automobile criminal. I 
say “good business,” because the old 
adage is as true as it is old: He profits 
best who serves best. 


HE proposal is as follows: 

Let the National Automobile Un- 
derwriters Conference organize and 
direct a “Department of Publicity and 
Legislation.” 

2. As its directing manager employ 
a high-salaried, capable man of news- 
paper and advertising experience, such 
as used by the government during the 
war in carrying on its propaganda 
activities. 

3. Establish branches in a dozen of 
the major cities, spread throughout 
the country. 
4. In each 


city have a_ resident 
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The Greatest Casualty Company 





















Scottish Gnion and 


National 
Insurance Company 


Established 1824 





UNITED STATES BRANCH — HARTFORD, CONN. 
JAMES H. BREWSTER, Manager 


J. H. VREELAND, Asst. Manager J. H. McCORMICK, Supt. Agencies 
S. W. CORNWELL, General Agent 








Special Department for 


AUTOMOBILES 








FULL MARINE COVER CONTRACT: 


Fire, Theft, Transportation, 
Collision, Property Damage 








LATEST FORMS—LOWEST RATES—MOST LIBERAL RULES 
QUICK ADJUSTMENTS—FAIR DEALING 
CASH PAYMENT OF LOSSES 








BRANCH OFFICES AT 


HARTFORD NEWYORK CHICAGO SAN FRANCISCO 

















director, preferably of the newspaper- 
investigator type, accustomed to deal- 
ing with newspaper and police de- 
partments as well. 

5. Have a special sub-director, if ne- 
cessary, to actively develop and codify 
uniform legislation and be publicly 
known as an authority on automobile 
legislation. 


OW, what do we have? An organ- 
ization properly manned to dis- 
seminate such information, and influ- 
ence its presentation, as will awake the 
public to the social peril of the auto- 
mobile thief. An organization which 
shall deal with uniform legislation on 
automobile registration, thefts, etc. 
The function of the central office 
would be to manage the activities of 
the directors and furnish them with 
proper propaganda material. The sub- 
directors would co-operate with the 
newspapers in gathering theft infor- 
mation. It would be their chief activ- 
ity to try to bring home to police de- 
partments and to newspaper editors 
their public duty in giving § serious 
treatment to thefts and theft news. As 
soon as the newspapers caught the 
seriousness of our activity, editorial 
comment would reflect our efforts to 
awake the public. 


RINCIPAL cities throughout the 

country would largely influence the 
smaller cities. There is a very general 
“clipping” of large metropolitan dailies 
by the smaller papers. To influence the 
dailies of a dozen large cities would 
mean influencing the press of the coun- 
try. 

No effort should be made to keep 
secret our activities. Every action and 
policy should be open and seeking pub- 
licitv. The country is ripe for a strong 
concerted action and, if properly han- 
dled, the mere organization of the 
department would be a_ nation-wide 
ews item. 

No effort would be made to replace 
the excellent activities of the present 
detective bureaus. They fill an entirely 
different field and should work hand 
in hand with this new department of 
propaganda, 


DO not pretend td know the proper 

methods to be pursued by a depart- 
ment of this kind. The above are 
merely suggestions. But I do know 
that there is no force equal to the force 
of public opinion. And I further know 
that the newspapers largely mold the 
public mind. Further, I know that 
great things have been accomplished 
by proper methods of propaganda and 
there is no reason why we should ‘not 
lay hold of the same mighty forces and 
use them for the public good. 

Permanent results, of lasting bene- 
fit to us and and to the insuring pub- 





country tourists. 


















The National Underwriter 


lic would result from a few years of 
this sort of practical activity. Our 
car-recovery work could go on just the 
same. But back of it would be built 
up a force of public opinion, standing 
like a bulwark behind the laws which, 
if fully operative, can stamp out the 
automobile theft menace which now 
threatens the fabric of our public con- 
science. 

State license fees for 


in the United States 
$175. 


motor vehicles 
range from $6 to 





STOP THIEF! 


Back in the days when the West 
was rare, 

If a Bad Man lifted a body’s mare 

A hot wrath ran through the coun- 
tryside 

With a quick demand for the Bad 
Man's hide; 

For a plug purloined was a hostile 
deed 

And it didn’t square with the cow- 
man’s creed, 

A posse drew to the sheriff's shack 

And they all fell in on the filcher's 


track. 

No distance balked; to the West's 
renown 

They rode the trail till they ran 
him down, 

And it wasn’t a fine for the Bad 
Man then 

Or a brief sojourn in the comfy 
pen. 

Take it from me as from one that’s 
joe, 

I've read Bret Harte and I ought 
to know; 

They strung him up in the leafy 
wold, ~ 

And the steed came back to the 


owner's fold. 


But today from out of its customed 


cote 

Some rake of the rabble has 
frisked my boat, 

The motor that is my joy and 
pride, 

And I thirst like sin for the Bad 


Man's hide. 

The sheriff yawns and he begs to 
state 

That*the arm of the law will in- 
vestigate, 

3ut I know darn well that a boat 
retrieved 


Is never the same as the boat 
that’s thieved. 
They'll slip the pirate that 


wrecked my chaise 
A measly mulct or his thirty days, 
Or caution him not to filch anew-—— 
Which is what the sentence invites 
him to. 
We can tie to this as a wager, pal, 
That we'll miss our cars from the 
old corral 


Till the term dealt out for the 
crime appears 
A bit unhealthy for buccaneers. 


From American Motorist. 




















Photo from L. L. Sanders. 
This is one of those lonely spots on a country road familiar to cross- 


Because of the heavy growth of trees and bushes, it is 
simply impossible for the motorist to get a clear view of the railroad track. 
Just in front of the small house at the side can be seen the remains of a 
car belonging to a driver who did not “stop, look and listen.” 
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UTOMOBILE insurance, a line of profit to agents 
for several years, has been made even more attract- 
ive. The new country schedule makes the various 

forms of automobile insurance more saleable in smaller 
cities, towns and rural communities. The term policy 
not only improves the saleability of automobile insurance, 
but also helps reduce the cost of selling, thereby increasing 
the profit. The destruction of numerous cars in recent 
tornadoes make possible the addition of a tornado pre- 


mium and a consequent tornado commission to automo- 
bile insurance. 


The path of the automobile insurance agent has been 
improved. There has been a good roads movement on 


that makes greater speed possible for the insurance 
salesman. 


And the Pennsylvania, with an automobile department 
and a field force ever ready to respond to the needs 
of agents, offers to local representatives a vehicle to 


attain the maximum of speed in their drive for auto- 
mobile business. 


CECIL F. SHALLCROSS, President 


Independence Square, PHILADELPHIA, PA. 


Western Department 
Branch Office - 


ore Insurance Exchange, CHICAGO 
76 William Street, NEW YORK G. H. BATCHELDER, Manager 


ec y’ The Pennsylvania Fire Insurance Company 


Fire, Tornado and Windstorm, Automobile, Sprinkler Leakage, Riot and Civil Commotion and All Kindred Lines of Insurance. 


The honorable record of the past is a guarantee for the future to agents and policyholders. 
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Emphasizing the 


BY CHARLES 0. GOODWIN 


Charles O. Goodwin is manager of the automobile department of the 


“Regardless of the car a man drives, 
he takes a pride in its performance.” 
“Americans like big’cars. * * * He 
wants something as big as his neighbor, 
even if it does not cost as much money. 
* * * Jf it is a low-priced car he wants 
it to perform as well as or better than 
other cars of its price and perhaps even 
as well as cars costing more money be- 
cause of their superior upholstery and 
trimming. 
AD we been asked merely to epit- 
H omize what has happened to the 
automobile insurance business we 
would content ourselves with the first 
quotation given above, but an epigram 
would hardly cover the situation, and 
then, too, epigrams are like automobiles 
—they sometimes backfire. So we not 
only give the epigram, but a further, 
and perhaps more enlightening quota- 
tion, both taken from the automotive 
number of a nationally known maga- 
zine, and we follow here with our own 
viewpoint of the situation as we see it. 


N our first analysis, we might as well 

frankly say that we believe the auto- 
mobile insurance business has choked 
itself trying to swallow the list price 
classification for making rate sched- 
ules. The list price of an automobile 
has nothing whatever to do with its 
inherent fire hazard, and the fact that 
the companies themselves have seen fit 
to change the list price classifications 
in different parts of the country might 
be cited as proof of this fact, also as 
proof that the list price classification 
is an arbitrary one. Ina general way, 
it might properly be said that the 
cheaper car has a greater inherent fire 
hazard, due mainly to the rapidity of 
construction, and yet this is not always 
true, for one car of a given price may 
have a uniformly good record, while 


Central National Fire of Des Moines. 


Human 


He entered the insurance business in 


1906, spending five and one-half years mostly as an adjuster, with some field 


experience, traveling 80,000 miles in Iowa. 


He became the editor and pub- 


lisher of a county seat paper in 1911, continuing in that work until 1918 when 
he sold his paper to go overseas, spending thirteen and one-half months in 


France and Germany. 


Shortly after he returned home in September, 19109, 
he took his present position with the Central. 


His country newspaper ex- 


perience brought him into intimate contact with rural conditions and gave 
him especial insight into the possibilities of rural and small town automobile 


Insurance. 


another make of the same list price 
may be down on the records as a “bad 
actor.” 


HE list price classification is a relic 

of the infant days of the automobile 
industry and is just as much out of 
place today as would be the president 
of one of our large insurance com- 
panies were he to come down to his 
office some morning wearing a pair of 
rompers. The list price classification 
no doubt served its purpose when the 
companies needed to gather experience 


-and information, just as rompers serve 


a child learning to walk, but the auto- 
mobile business has grown into one of 
the leading half dozen “big businesses” 
of the land and the insurance end of 
the game must put on a man’s clothes if 
it expects to do a man’s business. Hav- 
ing discarded our list price classifica- 
tions, where do we land? The answer 
is either the adoption of the analytical 
schedule, with its still complex rates, or 
a graduated rate schedule just as is now 
done with farm property, town dwell- 
ings, and many other classes of insur- 
able risks. 


HAT of the analytical schedule? 

We confess it is working along 
sane lines, and some day may be 
brought about, but it lacks one vitaliz- 
ing fact—it overlooks the human ele- 
ment, just as the soviet overlooks it. 
We who work with figures and rates 
are often prone to pride ourselves that 
we deal in an “exact science” and we 
say that “figures don’t lie.” but the 
writer is inclined to the belief that the 
old farmer was more than half right in 
his observation when he said, “there are 
three kinds of liars—plain liars, d n 
liars, and statisticians.” 

If the analytical schedule can suc- 
cessfully be put into operation with the 
owners of the 7,500,000 autos now run- 
ning in this country, then we have mis- 
judged the average local agent and the 
average auto owner of the northern 
half of the great Mississippi Valley, in 
whose territory, beginning with Ohio 
on the east and ending with Colorado 
on the west, and with Kentucky and 
Missouri as the southernmost states, 
can be found practically one-half of all 
the automobiles in the United States. 
Not only is the greatest number of cars 
to be found in the territory outlined, 
but the greatest density is found there 
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also. Iowa leads with a density of one 
auto for every 6.2 persons, or eight to 
the square mile, followed with a den- 
sity of 6.5 in Nebraska; 7 in South Da- 
kota; 7.1 in Kansas; 8.1 in Montana and 
9in Minnesota. The other states in the 
territory outlined follow Minnesota in 
close figures and, with one or two ex- 
ceptions, no other state in the Union 
equals the auto density of the states 
which comprise the northern part of 
the great Mississippi Valley. 


HE greatest merit of the analytical 
system lies in its relation to the fu- 
ture of the automobile insurance busi- 
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ness, and it might properly be termed 
the building code of the automobile 
business. Surely, if the manufacturer 
of an automobile cannot be convinced 
that it is to his interest to build a car 
with a decreased inherent fire hazard, 
then what hope is there of spreading 
the analytical schedule over the 8,- 
000,000 automobiles that will be run- 
ning in this country before the middle 
of the year? Before the analytical 
schedule can be successfully applied to 
the automobiles now running, it will be 
highly worth while to give the average 
insurance buyer, as well as the aver- 
age insurance agent, an analytical edu- 
cation, by giving him an analytical rate 
on his dwelling, his household goods, 
his farm home, his farm barn, his farm 
machinery, and all the individual things 
he owns and insures, instead of classify- 
ing them, as now, under a few group 
headings, or styles of construction, 
charging therefor a class rate, taking 
no account of furnaces, stoves, chim- 
neys, individual construction, or 
whether the children play with matches 
or the wife lights the morning fire with 
gasoline. And when this is done, we 
also expect to see barbers give a re- 
duction for the bald spot in the price 
of haircuts and fat peopie will pay 
street car fare by weight. 


HE analytical schedule is primarily 

for the city auto owner, not only in 
its scope, but also in its possibilities of 
development, and it immediately be- 
comes secondary when applied to the 
great number of auto owners who live 
far from the city’s borders. There are 
hundreds of thousands—yes, a million 
or more auto owners—living in the ter- 
ritory we have defined, who never drive 
their cars to a city worthy the name, 
many of them living from 100 to 200 
miles from any city. Their habits of 
life, their modes of thinking, their very 
associations are directly opposed to the 
analytical scheme of anything, whether 
it be insurance or any other phase of 
business and its relations to them. Yet 
the vast majority of these auto owners 
can be insured, and they are willing to 
pay a reasonable price for their insur- 
ance, but this insurance cannot be sold 
to them by agents who know as little 
about the automobile rate schedule as 
a child knows about the multiplication 
table the first time he sees it. 


HAT the complex auto schedule in 

use has not held the insurance busi- 
ness is a fact too well known to need 
discussion here, so what follows? Let 
us illustrate. We have in mind an 
agent in a small city of 10,000. and 
writing a large volume of business, but 
very little of it is auto business. We 
asked him why he wrote no auto busi- 
ness and he replied, “The standard 
rates are so complex that by the time 
an agent has waded through them he 


has wasted time and energy enough to ° 


have written several good mercantile or 
farm risks.” We asked another agent, 
living in a county seat town of 3,000, in 
a splendid farming community, if he 
wrote much auto business. His reply 
was, “I have 23 old line companies in 
my office and each and every one is 
pounding me on the back for auto busi- 
ness, yet it is an absolute fact that over 
80 percent of the cars in this county 
are not insured.” 

Contrasted with the above two, we 
have in mind two other agents. The 
first lives in a small country town of 
only 800 and he has on his books over 


*500 autos, practically every car written 


for a term policy, and the rates at 
which he wrote his business do not 
vary radically from conference rates. 
We asked him what his troubles were 
and the answer was, “We have none 
except an inclination to stay at home 
when the weather and roads are bad.” 
The second agent lives in a larger 
town and does a good volume of busi- 
ness, both fire and auto, and he replied 
to our inquiry that he could not insure 
cars at the standard rates, as they were 
“too high.” Then he enclosed a grad- 
uated rate schedule in a non-confer- 
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ence stock company and, to our sur- 
prise, we found his lowest rate was as 
high as the standard rates, and he was 
getting a top rate of 5 percent. These 
rates were not quoted in percents, but 
in dollars, each amount of insurance 
having its individual premium figured 
out, and the question of the percent 
never arose between the agent and the 
assured. 


HIS brings us to what we believe is 

the solution of the present situation 
with the auto insurance business, and 
the answer is the graduated rate sched- 
ule and a development of the field. 
Those who have the desirable cars to 
insure have been educated away from 
the analytical system, not only by the 
conference companies themselves, but 
also by the vast number of mutuals and 
inter-insurers which have sprung up 
in recent years. To attempt to adopt 
an analytical schedule for the great 
Mississippi Valley, as conditions exist 
today, will give the company with such 
a schedule about as much business as 
Nero had when Rome was burning. 

We know the graduated rate sched- 
ule, without any abrupt breaks such as 
can be found in the present list price 
classincation, has met with strong oppo- 
sition, but we need only to point to the 
vast life insurance business, all written 
on the graduated rate schedule plan, 
with premiums and everything else fig- 
ured out so that both the agent and the 
assured can see what he is getting and 
what the cost will be. And we doubt 
if the average automobile presents any 
more varying hazards than does the 
average man who has been accepted by 
a life insurance company. 


T is charged that the graduated rate 

schedule does not penalize the “no- 
toriously bad actors.” That is true, 
unless known “bad actors” are penalized 
just as known bad cities are now pe- 
nalized. But, neither does the list price 
classification give credit for the cars 
with proven good records. And it 
sometimes happens that the mere 
changing of a body on a certain car, 
thus throwing it into a higher list price 
class, will give a reduction of two- 
thirds in the rate. Yet the hazard has 
not been changed an iota. No rates 
will ever work absolute justice, and 
neither can any rate ever be entirely 
scientific in its construction, but the 
question involved is not so much that of 
pure rate making, as it is a matter of 
salesmanship. 

On what other basis can the fact be 
explained that companies operating in 
Iowa for years, and having vast agency 
plants, were able in 1919 to write only 
a small volume of auto insurance, some 
getting only $5,000 to $10,000 in premi- 
ums, perhaps a few around $15,000 to 
$20,000, and one, we believe, getting 
$25,000? Contrast with these figures the 
results of other companies, not using 
the list price classification, who secured 
from six to a dozen times these vol- 
umes of auto premiums, at rates not 
greatly differing from the new confer- 
ence rates. We repeat, we believe ‘it 
becomes a question of salesmanship, 
and by “salesmanship” we mean finding 
the needs of a customer and then sup- 
plying them, letting the matter of re- 
forming the business adjust itself grad- 
ually. 


N spite of the fact that in 1919 40 

percent of all the fires in Iowa were 
on town dwellings, and another 15 per 
cent were on farm dwellings and farm 
barns, and in spite of the fact that some 
companies writing business in Iowa 
have had loss ratios of more than 100 
percent, there is not heard a single 
voice asking for the application of an 
analytical schedule to town dwellings, 
farm dwellings and farm barns, penaliz- 
ing “bad actors,” giving credits for good 
construction, good chimneys, the ab- 
sence of children who play with 


matches, and the many other contribut- 
ing hazards of Iowa’s 1919 fire losses. 

We do not say this will not come to 
pass some day, but it will be brought 
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December 31, 1919 
Paid Up Cash Capital................ $1,500,000.00 


ASSETS 
nrted States Diberty Goan Bonds « «.....0.0.55.05.050 oor ss cew vse ee $1,362,500.00 
Federal Land Bank Farm Loan Bonds... ;........00...:.....0.. 35,350.00 
U. S. Government Certificates of Indebtedness............... 220,000.00 


Biate-and Mleacipal ORS «6c. 5s occ cas ceeccwe csecenevieescce 1,513.070.00 


SCENE AKL “TRE TMNT TESONES 206 sos cosine ocdsecascdesuwsedesnies 757,880.00 
PREC GANT ROT SUS sso 660s cm Seb ou kdaie sas cw seid coe ceeex 425,577.00 
Real Estate....... pret ani ARE A RC eh ONT pn Ra 335,304.40 
Unpaid Premiums Subsequent to Oct. 1, 1919................. 931,567.88 
COPS To ©) i tte lee 6 0) |e ee ee a VO 550,158.53 
PEIN BATCHES AN TRORES 5 oo 5566 6 ais.55ia ods one GaSe dae a ee's 46,187.80 
URINE LR 28th hae a Bae ou cee ee ony Ouuines awa ew 61,324.25 
ve ES Big RCE, A DS) SO BS AS $6,238,919.86 
‘ LIABILITIES 

PUPOMNRININ PRR ROT RE ooo oc sis ow sla a ok ke nile b Swe oa ewe ae ee aioe $2,252,777.63 
ROUISREES MIRO het sine ok «abtokancs dace. cceseRaasenaee ce 1,412,982.74 
Speer are Cae A SMNISISEMEIINIS 2 oon. acco os are cide She bs te dueanee eur 240,356.21 
Reserve Tor DORES: WE ANN 9L0 5 66 osc 6osuisc cobsduineseeswesner ce 124,110.84 
REPSOL WO SGT MOTIOE AAAIIEMURES 5.6 5 sos oo os ales’eeciaianc ou 03% 0 00:6 75,778.69 
IOtAl) TABU MILIEG HERCCIE AOMIIEAN So io 55 9c oss k ls ssw ene s aekwrearaie es $4,106,006.11 
Surplus over Capital and all Liabilities........... $ 632,913.75 

UE MERTON Lon. 4s Rasa chs coscewininc or ewnisee anaes 1,500,000.00 

Barlis £O POUCyHONGCTS ok o25<5 o~acccsawesccbeskneus oe sheet $2,132,913.75 
OE Ree a OS roe fet es AED Qn, en Oe ee ROE ey $6,238,919.86 


In addition to the Assets shown above, the Company has other Assets 
of $143,439.69, consisting principally of uncollected premiums and accounts 
receivable which it considers good, but which under the statutes of the 
several States cannot be admitted by Insurance Departments. These 
Assets added to those shown above gives the Company a 


Book Surplus of $776,353.44 


and a 


Surplus to Policyholders as shown by the 
Books and Records of the'Company of $2,276,353.44 
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about gradually and only after a cam- 
paign of proper education. In the 
meantime, the companies all know that 
Iowa business, as well as the most of 
the business of the great middle west, is 
profitable for the companies at the old 
class rates if the business is developed 
until the average is secured. The in- 
herent hazards, such as poor and good 
construction, furnaces, stoves, chim- 
neys, new or old roofs, occupancy and 
carelessness or carefulness, plus many 
other factors that cause fires, are all 
gathered into a few classes as applied 
to the large volume of profitable busi- 
ness received from town dwellings and 
contents, farm dwellings and farm 
barns and farm property. That the 
automobile business of the great rural 
middle west is capable of the same de- 
velopment, and can be made to produce 
profitable results under a rate sched- 
ule less complex and less inconsistent 
than the present list price classifica- 
tions, is our firm belief. 


E have heard it said that figuring 

out the premium for the agent and 
the assured is child’s play. Perhaps so, 
but how many men would buy life insur- 
ance if the solicitor had to carry a 
scratch pad around with him and figure 
out each rate while the prospective cus- 
tomer waited for him to make the cal- 
culation? We think we know something 
about the average country insurance 
agent, and also something about the 
rural and small town insurer, and we do 
not hesitate to say that we believe the 
demands made upon the time of the 
average country agent, and also upon 
the farmer during the time when his 
property is most likely to be insured, are 
not equalled in many city offices. The 
average small town and country insur- 
ance agent does not devote his entire 
time to writing insurance, as it does not 
pay him enough for his living, and he 
does not keep office hours from 8 to 5. 
Neither does the farmer begin his work 
at 8 and quit at 5, and the insurance 
agent who goes soliciting business with 
a scratch pad in his hand on which to 
figure rates comes under the old adage, 
“He who hesitates is lost.” 


W E have seen good producers in coun- 
try territory follow the plow, the 
corn planter, the mower or some other 
farm implement, around the field as they 
talked insurance to the man who held the 
lines. We have seen the agent jump in 
and make an extra hand at a crisis, have 
seen him help feed the live stock, help 
hitch the team, help snap the corn, help 
do this, that and a hundred other things, 
and again we have seen him sit down 
and quietly solicit his business in a busi- 
nesslike way, but the “go-getter” in the 
small town and country territory is the 
man who is ready for any emergency. 
He seldom ever has a risk walk into his 
office unsolicited, and he does not know 
what a broker looks like. And this is 
the agent who controls that vast country 
business which, after all, is the most 
profitable that any company ever put 
on its books, and it is not an excessive 
statement when we say that five average 
assureds know they insured with Jones, 
or Smith, or Brown, where one assured 
knows what company he is in. 

The automobile insurance end of the 
business must discard the crank and get 
a self-starter. Recently we attended one 
of the largest auto shows in the country 
and we asked dealer after dealer for the 
price of his car. Not a single dealer 
quoted us the list price, following it up 
with the statement that the war tax 
was so much, freight so much, unload- 
ing so much, and all that, but without 
exception each dealer in that show told 
us the exact amount of money we would 
have to pay to become the owner of his 
ear and drive it off the floor. That is 
the way the auto owner buys his car 
and he wants to buy his insurance the 
same way. And he not only wants to 
buy it that way, but he is buying it 
that way for the most part. 


HERE are a number of other con- 

tributing factors for the present situ- 
ation, which might be treated at length, 
but space forbids. However, it is not 
amiss to say the opinion prevails among 
too many agents that too many compa- 
nies have carried auto insurance merely 
as a side line, or only as an accommo- 
dation to them. Consequently they have 
added to their agency stock companies 
devoting their whole efforts to the auto 
business, and in a great many instances 
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the agents have taken on mutuals and 
interinsurers. And many of these agents 
say their action was a matter of neces- 
sity and not of choice. Many cld-line 
special agents will say that it is this 
side line tendency in the automobile in- 
Surance business that is responsible for 
many of the present ills, while not a few 
of the older specials are frankly glad 
such has been the case, for they have 
had their years of training as fire spe- 
cials and “do not care to be bothered 
with the auto business,” 


NOTHER trouble might be termed 

the arbitrary rulings that have been 
made in the application of rates to terri- 
tory, or special hazards. Take the pen- 
alty territorial restrictions, for example. 
Sioux City, Ia., is a penalty city and 
Woodbury county is also made penalty 
territory. It so happens that Woodbury 
county is about 50 miles long and Sioux 
City is in the northwest corner, and the 
application of the penalty territory to all 
Woodbury county means the following 
inconsistency: A farmer living just 
across the road from the city limits to 
the north of Sioux City happens to live 
in Plymouth county, and so enjoys the 
country rate, and the farmer who lives 
just across the Missouri river in Ne- 
braska also enjoys the country rate, but 
all the auto owners of Woodbury county, 


some living over 60 miles away from _ 


Sioux City, pay the penalty rate. 

The same condition prevails in half a 
dozen or more places right in the middle 
west, yet the very companies which have 
placed such a rule in effect here have 
seen fit for months past to place a five 
or ten-mile zone around the penalty 
cities of the Pacific Coast. There is one 
city in the middle west which has a pen- 
alty zone 150 miles in extent under the 
county penalty ruling. Can one imagine 
Hartford, Conn., or Springfield, Mass., 
being penalized for conditions down on 
Broadway? Yet Hartford and Spring- 
field might just as fairly be penalized. 
We mention this matter for it happens 
to be one of the things which have given 
the mutuals and interinsurers the key 
to strategic territory, and thus they have 
been able to start another circle of in- 
fluence, which is their very life-blood. 


ITHOUT desiring to criticise in the 

least, we might sum the whole sit- 
uation up in the frank statement of the 
automobile manager of one of the larg- 
est insurance companies in the United 
States, who said recently, “We larger 
companies ofttime go through difficul- 
ties by our sheer bigness. We have a 
good year, stockholders, directors and 
officers are satisfied, and not until we 
are severely bumped do we realize that 
something has happened.” The auto in- 
surance companies, large and small, have 
followed a system in the list price clas- 
sification which was not capable of the 
expansion necessary to hold the automo- 
bile insurance business. The larger 
companies could lose the business with- 
out feeling it unduly, while the smaller 
companies had not much to lose, and all 
woke up together to find they were tak- 
ing some other fellow’s dust, and the 
other fellow was not always particular 
about saying, “Excuse me!” Merely re- 
ducing rates under the antiquated sys- 
tem of the list price classification is only 
“putting new wine into old bottles,” and 
it was said 2,000 years ago that men do 
not do that, 


HE remedy, as we see it, lies in the 

development of the vast automobile 
field, even to the extent of pioneering 
and a radical change from the list price 
schedule. And the graduated rate sched- 
ule is both pioneering, and also radical, 
but it has the added value that it per- 
mits writing into the new rates the ex- 
perience obtained by the companies dur- 
ing the past years. Furthermore, it can 
be sold, first, to the local agent who con- 
trols the business, and, next, to the 
average auto owner who has the money 
to pay the premium. Mahomet con- 
ceived a new religion one day and in his 
efforts to “sell” it to his fellow men he 
ordered the mountain to come to him. 
But the mountain came not, so Mahomet 
got up and went to the mountain, and 
the strange thing is, that he took his 
followers with him. The mountain of 
automobile insurance, with all its vast 
richness and wonderful capabilities of 
development, has refused to move at the 
word of command. Shall we sit in our 
seats and futilely command further, or 
shall we go to the mountain and take 
our followers with us? 


Public schools of Minneapolis, Minn., 
are teaching motor tractor operation. 
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Premiums. 


mobile insurance. 
One agent said: 

find automobile insurance so much 
easier to sell because the public, 
through the process of education, is 
accepting this valuable form of protec- 
tion with such a better understanding.” 

“But I find automobile insurance so 
much harder to sell each year,” added 
the other agent, “as the public, through 
the process of competition, has been 
educated not to accept the first thing 
offered.” 

It is easy, here, to pick the success- 
ful salesman. 

All of which stresses the fact that the 
successful automobile insurance sales- 
man of today is the agent who can sell 
—and to be able to sell automobile in- 


Tso agents were discussing auto- 


“Each year I 


surance today, an agent must first 
thoroughly understand the possibili- 
ties of his offering. The public 
are not accepting the first thing 
offered simply because the other 
fellow—the successful agent—can 
show them better protection. He 


can with his trained selling abilities 
convince the prospect that higher lim- 
its or combined coverages are more ade- 
quate for the risk on hand. Or if the 
prospect is financially limited he can 
with his salesmanship and knowledge 
suggest the most valuable coverage to 
be applied for the amount to be ex- 
pended on automobile insurance pro- 
tection. The successful automobile in- 
surance salesman of today is the one 
who thoroughly knows what he has to 
offer—and then sells it! For automo- 
bile insurance has not yet reached the 
stage where it is asked for over the 
counter. 

IABILITY, collision, fire and theft, 

property damage and personal ac- 


Prospects and Publicity 
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office paper and a frequent contributor of articles on insurance, advertising 
and letter-writing to various business publications. e 


cident insurance are as needful to the 
motorist as life insurance to the widow 


—yet how many motorists (like wid- 
ows) are found to be inadequately in- 
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sured with the proper forms of cover- 
age? Nearly all carry insurance—but 
as a rule only those sold by some good 
agent are to be numbered among the 
ones properly protected. And every 
assured on your books not carrying full 
coverage is a live prospect for more 
business. 


DMITTED that it takes salesman- 

ship to place automobile insur- 
ance, one of the most important fea- 
tures to the ambitious agent is to find 
frospects. As stated, every policy- 
holder is a prospect for further busi- 
ness—but in addition, the number of 
policyholders must be increased. Con- 
sequently the agent who can find the 
most prospects is the one who has the 
greatest opportunities for selling in- 
surance. 

Through the medium of state reg- 
istry and municipal books nearly all 
agents have access to a list of nearby 
automobile owners and while this in- 
formation is helpful it is not sufficient 
enough to encourage the procurance of 
a great deal of new business as the 
larger percent of car owners will be 
found already tied up with some agent. 
The next most helpful information in 
lining up prospects is in a list of new 
automobile purchasers. Some agents, 
through friendship and others through 
special arrangement, manage to secure 
from automobile salesmen the names 
of such new purchasers. This, of 
course, furnishes a live list of pros- 
pects. 

HE plan of one successful auto- 
mobile insurance salesman went 
even further than this. For prospects 
he compiled a list of future automo- 
bile owners! Here he had a fresh 















SATE Te nT TTT TTTTT 


W. S. Alley, 


Mr. Agent: 


MORE VALUES—MORE NEED 


As automobile values increase the need for insurance 


becomes greater. 


An automobile now is a treasure and worthy of every 


form of insurance — FIRE, 


PROPERTY DAMAGE. 


THEFT, COLLISION and 


Our Automobile Department is equipped for the best 


of service. 


THE MERCANTILE INSURANCE COMPANY OF AMERICA 


76 William Street, New York 


CECIL F. SHALLCROSS, President 
VICE PRESIDENTS: 


E. T. Cairns, 
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Automobile Insurance Number 





Greatoaslem Incorporated 1892 


Week. VERY insurance company has an individuality. 

Bese) It stands forth with a definite marking. 

lh | Pere ae 

my;  I|wo important factors in business building 

~ have been prominent in the career of our 
company. 







ye 


1. High Grade Agency Service. 
2. Satisfactory Claim Service. 


The Home office management seeks to keep 
in intimate touch with its producers, studies 
their needs and meets the demands to the 
utmost of its ability. 


‘55 JOHN ST. The claim department is in the hands of 
men of experience, character and tact. They 
NEW YORK seek to follow the honorable, fair and equitable 
: course. Claimants receive just treatment, 
as. - site promptly and intelligently administered. 
THOMAS H. DARLING - -_ Secretary 
C. CLARK HOWARD - Agency Director These two important characteristics have 


served to make staunch friends for this 
company. Satisfied agents and policyholders 
are its best advertisers. 


Over Four and one-half Million Dollars Patd 
to Policyholders. 


If it is your desire to make an agency connection which 
will prove a valuable addition to your business, communi- 
cate with us. 


Our Lines 


AUTOMOBILES — TEAMS AND GENERAL LIABILITY 
ACCIDENT -— HEALTH — BURGLARY — PLATE GLASS 
























































































NATIONAL LIBERTY 


INSURANCE COMPANY 


OF AMERICA 


Organized in the City of New York in 1859 





OVER $10,000,000 IN ASSETS 





AUTOMOBILE INSURANCE 


Fire 


Theft 


Collision 


Property Damage 
Tornado 
Lightning 





Attractive policies covering dealer’s risks, 
manufacturer’s output and commercial fleets. 





Don’t stick to the Earth— 
There are commissions in the Sky. 


Send for particulars regarding 


VIATION INSURANCE 





SOUND RELIABLE PROTECTION 
‘““SUPERIOR SERVICE” 


Head Office: 


62 William St. 
New York 


Geo. B. Edwards, President 


Western Department: 
207 N. Michigan Blvd. 
Chicago 
C. H. Coates, Manager 
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pick all to himself. To work up this 
list was not an easy matter—though 
it was a successful move. In fact the 
classification was a_ slow. process. 
First he obtained a copy of the muni- 
cipal automobile register giving the 
names of all who had taken out auto- 
mobile licenses in his locality. Next 
ke took a city directory and carefully 
checked the name of each resident 
against those shown as automobile 
owners in the municipal register. The 
remaining unchecked names then gave 
him a working basis. As the list in- 








DO YOUR MOTOR ACCESSOR- 
IES INCLUDE— 


Means of Protection against 
loss by— 


FIRE 

THEFT 

COLLISION 

PROPERTY DAMAGE 
PERSONAL ACCIDENT @ 


If not, order such “‘insurance 
equipment” from 


Williams & Gillette—Agents 











cluded the name and address of each 
person and his occupation this agent 
was able to go over the names with 
care and copy off all those who in 
his judgment appeared as_ possible 
future purchasers of automobiles ac- 
cording to the work in which they 
were engaged. Then by checking the 
list a third time with the telephone 
book, to see whether these people he 
kad picked for prospects owned tel- 
ephones, he arrived at a reasonable 
classification. 


O this list he sent his card, a 
folder on automobile insurance and 
the following brief form letter: 
Dear Sir: 

Sooner or later you will, no doubt, buy 
an automobile. 

And when that time arrives it will 
mark quite an event with you as it does 
with every one else. 

Few folks buy automobiles in a hurry. 
The amount involved is too big. Buy- 
ing a car is not an every day matter. 

But automobile accidents are an every 
day matter. 

That is why I enclose my ecard and 
explanatory booklet. Once you spend a 
lot of money on an automobile, be pre- 
pared to guard-the investment with in- 
surance against fire, theft, collisions and 
law-suits. 

That is my business—Insuring Auto- 
mobiles. 

When you buy yours, may I serve you 
in this direction? 

Yours very truly, 
AGENT 

Of course this agent didn’t stop 
here. He followed up this list with 
other literature at later periods and 
also kept the list handy. For by care- 
fully watching the newspapers for 
news announcements an_ occasional 
notice was found regarding a promo- 











tion, or a new partnership, an election 
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cr some item of progress which in. 
dicated a possibility of the person 
named purchasing a car. A reference 
to his list soon showed whether the 
person mentioned already owned one 
and if not this agent dispatched a 
letter or made a call. 


NOTHER agent of enterprise who 

looked upon every motorist as a 
possible prospect carried out a rather 
unique plan during the spring and 
summer-time when he himself motored 
quite a bit. While his plan never 
produced any direct results, he was 
such an aggressive producer and ad- 
vertiser that he merely included the 
scheme as another means to an end 
and in this particular form the pub- 
licity was inexpensive, yet novel, 
Whenever he and his family would 
motor to some mountain resort, pub- 
lic park or place of history where a 
“visitor’s register” was in evidence he 
would glance through the register for 
the names of all folks recorded from 
his locality. To these names he would 
mail a souvenir postcard, purchased 
at the place, after inking in a mes- 
sage something like this: “I hope 
you enjoyed the trip to Mount Tom 
as much as I did. But it is a danger- 
ous ride these ‘road crowded’ days, 
I'd never do it without liability  in- 
surance. Hope you did’nt. Fred J. 
Smythe—Automobile Insurance.” 


OST agents will admit that auto- 

mobile fire and theft insurance is 
tairly easy to sell. Collision insurance 
is harder to place, property damage 
still harder and liability insurance the 
most difficult of all, despite its essen- 
tial value. Several successful agents 
in New England have found women 
automobile owners to be good pros- 
pects for liability insurance. An ap- 











We Are “‘Cranks’’ On 
Automobile Protection 


It is our business and we know 
from observation and experi- 
ence that it is the unprotected 
motorist who is responsible 
for all the talk on the High 
Cost of Motoring 


If YOU are running low on 
Insurance Protection—call on 


Williams and Gillette 


Agents 











proach in this direction discovered 
that the reason so few women carried 
automobile liability was due to their 
lack of realization as to their respon- 
sibilities in this direction. Men, 
claim these New England agents, are 
more familiar with the severity and 
seriousness of lawsuits and better un- 
derstand the value of insurance pro- 
tection against them—yet are harder 
to sell! Women once they under- 
stand the hazards are less willing to 
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Our Agents Issue Y 5 oe 
Auto Policies in all Branet ACS 
Fire, Theft. Collision 


and Property Damage. 


Rates as Low Liberal Adjustments 
as the Lowest Indemnity Surpassed 
Prompt Service by none 
























Will One Car Owner 
Tell Another? 


F ONE car owner 
has a better tire, a 
better spark plug, 
better look or a better 
appliance for his car 
he'll tell his friends, his 
acquaintances, his 
_ dealer. 


acquaintances, his 
dealer. 





That’s advertising that 
pays big and costs 
nothing. 


Agents of the Ohio 
“Casualty Insurance 
Company are profiting 
by one car owner tel- 
ling another about his 
Satisfactory policy. 


If one car owner has a 
betterinsurance policy, 
he’ll tell his friends, his 


| The 


OHIO CASUALTY 
INSURANCE COMPANY 


B. D. LECKLIDER, 
President 


HOWARD SLONEKER, 
Secretary and General Manager 


HAMILTON, OHIO 























Offers the best in Automobile Insurance 


Complete Cover Policies, Insuring owners against loss by 
fire, tornado, theft, collision or liability for injury to 
people or damage to property of others. 























take chances and when properly ap- 
proached immediately put in an “app.” 


i addition to devoting a reasonable 
amount of time towards producing 
new prospects the successful automo- 
bile insurance salesman will also re- 
serve sufficient time for premium col- 
lections. With insurance companies 
insisting more and more upon receiv- 
ing the earned premium for all re- 
ported “Not Taken” policies over 60 
days old, it is worth the effort of 
every agent to collect his premiums 
promptly—on policy delivery if pos- 
sible—so as to avoid a later return of 
the policy for some inexplicable rea- 
son or other by the assured. In fact 
punctual premium collections will aid 
the agent in every way. Prompt pre- 
mium collection will give the agent 
more working time to devote towards 
getting new business, increase his 
standing with the home office or the 
reporting office, aid the efforts of in- 
surance companies in general and edu- 
cate policyholders to their just ob- 
ligations. The assistance of every 
agent is needed to help convince pros- 
pects that insurance is not sold on an 
“on trial basis” but instead is a serious 
contract in which the company indem- 
nifying stakes a large sum, the liabil- 
ity and reserve carried, against a 
trifling fee, the premium asked for. 
And as every policy issued adds to a 
company’s liability it is only reason- 
able to expect a prompt premium te 
cover carrying the added liability and 
the agent himself should expect to 
collect a prompt commission for nego- 
tiating such an important contract in 
which the liability for accidents is 
transferred to someone else. 

As every collected premium means 
a collected commission an occasional 
special effort along this line is highly 
justified. Premiums should not, of 
course, be forced at the expense of 
losing the business but the agent col- 
lecting tactfully will find himself re- 
spected for the action. 


O accomplish this does not always 

mean personal calls. Many times 
a “forgotten premium” can be secured 
with a reminder of some kind. The 
representatives of the Automobile of 
Hartford, for example, aid their col- 
lections with a small leaflet about 
three inches wide and two inches high. 
On the front page of the leaflet is a 
picture of an oak leaf printed in green. 
On it is this wording: “Turn Over A 
New Leaf.” As the delinquent assured 
receives this notice he naturally “turns 
over the leaf” and then continues to 
read the inside message. “In Your 
Checkbook and Draw A Little Pre- 
mium Money in Our Favor, Please.” 
These last words are printed on a 
sketch of pocket checkbook opened 
up. The leaflet while attractive and 
suggestive does not give offense. 


ELL chosen stickers are an aid 

in this direction, although they 
should be used with great discretion. 
The assured who fails to resporid to 
the first notice is not necessarily a 
“dead-beat.” Finally illness, pressure 
of business or even death in the fam- 
ily may have prevented his settlement 


and an ill-chosen collection sticker 
might even further complicate mat- 
ters and spoil all chances for the 


agent ever collecting the premium. 


Following are some specimens of 
diplomatic wording used by some 
automobile insurance agents in 


and which they apply 
“second” 


sticker form, 
to renewal notices and on 
premium notices: 


A PELICAN WOULDN'T MIND THE 
SIZE OF THIS BILL, BUT— 

PELICANS AREN’T IN THE 
ANCE BUSINESS. 


INSUR- 


WITH DUE RESPECT FOR YOUR 
POLICY WE MERELY INQUIRE FOR 
THE PREMIUM AS IT IS NOW DUE. 


THERE IS MORE DRAWING POWER 
IN A PEN THAN IN A MAGNET. YOU 
CAN PROVE IT BY DRAWING A 
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LITTLE PREMIUM MONEY IN OuR 
FAVOR. 

OUR SIGNATURE ON YOUR POLICy 
GUARANTEES OUR OBLIGATION 1 
YOU. YOUR SIGNATURE ON A CHECK 
FOR THE PREMIUM WILL a 
TEE YOUR OBLIGATION TO US 





“i. WORLD IS FULL OF CLEVER 
THE WORLD IS FULL OF CRANKS, 
THE WORLD IS FULL OF MONEY, 
TOO— 
MAY WE HAVE SOME? THANX! 
7 value of these little gummed 
stickers lies in the fact that they re. 
peat their message over and over to the 
recipient whereas a telephone call or 
a personal reminder is oftimes quickly 
forgotten. Sometimes a_short_ letter 
will arouse premium action. But no 
matter what the effort, all “ear marks” 
of dunning should be avoided and 
premiums collected good naturedly. 
A very effective premium collection 
letter, the property of a general agent, 
is the following: 


DEAR SIR: 

We have made no attempt whatever 
to collect your premium due for auto- 
mobile insurance because of our knowl- 
edge of your dependability to remit in 
proper time. 

But in our office a little “red tab” 
spells credit danger and as your time 
for premium payment will soon expire 
I hasten to write knowing that in your 
usual good way you will do the needful 
for we are really concerned in keeping 
the “red tab” away from your good 
credit standing. 

Yours very truly, 
GENERAL AGENT 


The very sincerity of this letter and 
the frank way in which the request 


is expressed counts for its “pulling 
power.” 
HILE the automobile insurance 


VV agent cannot go into any exten- 
sive plan of advertising for himself 


(unless a general agent), he can, 
however, supplement his personal ef- 


forts with folders, form letters, adver- 
tising cards and such material as his 
home office advertising department 
will provide as a matter of further 
soliciting effort. 

Pictures of automobile accidents have 
im the main furnished the basis for 





most automobile insurance advertise- 
ments and while the forceful argu- 
ments so presented in the repetition of 
pictures proving that automobiles are 
constantly demolished, burned and 
wrecked is a good one, there is a ques- 
tion as to whether even more effect 
can be gained by emphasizing the “re- 
lief” which an automobile insurance 
policy gives after the accident than in 
the element of fear stressed in such 
pictures with the hopes of prompting 
new policy-holders through this meas- 
ure. More policies are sold automo- 
bile owners on the basis that automo- 
bile insurance is “good business” than 
on the grounds that “constant fear of 
accident or theft” be the reason. 


OMETIMES a cartoon of a simple 

nature will drive home a_ point 
much quicker than a photograph and 
cartoons at the moment are quite pop- 
ular in advertising. Cartoons and 
sketch drawings can be nicely applied 
to automobile insurance company ad- 
vertising and the agent using this form 
of publicity will find it useful to sup- 
plement such stock material as he 
secures through the regular channels. 
Original material along this order will 
give the agent individuality—another 
means of impressing prospects. 

A few examples of automobile in- 
surance advertising as illustrated with 
sketch drawings are presented with 
this article and offer specimens for 
the reader to choose from for appli- 
cation to newspaper publicity or post- 
card advertising. 


keep on hand a specimen advertise- 
(CONTINUED ON PAGE 70) 




















































T is a good plan for all agents to 
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The American Guaranty Company 
Ohio’s Only Casualty and | 


Surety Company | 


HOME OFFICE: COLUMBUS, OHIO 


JOHN L. HAMILTON, President 


Our Farmer’s Automobile Policy is attracting the attention of live, hustling 
agents. Ask us about it. Our Liberty Bond gives positive protection. 
We are offering special inducements to Ohio Agents who are producing. 


Automobile Liability Property Damage | 
and Collision Insurance 
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Western Automobile Insurance Company 


Fort Scott, Kansas 
OSCAR RICE, Secretary and General Manager | 











| 
| Automobile Insurance Exclusively | 
Full Coverage | 


Liability, Property Damage, Fire, Theft and Collision | 


F i 
The Company enjoys an enviable reputation for prompt settlement of | 
Claims and Losses 


Attractive forms for Dealers and Fleet Owners 








Operating in 
| Kansas, Missouri, Illinois, lowa, Indiana, Wisconsin, Nebraska, Oklahoma and Texas 


Resident agents wanted in towns where we are not already represented 








WRITE US 
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hy Auto Thefts Go Unpunished 


TATISTICS compiled recently 
S establish the fact that in Texas 

automobile thieves go unpunished 
97.9 per cent of the time. In other 
words, in 1919, for every 100 cars stolen, 
but 2.1 per cent of the criminals were 
sent to the penitentiary. This estab- 
lishes the fact that automobile thefts 
ge unpunished, and this is the general 
condition over the country. 

When we realize the value of the 
modern car, the fact that it stands un- 
protected on the street for hours at a 
time, that it is an easy matter to make 
off with it, and that it can be quickly 
disposed of, and is itself the means of 
a quick, noiseless and unobtrusive get- 
away, we can understand perhaps that 
this class of crimes rather stands in a 
class by itself and should receive spe- 
cial attention from the public. 


ITH the multiplicity of highways, 

its travel speed equaling an ex- 
press train, and with its appearance 
exactly like a thousand others darting 
to and fro on the highways, it is no 
wonder that the thief’s escape is easy, 
for it is already arranged when he 
steals the car. He gets away in the 
very thing he steals and is around a 
corner or lost in the crowd within 30 
seconds after he gets in the car, and 
from that time on the car -is exceed- 
ingly hard to find, even harder to 
identify, and it is doubly hard to con- 
nect party who drove it of€ with the 
car itself. Motor numbers can be 
erased and new ones substituted in 20 
minutes, phoney bills of sale may be 
prepared in advance, and oftentimes 
hcense number tags are bought new 
in advance and are under the thief’s 
coat when he steals the car. Whoever 
is caught with the car can usually pro- 
duce a bill of sale and a good story 
about its purchase, thus convincing the 
officer that he is merely the victim in 
the case and should not be made any 
trouble. 


CERTAIN thief commonly boasts 

of how many times he has been 
caught red-handed with a stolen car 
and how he has always out-talked the 
officers. He carries a duly executed 
bill of sale (prepared in advance); 
letters of introduction and credit from 
a country bank where he has been able 
to establish friendships and a line of 
credit, and lastly he has an unlimited 
amount of nerve and poise. Before 
the officer has talked with him five 
minutes he feels sorry for the fellow 
who he believes is about to lose a 
thousand dollars on a stolen car. Next 
the thief has the officer apologizing 
for even questioning his character, 
and soon the matter is fixed up by 
leaving the car perhaps, but letting 
the real thief go on his way. 


F found in possession of a _ stolen 

car the thief runs the following 
gamut before the prison walls close 
on him: 

1. Perhaps he can “kid” the officer 
out of making an arrest. If not, per- 
haps the officer can be bought off. 

2. Or, perhaps he can convince “the 
chief” that he is an innocent victim 
of circumstances. 

3. If this fails, the prosecuting at- 
torney may. listen to his framed-up 
story. 

4. Or his friends may persuade the 
injured car owner or interested com- 
pany to dismiss the prosecution on 
restitution being made. 

5. Bail bonds in many sections of 
the country are set at less than $500 
in auto theft cases, and a professional 
thief can deposit this amount with his 
attorney, get a car the same day and 
be 100 miles away and have his money 
back in 24 hours. 

6. The defendant’s attorney plays 
for time and “euchres” the court out 
of putting the defendant to trial for 


BY PARKER V. LUCAS 


Parker |’, Lucas is manager of 


Bureau, maintained by the companies, 


Ve 


cretary of the Texas Automobile Advisory Committee. 


the Automobile Underwriters Detective 
with headquarters at Dallas, Tex., and 
He has also been 


named as secretary of the recently formed Texas Law Enforcement Associa- 
tion, sponsored by Governor Hobby and including many of the prominent busi- 
ness men in all sections of Texas, the primary purpose of which is to cut down 


automobile thefts in that state. 


Mr. Lucas has done a notable work in reduc- 


ing the theft record in Texas and is in close touch with automobile conditions 


throughout the southwest. 


several terms of court. Each week’s 
delay lessens the chance of conviction 
about 1 per cent. After many contin- 
uances the principal witnesses grow 
indifferent or disgusted, and in a few 
months a new district attorney may 
come in who will clean up the dockets 
by dismissing the old cases that can’t 
Le readily shaped up in tip-top shape. 
i. In some communities the juries 
are made up of men who are glad to 
serve on such work solely for the $3 
a day there is in it. Such men have 
a natural prejudice against a man who 
is able to own an automobile and a 
brotherly sympathy for a man with 
the nerve to steal one. Trial juries 
often require overwhelming evidence 
of guilt rather than act upon such evi- 
dence as would prompt them to a de- 
cision in the ordinary business affairs 
of life; or they may listen with too 
willing an ear to the insidious plea for 
leniency. 

8. Suspended sentences and paroles 
turn loose four out of every six con- 
victed. 

9. And finally, along comes the par- 
con board, and with a 15-minute hear- 
ing they may upset and undo the work 
of many officers, the earnest efforts of 
the district attorney and the time and 
expense of the trial in court, at which 
all sides of the case were presented. 
ty the law of average the thief can 
steal approximately 49 more cars be- 
fore he is again sentenced to a prison 
term. 


OT 25 per cent of the cars recov- 
ered are found by a direct search. 
In other words, if an investigator was 
specially assigned to get on every auto 
theft job as soon as it was pulled off, 


he would not recover 25 per cent of 
the stolen cars as direct result of his 
particular work on that particular car. 

About 75 per cent of the cars found 
are located by indirect work. You 
ask how this is? Well, when a gang 
of thieves gets in the toils of the law 
the officers usually go after whatever 
information they can get from any of 
the gang. The thief will perhaps re- 
hearse the time and place that he stole 
several cars and tell about where he 
sold them. This can be followed up 
and some of the cars recovered. In 
cther cases a stool pigeon will turn 
information to the operators working 
on stolen cars. They get the talk from 
the “gang.” Second-hand dealers or 
private buyers often report suspicious 
circumstances, and it is from these 
indirect sources that most of the cars 
are recovered. 


ISCELLANEOUS or | irregular 

thefts we will always have with 
us, but the organized thefts must bé 
stopped, such as the outfit that was 
doing a transcontinental business be- 
tween California and Michigan, or the 
international gang that was taking cars 
to New Orleans for shipment to Cuba 
and thence exporting them over the 
world, or the smaller gang that made 
way with 40 Fords in Houston within 
four months. Such organizations as 
these represent to the auto business 
what the conflagration hazard repre- 
sents to the fire business. How can 
they be reduced or eliminated? Not 
by recovering the stolen cars. The 
salvage does not reduce the hazard of 
future fires. No; we must cut off or 
curtail the market for stolen cars, thus 
zutomatically reducing the thefts by 




















Tire chains are no longer perfectly safe, nor can they give the owner of 
the car equipped with them positive assurance that he is immune from accident. 
The disastrous automobile wreck in Cincinnati, pictured above, occurred when 
the streets were ice coated, but the driver had complete confidence in his 
anti-skid chains. However, they were not equal to the occasion and his machine 
began to skid until it plunged over a wall and upset, with the result that 


the driver was seriously injured. 








Copyright, Keystone View Company. 


taking away the incentive to steal, 
Automobiles are stolen because they 
can be sold and turned into money 
readily. If there could be no sales the 
thefts would be largely reduced. A 
bill pending in Congress, known as 
House Bill 12480, introduced by J. W. 
Harreld, of Oklahoma, deals with this 
iational problem in a national way 
and provides for uniform and univer- 
sal registration of cars with a Federal 
bureau, which will in turn issue cer- 
tificates of -ownership, and through 
which every link in the chain of own- 
ership from the factory to the junk 
yard can be traced. In other words, 
it provides for a Federal abstract of 
title to an automobile such as we have 
Icng had for real estate, and if the 
states will line up with the movement 
it will be impossible to sell, or trans- 
fer, or obtain a license for any car in 
any state, until the party has received 
a Federal certificate of title. This 
would eliminate interstate movement 
of stolen cars and largely halt the 
illegitimate traffic. 


SECOND suggestion or remedy 

is—more diligent prosecution. If 
the thief knows that the law is going 
to visit swift and certain punishment 
on him it will deter him from taking 
a car in very many cases. The swift 
and certain punishment meted out to 
cattle rustlers in pioneer days shows 
the results we could expect in the 
present instance. Local public opin- 
ion must demand from public officials, 
officers, prosecuting attorneys, judges’ 
and juries more vigorous action and 
more certain results. These public 
servants are no different nor better 
than the citizenship they serve. A 
few months’ earnest work in any com- 
munity will demonstrate what can be 
accomplished along this line. Tulsa, 
Okla., has been infested with auto 
thieves for years. Public sentiment 
has been aroused of late, and several 
ten-year straight sentences have been 
handed out, and for 19 convictions ob- 
tained last January the average sen- 
tence was more than five years. What 
has been the result? Thefts there 
have fallen off 40 per cent. Other 
communities can help themselves in 
this same way if they are of a temper 
to do it. 





ACCIDENTS OCCURRING DAILY 


Many automobile accidents cannot 
be avoided by the most careful driver 
in the world. The man who is on the 
alert every moment will have an acci- 
dent of some sort sooner or later. Per- 
haps a man may drive an automobile 
for ten years and never have a serious 
mishap, but during that time he will 
have a number of minor accidents. 
Property damage insurance is designed 
to protect the automobile driver against 
paving out money under claims of this 


sort. Any damage to anyone else’s 
property that the automobile driver 


causes has to be paid for. This means 
that there are a great many other prop- 
erty damage losses besides those where 
one driver crashes into the machine 
of another. 

An automobilist may splash muddy 
water upon the fine dress of a woman 
standing on the sidewalk, may run over 
a child’s plaything in or near the street, 
may damage a telegraph pole, lamp 
post, trees or shrubbery or may acci- 
dentally scrape the paint off of another 
machine, damage the fender, tail light 
or running board—all these are prop- 
erty damage claims. Any one whose 
property is damaged by an automobilist 
has the sympathy of the public gen- 
erally. The sentiment is against the 
owner of an automobile. If there is 
any argument, the driver finds the ma- 
jority against him. The cost of prop- 
erty damage insurance is small, but the 
possibilities of loss are large. 
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Commonwealth 


Casualty 
Company 


Philadelphia, Pa. 


Automobile 


Insurance 
Also Accident and Health and 


Liability Insurance 





A USEFUL LINE for any agency, with first 
class service, backed by a clean 











and energetic company. 











THOMAS T. HOSKINS COMPANY 


56-62 W. Illinois Street, Chicago, Ill. 
Superior 855 

















AUTOMOBILE FLOAT 


Day and Night Service 


When in doubt on a loss, any figure submitted 
can be checked up, as estimated, by perform- 
ing repairs in one of the most completely equipped and 
organized establishments in the middle west—compris- 
ing machine, blacksmith, metal work, body rebuilding, 
trimming, and painting departments. 


We Specialize 
in Appraising, Estimating and 
Repairing of Automobile and 
Truck Losses for the Insurance 
Companies. 














FIRST! FIRST! FIRST! FIRST! 


First to issue a simplified automo- 
bile rate sheet for town cars. 


za lés 


First to write farmers’ cars on the 
term plan and make it possible for 
agents to compete with inter-insur- 
ers and mutual companies. 


First to inaugurate new practices 
in the writing of small town as 
well as farm business during the 
early part of 1920. 


BOM 


First in the hearts of thousands of 
agents throughout the United 
States. 


UNITED STATE 


AND 


NORTH RIVER 


INSURANCE COMPANY 


Western Department, Freeport, Il. 
FRED M. GUND, Manager 
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(Continued from Page 66) 
ment or two, with or without illustra- 
tions—both if possible—for emergency 
calls such as a sudden contribution of 
advertising to a charity affair pro- 
gramme, club paper, business directory 
and so on. The programs issued at 
automobile shows offer good mediums 
for automobile insurance publicity. 


For these and other special occasions 
a few advertisements should be main- 
tained so as to make best use of the 
space accepted. 


ANY times the automobile insur- 
ance agent locates a prospect 
through a news item in the paper, or in 
the recommendation of a friend, and 


wishes to be represented to this pros- 
pect but through other appointments 
or. various reasons finds it impossible 
to personally call at first notice. Or 
the prospect may prove out of town 
when called on. In these and many 
other instances an advertising card of 
some kind, descriptive of your busi- 
ness, comes in very appropriately in 


getting your name = and 
promptly before the prospect, 
when you cannot see him personally. 
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business 


even 


The advertisements produced herewith 
can be used for this purpose and in 
the added territory they can so cover 


and help an agent to reduce his ‘ 
quisition cost” for new business 
stead of increasing it. 


Arguments for Casualty Lines 


6é EE more, sell more,” is just as 
S good a slogan for automobile 
insurance as it is for life or 
health and accident, more so, indeed, 
because it doesn’t use up so much time 
in the selling. Four to five productive 
interviews a day is good steady work 
in health and accident and an average 
of three a day won’t give a life man 
much chance to criticize himself as 
lazy, while ten calls a day on individual 
car owners isn't anything wonderful. 


HY the big difference? Well, my 

idea is this: When you talk life or 
disability to a man you have to get right 
down under the surface, down into his 
heart, while automobile, burglary, 
hold-up, pay roll, plate glass, fire, are 
commercial propositions. 


HE safeguarding of a man’s chil- 

dren from penury and hardship, or 
his wife, if he and she be on good 
terms, is a very different proposition 
from protecting him from business loss 
if his stock is burned. There’s little 
room for argument as to the absolute 
necessity for fire insurance, while any 
life man can tell you stories by the 
score of men, ordinarily good husbands 
and affectionate fathers, who have to 
be fairly hounded into buying adequate 
life insurance and the man who will 


BY GEORG 


E BROWN 


George Brown is one of the leading personal producers of accident and 


health insurance in Detroit, Mich., and a 
He is an old newspaper man and went 
the staff of the Detroit “News.” 
covered five sessions of the Michigan 
of the “ 


lso writes a general insurance business. 
to Detroit about 25 years ago, joimtmng 


He became a star reporter for the paper and 


legislature. He later joined the staff 


Times” and was later elected secretary of the Detroit school board. 
He went into the insurance business 14 years ago. 
for recreation and the good of his community, 


Mr. Brown plays politics 
rather than gain. He was 


elected a member of the Michigan legislature in the fall of 1918, served in 


the regular and special session last year and had three 


Brown is a thoughtful observer and a 


welcome the visit of an automobile in- 
surance man with coverage for his car 
will tell a H. & A. man that he doesn't 
“need” sickness and injury insurance. 
It’s astonishing how indifferent many 


men, otherwise shrewd and careful in 
financing their affairs, are about the 
loss of their eyes or limbs or their 


physical earning power for a period of 
months. 


T follows, therefore, that the sale of 

automobile insurance is largely a 
matter of system in getting a line on 
owners of cars and then seeing them. 
I have never seen any statistics as to 
the number of policies carried as com- 
pared with the number of cars owned 
but I think it is fair to assume that not 


bills passed. Mr. 


clever writer. 

more than one owner out ot 100 carries 
full coverage. I can’t even tell you how 
many Owners carry some one line of 
automobile insurance, but it’s a cinch 
that you don’t have to walk far to find 
a man who hasn’t any of any kind. 
The field, therefore, is extensive, com- 
prising the owners who haven’t any, 
not even fire and theft, and the owners 
who carry only one or two lines of 


coverage. Some think they don’t dare 
travel without liability, others favor col- 
lision, many are fearful of damaging 


the other chap’s property 


OU have a hard nut on your hands 
when Mr. Man says he’ll have to 
take a chance on the “old beat” being 
burned or stolen; that he’ll have to 


BROWN 


GERORGE 





‘ac- 
In- 


depend on the other fellow having in- 
surance if there’s a collision; that there 
isn’t going to be any property damage, 


because 











W. P. YOUNG 


~ DO YOU STOP 


LOOK 


and 


LISTEN? 


OR DO YOU GO AHEAD? 


Mr. Agent: 


There are many more automobiles to insure today than ever before 


It’s easy to sell. 


and many more owners who want insurance. 
Are you getting your share? 


We will give splendid service to your clients. 


HOME 


76 William Street 


OFFICE: 


NEW YORK 


CECIL F. SHALLCROSS, President 


W.S. ALLEY 


C. R. PERKINS 
Vice-President 


R. P. BARBOUR, Secretary 


E. T. CAIRNS 


THE COMMONWEALTH INSURANCE CO., OF NEW YORK 


C. E. CASE 
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A Service Corporation That Is 100% American 


The css 


Central Manufacturers 


Mutual 





Insurance Company 





Cash Reserves $900,000.00 
Net Cash Surplus $800,000.00 
Cash Assets $1,700,000.00 


Fire and Automobile Losses paid, over $4,700,000.00 











“‘Since 1876” 


For Representation, Address 


C. A. L. PURMORT, Sec’y & Mgr. VAN WERT, OHIO 
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aint Paul Fire & Marine 
Insurance Company 


St. Paul, Minn. 


renders service the Agents 
desire and is one of the 


LEADING AUTO- 
MOBILE wniting Compa- 
nies that affords protection 
against FIRE, THEFT, 
TRANSPORTATION, 
PROPERTY DAM- 
AGE, and DAMAGE 
SUSTAINED, as you 


may elect. 


For agency representation communicate 


with the Home Office 






































and, for the same reason, the likelihood 
of his killing anyone is remote. 


OU’LL find it pretty hard to over- 

come his sophistries as to fire and 
theft, property damage and collision, 
because the loss can’t be big enough 
to break him financially, no matter 
what it be. If the car is burned up or 
stolen, or if it is battered beyond repair 
and the chap who did the dirty work 
carries no insurance, then the owner 
isn’t any worse off than before he had a 
car, or if he does do some damage it 
can hardly be so extensive as to put 
him out of business. 


UT none of this line of argument 
will apply to liability. There’s 
where you've got him with his hair 
short. He may be a regular wizard for 
careful driving, he may be the greatest 


living exponent of “look, watch and 
listen,” but he can’t dope out the 
actions of others. How can he tell 


when some youngster is going to hop 
off the sidewalk right under his car; 
how can he foresee the unexpected 
dash across the street of some hurry- 
ing man or woman; how can he antici- 
pate the sudden stop of a pedestrian 
whose hat blows off or who gets a 
cinder or a bit of dust in the eye, caus- 
ing an unexpected standstill? 


HE car owner must remember that 

when he goes into court his case is 
already half lost. Right or wrong, the 
average jury figures that a man driving 
a car is a rufhan, a potential murderer, 
a fellow bereft of all sense of decency. 
The verdict may do what the other 
losses wouldn’t—ruin him. 

Agnes Ulbrich, 6 years old, ran under 
the wheels; a Chicago jury awarded her 


$15,000 for her injuries. Frederick B. 
Keck, a minor, is suing for $11,498.31 
for injuries caused by an auto striking 


him. Charles K. Cook, Jr., a boy, re- 
covered $25,000 recently. John Dedina, 
Jr., 18, was given a verdict of $10,000 
in Chicago, the defendant, Dr. Frank 
Guillaume, having caused the boy to 
suffer a fracture of the skull, which 
resulted in spinal meningitis, and yet 
the doctor had a good defense. 

Bridget Connelly was awarded $18,- 
000 by a Baltimore court. In the same 
city Solomon Barron pulled down 
$11,000. Alton T. Nicoll had to give 
up $10,000 for injuring a small boy in 
New York. It cost Frank A. Alder- 
brand $5,000 when his auto skidded into 
a safety zone in Detroit and injured 
Georgia Riley. 


ERE’S the head liner: At White 

Plains, N. Y., Joseph Wahneck, 
eight years old, was given a verdict of 
$45,000 against the Great Atlantic & 
Pacific Tea Company. He wasn’t even 
struck by the car but by a Jamp-post 
which was knocked from its moorings 
by the impact. It was a truck that 
caused the trouble and possibly that 
influenced the jury, because it was the 
property of a rich corporation. The 
boy become partly paralyzed and the 
doctors testified he was physically dis- 
abled for life. That’s one of the trou- 
blous consequences of hitting a pedes- 
trian—a cripple child, or a young girl 
or an old man gets the hearts of the 
jury to a greater degree than a mere 
death, particularly with a good trial 
lawyer to work on the feelings of the 
jurymen with the pitiful object of the 


car owner’s brutality on the witness 
stand. 
HAVEN’T ttouched in this. brief 


discussion of the sale of automobile 
insurance the commercial end at all, 
the coverage of trucks. That is vir- 
tually a different department, as differ- 
ent from the insurance of individual 
pleasure or business cars as workmen’s 
compensation differs from personal 
health and accident and as group life 
insurance differs from a family life 
policy, but the hostility of the average 
jury, the instinctive unfriendliness of 
the presiding judge, no matter how 
thick the bandage over his eyes, the 
heavy expense of litigation all. operate 
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against the owner of the vehicle 
whether it be a million dollar corpora- 
tion or a $6 a day mechanic. The feel- 
ing is that the owner of an automobile 
is an aristocrat and must come across 
when the plebian pedestrian gets it in 
the neck. 


HE only way to get by is to lay up 

a nice little reserve fund of $25,000 
or sO or pay a premium, which, at its 
greatest altitude, is only a fraction of 
the cost of the car, to an insurance 
company and let it bear the burden 
when trouble comes. 


NEBRASKA AND IOWA REVIEW 
(Continued from Page 48) 


addicts and disposed of to a gang 
member for a small sum—sometimes 
not over $25.00 and seldom as much 
as $100.00. The car is then delivered 
to a “fence” in some other part of the 
country where it is sold to an innocent 
purchaser. A great many cars from 
Omaha and Sioux City vicinity so dis- 
posed of have been located in South 
Dakota and many in Missouri. How- 
ever, the car that is the most difficult 
to find is that stolen by the thief who 
works alone. He takes no one into his 
confidence and is known to the police 
“floater.” He 


as a steals a car in 
Omaha today, sells it in Des Moines 
tomorrow; steals a car in Des Moines 


and sells it in Chicago in a few days. 
If not caught at the time of the theft 
or when trying to dispose of the car, 
the chances are very good for a “get- 
away.” He is the brainiest of automo- 


bile thieves and many cars so stolen 

are never located. 

“ORM OF POLICY AS MEANS 
OF PROTECTION—Experience is 

teaching the thieves and crooks and 

they are learning the difference be- 

tween a valued form and non-valued 


form policy and invariably insist upon 
the valued form. The car insured is 
usually run from eight to ten months 
when a loss is reported and almost 
immediately follows a report that the 
car has been found burned a short dis- 
tance from town. In some cases the 
assured disposes of the car for a small 
sum and gives the purchaser two or 
three weeks’ time before the loss is 
reported. In a great many cases this 
condition would not exist did the as- 
sured not have a valued form policy 
for a greater amount than the value 
of the car. In my opinion the valued 
form policy is a detriment to the in- 
surance company and a help to the 
crook. Before a valued form policy is 
issued inspection of the car and in- 
vestigation of the reputation of the 
owner should be made by a repre- 
sentative of the insurance company. | 
do not believe that 25 percent is too 
high an estimate to place on illegiti- 


mate losses reported and which are 
known among crooks as “insurance 
jobs.” To eliminate this condition I 


would recommend that all risks be 
checked over and a report made by 
some local man who is on the “inside” 
and knows the crooks and those who 
have suspicious losses. A great many 
insurance companies pay their losses 
too soon and before the authorities 
and investigators have opportunity to 
recover the car or investigate the loss. 
The agent is generally responsible for 
this condition and frequently features 
in his advertising the prompt payment 
of claims as evidence of superior serv- 
ice. In my opinion the companies 
should insist that the full time al- 
lowed by the policy contract be per- 
mitted to elapse before the adjustment 
of a loss. 


The following sounds like an insur- 


ance man’s post-banquet experience: “I 
succeeded in getting home; went up 
stairs in my stockings; opened and 


closed our sleeping room door _ noise- 
lessly. Getting into bed, my wife, half 
asleep, murmured, ‘Is that you, Fido?’ 
Now, what I am proud of is my pres- 


ence of mind under the circumstances— 
I licked her hand!” 
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of Newark, New Jersey 


HENRY M. GRATZ, President 
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cartowaceer~ Girard Fire & Marine Insurance Co. *S:238S=, 
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NEAL BASSETT, Vice President 
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| Writing Fire, Transportation, Theft, Collision and Property Damage 


EASTERN DEPARTMENT: 
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Are you increasing your income by writing your share of the 1,500,000 cars that will be 
If not, there is a reason—SER VICE 


Write for an agency for one of our three Companies known for half a century for service 


DANIEL H. DUNHAM, President 
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JOHN KAY, Treasurer 
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ASSISTANT MANAGER 
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AUTOMOBILE INSURANCE 


THAT MEETS THE NEEDS OF THE AUTOMOBILE OWNER 


FIRE COLLISION 
PROPERTY DAMAGE. 


THEFT TORNADO 


DEALERS OPEN POLICIES AND TRACTORS 


WALTER MEISS, SuPeERINTENDENT, AUTOMOBILE DEPARTMENT 
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FIRE INSURANCE COMPANY 
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M I uran *M in d Mon vy 
otor ins Ce inte c : 
T IS all about you, before your eyes, BY CARROLL E. ROBB 7 
| scattered through your policy reg- : : ‘ é : | 
isters, stored up in your automobile Carroll E, Robb is manager of the automobile department of the Columbia | 
supplies. All that you have to do is of New Tersey. He was for many years assistant Secretary of the National 
to pick it up. Automobile Underwriters Conference and of the Eastern and New England 
Take the pleasure cars that you see Conferences. He began insurance work in the metropolitan department of the 
crowding every road and worrying the Ocean Accident in New York, joining the Conference in 1912. He has been 
life out of the trafic officers at every for many years in very close touch with the automobile situation and in his 
city corner. How many of your connection, handled all of the Eastern and New England Conference meetings. 
friends, of the men you know, of the He has seen the automobile insurance business grow, is thoroughly familiar 
good citizens of your locality, own with the questions that have troubled underwriters and is usually well equipped. | 
automobiles? You will Bhartenuahe Mr. Robb has written various articles on automobile insurance and his writings 
answer by picking out the handful who always attract wide attention. 
co not. 
travel; their cars are no longer toys, around the calendar—stolen standing 
HE fact is that in this day and not even luxuries, but necessities. in the street, stolen from in front of 
generation, the motor car is to all offices, stores, theaters, moving pic- 
the nation what the horse was to the ND this precious car which your ture houses, clubs, parking places of 
old-time plainsman, what the camel neighbor owns, this open door to all sorts; stolen from burglarized 
was to the desert tribesman, what the world, this vehicle of liberty, this garages, stolen from repair shops by 
boats are to islanders, what snow- major instrument of his living, is a dishonest employees; stolen by casual 
shoes are to men of the drifted North. thing subject to a thousand accidents. joy riders, stolen by professional 
The motor car is today’s expression One moment before disaster comes, thieves of consummate skill and ex- 
of the ancient appetite for movement, it is as good as new, and seemingly tensive organization. To be sure, the 
for locomotion, for expansion, for ex- immune to danger; and the moment Car is sometimes recovered—stripped, 
ploration, for intercourse with other after, it is so Ahh 8 junk. Cars burn damaged, bearings burnt out, motor Bee OA 
men; an appetite as old as the race, from. back fire; from somebody else’s useless, battery discharged, or com- 4 : 
allied to love of liberty, closely con- careless cigarette stub: from short pletely wrecked in collision. The a a See 
cerned with the joy of living itself. circuit which follows the wearing of popular makes, which are quickly dis- Witiien % ; iin i I 
You call it “pleasure driving,” but it the insulation on the wiring; from posed of, are seldom recovered at all. j) iether your car strikes the other 
mr ied ag, eee Se ‘ Ee : tage : : fellows, or his strikes yours, the 
is scarcely less vital than the oxygen tiny leaks in the feed line which allow ‘utes taltand” este tn ts niin 
of the air you breathe. gasoline to vaporize. They burn in R__take collisions—every man fe auicunad Bet y Pood ‘vill — 
Your clients, all of your friends, the private garages from the thousand thinks he is careful: but no man thatntawas all your fault. Will you 
great public which makes your city causes which annually send millions has the road to himself, and the other mune his dill dhecrial : or will vou pay 
and this nation, are using motor cars— American dollars up in smoke; they fellow is always unpardonably reck- ag ht iuinatiie pc Ma Then theta 
a use which has increased, is increas- ir in paint shops, repair shops, sum- less. Icy pavements, wet roads, bad hs a erty that is pestiferousty alive 
ing, and will never be diminished, mer hotel garages from the careless- curves, railroad and trolley crossings at ay runs under yon fs anit 
Patrick Henry to the contrary not- ness of employes of whom the car and crowded traffic, speeding, blow- welen. tes tae en Eo tis ‘i ceceeell 
withstanding. They are taking cars owner never so much as heard; from outs, worn brakes, flawed steering porn asks for & a006 Geal more ines 
as fast as the factories can deliver hazards only too well known to engi- gear—every one of these causes is the barwain Such roperty ce haded 
them; and clamoring for more, faster meers and underwriters, about which producing its little bill of accidents dows eae cened yates éotes. ewert 
than the dealers can show them the the public seldom troubles its head. every day in the year. fae knaws. the story. Even sue 
dotted line of the sales contract. They And cars are stolen, too, literally And a collision means almost al- staid and anchored articles as fences 
will never go back to the old ways of by thousands in every month that rolls ways a possible property damage claim. ~ (CONTINUED ON PAGE 78) BS I 
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The tune Automobile 


Insurance Company 


Lincoln, Nebraska 
A’uthorized®,Calpital Stock $500,000.00 
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Exclusively Automobile Insurance in Western Territory to Meet Western Conditions. ig 


Writes both one and three year term policies, covering Fire, Theft, Tornado, Collision, Prop-  & 
erty Damage and Public Liability. Our extra special rate on farming farmers’ cars is the big- 
gest business-getter in the history of Automobile insurance. Write for full particulars. 


Standard Forms of Policies. 
Agents wanted in the following States: Nebraska, Kansas, Texas, lowa and South Dakota. 
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FOR MORE THAN HALF A CENTURY THE NAME OF HANOVER HAS 
BEEN SYNONYMOUS WITH FAIR DEALING AND HONEST SERVICE. IN 
FIRE INSURANCE. 


ITS MANAGEMENT HAS ENDEAVORED TO FOLLOW A PROGRES. 
SIVE AND CONSERVATIVE BUSINESS POLICY. 


RECOGNIZING NONE OTHER THAN THE BEST PRINCIPLES OF UN- 
DERWRITING, WE OFFER FACILITIES FOR COVERING THE HAZARDS OF 
FIRE, THEFT, TRANSPORTATION, COLLISION, TORNADO ON MOTOR 
VEHICLES, INCLUDING TRACTORS. 


AGENCY REPRESENTATION ON THE HANOVER FOR AUTO- 
MOBILE BUSINESS OR GENERAL LINES IS DESERVING OF YOUR 
FULLEST CONSIDERATION. 


HANOVER FIRE INSURANCE COMPANY 


HOME OFFICE 


t NEW YORK CITY 
Western Department Pacific Coast Department 
CHARLES W. HIGLEY, General Agent SELBACH and DEANS, General Agents 
CHICAGO SAN FRANCISCO 





















THEY’RE GOING TO GET HIM! 





You can protect him by 





selling him one of our 
Automobile Policies. — 
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\\ = WS ' ! Agricultural Insurance Co. 


WATERTOWN, N. Y. 
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Great American 


Insurance Company 


New Dark 


Automobile Insurance 


Fire Tornado Theft Lightning Explosion 


Collision Property Damage Transportation 


CAPITAL TEN MILLION 


Western Department 76 West Monroe St., Chicago 


























GENERAL AND LOCAL AGENTS WANTED | 





Automobile Insurance 





APPLETON & COX, Attorneys 
3 South William St. NEW YORK 





| GENERAL AND LOCAL AGENTS WANTED 











| INDEMNITY MUTUAL MARINE ASSURANCE THE ROYAL EXCHANGE ASSURANCE (Marine 

HT CO., LTD., of LONDON, ENGLAND Dept.) of LONDON, ENGLAND 

Organized 1824 Incorporated 1886 Incorporated 1720 | 
| UNITED STATES LLOYDS, INC., THE TOKIO MARINE INSURANCE CO., LTD. | 
| NEW YORK, N. Y. of TOKIO, JAPAN 

| Organized 1872 Incorporated 1918 | Incorporated 1879 
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A PAGE OF RELIABLE AUTOMOBILE ADJUSTERS 








‘THOMAS T. NORTH 


Automobile Expert and Adjuster 





Adjusters: 
HARRY G 


i. 
| Insurance Adjustment Co. 
| On Main at Fourteenth Street 


_ Kansas City, Missouri 





. FOWLER 
GUY W. SHIRLEY 
A. B. ENGLAND 

F. C. GITHENS 

C. M. TUCKER 





| 
i 


PROMPT AND EFFICIENT SERVICE 


2165 Insurance Exchange Building 
CHICAGO, ILL. 


_— | 


ESTABLISHED 1911 


Over 12 years’ experience 
and ourcompany is equipped 
to handle your losses with 
particular efficiency and 
intelligence. 











For Efficient and Reliable Adjustments Kall Kerwin 
Phone Wabash 6476 


R. M. KERWIN 


General Adjuster 
1821, 175 W. Jackson Blvd. 


NEW YORK 


| 28 Old Jewry 
| LONDON 


CHICAGO 


Phone: Wabash 3913 


JULIAN W. JACOBS 


Automobile Loss Adjustments | | 


CHICAGO | 
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1551 Insurance Exchange 





1 Madison Ave. 


1507 Waldheim Bldg. 
KANSAS CITY, MO. 


| Phone, Harrison 2154 


55 St. Francois Xavier St. 


237 Montgomery St. Marsh-Strong Bldg. 
MONTREAL, CANADA 


SAN FRANCISCO LOS ANGELES 
Alaska Bldg. 
SEATTLE, WASH. 
78 Rue de Richelieu 
PARIS 


TOPLIS and HARDING 


Adjusters 


208 So. La Salle Street, Chicago 
R. R. SHAW, Manager 


Fire, Automobile, Tourist, Floater, Burglary, Jewelry, Marine, and 
Special Contract Adjustments, including Air Craft 


Correspondents in all principal European, Mediterranean and Canadian cities 





W.E. NELSON | 


Insurance Adjuster 


318 R. A. Long Building | 
Kansas City, Mo. 


959 Insurance Exchange 
Phone, Harrison 795-813 


Missouri 
| r 
| Kansas 


| 








: JOHN E. HOGAN \F. W. LITTLE, JR. 


AUTOMOBILE ADJUSTMENTS 
A Complete Automobile Claim Office 





Adjuster 
FIRE and AUTOMOBILE LOSSES 
1025 New York Life Building 
KANSAS CITY, MO. 


Missouri 


CHICAGO 





Kansas | 











Phone, Harrison 674 


ROGER R. RIDER 


Adjuster 
FIRE AND AUTOMOBILE CLAIMS 


| 
L 


ADJUSTERS C. D. Greene 


CHICAGO | | 1430 Insurance Exchange Bldg. 





Paul G. Johnson 
C. S. Miller 


C.D. GREENE & CO. 


Automobile Adjustments 
REPRESENTING INSURANCE COMPANIES ONLY 
Telephone, Wabash 4872 


175 W. Jackson Blvd., Chicago 








Edward R. Hartigan 


Ross B. Whitney Attorney 








Special Department for Handling Automobile Losses 


A. H. DINNING 


Adjuster 
806 Free Press Building 


et ee 


'_H.M. ROBINSON & CO. 








Automobile and Marine Adjustments 
Telephone, Wabash 2050 


1047 Insurance Exchange Bldg.,175 W. Jackson Blvd., CHICAGO 














C. F. MELTON 


Adjuster of Automobile Losses | 


323 American Bank Building 
Kansas City, Mo. 


1507 Waldheim Building 


SEVEN YEARS EXPERIENCE HANDLING AUTOMOBILE LOSSES 


W. B. MARQUIS 


Adjuster 





Kansas City, Mo. | 

























(CONTINUED FROM PAGE 74) 
young trees, corner hydrants, 
posts, store windows or standing cars 
or wagons, have a curious propensity 
to get in a man’s way as he tries to 


start his own car out of a tight parking 

lamp Place, or as he misjudges his distances 
only a little bit in going by. 

F PROPERTY is hit, so are people; 

and the legal liability for personal 
























Automobile insurance as the auto- 
mobile owner wants it makes the sale 
of automobile insurance easy. 


The Liberty Mutual Insurance Com- 
pany of Dayton, O., writes automobile 
insurance that way—full cover policy (fire, theft, 
collision, property damage and liability), standard 
provisions, one or three year terms. Besides offer- 
ing unusually low rates to rural and small town 
car owners the company shares profits with policy- 
holders on the same plan as the big life insurance 
companies who have made Americans the best 
insured people in the world. 





An agency of the Liberty Mutual is worth while. 
It’s worth money to an agent. 


LIBERTY MUTUAL INSURANCE COMPANY 


J. R. Jones, Secretary and Manager Dayton, Ohio 
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SPECIALIZE IN 
Automobile Insurance 


Minnesota agents wanted in Anoka, Hennepin, Ramsey, 
Washington and Dakota Counties. You will like our 
service. 





WRITE for proposition and agency to 


M. E. BEAN COMPANY 


325 Temple Court, Minneapolis, Minn. 
GENERAL AGENTS AND BROKERS 


We also handle good surplus and excess fire lines 
anywhere in Minnesota. 

























SERVICE SECURITY 





HEAD OFFICE: NEW YORK 
CHARLES H. HOLLAND, President 


AUTOMOBILE INSURANCE 


LIABILITY PROPERTY DAMAGE COLLISION 








injuries inflicted or imagined, or the 
necessity of fighting off “strike” claims 
with no foundation at all, holds out an 
ever clutching hand towards the car 
owner’s pocket book. 

Can the average car owner afford to 
pay such losses? Has he the money 
always ready, and does he hand it out 
with a merry smile, diverting it from 
the uses he had planned for it, to 
make good the ravages of that imp 
accident? Not so that you can notice 
it. His car is an investment which 
he cannot afford to lose. Four men 
in five simply have not the money to 
buy a new car; the fifth man has other 
important uses for his money. Every 
man needs the protection of insurance. 
Millionaires do not think themselves 
so rich that they can carry their own 
insurance; or rather they pay them- 
selves the compliment of believing that 
they are not so idiotic. The law of 
averages covers the continent, and the 
bond of protection must be equally 
broad. Only insurance provides such 
a bond. 


R TAKE the commercial side of 

it. The commerce of the country 
moves upon wheels and more and more 
this means motor wheels. Do you 
think that the prodigious mercantile 
interests which are using motor ve- 
hicles can get along without insurance? 
Will banks lend money upon a plant, 
an important part of the equipment of 
which is uninsured? Is a man’s credit 
good, or his business sound, if the 
dollars he has tied up in his delivery 
system are unprotected. Is there any 
able business man in all this land who 
still thinks it sensible or even sane 
to leave the machinery of his business, 
the tools of his fortune, the very 
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sources of his income, at the mercy of 
a little jumping spark which may wipe 
out in one day a building, a plant, or a 
city? And motor trucks, motor de- 
livery wagons, are more and more be- 
coming essential elements in the busi- 
ness machinery of large and _ small 
alike. 


ILL the great American public 

buy automobile insurance? = It 
certainly will. Will you sell it to them? 
That depends upon yourself. 

Have you thought of the prodigious 
size which automobile business has al- 
ready reached? Have you thought of 
the enormous rate of growth which it 
is still displaying? Have you thought 
that the average premium upon an 
automobile risk is many times higher 
than the average premium upon a single 
fire policy? Have you thought of 
equipping yourself with the facilities for 
properly handling automobile business, 
and of making a drive for it? It is 
quite a thought—and there is your 
minted money. 

To be sure, you will have to go after 
it. In the ocean, little fishes may 
swim down a whale’s throat and ask 
to be swallowed; but on land, the dol- 
lars do not act in that way. There 
are some salesmen who think that by 
merely exposing themselves to the 
trade, they will catch a little of it— 
and they do, a little. An oyster makes 
its living in this way. But if you have 
no special talent for an oyster’s life, 
you had best do a little more than 


this. 

O PEN some sort of an automobile 
department. If you have a large 

office, put some one man, or two or 

three men, upon the automobile end. 





ume of premiums. 


liability, 


is second to none. 


Newark. 





The Second Best 


The second best line of insurance with nearly every 
agent and broker in the country is automobile insur- 
ance. No matter what he may specialize on, the au- 
tomobile provides him with his second largest vol- 
It is important, therefore, that 
he select carefully the company for his automobile 
property damage and collision insurance. 
It should be a company of strength and service, a 
company with a home office organization so enthu- 
siastic about automobile insurance that it gives to 
agents and brokers the very best of service. 


For automobile liability and property damage insur- 
ance the Commercial Casualty Insurance Company 


COMMERCIAL CASUALTY 
INSURANCE COMPANY 


New Jersey 





















































THE AMERICAN CASUALTY COMPANY WITH A NATIONAL REPUTATION 





THE CONS332=67AL CASG:s=3=COMPANY 





Issues an Automobile Public Liability policy that protects the buyer 
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Is Your Ford Worth $7200? 


THE PERRY The PERRY AUTO LOCK for Ford Cars gives absolute secu- 
rity to the owner. Just as soon as a thief spies the Perry Lock 
he knows there is no possible way to make away with that car. 
These locks are officially approved by the 











Underwriters’ Laboratories. Your insurance There’s a Perry Lock for every car. No matter 
company will allow you at least 15 per cent. what car you drive, it will pay you to install a 
reduction in theft rates if youusea Perry. Its atnaillemais crests Pecctuahs a 


cost is paid for through the insurance it saves. Perry Auto Lock, de luxe type, No. 5, $22.50 
P 8 Perry Auto Lock, claw type, No. 6, 17.50 


Ask your dealer for a Perry Lock at once— 
and stop worrying. If he hasn’t oneon hand, 
ask him to get one for you, or write us for 
nearest dealer who has one. 


PERRY AUTO LOCK CO. 


Chicago, U. S. A. 









































FARMERS AUTOMOBILE INSURANCE COMPANY 


Home Office—Sioux City, lowa 


Capital—$100,000.00 


| 

| The volume of our first eight months’ business (Fire & Theft) 
exceeds the first year’s business of any other automobile insur- 
ance company ever organized under the State Laws of Iowa. 


President IOWA and SOUTH DAKOTA Secretary-Manager 

















AUTOMOBILE INSURANCE 


FIRE THEFT COLLISION PROPERTY DAMAGE SECURITY AND SERVICE UNEXCELLED 


BANKERS and SHIPPERS INSURANCE CO., 


‘ OF NEW YORK 
CAPITAL, $1,000,000.00 1 South William Street, New York City NET SURPLUS, $1,000,000.00 

















Ii vou have a small office, divide your 
time and your brain into parts, and 
set aside one part for automobile. 
Learn all that there is to know about 
it. Make your company’s field man 
coach you in every detail—that is, if 
he knows it himself; if he doesn’t, you 
might scan the horizon for one who 
does. The most progressive companies 
nowadays employ special automobile 
field men, for the purpose of helping 
their agents, and especially of giving 
a good start to an automobile depart- 
ment in offices which hitherto have not 
paid much attention to the line. 
Young men, as a rule, make the 
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a timely reminder in the thoughts of 
your clients worth anything to you? 
Advertising is a timely reminder. Ig) 
repetition the everlasting hammering! 
of your name and your merchandise 
worth anything to you? Advertising 
will do that for you. Advertising igs 
atmosphere, reputation, ease, smooth.) 
ness, good-will. Advertise and follow 
it up. 

Advertise a little in your local pa- 
pers, if you choose, in local programs) 
or theater bills. Take the circular 
matter which your company sends out, 
and use it. If your company hasn’t! 
sent any, ask for it. See that your! 


best automobile solicitors. You have clients have reminders of your exist- 
some young man about who would take 
pride in a little department for which 
he pera, age ag renga ge WHAT MOTOR CARS HAVE 
he could show his ability. o y 
need to give service. If you nent Th ACCOMPLISHED 
large agency in a city, your ae ile Stiewstetet “the bulidie “a 
man, if he drives a car at all, can Piaceernet gine lla 

answer in person the calls of clients 1ousands Of miles of permanent 
stranded in accidents. The very large highways. 
agencies run service cars of their own. Brought commercial prosper- 
ae ett tae ry m- . Pa 

If you have a small agency, egg oe a ity to hundreds of cities and 
pany should have a field man always jadsiieg. saan tan re 
within reach of your wire, ready to ‘acinus which were not on the 
drop everything else to come and serve lines of communication with the 
your assured. You know what prompt industrial centers. 

service means. 





Created wealth by increasing 
DVERTISE yourself and your land values and by enhancing the 

automobile lines. Don’t expect values of allied industries. 
that advertisements will bring business Increased the 
to your door without any more work saving time and money transpor- 
This car was being driven by a “careful driver’—the sort who “never on your part. It doesn't work bi abies Soild: Saddialinis eae tee 
had an accident.” In order to avoid a collision with another driver much less way. Advertising is not salesmans aa : ai 
careful than himself, he was forced to turn sharply out of the road with it seldom closes a deal. But is a arate Increased the COURS wealth 
rather disastrous results. If all careful drivers met only careful drivers on introduction worth anything to ie : of the country by bringing into 
the highway, accidents would be fewer in number. Advertising is a good introduction. Is existence a new industry giving 


Se  — employment to one milli 20- 
= 2020221210212 2222 EE Bene y a 


ple. 

Brought the farm market closer 
to the cities, making farming 
more profitable. 

Furnished a_ healthful recrea- 
tion to seven million automobile 
owners and their families. 


efficiency by 


Be Known as a Specialist—Represent Companies 
Specializing in the Class, and not Writing 
Automobiles as a Side Line 


== 
=I 











It Means Money in Your Pocket to Represent 


OSBORN & C 


GENERAL AGENTS 
1051 Insurance Exchange, CHICAGO 


Automobile Insurance 


Representing in Western Territory 


ence always before them. Put leaflets © 
in your outgoing mail; send pamphlets 
illustrating automobile losses, distrib- 
ute blotters, or whatever else you can | 
get. 


BOVE all, use salesmanship. Talk | 

your automobile line; put a little 
work into it. Go after the large propo- 
sitions, the fleets of delivery cars, the 
dealers’ contracts, whatever special 
thing you may see; and get your com- | 
pany’s special automobile man to go | 
with you whenever you have a com- 
plicated form to explain or a cover to 
sell with which you are not familiar. 
But remember that after all, it is the 
individual lines, the average lines, Mr. 
Private Citizen’s line, which makes the 
backbone of your income. Go after 
the automobile business, and go after 
it hard. 

And there is your minted money. 





Union Marine Insurance Co., Ltd. Columbia Insurance Co. 
Camden Fire Insurance Co. Federal Union Insurance Co. 


REAL OR BUGABOOISH? 

An Indiana agent writes in to THE | 
NaTIONAL UNDERWRITER for information 
regarding the premium and losses of a 
number of cut rate companies. He 
practically says that he was quite sur- 
prised to see that one of these com- 
panies did only a small business in the 
entire state and he wants to know just 
what size of a business a number of 
other companies did. In fact, the fig- 
ures are so small that he wants us to 
check them up and find out if it is a 
fact that these companies really were 
as minor a factor in the business as the 
figures would indicate. 

Continuing his letter he says: “If 
they do not do any more business than 
this comparatively as a whole, we be- 
lieve we can convince ourselves that 
we need not be as afraid of them as we 
have been.” 


gg pened 24g PEE ESN pnd EEE ERNE, Have you been “buffaloed” by inter- 
S010 SSMS steed compctiion i the sans was? 


Marine Department 


Fireman’s Fund Insurance Co. Continental Insurance Co. 


Glens Falls Insurance Co. Phoenix Assurance Co., Ltd. 


Our Facilities are Yours—the Full Co-operation of 
the Office is always available for OUR AGENTS 


ame 

oF ene 
— 
— 
— 
——~) 


Inland and Ocean Marine—Tourist, Salesmen’s and Inland 
Marine Transportation Floaters—Registered Mail Insurance 


BECOME AN AUTOMOBILE SPECIALIST 
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Twice as Much Business 


N five years tornado insurance prem- 
iums for the entire country have 


doubled. 


The increase last year was 25 percent. 


This means that when the agent solicits 
tornado insurance he is soliciting a 
saleable line. 


The steady increase in tornado insur- 
ance during the past five years shows 
that it has been placed on a permanent 
basis, that it has ceased to be a line of 
business that is here today and gone 


tomorrow. A decade ago it did not en- 
joy that stability. 


Then the agents of the country let the 
tornadoes themselves do too much of 
their selling and if the community failed 
to have a cyclone when renewal dates 
came around there were few renewals. 


Now the agent takes advantage of every 
storm, whether it be in his own com- 
munity or not—he lets the storm and 
the newspaper reports of the storm do 
a major part of his selling but he per- 
sonally puts on the touches that make 
the sale permanent. 


Tornado insurance has come into its own. 


Have you come into your share? 


There are many insurance companies but only one 


shen Insurance 
Falls Company 








GLENS FALLS, NEW YORK 


E. W.WEST, President 


H. N. DICKINSON, Vice-President J. A. MAVON, Assistant Secretary 
F. M. SMALLEY, Secretary F. L. COWLES, Assistant Secretary 
R. C. CARTER, Treasurer. H. W. KNIGHT, Assistant Secretary 


Fire, Marine, Automobile, Riot and Civil Commotion, Tornado, Sprinkler Leakage, 
Registered Mail, Use and Occupancy, Rents, Rental Value, Leaseholds, Profits. 
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Can Your Patrons Afford To Be Unprotected By 
~ Riot and Civil Commotion Insurance 


Disturbances arise with startling suddenness. 
Sometimes with little, if any, real cause. 
Do not delay—delays, like riots, are dangerous. 


Rates for this protection have recently been 
greatly reduced—no one can now afford to go 
unprotected. 


Present this valuable coverage to your mer- 
chants, bankers and manufacturers, and submit 
your problems to us. Our service department 
will assist you. 


Our agents have the benefit of our experience— 
facilities and capacity. 


Insurance Company of North America 


FOUNDED IN INDEPENDENCE HALL 1792 


CASH CAPITAL $4,000,000.00 
Losses Paid Since Organization $211,741,281.81 


Western Department: New England Department: Department of Central America: 
Chicago Hartford, Conn. New Orleans, La. 
Metropolitan Managers: Canada General Agents: 
P 39 John Boas” Southern Department: Montreal, Can. 
New York City Atlanta, Ga. 


Department for Porto Rico: 


, San Juan, P. R. 
Brokerage and Service Department: : 
111 William Street Pacific Coast Department: Cuba General Agent: 
New York City San Francisco, Cal. Havana, Cuba 


Oldest American Insurance Company 
























